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Beginning in April the greatest story in, screencloth pistary 
will be told through dealer-listirfe/ais like this, >!) | 
ADIOA by 
ee «ci WAN 2 , 
Appearing in local papers injevery section of the country they will 
reach your customers . . . telf °em to buy Lumite* screening in your store] 


‘ 
: | 
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Start now to push, promote jtcheneell talk up-Lamitescreening 
for bigger Spring business. Ask your jobbers how you 

can get your name listed at no extra charge. 
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OUTDOOR 
COOKING 
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NO. 464 
CHARCOAL 
COMPANION 


SET 


‘ Stainless Steel with 

aS See, Branded Handles. 
gems «=A gift appeal com- 
Ce bination of fast 
selling tools in- 
cluding 8” French 
Chef’s Knife. 
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| NO. 423 
BARBECUE 
SET 








NO. 418X 
LONG SKEWERS 
for OUTDOOR 
BROILING 






Bright, twisted, solid Stain- 
| less Steel. Smooth surface— 

] never rusts, easy to clean. 
| 








16%” long with sharp 
point. Set of 4 on colorful 
\| display card. 


















NO. 95 
GRIDIRON 















(ANDROCK ) 
~ 


Cast iron, long wearing 
— can’t warp or rust — 
the choice of experi- 
enced Chefs. Bright red 
grate. 

Luggage type carrying 
case. 












NO. 909X 
BASKET 
BROILER 











Popular size 9” x 9” x 3”. The 
line also includes the famous And- 
rock No. 912X. Size 9” x 12” x 3”. 
The best way to cook outdoors. 


Made by 
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THE WASHBURN COMPANY 


WORCESTER, MASS. ° ROCKFORD, ILL. 


\ (5 ee) Branded Handles. 
A. eggitts 3 Pieces. A proven 






=~. Outdoor Chef. 
$ 





Table high with side shelves. Large 
size, popularly priced. Three-heat 
grid. Carrying case. 





Stainless Steel with 


favorite with the 





NO. 230 
BARBECUE STOVE 

































NO. 700 OUTDOOR 
ASSORTMENT 


Popularly 
Priced Tools for 
Barbecue or 
Picnic. Pre- 
packed in 
counter display 
box. Size 24/2" 

x V7". 
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kwikset proves fast installation 


during kwikset’s lock installation contest at 
NATIONAL ASSOCIATION OF HOME BUILDERS convention in chicago, january, 1953. 


81% of the 616 contestants installed a kwikset lockset in 3 minutes or less* 
using KWIKSET INSTALLATION AIDS. 


*(installation did not include strike) 


winning lock installation time 


set by EARL M. HALLGREN, building contractor (above right) of 
Des Plaines, Illinois. Emanuel M. Spiegel, new president of 

the National Association of Home Builders is shown 

awagding the $1,000 Defense Bond first prize. 


1 minute 35 seconds 











Above. You're looking at the cross-section shapes of the 
average hardware store’s basic file stock. Below. You’re 
looking at a face-on view of most of said basic file items. 

Being essential repair and sharpening tools — in 
shops, garages, homes, farming —the field for files is 
wide and the host of customers large. Being natural 
wear-away tools, files require constant replacement... 
which means repeat sales over and over — and more 
frequently than with practically all other tools hard- 
ware stores usually carry. 


POPULAR FILE TYPES AND SIZES 


- MILL — Bastard single cut; 8” and 10”. FLAT — 


Bastard double cut; 10” and 12”. 
@ ROUND-Bastard cut; 6”, 8” and 10”. 


HALF ROUND-Bastard cut; 10”. WOOD RASP— 

™~ Half round; 10”. . 

q TAPERS (single cut) — For saw sharpening: Slim, 
Extra Slim, Double Extra Slim; 444”, 5”, 6”, 7”. 

4 RASP-FILE — The handyman’s “4-in-Hand” (four 


files in one): one side half round, other side flat; 
each side half rasp, half file; 8” and 10”. 


SQUARE-Bastard double cut; 6”, 8” and 10”. 





say, 








So what’s the strategy for reaping the biggest har- 
vest? (1) Balance your file variety according to the 
demands of the activities of your trading area. (2) Dis- 
play your assortment of files in a way that makes a real 
impression of your store as headquarters for files. 
(3) Work closely with your wholesaler in lining up the 
right types, sizes and quantities you need for best turn- 
over. (4) Concentrate on Nicholson or Black Diamond 
brands and ride along on their world-wide reputation 
for quality and value. 








NICHOLSON FILE CO. © 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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AN IMMEDIATE 
SENSATION! 


A NEW KIND OF 
PAINT BRUSH CLEANER: 
AND PRESERVER 


i> you can actually switch your brush to 
a different color paint in 33 seconds! 
that brushes and rollers are like new 

SO THOROUGH — stay soft and flexible—can be 
stored dry, ready for instant use! 


— Process 33 can be used over and 
over—never loses its cleaning strength. 


{am —Just swish brush gently in Process 33. 
For rollers, soak sleeve, rinse, theh wipe. 


Y SAFE for all paint brushes and rollers. : 
LOADED 


WITH PAINT 
































* LIST 
ITEM | SIZE PACK | WEIGHT] LIST | EACH 
BIGGEST ADVERTISING CAMPAIGN 
Over 250,000,000 consumer impressions will be delivered P-P | Pts. 1 doz.| 17 Ibs.| $7.08 $ . 
by these famous consumer magazines ... . P-a | ats. 1 doz.| 32 Ibs.| 11.76 
LIFE SATURDAY EVENING POST 
¥ , 3.25 
BETTER HOMES & GARDENS | COUNTRY GENTLEMAN AS | Oe] h Galan ee 
FARM JOURNAL POPULAR SCIENCE 1 to 3 cases 33 1/3% & 5% 
SUNSET SCIENCE & MECHANICS DISCOUNTS iii 
PATHFINDER AMERICAN HOME * Add 6 Ibs. per dozen sleds 

















ORDER PROCESS 33 





G. N. Coughlan Co., West Orange, N. J., MFRS. of NATIONALLY ADVERTISED CHIMNEY SWEEP and DE-MOIST 
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Just Among Ourselves 


Informal Editorial Comments 


A Can Opener Is 
Not a Can of Peas 


If you have been following the news lately, you 
have no doubt noticed that the “experts” on super 
markets are disagreeing among themselves on 
how far the supers will go in selling hard lines. 


While some “experts” still cling to the belief 
that the supers are going to revolutionize the 
marketing of hard lines, other “experts” are 
warning that moving into hard lines is not all 
beer and skittles. 


They stress that mistakes have been made in 
some of the lines put into supers and that some 
supers have been forced to backtrack on some of 
their more ambitious plans. They advise caution 
in moving into the hard lines. 


This contradictory testimony is a rather logical 
development and should serve as a warning sign 
to those manufacturers who have been unduly 
impressed by the propaganda of experts on 
supers. 


The supers are, understandably, quite willing 
to use a manufacturer’s money to experiment 
with new lines. They have everything to gain, 
and nothing to lose. On the other hand, a manu- 
facturer has much to lose by rushing incautiously 
into this field. 


There are unquestionably some hard lines that 
lend themselves to supers. They always have car- 
ried some. No doubt some more will fit into their 
picture. But by no means will all hard lines be 
suitable for such merchandising methods. 


A manufacturer who listens to the song of the 
supers and puts his money and time into develop- 
ing this field, without careful research and study, 
may well find himself shy a goodly chunk of cash 
and shy much of the good will of the hardware 
dealers that he has been carefully building up 
over the years. 


The big obstacle most lines face in moving into 
supers is that of turnover. The smaller margins 
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under which supers historically operate means 
that they are constantly under the lash of the 
giant .. . turnover. 


It seems like such an obvious truth, but so many 
folks seem to forget that you just can’t get the 
turnover out of a can opener that you can from 
a can of peas or a pound of butter. 


Temporarily, the supers can find shelter from 
the smaller turnover in the larger margins that 
prevail on many hard lines. But these larger mar- 
gins are obviously only a temporary sheiter; they 
are not normal in super operations and will not 
long remain. Then what happens? 


So we repeat again, to both wholesalers and 
manufacturers, the supermarket field is not a 
Garden of Eden. It’s a rough path, full of many 
pitfalls and obstacles that will trap the unwary. 
So take it easy, or you may find yourself so hope- 
lessly lost that you won’t be able to find your 
way back. 


We Love the Mail, 
But... 


Each week we receive a very large volume of 
mail from our readers. We welcome this mail 
for it helps us keep abreast of your problems and, 
by knowing what you find helpful, we are able to 
give you, in Hardware Age, the type of articles 
you want. 


We try to answer each letter promptly and as 
completely as possible. 


You can help us do this if you will make cer- 
tain that all mail is addressed to us at “Hard- 
ware Age, 100 East 42nd St., New York 17, N. Y.” 
This address should be used for all mail to the 
editors, the circulation department and the busi- 
ness department. 


An exception to this is mail intended specifi- 
cally for one of the regional business managers. 
Such mail may be addressed to them directly at 























the regional addresses given on page 5 of each 
issue. 


A few readers have been using the address, 
“Post Office Box 60, Village Station, New York 
14.” This is the address printed on the Quick 
Check Card in each issue (see page 201 of this 
issue). 


This special address for the Quick Check Card 
was developed to enable us to speed up the hand- 
ling of these cards in order that you receive the 
information from manufacturers as quickly as 
possible. Using this address for any other mail 
but the Quick Check Cards, delays our receipt of 
it. It is for use only for the Quick Check Card. 


So please, when you write us, address us at 
100 East 42nd St., New York 17, N. Y. 


The Outlook 
For Business 


Probably the most frequently asked question, 
whenever two hardwaremen get together these 
days, is “how’s business?” 


We have been asking that question constantly 
over the past month in our visits to various con- 
ventions and dealer meetings. 


The answers have varied all over the lot. 
There just doesn’t seem to be any set pattern to 
sales experience, except that sales are coming 
much harder these days. 


While January and February are normally 
rather slow months, it is rather surprising the 
number of dealers who have reported gains in 
January, as compared with a year ago. In only 
a few cases have we run into reports of impor- 
tant declines in volume. 


We are inclined to think that one of the rea- 
sons for the way sales are holding up is the 
greater appreciation by dealers of the need for 
promotion. 


The volume of consumer catalogs, developed by 
wholesalers for dealer use, is steadily increasing. 
More and more dealers seem to be taking ad- 
vantage of store anniversaries for sales promo- 
tions. 


This sort of thinking, when coupled with more 
effective stock control, will go a long way towards 


keeping profits up. 


Just Among Ourselves’ 





informal editorial comments 


Many dealers are concerned over the possibility 
of price rises this Spring. They fear that con- 
sumers will not accept higher prices. 


Prices are also the No. 1 headache to manufac- 
turers. 


There have been no important decreases in 
either raw material or wages. To the contrary, 
there are signs that many unions will seek higher 
wages this year, now that wage stabilization has 
been discarded. 


If you have been reading the newspapers 
lately, you will have noted that all the wage nego- 
tiations are still resulting in higher wage scales. 


Against these upward pressures, we have 
greater competition working to keep prices 
down. It is probable that in some situations, 
economies may be developed. in manufacturing 
processes to permit holding prices or perhaps 
dropping them slightly. 


But in many cases, manufacturers are going 
to face the prospect of obtaining slightly higher 
prices, or operating at a loss. 


This problem is especially critical in the hand 
tool field. For some time the hand tool industry 
has been seeking permission from OPS to raise 
list prices. An industry survey of manufactur- 
ing costs had conclusively demonstrated the need 
for such an increase. 


However, the increase was not granted while 
OPS was still alive. Now that OPS has been 
killed, it is likely that the industry will be 
forced to adjust prices upward, or else work in 
the red. And certainly there is no businessman 
—manufacturer, wholesaler or retailer—who 
wants to work in the red. 





Rather, it is an increase that should have been 
authorized many months ago to compensate for 
the continuing rise in manufacturing costs in 
this industry where labor costs account for such 
a large share of the total production costs. 


New Faces 


There are many new faces in Washington these 
days. Have you told these new officials of your 
interest in Fair Trade? 

Write your Congressman now, and tell him 
how important it is to hardware dealers that a 
strong, effective Fair Trade law be maintained. 

Do it today, while it’s on your mind. 
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ons, The ILCO Streamlatch | 
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Ilco offers you a complete and well-balanced line of night | 
a, latches and deadlocks in both standard and modern de- | 
eng signs. Combining the quality look with precision-made | 
her mechanisms, the Ilco line is engineered for lasting efficiency. 
Ilco’s distinctively modern Streamlatch leads the entire line 
with these quality features: | 
a4 @ HOLD-O-MATIC Feature — turning key holds bolt | | 
te back, permits one-handed operation. Slide button 
= holds bolt retracted. | 
ed @ Solid brass, 5-pin tumbler cylinder lock insures full 
security, permits group master-keying 1 | | 
. @ Rustless alloy case in ivory or gray mottletone finishes. || | 
ile 
en @ Bolt, button, knob,screws available in brass or chrome | 
be plate. 
in No. 264GY Gray mottletone case, brass plated knob, bolt: 
an and button. 
” No. 264IV Ivory finished case, chrome plated knob, bolt | 
and button. 
° 
mn ° ° 
vr Stock and Display ILCO’S Complete Line 1 
n Night Latches ¢ Streamlatches * Deadlocks | 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Congressional Action Still Needed 
To Preserve Fair Trade Contracts 


Trouble that is building up for Fair Trade may be 
brought to a head before many more months to go. 

When Congress passed the McGuire Act last year, it 
was clear that the small retailer would get only partial 
protection. 

He had less to fear from the giant merchandiser in 
his community, but he could still expect some cus- 
tomers to be tempted by the offering of mail order 
houses in non-Fair Trade states. 

Now comes the question of whether even the state- 
built bulwarks for the merchant will survive the ham- 
merings they’re taking. 

In the state courts, the case for established minimum 
retail prices is being argued, and in some places, lost. 

Georgia’s Supreme Court for instance declared that 
the Georgia Fair Trade Act was unconstitutional. 

What is obviously needed is action on Fair Trade by 
Congress. A Senate small business group will probably 
air the issue during the current session. 


OUTLOOK—A new ruling on Fair Trade 
by the U. S. Supreme Court is now a definite 
% prospect. At least one, and maybe several of 
the cases now in state courts may eventually 
come for decision by the Supreme Court late 

this year. 


Excise Cuts Uncertain; Budget, 
Other Tax Cuts Get Priority 


It is important for retailers to remind the buying 
public that excise reductions are by no means a sure 
thing in 1953. 

Two important factors limit the likelihood of quick 
congressional action reducing Federal excises on hard 
goods. 

One is the crowded working schedule of the tax- 
writing Ways and Means Committee of the House. 

The other is the Capitol’s agreement to go along 
with President Eisenhower in balancing the budget 
before any major tax cuts are voted. 


10 


President Eisenhower’s promise, it should be remem- 
bered, to cut taxes at “an early date” was directly 
linked to the greater need for whittling down the Gov- 
ernment’s inflated expenditures. 

Neither of the above-mentioned hurdles should be 
interpreted as meaning that there won’t be lower ex- 
cises on hardware store items this year. 

What is meant is that Congress has given priority 
to consideration of lower taxes on excess profits, in- 
dividual and corporate incomes, and selected excises 
such as those applying to liquor, lower-priced cigarets, 
and gate admissions. 


OUTLOOK—The next major tax moves at 

the Capitol will be aimed at examination of 

> tariffs, customs and social security. Late in 

April, the Ways and Means Committee will 
turn its attention to consumer excises. 


Government Seeking Sales Spur 
As Production Lines Still Fill Up 


What will be the effect upon sales of this year’s 
scheduled hefty boosts in manufacturing capacity for 
both consumer and industrial metal goods? 

Will normal increases in population plus pent-up de- 
mand for goods in short supply since Korea be suffi- 
cient to absorb the increased output of goods? 

If excess production does lie ahead, what stimulants 
should be injected into slow-moving lines? 

To aid the business man in solving these problems, 
Secretary of Commerce Sinclair Weeks is now concen- 
trating on substantial expansion of the new Office of 
Distribution. Main goal of the new office, as Mr. 
Weeks sees it, is simple, but all-embracing: 

How can new markets be created, and how can old 
ones be expanded? 

Particular emphasis is to be placed on the creation 
of new demands. 

Among other questions, Mr. Weeks hopes to answer 
for retailers: 

Are population centers shifting; in which direc- 
tions? Must downtown shopping districts take a back 
seat to new suburban shopping centers? Are families 
buying more, or are they saving their cash? 

(Continued on page 182) 
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O10 YOU KNOW THAT- 


McKINNEY HINGES are precision made of 
quality metals? . 


McKINNEY HINGES are available in all stand- 
ard sizes and finishes for every hinge need? 
The pins are perfectly rounded by a special 
rolling process to a tolerance of plus or minus 
one one-thousandth (.001), to assure proper fit 
with no looseness or wobbling? 

ye remem- e 


s direct] 
the Gen McKINNEY PRIME COATED HINGES are 
carefully and thoroughly bonderized to prevent 
should be rust creeping? 
lower ex- They are prime coated with a neutral prime color 
ae approaching the tone of natural wood? 
priority . ° _— 
‘ofits, in- No extra primer is needed when painting them— 
i excises and they take varnish or stain as well as paint? 
cigarets, e 
McKINNEY BEARING HINGES are available 
noves at with self-lubricating Oilite bearings (oil impreg- 
ation of nated powdered metal) at the same price as 





Late in ball bearing hinges? 

tee will 
McKINNEY STRAP AND-TEE HINGES AND 
HASPS are furnished bulk packed in protective 
boxes, which are then packed in convenient-to- 


handle shipping cartons? 





r * 
Up McKINNEY SCREW HOOK AND STRAP 
HINGES have forged pintels with cut threads? 
year’s 
: : € 
2iIty for 


AND, DID YOU KNOW that these are some 
of the features that make MCKINNEY HINGES 


-up de- 
so acceptable everywhere—and therefore so 


e suffi- 
easily salable? 
ulants These are the basic reasons why architects, 
a builders and owners alike agree that—“To be 
“ sure, you couldn’t make a better choice than 


ae ad McKINNEY HINGES!” 
s Mr. 
Order McKinney Hinges from Your Jobber 


an old 
eation 


_ McKINNEY 


direc- 
back 
ilies 
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@ For more information 
on these products and 
services use free post 
card on page 201. 





Screw Driver Line 
Consisting of 23 items, this new 
line of screw drivers comprises pat- 
terns in round blades, square 
blades, Phillips style and stubbies. 
Blades are made of SAE 6150 
chrome Vanadium electric furnace 








steel, and range in length from 12 
in. to 1144 in. Handles are of amber 
shockproof Tenite II. Utica Drop 
Forge & Tool Corp. 


For more data circle No. 1 on postcard, p. 201 


Power Wood Bits 


This power wood bit has a flat- 
tened shank for greater gripping 
power. It is flattened on three 
sides without altering the diameter 
of the bit. It has a completely 
different type of cutting head that 
bores faster, clean and smooth 
without clogging, and spur and 
point permit boring at acute an- 


12 





gles without creep or wobble. It 
fits all electric hand drills and 
drill presses, with cutting heads 
in 17 different sizes, ranging from 
1% in. up to 2 in. Dura-Bilt Tool 
Co., Ine. 

For more data circle No. 2 on postcard, p. 201 


Soldering Irons 


Here is a new line of elec- 
tric soldering irons designed to 
take “production line punishment.” 
Thermostatic Brain gives thermo- 
static action without the use of 
thermostats and controls the heat 
so well that fusing and tip- 
burning are eliminated. Iron stays 
at production heat all day long, day 





after day and there is no radionic 
interference while irons are in use. 
Line ranges from 1 oz. to 1000 
watts, with thermostatic action up 
to 2600 watts. Irons operate on 
110-120 volts, 
Mfg. Co. 


For more data circle No. 3 on postcard, p. 201 


Razor Blade Scrapers 


The new multi-purpose colored 
plastic razor blade scrapers for car, 
home and office use can be displayed 
on this self-service Two-in-One 





sales merchandiser. Unit, 13x7x214 
in., displays 24 scrapers and can 
be hung on wall or placed on coun- 
ter. Display shows many uses of 
this pocket utility item. Scrapers 
are made in assorted colors, red, 
yellow, blue and green, and retail 
for 29¢ each. Hyde Mfg. Co. 


For more data circle No. 4 on postcard, p. 201 


18-in. Power Lawn Mower 


New 18 in. Deluxe power lawn 
mower has automatic recoil starter, 
streamlined safety guards over V- 
belt and chain, new type U-shaped 
multigrip tubular steel handle, 
safety shut-off button enclosed on 


HARDWARE AGE, MARCH 19, 1953 


AC or DC. Wall 








top of engil 
feature. It 
spider reel 
full range « 
to 2% in., b 
wheels. Th 
to change 

Hooks are p: 
er basket. 

maize infra 
retails for 
E-Motor Co 


For more data | 


Table M« 

This imp 
bination A) 
greater ral 





HARDWARE 





| radionic 
re in use, 
to 1000 
action up 
erate on 
C. Wall 


card, p. 201 


rs 


colored 
for car, 
isplayed 
o-in-One 


K7x214 
1d can 
| coun- 
ses of 
rapers 
3, red, 
retail 


|, p. 201 


wer 


lawn 
arter, 
er V- 
haped 
andle, 
ed on 


1953 














top of engine, and self-sharpening 
feature. It has five-blade, four- 
spider reel of hardened steel and 
full range cutting height from ™% 
to 2% in., by regulating roller and 
wheels. There are only two bolts 
to change for wheel adjustment. 
Hooks are provided for grass catch- 
er basket. Finished in green and 
maize infra-red baked enamel, it 
retails for $119.50. Pioneer Gen- 
E-Motor Corp. 


For more data circle No. 5 on postcard, p. 201 


Table Model Radio 


This improved table model com- 
bination AM-FM radio has much 
greater range and sensitivity of 
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FOR THE HARDWARE DEALER 


Previously Model 580- 
TFM, the improved radio is now 
designated as Model 581TFM and 
has been changed in the circuitry 
as well as in incorporation of a new 


reception. 


type tube. It has a straight AC 
transformer-type circuit and eight 
tubes, including rectifier. There is 
no change in the cabinet design 
which is plastic molded and finished 
in green, sandalwood, ivory or rose- 
wood. Suggested retail price is 
$59.95. Arvin Industries, Inc. 


For more data circle No. 6 on postcard, p. 201 


Steam and Dry Iron 


Called the Dual 8 Steam-O-Matic, 
this steam and dry iron is fully 
automatic. Filled easily and quick- 
ly with ordinary tap water through 
built-in funnel, it has stainless steel 
mirror-finish with steam cham- 
ber of corrosion-resistant stainless 





steel. Circle in sole plate distri- 
butes steam over greater area and 
single heat-and-steam control on 
handy fabric dial can be set to 
steam-iron fabrics. Iron weighs 
only 3 lb. Bonus free-of-extra-cost 
feature is travel-storage packaging 
case with Fiberglas pad and neat 
cord handle for handy carrying. 
(Continued on page 198) 






Want more information on these 
products? Then use free post 
card on Page 201 


in hardware merchandise... 


TO HELP YOU 


SELL 


AND OTHER DEALER 












Sports Window Streamer 

This 
streamer, 38x13 
proved baseball, softball, tennis and 


white window 
in., features ap- 


red and 






mY 986 » 


DRAPER-MAYNARD gag” SPORTS EQUIPMENT 


BASEBALL: SOFTBALL TENNIS 
Headquarters for 
approved “LITTLE LEAGUE ” equipment 





Little League equipment. Streamer 
can be attached to inside of win- 
dow or case, or to wall. Available 
free. Draper-Maynard Co. 


For more data circle No. 7 on postcard, p. 201 


Roller Skate Packaging 
Complete line of roller skates now 

comes in a colorful and attractive 

package. In red, white, blue and 








(Continued on page 220) 
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Hardware Merchants 
Sharing in Growth of 
Industrial Activity 


The nation’s retailers are off to 
a good start in the new year, as 
they well might be expected to be 
because of the character of the gen- 
eral economy. 

There is now near-record activity 
in almost all sectors of business. 

Hardware retailers, according to 
the latest estimate by the U. S. 
Dept. of Commerce, had a 6 pct 
sales gain in January, as compared 
with the last month of 1952. 

January retail sales in all lines 
were slightly below the December 
level on a seasonally adjusted basis, 
but were 10 pct above sales a year 
ago. It is also expected that Febru- 
ary will show some gain over the 
same month last year. 

Industrial production is as great 
as ever recorded in peacetime and 
in some instances is even above 
wartime levels. 

With industry now geared to take 
care of anticipated requirements 
of the defense organization, it can 
now devote more of its capacity to 
output of consumer goods. 

So long as consumer demand 
holds at present levels there seems 
to be no need for undue concern 
about a softening of consumer 
goods prices. 

However, it must be remembered 
that millions of extra credit dollars 
have been spilled into retail chan- 
nels since last May when Reg. W 
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p January Sales Were Higher 
p> Credit Sales Up 25% in 1952 


> Fair Trade Under Fire 


was lifted. Credit has been a major 
factor in the high level of retail 
sales. 

While credit sales do not seem 
to be disproportionately high in re- 
lation to industrial activity, per- 
sonal income and consumer savings, 
a downturn in business would quic’x- 
ly be reflected in a tightening of 
consumer credit. 








Hardware Sales Up 
4% in January 


Retail hardware store sales in 
January were $10 million, or 6 
pet higher than they were in the 
like month of 1952. However, Jan- 
uary sales were $16 million lower 
than they were in January 1951. 

The sales estimates, unadjusted, 
23 announced by the Dept. of Com- 
merce, follow: 

(millions of dollars) 


Unadjusted 

1953 1952 1951 

Cg ane 176 166 192 
February ...... 170 182 
ee 190 211 
ee 229 231 
oe Aes tela acs 244 248 
0 ree 233 236 
Aan ee 214 214 
ee 216 224 
September ..... 224 226 
October ....... 233 245 
November ..... 219 236 
December ...... 290 291 
ee 176 2,628 2,738 








Georgia Court Kills 
State Fair Trade Law; 
Bills in Other States 


Happenings in courts and state 
legislative halls during recent weeks 
have given Fair Trade a setback, 
and still more trouble seems to be 
in the offing for Fair Trading man- 
ufacturers. 

The biggest blow was the action 
of the Supreme Court of Georgia, 
late in February, when it declared 
that the Georgia Fair Trade Act 
was unconstitutional. 

The court ruled that the act was 
in conflict with the due process 
clause of the state constitution. 

Fair Traders can only hope that 
Georgia will see fit to follow the 
example of the Florida legislature 
which enacted a Fair Trade law 
that was more effective than one 
which was declared unconstitutional 
by a state court. 

Another recent set-back to Fair 
Trade was widespread misunder- 
standing of the effect of the ruling 
of the New Jersey Supreme Court, 
on March 2, when it ruled that non- 
signers were not obliged to observe 
Fair Trade contracts. 

The New Jersey case involved a 
point that was considered under the 
law as it pertained before the 
enactment of the federal McGuire 
Fair Trade Act. 

Consequently, the New 
Court’s ruling does not affect the 

(Continued on page 262) 
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Put a PROFITABLE END to this 
“cracker barrel” selling of fasteners 


You won’t make satisfied customers 
by keeping them waiting, while you 
fumble through stock drawers to find 
the fasteners they want. 

To meet competition today, a store 
must be attractive, with merchandise 
arranged so customers can order 
quickly and conveniently. Satisfy 
them with neatly-stocked shelves of 
RB&W “upside-down” packages! 

Then you can’t miss finding exactly 
the RB&W fastener customers want. 
There’s one product to a box, labeled 
in big black type, with the product 
pictured. Such good fastener service 
will help bring customers to you for 





all their hardware needs. 

When you open an RB&W package 
to fill an order, the clever “upside- 
down” feature comes in mighty handy. 
You can’t spill a single RB& Ww bolt, nut, 
screw or rivet .. . the label’s upside- 
down so the cover will be always un- 
derneath and the bottom won’t drop 
out. These boxes take constant open- 
ing and closing without bending or 
breaking. 

Stock and feature the complete 
quality line of RB&W bolts, nuts, 
screws and rivets ... great hardware 
staples that are always in demand, 
never out of style, sure to build traffic. 











108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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PROFITS 


ARE BUST 





GARDEN SPRAY 


in the smart 
pressurized dispenser 


KILLS 


Japanese beetles - Thrips 
Aphids - Leaf hoppers 







$1.89 RETAIL—USUAL TRADE DISCOUNTS 


NO MIXING —NO FIXING 














Krylon Garden Spray is so easy to use. Just pick up the 
handy spray dispenser, press the button and plants are 
insect free. Krylon Garden Spray is used on common house- 
hold and garden plants and shrubbery, including roses, 
chrysanthemums, asters, gladioli, geraniums, coleuses, 
ivy and azaleas. 


NO WASTE with Krylon Garden Spray. You use only 
as much as you need. One dispenser sprays a long 
ways. 


SO MUCH SAFER because Krylon Garden Spray 
comes in an all-metal, sealed pressurized dispenser. 
No need for users to worry about open containers 
which children and pets can get into. 
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Tee tu 
KRYLON GARDEN SPRAY 
with sales of 
Garden Tools, Seeds, etc. 


KRYLON GARDEN SPRAY 
Because it is a proven, fast-moving item that takes little SALES ASSURED BY 
counter space, Krylon Garden Spray is a “sure-fire” NATIONAL ADVERTISING 
tie-in sale with lawn and garden supplies. R. M. Shinn 
& Sons, Garden Supply Retailer of Philadelphia, says; 
“It’s the best pest-control I’ve used in the twenty-six 
years I’ve been in business.”” Make this spring an extra 
big selling season by keeping a display of Krylon 
Garden Spray on your counter. Order from your jobber. 


NATIONAL ADVERTISING 


Advertisements appearing in America’s leading maga- 
zines will have your customers asking for Krylon Garden 


Spray. a —e 
THE KRYLON FAMILY 


Stores across the country have found the Krylon family 
... Clear, White, Aluminum, Black and Garden Spray 














... all in 12-oz. pressurized dispensers, are staple items also American Rose 
that move fast. Stock the complete line of Krylon Home Garden 
acrylic sprays. Popular Gardening 
KRYLON, INC., Dept. 1803 
KRYLON KRYLON , 2601 N. Broad St., Philadelphia 32, Pa. | 
CLEAR WHITE ] Please have my jobber deliver —— cases of I 
| Krylon Garden Spray. (12 cans per case) | 
I i 
I ee ae... iittala ensaiiinetinti j 
KRYLON KRYLON Ati ——— sateen i 
ALUMINUM BLACK on a 
i My name — . are | 
. Favorite jobber sills cehiaiinsioeinaatinieaantaaslodilia $ 
i 
cee cee ee es es ee ee ee es es ee ee eee ee eed 
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What: a Len! they don’t have snow melting” 


As she looks at her neighbor’s 
plight, the woman next door can 
thank her lucky stars that she in- 
sisted on driveway snow melting. 
She knew the dependence of mod- 
ern suburban dwellers on the family 
car... for transportation to and 
from work, for shopping, visiting, 
church going, and for emergencies! 

Suburban living can be wonderful 
in fine weather, but when snow or 
ice hits, a car can be tied up tight 
in the owner’s driveway or garage 
approach, even though the streets 
and roads have been cleared. 

So, more and more, home owners 
are installing driveway and side- 
walk snow melting systems. They 


Sheed Pige 


i WSL THOCE. 
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consider it a sound investment, for 
in addition to assuring mobility at 
all times, it eliminates snow re- 
moval expense, spares the human 
back, and adds appreciably to 
property value. 

You can be sure when you specify 
steel pipe, that it is the first choice 
for such installations. Its known 
economy, proved durability in over 
60 years of hot water and steam 
heating applications, formability 
and weldability for coils and grids, 
make it a natural selection. In fact, 
for snow melting, radiant heating, 
conventional heating and other 
uses, steel is the most widely used 
pipe in the world! 





With a driveway snow melting system the 
family car is always instantly available for 
pleasure, business, or emergency use. Steel 
pipe snow melting keeps Americans mobile! 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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Powe Balanced-Flow JET 
Here's the unchallenged champion of 
the shallow-well field—no other pump 
like it—at any price. Dramatically 
different, with exclusive features you 
can easily demonstrate, the Balanced 
Flow pulls prospects into your store— 
sells itself and the other pumps in the 

Apes od A Goulds profit clean up line! 


se. Steel 
1s mobile 


It’s the GREATEST . 
water systems line in our history »————> 





Put YOUR pump profits 
all in one basket ‘seat 


with this 
GREAT GOULDS LINE 





The only shallow well pump that needs no tank . . . the of ly 
pump with self-adjusting capacity to deliver (within pump 
capacity) the amount of water desired at each tap—with no 
flow variance no matter how many taps are open/ Quiet, 
compact, corrosion-resistant, only one moving part. Easy to 
install—easy to service. Figure 3680. 









Po - 
e - R 


~ De 
aad 


A “packaged” shallow well system—complete with tank 
and all accessories—nothing else to buy! A low cost, easy- 
to-install system—with dozens of Goulds famous quality 
features. Corrosion-resistant, self priming, only one moving 
part—a compact unit built for years of trouble-free, eco- 
nomical service. Capacities up to 520 gallons per hour— 
ideal for the average home. Figure 3683. 





pressure, 





and to complete the story 

ur customer requires—in capacity, 
nea yg or deep well—there’s a GOULDS 
just right for the job. See the pumps shown above 
—and all the other great pumps in the complete 
GOULDS line—at your distributor's now. Let a 
help you make 1953 a “pump-profit” year for you 


GOULDS PUMPS Inc., Seneca Falls, N.Y. 





Better call your Goul 


+ 


The famous Goulds dual-service/water system that uses the 
same basic pump unit for eithey shallow or deep well serv- 
ice. Wide range of capacities and pressures—sizes from 
% h.p. to 5 h.p. The perfecf pump to recommend where 
shallow well water levels mgy drop in dry periods to deep 
well levels. A dependable/workhorse for most farm and 
home requirements! Figur¢s 3628-3629. 


. =P 


A completely self-contained deep well water system, with 
tank and all accessories, GOULDS-engineered for top per- 
formance at lowest installation and operating costs! With its 
17 gallon tank, this system is especially designed for pump- 
ing levels not more than 50 ft. below the unit. A “best buy” 
that will open new profit doors for you in 1953! Figure 3681. 
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for bigger business! 


ou make a strong bid for bigger business when 
Tom hang out the “American” dealer sign. Farm- 
ers will go out of their way to trade where the well- 
known “American” sign is displayed, for they are 
familiar with American Fence . . . are already sold 
on its advantages. 

A lot of pre-selling of American Fence is done for 
you through consistent advertising in leading na- 
tional and farm magazines, reaching some six mi.lion 
farm homes. The hard-selling advertisements feature 
actual, believable testimonials of farmers who have 
proved the staying power of American Fence on their 
farms. On radio, too, your prospective customers are 
reminded to look for the dealer who carries products 
bearing the U-S-S trade-mark. And effective direct 
mail literature, catalogs and folders are supplied to 
American Fence dealers to help them keep in touch 
with their customers and prospects. 

The best business-booster you can have, of course, 
is American Fence itself. It’s a quality product, de- 
signed for long life and easy erection. It’s a good- 
looking fence, sturdily constructed and smoothly 
coated with heavy galvanizing that fights corrosive 
effects of bad weather. 

Use the pulling power of American Fence to widen 


_ your trading area, increase your volume, boost your 


profits. Remember— 


Theres more American Fence in ase Than any other brand / 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO) + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 








When you handle the 
complete line of U-S-S 
American Fence and 
Vire Products you ex- 
tend the sales poten- 
tial of every depart- 
ment of your business. 
Here are just a few 
items that are sure to 
be quick movers: 


U-S-S American Steel Posts. 





U-S-S American Poultry Netting. 


U-S-S American Tie Wire For Automatic Balers. 


















































































































FORKS 


Heads of all forks are rolled or forged 
from high carbon bar steel. Spading Forks 
are forged from dies insuring uniformity 
in width, spacing and thickness of tines. 
Tempered. Ames Brand polished and 
equipped with Armor D Handle. Ames 
Ram Brand Tumbled and equipped with 
Steel D Handle. 


HOES 


Heads are forged from high carbon steel. Carefully 
rolled to correct thickness. Set and balance conform 
to consumer requirements. Fully edged. 


RAKES 


Round Bow and Level Head forged from bar steel. Teeth are 
all the same length. 


Ames Brand equipped with Ames Laminated Handles. Revolutionary 
construction eliminates possibility of cross grain. No extra cost. 
Ames Ram Brand equipped with ash handles. 


Fitting companions for the famous line of Ames Shovels. Each tool 
beautifully finished. 


O. AMES CO. 


PARKERSBURG, W.VA. ° NORTH EASTON, MASS. 





STEEL GOODS 
FORKS - HOES - RAKES 


SHOVELS 
SPADES 
SCOOPS 
FORKS 
HOES 


RAKES 
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EVERY HOME OWNER or RENTER 
1 in Amerie@a is Your PROSPECT 


5 Plea for the NEW 







Model J with 
Rotary Mower 
New Model J with 

Rotary Mower Attachment 
Model J Tractor $105.00* 
Rotary Mower .. j es-es$34,00* 





Model J with 
Rotary Cultivator 








Yes, here’s versatile power for the average yard — at a 
price within the range of every home owner or renter in . nae 
the country! It’s the saleswinning, profit-making new ws,” 
Simplicity Model J with “4-Job Power” . . . mows lawns, ms 
cuts weeds, cultivates gardens, plows snow . . . makes Medel 5 with ZS, 
single-purpose power mowers or snow plows obsolete! aceite cx: Me 
s 


And the Model J is just one of the complete Simplicity 
line of garden tractors with year ‘round profit oppor- 
tunities for you. They’re backed by strong national ad- 
vertising — plus the most effective dealer aids offered 





by any manufacturer in the industry. Get all the informa- 
tion on the easy-to-sell, easy-to-service, easy-to-stock Sim- 
plicity line. Mail the coupon below — today! “ake 





America’s No.1 Garden Tractor eerie 


28-Way Versatility — 52-Week Utility — 52-Week Sales Opportunities 


*Prices F.O.B. Port Washington, Wisconsin 


SIMPLICITY MANUFACTURING CO. 

Port Washington, Wis. 

There are a few choice territories still open for qualified 
dealers. Please send full details in letter. 

TO: Simplicity Manufacturing Co. 

5382 Spring St., Port Washington, Wis. 


% 





NAME . 
New Simplicity Model V ‘ Popular Everywhere ADDRESS 
Heavy-duty 5 HP utility Simplicity 3 HP Model M-1 Simplicity 2 HP Model L-1 
tractor for farms Plenty of power for — Ideal for most gardens, 
298.00* big jobs large lawns CIty .... ZONE STATE 
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BOOST WINTER PROFIT 


BY FEATURING DOWFLAKE? 


Ice removal means big demand, 


ready market for smart merchandisers! 


Old man winter is one of your best salesmen. He’s 
the guy who makes those slippery, icy days . . . and 
the guy who can make big business for you. 
Profit-wise merchandisers feature Dowflake (Dow 
calcium chloride 77-80%) the most popular product 
for ice removal. With hundreds of ice-conscious 
people in your area, a good display of Dowflake can 
boost winter profits with a minimum amount of 
sales time. 

Dowflake’s effectiveness and ease of application 
make it the ideal de-icing product for steps and side- 
walks, parking lots, gas stations, garages, public build- 
ings and many other places where ice is a problem. 


you can depend on DOW CHEMICALS 





Old man winter supplies hazardous ice. Take ad- 
vantage of this ready-made market and sell “Safety”. 
Your Dowflake distributor can furnish you with an 
attractive counter or window display, a variety of 
informative literature and newspaper advertising 
mats. All of these pieces are designed to help you 
make the most of your Dowflake market. 


Remember, there’s a year around demand for Dow- 
flake, the ever-thirsty chemical. In the warm months 
it is used for dust and humidity control. Be sure to 
check with your Dowflake distributor today and 
stock up for the big winter business. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 
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You don’t need a very long memory to know what's going to 
happen—and very soon! Lose no time in assuring a steady 
supply of fast-selling FIRESTONE Velon for your store. Your 
customers want this permanent rustproof and stainproof 
screening that can stay up summer and winter. FIRESTONE 
Velon has price-appeal to homeowners—and a sweet profit 
to you. 
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“TRADE MARK 


Plastic llloven Products 


WEAVERS OF Firestone Jeon) SCREENING 
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Bolster your stock now with tough, durable. 


Firestone 


7 * SCREENING 


—won't rust or rot-never needs paint 





COLORS: Forest green, bronze brown or aluminum gray. 


DIMENSIONS: Standard widths—24”, 26”, 28”, 30’, 32”, 
36”, 42” and 48”. First six widths fit display rack. Additional 
widths on special order. Mesh 18 x 14. Filament diameter 


0.015”. 


This “SILENT SALESMAN” does a whale of a selling job! 


y ' IT STORES../7 DISPLAYS...17 SEUS 
Ke Yélen s CR CRE EN NI | ING 72> Gets your message across even when you're busy with other customers. 


Compact—55%" high, 45%” wide, 14” deep. 


$ 
YOU PAY ONiY 9. 95 — less than half our cost. That's not all. We 
prepay shipment from Chicago. 


Quick Facts About Firestone JeGxz 


1. Can't rust—never needs paint. 


2. Impervious to rain, sun, cold, smoke and soot. Not even salt spray 
—eternal enemy of screens—bothers it. 


Won't sag or snag, break or bulge. 

No need to dismantle and store during winter. 

Lighter weight—greater impact strength. 

So easy to install—a bright lad or a woman can do it. 


ACT NOW! 115,000,000 sq. feet of plastic screening 


will go to market this year. Sounds like a lot—but it won't be so much 
when the stampede starts. If your local Jobber doesn't handle Velon, 
write direct—today! 


Ine 51 CAMDEN STREET 


PATERSON 3,N. J. 






































These leading national magazines 
help you sell Zee Zemrer Shears! 
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“Dynamic” 
Grass 
Shears A. 


Finest squeeze-action grass 
shears made! Tempered 
cutlery steel blades. New 
flex-action. Streamlined, 
comfortably-shaped han- 
dies. $20.00 per dozen. Sug- 
gested retail, $2.50 each. 






oO 


"Dynacut” 
Pruner 
No. D150 


“Perfect” 
Pruner 
No. 100 


~ NA America’s finest pruner. Drop 


California 
Pattern Pruner 
No. F917 








Ahusky, all-purpose anvil-type 
pruner at a popular price. 
Blade forged from special alloy 
steel, hardened and tempered 
with a keen cutting edge. Com- 
fortable handle. Over-alllength 
8”. $14.80 per dozen. Sug- 
gested retail, $1.85 each. 


} “Dynamic” 


Hedge 
Shears 


Perfectly balanced. Precision 
fitted 8%-inch full polished 
blades made of specially hard- 
ened and tempered forged 
steel. Upper blade, knife sharp 
—lower blade, serrated. Over-all 
length 21”. $28.00 per dozen. 
Suggested retail, $3.50 each. 





forged steel, hardened and tem- 
pered. Precision ground and 
fitted. Cutting edge and tip pro- 
tected when closed. Improved 
handle pattern. Flat stainless 
steel spring. Length 814’. 
$30.80 per dozen. Suggested 
retail, $3.85 each. 


True Temper 
103 
Lopper 


For heavy duty tree work. 
Extra large head, powerful 
construction. Perfect balance 
—specially shaped handles. 
Blade and hook precision 
ground. Length 22%’. 
$39.60 per dozen. Suggested 
retail, $4.95 each. 











Drop forged steel, hardened 
and tempered. Cutter parts 
perfectly ground and fitted. 
Smooth ground handles. 
Dynamic hinge bolt and nut 
won't work loose. Length 
8%”. $18.00 per dozen. Sug- 
gested retail, $2.25 each. 


Drop Hook 
Action 
No. 105 


For tree surgeons, linesmen 
and expert orchardists. 
Head polished, hardened 
and tempered. Extended 
steel shanks for added 
strength. Tapered ferrules. 
Over-all length 25”. $38.00 
per dozen. Suggested re- 
tail $4.75 each. 


I WRITE FOR FREE CATALOG! Send today for | 
| True Temper's complete shear catalog — | 
| also shows free sales helps and ad mats | 
| Write to True Temper Corporation, 1623 | 
| | 


Euclid Avenue, Cleveland 15, Ohio. RUE TEMPER Corporation 


Cae cee ce canes ease ema nD GEES SD CREED GEES CHEED QEEED ND ENED cD can cam 4 FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 
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SALES BOOSTER 








} Qf Dressed 


sprinkling can 
your garden over saw | 





... HAS 
IMPROVED COATING 
THAT WEARS 
SEASONS LONGER! 


Wheeling’s improved Alloyed Zinc 
coating seals every seam against 


hand-dipped after it’s made for extra 
rust-resistance, extra long life. 

No two ways about it, this Wheeling 
Sprinkling Can is tops for looks, = 
tops for wear. Be sure to get yours. 4 


WHEELING CORRUGATING COMPANY, 
WHEELING, WEST VIRGINIA ~~ 


AND WHEN YOU BUILD... specify 
Wheeling Metal Lath, choice ¢ 
of leading builders for over 60 years. - ‘ 


S 


sooo WARE 
WHEELING: 






leaks, protects every inch from < : 
corrosion. And like all other famous SE Way 
Wheeling Ware, this sprinkling } 17% + % 
can is made of solid steel, Th 2 







mths 


back yard! 


Here is just one of the Wheeling Ware 
ads that will be working for you in 
1953. It's NATIONAL advertising 
with all the impact and coverage of 
LOCAL advertising . . 
own back yard. 


. right in your 


Your customers have learned to trust 
Wheeling quality . . . they know the 
famous Wheeling label is found only 
on ware that is made of solid steel, 
hand -dipped ,after it’s made for extra 


rust resistance, extra long life. 


Your greatest year can be... 
with Wheeling in ‘53! 


WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 
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ATLANTA BOSTON BUFFALO CHICAGO COLUMBUS 
DETROIT KANSAS CITY LOUISVILLE MINNEAPOLIS 
NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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‘ 
V V hen we opened our store 


2 


Walt Noble, manager 
FALLEY’S MARKET 
HARDWARE DEPT. 


21st & Gage Bivd., Topeka, Kansas 


12 years ago we stocked the 
Chi-Namel line of paint. 
Our sales through all those 
years have increased steadily 
to the point where we’re do- 
ing a big volume of paint 
business. We’re back of Chi- 
Namel all the way because we feel through its reg- 
ular and special promotions and its many services 
—including personalized color planning—we have 
achieved our success. Our Chi-Namel customers are 
satisfied because they know (and so do we) that 
Chi-Namel is a top-notch, quality paint. We also 
remember that satisfied paint customers also buy 
other items in our store, which means, of course, 
more profits for us.” 


How much new business does your 
paint line produce? 


Your paint line is probably a good one, but how 
many customers actually ask for it by its brand 
name? Probably, not many. The big question is 
not how well known is your paint line, but rather 
how many new customers does it actually bring 


CD Pant & VARNISH CO. 


Please send me the Chi-Namel story. 


28 


Name__ 


Address ee eC Re oe Bs 


City State 








<hiNamel Dealer Aids Result 
in 12 Years of Big Paint Sales” 


says Kansas Chi-Namel dealer 





into your store. Testimonials from Chi-Namel 
dealers everywhere prove that Chi-Namel’s pro- 
motions and services bring in many new paint cus- 
tomers... customers who buy other merchandise 
as well. 


Here are 17 ways Chi-Namel helps 
dealers get customers 


Color Planning Studio Special mailings 
Architects’ & Contractors’ List mailers 

promotions Special product promotions 
Painters’ promotions House-to-house ads 
Industrial promotions Novelty sales stimulators 
School Board promotions Dealer stationery 
Farm promotions Statement inserts 
Newspaper ads Special Consumer promotions 
Radio announcements Special Sale promotions 


Write for the Chi-Namel story 


Learn how Chi-Namel is building new paint busi- 
ness for its dealers with advertising that does more 
than just sell the idea of painting. It brings cus- 
tomers directly to each Chi-Namel dealer’s store. 
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Fast cutting! 
Gets into corners! 


Double-edge blades! 
Lowest priced scraper! 
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A top eedware Week special... 


Warner quality at the country’s lowest price! 























FREE 
Self-Service Display! 
Sell three times as many  —— 
scrapers with this natural | 
finished hardwood display! | 
It's yours free of extra 
charge with just six each of | 
three sizes of scrapers and 
blades. Dealer cost only 
$7.30. Order from your 
jobber or write us about 
the Warner #1012 assort- 
ment display. 














—— WARNER MANUFACTURING CO.—— 


809 16th Avenue S. E. 
MINNEAPOLIS 14, MINNESOTA 
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“MASTER 
MERCHANT” 
DISPLAY 


1. A counter display 


2. Screw fast to the wall 
3. Hang from screw eyes 













PERMANENT 


UPKEEP 





SELF SERVICE 
COLORFUL 
5UST-PROOF, Mr. Dealer: 


Here is real news...a packaging and display idea 
we know you will welcome, because it means MORE 
SALES with less effort ... MORE PROFITS ... MORE SATIS- 






PLASTIC BLISTER 


DOES ITS OWN FIED CUSTOMERS ... MORE REPEAT SALES. Here is your 
h t luable disp! , yet sell e 
SELLING JOB — ee 
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’ ft 
¢ ACTUAL SIZE 


An extra clerk who doesn’t 
cost you a cent! 





a EASY IDENTIFICATION 


here is the MCW 
Steel Tape Package 


@ CORRECT PRICE GOES HERE 


\ 













RULE IS “SEALED IN” 
GUARANTEED “FACTORY FRESH” 


Because your customers can actually see into the package 
as they read the sales pitch, they sell themselves. You 
acquire a salesman who will work 24 hours a day, never 
forget a sales point. Because the entire line is always 
in front of potential customers. You sell many more rules. 
































larra-james 


HELPS YOU SELL MORE IN LESS SPACE 
Here’s a complete Power Tool department... 


ONLY G ft 


FLOOR SPACE 




















ATTRACTIVELY DISPLAY 


_—e _- 7MAJOR POWER TOOLS 

a in this 
STREAMLINED UNIT 

Packed With Sales Power 


Here, in a space of only 4 feet, is the 
streamlined answer to dealer space prob- 
lems; enabling you to install a complete 
Darra-James Power Tool Merchandising 
Department. 
Actual floor dimensions are 4 ft. wide, 
2 ft. deep and 5 ft. high. Display is port- 
able and easily moved for window or 
floor use. Design includes adjustable 
sre a wall ' shelves, illuminated shadow box sign, 
| Pe — - . gs and durable finish of washable plastic 
colors. 


Pare 


arra-James 
POWER TOOLS INCLUDE: 


Model 32, 8” Tilt Arbor Saw, with exten- 
sions, V-belt, motor mount and motor 
pulley. 
") Model 212, Jig Saw 
Model 325, Belt Disc Sander 
Model 350, 12” Drill Press 
Model 595, 914” Band Saw 
Model 900, 9” Gap Bed Lathe 
Model 395, 414” Jointer (Cast Iron) 


COMPLETE AS SHOWN 


Ouly #284,0 






CONTACT YOUR 
LOCAL JOBBER , CORPORATION 


R WRITE DIR 7) 
0 ECT SPRINGFIELD MASSACHUSETTS 


32 HARDWARE AGE, MARCH 19, 1953 

















= 
kA 


Factory Branches in Bi 
Cas 

Simonds Din 
Simonds Abrasi: 


HARDWARI 





OLS 


WIT 
amen 


is the 
: prob- 
mplete 
dising 


wide, 
} port- 
Ww or 
stable 
sign, 
ylastic 


5 
YE: 


xten- 
notor 




















SIMONDS 
Si-cL0¥* 
SAWS=”t 




















RETAIL SELLING PRICES 





For Rip, Cut-Off, Easy-Cut and Combination Saws 


6 - $1.75 9” . . + « $2.65 
7 - 2.00 RO". « 0 0+ BOS 
8 2.15 i’. . «+ SS 





Supplied with Round or Special Shape Holes 


Ose 8a < 


As listed in Simonds Catalog ‘‘B” 














Factory Branches in Boston, Chicago. San Francisco and Portland, Oregon. 
Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill. Lockport, N. Y., 
Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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SIMONDS GUARANTEE!” __ 


That's right...and that Guarantee is based solidly on Simonds 
Quality, made famous by America’s foremost sawmakers for 
over 75 years! Here, for the first time is a TOP LINE AT 
“POP” PRICES... complete with 13 saw-types (including 
dado-heads, carbide-tipped and metal cutting saws) up to 12” 
in diameter. Round or special shape’ center holes for all 
electric hand saws. Finest saws made at these low prices for 
home workshops, schools, contractors, and light industrial 
work ... with a discount calculated to make the most money 
for you. Get in touch with the nearest Simonds Factory Branch 
today for the complete SI-CLONE : 
Saw Deal. 





















/ REASONS WHY YOU CAN 
EASILY INCREASE YOUR 
OVER-THE- COUNTER 


BUSINESS Wh 


represents over-the-counter business, 
there is no investment in installation 
tools or accessories. 








Minimum stock . . . stock only for im- 
mediate needs, your Sloane distributor 
will do the rest. 


Leads to extra sales of other merchandise 
. .. helps make your store a “one-stop” 
source for home improvement and repair 
production. 


Nearest Sloane distributor assures serv- 
ice ... provides prompt delivery of the 
Sloane tile you want, when you want it. 


Sloane quality assures customer satis- 
faction . . . gives them the reliable floor 
service they expect. 


Get the complete Sloane Sloane Tile is nationally advertised. 


Story ... learn how you can in- 

crease your present over-the-counter 
business with Sloane Tile for Floors and 
Walls. Fill in the coupon below, today. 


Powerful Sloane point-of-sale displays 
and product literature make your selling 
easier. 

















Sloane-Blabon Corporation, Dept. H3, 
295 Fifth Avenue, New York 16, New York 


Gentlemen: We'd like to know more about over-the-counter 
sales of Sloane Tile. Please have your representative call. 


si SLOANE TILE 
te for Fleea and Walls 


Address 











on SLOANE-BLABON CORPORATION 
d A DIVISION OF ALEXANDER SMITH, INC. 





—— ee ee ee ee ey 


* TRENWALL « TRENTONE 


FINELINE « TEXFLOOR + TERANO + KOROSEALTILE + CORK TILE «© RUBBER TILE + TREN-FLEX TILE 
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America’s moving 







New Designs e New Features 
Nationally Advertised 


Sizes to meet every demand. Lustrous metallic 
finished exterior. Jugs have white porcelain 
enamel-on-steel, acid-resistant interiors and 
patented ““Tempseal” stoppers. Chests have new, 
2-piece streamlined construction with rustproof, 
watertight liners. Order from your jobber today! 





“HEMP and COMPANY inc. 


ie 1953 E. MURRAY STREET . MACOMB, ILLINOIS 














Timely spring painting 
specials now available 
from your Wooster dis- 
tributor.... for quick, 
profitable sales for you! 





FEATURE THE WOOSTER “‘BONANZA” 
FOR THOSE EXTERIOR SPRING JOBS 


Husky, he-man brush appeals to professionals and 
homeowners alike. Pre-conditioned 100% pure nylon 
filaments in five different lengths, with extra-long 
tapered tips. Suggested retail of $5.95 on 4” size is 
bargain for buyer, profitable sale for you. TO 
ORDER: Cat. No. 4309, available in 3” to 5” sizes. 


YOUR PAINT ROLLER DEPARTMENT 
COMPLETE IN ONE COMPACT UNIT 





BRUSHES MADE SPECIALLY 
FOR RUBBER-LATEX PAINTS 






Displays roller-and-tray combinations, indi- 
vidual rollers and spare covers in sturdy wire- 
rack Rollermart. Takes about one square foot 
of floor space. No extra charge for rack. Ship- 
ped as complete packaged unit. TO ORDER: 
Cat. No. R-813 for Dynel and DeLuxe Mohair 
in 50-50 assortment; No. R-830 for all DeLuxe 
Mohair; No. R-810 for all Dynel. 


Cash in by displaying this Wooster 
Merchandiser with brushes designed 
and job-tested for new rubber-latex 
paints. Eight 4” and four 6” brushes in 
each unit. TO ORDER: Cat. No. 6951, 
Home Merchandiser with 100% Celene 
brushes; No. 3951, Smoothie Mer- 
chandiser with 100% nylon brushes. 


















MOST POPULAR BRUSHES EASY WAY TO SELL TRIM BRUSH 
IN THIS NEW DISPLAY WITH EVERY ROLLER SALE 






New hook-on vendor, available without extra 
charge with purchase of one dozen 2” Wooster 
Roll-On Trim Brushes of 100% pure nylon. 
Attaches to side of Rollermart illustrated above. 
Holds open box of brushes, prominently dis- 
played. TO ORDER: Cat. No. 3981 for box of 
12 trim brushes plus rack; No. 3881 for 12 
trim brushes only. 





Contains 514 dozen brushes in 114” 
to 4” sizes. Choice of three price- 
range assortments. No extra charge 
for rack. TO ORDER: Cat. No.3901 
or No. 3902 Merchandisers with 
100% pure nylon brushes; No. 3903 
Dlscchanileers with pure bristle and 
bristle-nylon brushes. 











EXTENSION HANDLE 
SELLS MORE ROLLERS 


SHOW THE SNAP-ON, 
SNAP-OFF ROLLER 





Makes ceiling and floor paint- 
ing and varnishing simple and 
easy. Clamps quickly to any 
standard Wooster roller. Sug- 
gested retail of 98¢ makes it a 
fast seller. TO ORDER: Cat. 
No. R-025. 


Pop cover off with slight pressure 
on end cap, click new cover into 
place in seconds. Available in 3”, 
7”,9” widths. TO ORDER: Name 
roller width. Specify cover cf De- 
Luxe Mohair, Dynel, Lambswool, 
or Mo-ton. 


(§ WoosTE 


THE WOOSTER BRUSH COMPANY, WOOSTER, OHIO---+ SINCE 1851 





Fine Brushes and 
Painting Tools for 
Over 100 Years! 


NOW { 


NATIONALLY 
ADVERTISED 
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ii) - ConiWay | Offer your 

i roe | customers a regular 

ll wootwox ||| 49¢ bottle of NEW 
KITCHEN & BATH Hh 

ly Ocieans Il 


} ” t fact | 
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FREE of extra cost 
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with purchase of a 
quart bottle ef SANI-WAX 
at regular price 








CLEAN uP with these 








Offer your 
customers a regular 
98¢ pint of 


bani Wax 


and a 
10¢ plastic funnel 





\, satencas Cananeen 
<2  Saniax 
FREE of extra cost SS! se 


Uj xomeaene a sar 
Oe 





a 


with purchase of a | Beers, 
gallon bottle of SANI-WAX | ebaiaiaas 
at regular price \ - 


= 


A $5.03 value all for #322 





Two Red Hot Shecials - on Two Red Hot Products! 


SANI-WAX — The tried and true miracle clean- 
ing-wax for furniture, woodwork, kitchen and bath. 


SANI-GLEAM — New miracle glass cleaner. Cleans 
windows, mirrors sparkling bright in half the time. 
Spray on, wipe off — you’re done! Revolutionary 
new miracle formula contains no soap, wax or alco- 
hol to leave dulling film or messy powder. Cleans 
quick and clear. Wonderful for windshields, porce- 
lain, tile and TV screens. Won’t harm auto or wood 
finishes. Women love Sani-Wax — fall for Sani- 
Gleam at first sight. Introduce the new miracle Sani- 
Gleam to your customers — create NEW SALES 
—get NEW Sani-Wax users too! 


Cleans, waxes and polishes in one easy application. 
Sani-Wax gallons, always a bargain — never in- 
creased in cost — now a better buy than ever, with 
a FREE Sani-Wax pint as a handy dispensing bottle 
PLUS a colorful funnel — all for the price of the 
gallon alone. Gives your customers 9 pints of Sani- 
Wax to use for the price of 4 regular pint bottles. 
This offer will create repeat sales for the larger 
sizes of Sani-Wax, that build your dollar volume. 


THESE SANI-WAX SPRING SPECIALS WILL MAKE NEW CUSTOMERS FOR YOU 


Wr Wow. .. because right now is the 


aniWax COMPANY 
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1500 Plantation Drive e 


time to get in on these money-making specials. 
Drop us a note or postcard for full details. 


Dallas, Texas 
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TO HELP YOUR 


Be 


Large ads in these national magazines 
will sell your customers 
on the many uses for Du Pont Sponges... 





PLA 


the ori 
that we 


. Greater conv 

ow es ee PROFIT fo 
Starting with a full color, full page ad in LIFE magazine git ee é a 
April sia 4 5 Sate . P over immedi 
base, water-| 


This powerful advertising campaign: = Loy fe ene dozen * 


@ Includes big ads in SATURDAY EVENING POST and lei A al | : | examine it v 
GOOD HOUSEKEEPING! Be ju; | itm . sold. Dealer 


counter spac 


@ Plus local newspaper ads in selected cities! 


A age "| ze 
@ Plus advertising on the CAVALCADE OF AMERICA gg Te EE 
TV and radio shows! pee Da ee | sa = | PASTE-BA 





° . e j- ‘ "9 : a : ~ It’s a money-s 

So get ready to ring up the biggest sponge business | » ge oe SS | | Smen—e mo 

ever. Better order plenty of Du Pont Sponges in all tea: Boy 8: 8 tipshape, 7 

e efes 5 és Fie: tip on tu 8 
wwii . “ 2 withou 

sizes today! ee, © edge, without 

E. 1. du Pont de Nemours and Company, Inc., : % a | . ‘ not spot. Pa 


eee 2 tales-making c 
Specialty Sales, Wilmington 98, Delaware 


RES. UL. Pat. OFF 





BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


HARDWAI 
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PLASTER-STIK 


the original full-profit crack filler 
that works with all types of paint 


Greater convenience for millions of home-owners, GREATER 
PROFIT for thousands of dealers—that’s the history of 
PLASTER-STIK, the original stick-type crack-filler. Easier 
to use—makes perfect repairs the first time. May be painted 
over immediately. Works with any type of paint—rubber- 
base, water-base, oil-base. Sales-making display carton holds 
one dozen visible-wrapped PLASTER-STIKS in minimum 
counter space. Customers can see stick through plastic cap, 
examine it without breaking seal. Display wherever paint is 
sold. Dealer cost $1.80 per dozen. A big value at 25c, 





PAINTER'S PAL 


For painting hard-to-reach check- 
tails, around door and window 
frames, other narrow surfaces. 
Brushing surface riveted to alumi- 
num handle. One dozen packed 
in display carton—dealer cost 
$1.80. You get full 40% profit 
when you sell at 25c retail. 


PASTE-BAK 


It’s a money-saver for your cus- 
tomers—a money-maker for you. 
PASTE-BAK saves loose wall 
Paper—keeps the home looking 
thip-shape. Thin, flexible plastic 
tip on tube slips under loosened 
edge without tearing paper. Spe- 
cial-formula paste sets firm—does 
fot spot. Packed one dozen in 
sales-making carton. Retails 39c, 
dealer cost $2.81 (40% profit). 


Dept, B2, 506 Third Street 
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TRIM-GUARD 


a time-saver for every paint customer, 
an easy, profitable extra sale for you 


A proved seller. Display it on your paint counter, and watch 
customers add a TRIM-GUARD to every paint purchase. 
This feather-light, steel tool makes painting quicker and 
easier. Keeps paint where it belongs. Protects walls or win- 
dow glass while painting woodwork or moldings. Keeps wall 
paint off baseboards and trim. Housewives will use it again 
and again when washing woodwork, The large handle keeps 
hands from cramping, makes it easy to use. Dealer price is 
$1.80 per dozen—packed two dozen in a sales-making display 
carton. Retail 25c. i 





Zee ge? acked in sales-making display cartons—full 40% profit 


PIPE-SEAL 


A favorite of plumbers. Quickly 
applied—simply draw stick across 
threads three or four times. 
PIPE-SEAL insures a leak-proof 
joint that can be reopened with- 
out galling. Display-packed one 
dozen to box. Retails at 15c, 
dealer cost $1.08 (40% profit). 


PLASTER-FIiL 


Fills gaps around tubs and 
sinks, or large cracks in walls. 
Waterproof——use indoors or out. 
1% Ib. can re- 

tails 35c. Doz- 
en in display 
carton, $2.52. ‘9 
40% profit. " wows - earoeen? 
aie cosy 
N~ 84TH rugs é SIMO 
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WHAT'S BOOSTING 


BOKER 


TREE 


BRAND 2 





BOKER 
Tee QD 


BRAND le 
ma \ 


24, (UTLERY 





Dependable Quality 
Generous Markups 
Reasonable Retail Prices 

Strong National Advertising 








Boe AS a iktin ts 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
“reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ’em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 





HANDY KITCHEN KIT 
Best seller! Three ‘‘most-used"’ kitch- 
en tools —two knives cnd shears — in 
a sales-getting handsome wall case. 








“SUBURBAN” TABLEWARE SET 


Handsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 
slight difference in price, 





SCISSORS — SHEARS and 
EASY PINKERS 
Priced to sell on sight—oat a good 
profit! Wide variety of sizes. Quality 
all the way. 


CARVING SETS 


Sell quickly because they look their 
quality! Highest quality steel, curved 
to fit the hand. Genuine stag handles. 


HOUSEHOLD 
UTILITY SETS 


Consist of paring, fruit 
or sandwich, slicing and 
carving knives PLUS 
h h Id fork. H d 
walnut wall case makes 
women buy-minded. 








POCKET KNIVES 


Sell them once, and you'll never carry 
another brand! Fine steel and fine looxs 
in patterns to suit every tasie. 





ASK YOUR JOBBER TO SHOW YOU THE 
BOKER TREE BRAND LINE 


Catalogs Available on Request 


H. BOKER & CO., 


Established 1837 


INC. 
101 Duane Street New York 7, N. Y. 
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ENDORSED 


Why the SEAMLESS 580 Basketball 
was Approved at Seattle Rules Meeting 


Reason Why #1—This is the ball that 
was crushed to a thickness of 1-inch by 
16,890 lbs. of pressure—without sign of 
a rip, break or blowout. 


Reason Why #2—This is the same ball 
that was subjected to the equivalent of 
22 years of play in the U. S. Govern- 
ment Shaper Tester. 


Reason Why #3—Controlled “cover- 
wear” tests on the Taber Abraser proved 
the Seamless 580 tougher— outwearing 
competitive balls better than 2 to 1. 


Reason Why #4 — Exclusive Seamless 


*Patent Pending 
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FINEST QUALITY SINCE 


construction, including KOLITE 
COVER —tougher than ordinary rubber, 
waterproof, scuff-proof. 100% NYLON 
WOUND CONSTRUCTION — multiple 
layers give ball greater life. Will not 
tear! BUTYL BLADDER — practically 
eliminates need for reinflation. 


Reason Why #5 — Praised by players, 
coaches, referees at recent Yale-Spring- 
field Game, New York-New Jersey All- 
Star Collegiate Game. Many others. 
A court-proved ball. 


Reason Why #6 —Leading coaches and 
athletic directors acclaim economy of 


1877 


580...“Saved roughly $325 during the 
last two seasons with the Seamless 
Kolite 580”. . .“We’re using a 580 
Basketball in its fifth year”. Yes, that’s 
economy. . 


SAVE MONEY— ORDER NOW 


Order the money-saving, court-proved 
Seamless 580 Basketball. Never before 
was such a fine ball offered AT ANY 
PRICE. 

*Approved for play by mutual agreement of par- 
ticipating coaches. 
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leniths Helping Hands ~ 
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’ FOR YOUR BIG SPRING PUSH 
4 ON CLOCK RADIOS 





i: This spring, push the Clock Radios that offer 
$2 i t | 4 P ® 
rf you a host of helping hands... ZENITH! | | New Clock Radio with a Host of Helping Hands 


32 Zenith makes sales easy for you with the 
ge most complete and merchandiseable line 
’ of Clock Radios in the business. Priced for 

step-up selling, from $34.95 to $74.95* retail. 





% Backed by an all-out promotion program 
v that will send your Zenith Clock Radio sales 
2 soaring. 









POWERFUL NATIONAL COLOR ADVERTISING! 


Full-color pages in these mass magazines: 
Saturday Evening Post . . . March 21 Issue 
Look. . + + + «© + « « « « March 24 Issue 


Holiday . . April Issue 




















form mn pew cattes 8 singe vow 


TIE IN. Time Your Promotion 
With the National Ads. 





OTHER BRILIANT NOTES IN ZENITH QUALITY CLOCK RADIOS 


Lenith De tune Clock Mudie eth FI hh C 











_ 





|S that 2 


Feature these Clock Radios in your 
Zenith ‘‘Merchandise Mart”’! (If 
you don’t have this buy-appealing 
Zenith display unit order one now 
from your Zenith distributor. ) 


Newspaper Mats! Radio Spot Com- 
mercials! Zenith furnishes a wide 
selection to bring prospects into 
your store and help you profit 
during this promotion. 


Iiuminated Island Display! 


Displays 5 Zenith Clock 
Radios, visible from any 
direction. Alternating 
flasher units light up the 3 
top sections. Lithographed 
in full color. For use in 
your window or 
anywhere in your 
store. Order one 
from your Zenith 
distributor today. 


The more you have to offer, the more sales you’ll make. When it 
comes to Clock Radios, you have the most to offer with Zenith! 


The royalty of television and RADIO” 


ZENITH RADIO CORPORATION, Chicago 39, Ill. 
Backed by 34 Years of ‘‘Know-How” in Radionics@ 
exclusively. Also makers of fine hearing aids. 


TH 






*Prices slightly higher in Far West and South core, 1959 
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To Start Youngsters 
towards the Green 


Only Bristol makes ‘‘grown-up"’ golf clubs for little boys 
and girls between 5 and 11 years old. These Bristol ‘Cadet’ 
Golf Clubs are not toys — they’re real, honest-to-goodness 
golf clubs like Dad uses. Bristol “‘Cadet’’ for youngsters 


5 to 8. Bristol ‘‘Cadet 
Major’ for children 8 to 
11. Both sets offer 1 wood, 
3 irons and a bag. The 
““Cadet’’ Wood is 2914” 
long; other clubs built to 
match. The ‘‘Cadet Ma- 
jor” Wood is 3414” long; 
remaining clubs to match. 
Build for future sales by 
starting these youngsters 
off right with Bristol 
“*Cadet’” Golf Clubs. 
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brings Green glamour 
to GLASS RODS 


Now.. All-new 1953 Bristol Rods have the Rich 
Beauty and Luxury Appeal of Custom Design 


Green is nature’s favorite color! So in 1953 Bristol's Ny- 
glax Fishing Rods are glamorous in gleaming, translucent 
green glass. 

Now Bristol Fly Casting — Trolling — Boat — Surf — 
and Spinning Rods are fashioned in tubular green Nyglax; 
while Bait Casting Rods are built in both tubular and solid 
green glass. ; 

1953 Bristol Rods are either brand new or a famous favor- 
ite redesigned with new adaptations — new concepts — new 
features for better fishing. Watch your customers’ eyes 
sparkle at the gleaming green glass — rainbow colored 
windings — finest fittings. 

Bristol’s 1953 Rods are the surest sellers ever produced 
by Bristol in over 65 years of being the “First Name” in 
fishing rods. Phone, write or wire for Bristol's catalog today. 


Torrington, Connecticut 


Since 1826 





—the Sports Brand Millions Demand! 


UNION HARDWARE CO. BRISTOL HORTON, INC. RAIN-BEAU PRODUCTS CO, 
THE SPRINGFIELD CO. JOSEPH T. WOOD CO. THE T.H. WOOD CO, 
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ROUND-UP 


OF HOUSE WARES AND APPLIANCES 


GOOD HOUSEKEEPING __ 





—= The Following Articles 
ANTEED by GOOD HOUSEKEEPING 
irre: tame Beep Wil Presaare 
trate Promaster 


Royle tidway Plashe Weed 
Boyle tidway 3-10-Gne Oi 
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Good Housekeeping has quaranteed 
to be as they are advertised. W. 

MODERN HARDWARE here in Temple are 

we can offer you o choice in these i 

booth has been constructed in the Merchants Build- 

ing out ot the Cen-Tex fair. Drop in and see Modern 

Hardwere's exhibit of the articles quaranteed by Good 

Househeeping 
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A promotion formula any up-to-date 


The GOOD HOUSEKEEFPING pro- 
motion of housewares and appliances, 
recently run by Modern Hardware & 
Appliances, Temple, Texas, is one that 
any alert retailer can successfully 
duplicate. No special buying is in- 
volved, since the event is based on 
brands which are well represented in 
all good hardware store stocks. The 
big plus of the promotion is the fact 
that these brands are backed by the 
Guaranty Seal, which covers alk prod- 
ucts advertised in GOOD HOUSE- 
KEEPING. 

For details on how you can run a 
Good Housekeeping Promotion like 
this, write our Merchandising De- 
partment. 





139 Guaranteed Items were listed in the full- 
page “Round-Up” ad which launched the pro- 
motion. Any brands backed by the Good House 
keeping Guaranty Seal may be featured like this 
in retail advertising. 





Laboratory Photographs, from Good Housekeeping In- 
stitute, were used in displays, to dramatize the care with 


which GOOD HOUSEKEEPING protects the integrity 


of its Guaranty. Such displays will help build customer 
confidence in your store. 


HARDWARE AGE, MARCH 19, 1953 








rete 





The 
an 
ad 








HARDWA 








ate 


pro- 
ces, 
e& 
hat 
lly 
in- 
on 
| in 
"he 
act 
he 
»d- 
E.- 


1953 








-_ 


i 





The Guaranty Seal was prominently featured in windows plays may be used by any store with any products that 


and throughout the store, in conjunction with products carry the Seal. 


advertised in GOOD HOUSEKEEPING. Similar dis- 





Successful,” reports Robert H. Stavinoha, owner and 


Radio Spot Announcements, used by the store during 
operator, Modern Hardware & Appliances. “Not only 


the ten-day promotion, consistently featured items 
backed by the Guaranty Seal. If you use radio adver- from an institutional advertising viewpoint, but also in 
tising, you can make it more effective by featuring additional sales. We feel the benefits of this promotion 


GOOD HOUSEKEEPING guaranteed products. will be felt for many months and hope to make it an 


annual event.” 
proof again 


(ie, COOD HOUSEKEEPING sexs ooas 


Good Housekeepin 
” hop yy 10,650,000 
ws ADVERTISED Te 35¢ per THE HOMEMAKERS’ BUREAU OF STANDARDS -9,974,000- 
copy 57th STREET AT 8th AVENUE, NEW YORK 19, N. Y. readership 


Women know—the product 
that has it, earns it. 
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Swing -A-Way 


AUTOMATIC 
CABINET CAN OPENER 


FAR AHEAD 
OF ALL 


OTHER 
= CAN 
OPENERS 


NEW! handsome plastic cabinet con- 
ceals all working parts and 
adds beauty to any kitchen. 


NEW! 11's automatic. Single action 
handle locks the can and re- 
moves the lid in one easy 
operation. 


ate > NEW! three popular color choices: 
Red, white or yellow to harm- 
onize with any kitchen. 


Model 1709R-W-Y $5. 95 


With magnetic Lid-Lifter *6.93 
(1709RM-WM-YM) 


Screws to wall or fastens to tile, steel or glass with 
adhesive bracket. 


SWING-A-WAY MFG. CO. 


In Canada: Fox Agencies, Ltd. 


4100 Beck Ave., St. Louis 16, Mo. Port Credit, Ontario 
HARDWARE AGE, MARCH 19, 1953 
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Everyday | find new uses 
for my Lit'l Bit Food Savers!” 












TO STORE EGG 


ES, JAMS 


FOR JELLI 
AND PRESERVES 














TO STORE 
FRUIT JUICES 








TO STORE BULK 
ICE CREAM 






DEEP FREEZE 
STORAGE 
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‘4 |Lit'l Bit Food Savers 


THEY STACK 





(SET of THREE NESTED—No. 23) 


Shel-Glo Lit’! Bit Food Savers were originally designed 
to save leftovers without cluttering the refrigerator. Now 
thrifty homemakers find them handy for a variety of 
other storage jobs . . . you'll find them one of your best 


“repeat” items. FIT LUNCH BOXES 


Food Savers are made of transparent polystyrene for 
easy identification of contents. Snap-on covers prevent 
loss of moisture, seal in flavor, eliminate transfer of 
food odors. 

LIQUIDS WON'T SPIL® 
Available in 6-ounce, 12-ounce and 18-ounce sizes. Can 
be sold as sets or single units. Food Savers make sense 
to housewives and profit for you. Offer them for both 
food and non-food uses. 





promote these non-food uses 


EQUIPMENT 
[Yana 
COSMETICS 























MONIZ | 


| SPRING PROMOTION! 






10000), CASH 


to boost sales and feather your profit-nest! 


@ We’re giving away thousands of dollars to 
get your customers to try the new Simoniz Easy 
Method. Over 312 CASH AWARDS for the best 
letters submitted in this big sales drive. Big 
page ads on this offer will appear in Life, Look, 
Saturday Evening Post, Collier’s and Better 
Homes and Gardens. Total circulation on this 
promotion is 19,084,090. Be sure you have 
enough SIMONIZ and SIMONIZ LIQUID 
KLEENER in stock to meet the big demand. 
Use our FREE merchandising aids. Get your 
share of the big sales and profits in this sen- 
sational SIMONIZ promotion. 











WIN UP TO $500.00! 


You can win big money, too! Help your customers fill 
out entry blanks. Explain how the new Simoniz Easy 
Method takes the work out of SIMONIZING. Give them 
hints on how to get best results. Remember, if your cus- 
tomer wins— you can win up to $500.00! 


$500.00 for Dealer who helps write the Best Letter 
$125.00 each for Dealers who help write the 2 next Best Letters 
50.00 each for Dealers who help write the 5 next Best Letters 
10.00 each for Dealers who help write the 50 next Best Letters 








TODAY MORE THAN EVER...MOTORISTS WISE SIMONIZ 
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GRD introduces 


5 NEW Electric Housewares 
and a NEW Merchandising Plan 


NEW! Push the Button 


from Steam to Dry 
IN 10 SECONDS! 




















theyre NEW ./ 
a BEAUTIFUL / 










Not only a new steam iron 














































2 ‘ . .. @ new high in ironing ns 
a luxury. Just push button, £ — Ff Ls sream - 0 ~ MATIC 
Wir and water empties hot, safely, , | Oval basic Steam-O-Matie 
{0 J easily, in less than 10 seconds. . 4 an Se plus new id emptying: 
ee” ton (9) and it’s ready for use as dry y. : po * dual hot-or rice! 
=A iron. 4 Steam-O-Matic — this *& WIGHT WEIGHT! pats Btu $1 8.95 
i 2 - es patented feature. Here’s push- 4 * model 35 pa ual 
Fills or refills in Steam - O - Magic par ! MOCO omen 
less than 10 sec- Circle for router button magic with almost * Stainless Steel! a 
onds. steam distribution. effortless ironing that does more * Fully Guaranteed! Na 
than other irons claim! ae 
COs Model DL505 $21.95 wus. ) ib: 
al Without pushbutton, Model R500B $19.95 ® of extra cost! ¥ Y 
Beautiful gift ‘ 
i ; PEW 4 AT case for travel AD | 
= or storage. In- : j 
Use tap water. No Steam irons all & i Y — fiberglas / 
distilled water to fabrics — complete - 9 T “ag o 
buy or store. heat range. * 
COMPLETELY 
AUTOMATIC 
with SIGNAL 
ae 
A dream come true in good 
looks and good cooking. 
Packed with features your 
customers want most. 
Seamless chrome body. 
Fry-O-Mat prevents transfer 
of flavors. Big 5-pint 
capacity. Extra large drip 
proof spigot. 
Model No. W 3000 $29.95 
(Ce ee ee ee eee, Om ween, meee Be 
—— GREAT NEW MERCHANDISING PLAN 
_— Barbecues * Roasts j RIVAL MANUFACTURING CO. HA-3 | 
Grills * Broils * Fries * Toasts 2201 McGee Trafficway_ 
| Kansas City 8, Missouri | 
: range 0 of oom — and a ws | | want to know more about these 5 wonderful new Rival electrical | 
eatures! Penetrating infra-red heat. Holds large | appliances . . . and Rival’s great merchandising plan! | 
fowl or 10-lb. roast. Two heats, No unplugging. | | 
Separate Motor Switch. Includes spit, ‘“Whirl-A-Gig”’ | NAME | 
skewer, tray, bacon rack, Han-D-Rak. 
Model No. V620..-.c-ccsccweeerneene $59.95 ; FRM 
BROIL-O-MAT Infra-Red Broiler, Model 1620............. $39.95 | ADDRESS 
| | 
See These Great New Nationally Advertised Products | ‘''’ STATE | 
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21 PREMIUM BOOSTS 
"| BULB SALES 


Sunday Newspaper Ads Break April 12th 
















Novel Bird Feeder-Ivy Planter 
SELLS MORE WESTINGHOUSE 
3-BULB CARTONS FOR YOU 


Here’s a premium to build store traffic into a rush 
hour crush! 

And how your customers will rush to buy your 
Westinghouse Light Bulbs as soon as they see this 
unique little house in the Sunday comics! 

It’s Bright! Colorfast! A plastic house with a planter 
cup and bird feeder basket. Indoors, it’s a gay wall- 
hanging planter. Outdoors, it’s a bird feeder with suet 
or bread in the feeder basket. 

You have no premium merchandise to handle. Cus- 
tomers send cash and wrapper directly to Westing- 
house. Get your special premium display material to 
be sure they buy the Westinghouse bulbs they need 
in YOUR store. 


#50: 


WITH ONE WESTINGHOUSE 
3-BULB CARTON WRAPPER 





[hae < 


fai 
When they order two for $1.00 /8/* 
to make a double planter c 
or bird feeder, with wall bracket 
at no charge, you sell 
two Westinghouse 3-bulb Cartons. 





Displays include ‘‘Sales- 
Catching’’ 14" x 17" Card 


Pr yous Mow f 


Build special displays of Westinghouse 
3-Bulb Cartons. Dress them up with this 
card, plus the streamer and small 
“stopper” pieces you get in the Pre- 
mium Kit. Call your distributor, or 
write: Westinghouse Lamp Division, 
Advertising Dept., Bloomfield, N. J. 
























you CAN BE SURE...1F rs 


Westinghouse. 
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How 10 PLAY 


NUMBERS 
AND WIN 


It’s easy when you have the right numbers. 


And that’s no gamble with 


Reflexite house numbers move faster over counters... 
pile up bigger volume with less sales effort because: 
@ Reflexite house numbers reflect more light day or 


night. 2900 tiny lenses are molded into every inch — 
the same “miracle material” that guides you on the 


nation’s highways. 


@ Reflexite house numbers are made to last. They 
do not rust, fade, tarnish or deteriorate in the most 


extreme weather. 


@ Reflexite house numbers are the only numbers 


carded — they sell themselves. 


@ Reflexite house numbers display to sparkling 
advantage in small counter space. (The self- 
selection display rack illustrated is available 


free.) 





DEALERS: Let us rush you a trial 
order through your jobber. You'll 
sell them like hot cakes. 
One dozen units of each numeral 

from 1 through 0 


(120 numerals) ........ $18.00 

At 25¢ each, this order 
ee 30.00 
Your Profit $12.00 
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REFLEXITE 
CORPORATION 


STAMFORD *» CONNECTICUT 


Canadian Representative: 
Ontario Steel Products Company, Limited, Division C, Chatham, Ontario 















A Jet-howered business builder! 


HOUSEWIVES GET THIS 


SPRING CLEANING KIT... 


(VALUE *3.69) 











4 
t 


Ft 9...56% MORE POWER | 


BY ACTUAL RATING! 


8 OUT OF 10 HOME TRIALS OF JET 99 RESULT IN SALES! 


Why? Because 95% of the women 
questioned in a recent survey were 
cleaner-owners—and almost 50% asked 
for more power! 


By actual test Jet 99 delivers 56% 
more rated horsepower than the average 
of the 4 other most popular cleaners 
in America! 


Handling ease and dirt disposal rated 
next with these housewives—Jet 99 leads 
again! 


Dealers all over the country report an 
increase in sales up to 400% since intro- 
ducing Jet 99—why don’t you w-h-o-o0-s-h 
up your sales with this amazing cleaner? 





Jet 99 backs up your sales with ads in 
these leading magazines: Life, Good 
Housekeeping, Family Circle, Better 
Homes and Gardens, Coronet, Post, 
Modern Bride. 


plus: 
Powerful “hard-selling” ads in your 
local papers! 


plus: 


Selling tools such as: mats, counter 
displays, festoons. 





plus: NEW CHEST-A-SEAT 
TRADE-IN OFFER .. . 


A handsome hassock with storage 
space for the Jet 99! Your customer 
gets it for her 
old cleaner with 
the purchase of 
Universal Jet 99 
—no extra 
charge! 











weit 


WITH 10-DAY 
FREE HOME TRIAL OF 


BEACON FLOOR WAX - BEACON WAX & DIRT REMOVER - BRILLO 
SOAP PADS - EXPELLO MOTH CRYSTALS - GLAD RAG - GLASS 
WAX - VERNAX FURNITURE CREAM - IVALON MIRACLE SPONGE 

DECORATIVE WASTEBASKET - PLASTIC BOWL COVER 


GET DETAILS OF THIS GREAT OFFER, 
FROM YOUR DISTRIBUTOR! 


Dealer Protection 
Guaranteed On 
cr Trial Returns 





) UNIVERSAL | FRARY & CLARK, NEW BRITAIN, CONN. 
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What's your share of’ 
35 Million Dollar Profit? 


Here oe 


the facts ! CAS CO 


In '53 steam irons will take over the 
huge electric iron industry. eg best seller of them all : 


Steam irons are now outselling Dry Irons 

more than 2 to 1...if you don't feature $ ‘ 
steam irons in your Ads, Displays and La S On The Line 
windows you will lose business to your J ’ 

competitor. 


remem 10 Rocket Your Iron Sales! 
with you for Steam Irons in '53 than for P , F , 
..in @ record breaking magazine campaign can by big | 


any other traffic appliance. on 
DOUBLE SPREADS + FULL PAGES « 
NEWSPAPERS + TELEVISION =, lls 


‘Starting in March, month after 
month, market after market, 
coast to coast, ad after ad in 

The Saturday Evening Post, 

Woman’s Home Compan- 
ion, Better Homes and 
Gardens, House Beauti- 
ful’s Guide for the Bride, 
Good Housekeeping, 
Sunset, Redbook, House- 
hold and Living for Young 

Homemakers. 

A bombardment of heavy 
caliber advertising, making ~~ 
Casco the fastest selling steam 
iron you’ve ever had. 





Frabena : ay = (6 Casco Steam & Dry Irons).. .and get 
boo euschooping “ 
cc |i Free Merchandising Kits 
Costly counter and. window displays; F 
Ask your jobber now See oe ees Seplers 15 DAY 
about ‘‘nationally advertised’’ Casco stuffers, and a dazzling assortment \ ..s¢4 © 


of valuable point-of-purchase and \ ~"*" 
15 Day direct mail materials that enable you | -~ 


rss a to make profitable, fast, easy sales. 
Y Free Trial! Lees 


Y 


a 


CASCO PRODUCTS CORP., BRIDGEPORT 2, CONN. 
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ONCE AGAIN — 
DEFINITE PROOF THAT 


_ REVERE WARE 
Displays Increase Sales 


Tremendously! 





Storeowner Morton Greenbaum said: 


“I knew that a window display of Revere 
Ware would boost my sales, but an increase 
of over 300% was far above my expectations. 
Am | pleased! | am going to do a Revere Ware window 
at least twice a year, and always keep the line 
on display on my counter. | certainly 
advise all dealers to do the same.” 


Window display of Sprain Brook Housewares, Yonkers, N. Y., which 

increased weekly sales of Revere Ware over 300% above normal! 

Time after time we have reported that Revere Ware Revere Ware does increase sales and profits. Handsome, 

displays earn more sales and more profits per square most-wanted by women, tempting to the eye, well 

foot of space— advertised in the national women’s magazines and on 
Here is another proof of that statement: TV—take advantage of the great plus values in this 
The photograph shows a window display arranged magnificent line of Stainless Steel Copper-Clad Utensils. 

by Sprain Brook Housewares, of Yonkers, N. Y. As a Keep Revere Ware on display where your customers 

result of this display, the store had better than 300% can see it and they will buy it. Dealers everywhere find 

gain over usual weekly sales of Revere Ware. this is the way to faster sales and larger profits. 


Rome Manufacturing Company Division, Rome, N. Y. 
Rome, New York « Clinton, Illinois + Riverside, California 


SEE REVERE’S ‘‘MEET THE PRESS’’ ON NBC TELEVISION, SUNDAYS 
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TAYLOR 








ES, nail these Taylor Home and Cooking Ther- 

mometer deals up on the wall—or set them on 
the counter if you prefer. Either way you'll be pleasant- 
ly surprised at the extra profits they'll make. Each deal 
contains a well rounded assortment of the most popu- 
lar thermometers—a good variety of prices and types. 
And they take only 12” x 15” of wall space apiece! 
When you order, be sure to include a stock of the new, 
hermetically sealed Dial-Type Roast Meat Thermom- 
eters. It’s the best looking, simplest to use, most wanted 
meat thermometer on the market—and it’s selling fast. 
Taylor Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 





Tay 


COOKING THERMOMETE: 


Syed 
Re 5 a 


Ot 


reer sy 


Taper OEP FRYING GUE 











- 








New Cooking Thermometer Department makes a customer 
of every housewife! Display assortment of 12 cooking 
thermometers: 3 Taylor Roast Meat, 2 Candy-Guide’*, 2 
Frying-Guide*, 2 Oven-Guide* and 3 Freeze-Guide* ther- 
mometers. Retail value, $24.75; retailer’s cost, $14.40; 
retailer’s profit, $10.35. *Trade-Mark 





INSTRUMENTS MEAN ACCURACY 

















No. 5939 


New Dial-Type Roast 
Meat Thermometer. 
Diameter, 2% inches. 
Length, 5% inches. 
Individually boxed, 
6 in a carton, with 
attractive self-selling 
full-color counter 
display. 
Price $3.50 each. 














TAYLOR INST 





aaah a 2 


Home Thermometer Department on only 12” x 15” of wall 
space! This new display assortment includes 13 wall ther- 
mometers and 9 window thermometers, 75¢ to $2.00, 
plus permanent merchandise board for wall or counter. 
Retail value, $24.75; retailer’s cost, $14.40; retailer’s 
profit, $10.35. 


FIRST 
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(NEM Beautiful-Exciting 
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Fair Trade 
Price 98c 













: ® Exclusive patented safety ringed 
i Kant-Kut-Korners gives smaoth | 


rounded edges that can’t cut or Quick, easy volume sales and fast turnover with these new ARISTO- 


i ‘ae. Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 
display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
© Asbestos padding prevents metal | ance-MATS protect fine surfaces from heat burns, nicks, chips and 

from touching surface. stains when you: use electrical appliances on tables, buffets and 
cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 





se rtonmeencctt 


© Chrome plated.on heovy gouge 11 plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
nena fon, Graninn dneniery. face. Packed 6, 1 dozen packages in a master carton, shipping 
weight 42 lbs. 


Aristo-Mats are easy to sell because 
they are nationally advertised. 


SEE YOUR JOBBER or write for your nearest distributor. 





PHOENIX TABLE MAT CO.,  chicaco'as, itunois 


Manufacturers of the world’s finest quality all purpose stove and utility mats 








ST 
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FOR STEADY SALES-FOR BIGGER PROFITS 


Order LENK! Stock LENK! Sell LENK/ 





bun a tir ip Superheat a.covo. BLOTORCH 
bun®urip 4 in 1 cuctac Soldering Iron 


a, 


“¥ 









Model No. 222 
Blotorch 


$550 list 










Soldering Irons 
2 Popular Sizes 
75 watt Model No. 504 






STANDARD EQUIPMENT 
3 special use tips 


O list 

$550 lis 1 heavy duty tip 

125 watt Model No. 555 all interchangeable 
$650 list 


At your favorite jobber 
or write to 


LENK 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 


DEALER’S CHOICE 


for over thirty years 
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®When you standardize on Pheoll fas- 
teners, you can unload much of the paper 
work, follow-up and other costly overhead 
that is required with so many lines. And as 
handling cost is slashed, your profits increase! 





by mechanized order-handling procedures 
that assure speedy completion of every 
order. You get substantial savings through 
prompt deliveries, minimized back-crders, 
and less correspondence and time spent 


AENT @ strong, clear-cut sales policy to industrial dis- 
is tributors. 

p 

ile 
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With Pheoll, you are able to order ALL locating materials. 


of your threaded fastener requirements from 
a single source. Obviously, this means fewer 
purchase orders and lower freight charges 
. both important items in determining 
actual profit. 
And further, Pheoll maintains the most ex- 
tensive stocks available anywhere... backed 


Sales volume is another important factor 
affecting your profit picture. Distributors of 
Pheoll fasteners are finding a widespread 
and ready acceptance—stimulated by spar- 
kling national advertising in 23 magazines— 
and solidly based on Pheoll’s 50-year repu- 
tation for outstanding quality. 


ONLY PHEOLL OFFERS DISTRIBUTORS 
THIS DEFINITE SALES POLICY 


Pheoll immediately refers inquiries and orders for 
packaged fasteners to qualified Pheoi! distributors. 
This can mean additional sales and profits for you. 


No other full-line screw manufacturer offers such 


SIMPLIFY YOUR OWN ORDERING AND STOCKING PROBLEMS 


mail this coupon for information on Pheoll’s com- 





plete fastener line: 












PHEOLL MANUFACTURING COMPANY 
| 5700 ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 


jase send information on your Distributor Program for screws, nuts 
bolts to: 





Name 





Machine Screws 
Tapping (Sheet Metal) Screws Sided Rods © Set 
Screws © Drive Screws © Machine, Lag and Carriage Bolts 
Brass Washers * Nuts « And many other fastener types a State 











pas fe 









































ALN efey~ 


€D NOFZIGER 


"EVERYTHING HINGES ON HAGER/: 


FREE ! it you enjoyed laughing at Ed Nofziger’s mirth-making cartoon 
this month, send for Hager’s new book containing 28 full-size popular 
“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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Masonry Drill 
Sets 





Power Auger 


















Contact Your Local W & B Distributor “Makers of Gine Tools Since 18&48' 


WHITMAN & BARNES 






Power Auger Bit 
Merchandiser 





You will find profits increasing 
through the use of these exceptional 
merchandising packages of drills. 
When prominently displayed they will 
strongly influence your customers to 
purchase packaged assortments of 
popular drill sizes — increased sales 


means more profit for you. 





Bit Sets 
~ 
Now available to help increase your 
sales volume are a variety of attrac- 
tive show case dispensers, cabinets, 
stands, cases, kits and cartons that 
will stop store traffic and make it 
hh more convenient for your customers 
% to select their Whit- 
man & Barnes drills. 
Write today for additional information on 
the many merchandising kits now available, 
) 
<n 
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PLYMOUTH, MICHIGAN 
NEW YORK e« CHICAGO e« LOS ANGELES « HOUSTON 























NOW...new, super-swift NATURAL WOOD finishing systems 








ACME 


—_—— 


RY 


2 SEALERS—2 FINISHES 


5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 
Both the Clear and Blonding Sealers can be 
recoated after 2 to 4 hours. 
EASY TO APPLY 


Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 


LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL 
Tints easily with oil colors to harmonize 
with any color scheme. 
NATURAL FINISHES 


New, lasting, blonde or natural finishes for 
all woods, 





Pree HOW-TO-DO-IT 
BOOKLETS 
FOR YOUR CUSTOMERS 


Covers, step-by-step, 16 recom- 
mended finishing methods, plus 
bleaching and staining of many 
woods. Easy to understand... 
less explaining for you to do. 





They’re here. The new, natural finishes 
you and your customers have long de- 
manded .. . especially formulated for 
plywoods, fine interior paneling and trim, 











furniture and floors. lage ie: = 
, + ___ NATURAL 
Gives finishes so natural that the eye can WOOD FINISHES 


hardly distinguish between them and 
bare wood, or can be tinted with oil 
colors to harmonize with any color. Dur- 
able. Moisture-proof. Sell it for exteriors 
or interiors .. . and make a 35% profit. 





7 





Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and profit 
from Spee-D-Dry—it’s a natural! Write 
for details, or see your Acme jobber. 














ONLY 4 ITEMS TO STOCK 
Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 


A convincing counter display 20” high, 12” wide, 
and showing 24 sample Spee-D-Dry finishes. 


(1) Clear Sealer and Primer—clear as water 
(2) Blonding Wood Sealer—needs no wiping 
(3) High Gloss Finish—tough, indoors or out 
(4) Dull Finish—gives hand-rubbed, satin effect 


Either sealer can be used with either finish for ACME QUA L ITY PA I NTS, IN « 


any one or more of 16 marvelous new finishes. DETROIT 11, MICHIGAN 
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Ever stop to figure out how profitable those 
“extra sales” are for you? Your overhead expense 
—rent, salaries, taxes, etc.—remains the same, 
whether you get those extra sales or not. 

For example, take the display shown above. If 
you sell your customer just the 6 gals. of paint, 
you have a sale of $37.25. Using the RPWDA 
averages, you gross $11.76, but after paying your 
fixed overhead costs your net profit is only about 
4.4% or $1.64. 

Now, if you sell a complete merchandising 
package, including brushes, turpentine, putty, 






Because Archer 
Pol-mer-ik belongs in 


ER 

any “package deal’ 
le, for house painting, 
1S, Pol-mer-ik is offering 


you the 14 x 21 display 
card shown above for 

your use in building your 
paint department profits. 
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MAKING ENOUGH PROFIT — 
ON PAINT? 


> Social ¢ vt 
HOBBY-TIME PAINTERS ! 


lor we will recommend © qual 


He aay! tS tun! 


Bea wa 





















fied powrtwrd 




























Pol-mer-ik, etc., you sell an extra $21.04 of mer- 
chandise. Your gross profit on these extra sales is 
$6.64. And this gross profit is really net profit 
because your overhead has not been increased! 
Your net profit jumps more than five times from 
$1.64 to $8.28 when you sell 
’em the whole ball of ' 
wax. Worth trying? 


Dlr or 


LINSEED OIL 


SEND COUPON TODAY FOR FREE DISPLAY 


ARCHER-DANIELS-MIDLAND 

Pol-mer-ik Dept. 

684 Roanoke Bidg., Minneapolis, Minn. 

Please rush display card for use in building ‘‘package-deal’”’ 
merchandising event, as illustrated. 





Name aetna — 


Address 





| 





ee ee ee ee ee eee ee ee od 


Zone____State 








QUICK SALES, FAST PROFIT 


Burgess DeLuxe MODEL VS-600 ELECTRIC SPRAYER 


Here’s a sprayer you can sell with complete confidence, because it’s engi- $ . A 
neered to professional standards throughout for long, trouble-free service. 
leccheitienieien! 





And, at the low price of only $10.95 complete, it’s a sprayer you can sell 
fast. Just plug in and spray enamel, lacquer, glossy and wall paints, varnish, 
garden sprays, water, insecticides. Sliding spray-adjuster regulates spray 
pattern and volume. Fast-action trigger switch. 


COMPLETE 


: | FOOL-PROOF—CLOG-PROOF 
TROUBLE-FREE! 


FENCES — Reaches every crack 
and corner without fussy 
brushing. Gives smooth finish. 








FURNITURE — Quickly paint o 
varnish chairs, tables, ham- 
pers, toys, metal cans. 





SCREENS — Paints window 
screens and screen doors four at ‘ 
a time, without clogging mesh. "=" 


oh 


Full 25-oz. jar, grad- 
uated for conveni- 
ence in measuring 
liquids. 3-color jar 
label. 8-ft. UL- 
approved cord set. 
Corrosion - proof 
pump assembly. 
Stainless steel 
piston. 




















INSECTS — Sprays all type 
liquids to exterminate bugs, 
files, mosquitoes, roaches. 





Just plug in to 
any 110-125 volt, 
50-60 cycle outlet, 
and spray. 








FOR THE GARDEN — Apply gar- 
den sprays to plants, bushes, 
shrubs, small fruit trees. 









WY WOANS 
AA te at 












Order from your jobber 
today. If he is out of stock, 
send order and jobber’s 

name to — 






TOYS—sprays a smooth, glossy 
finish on toys and models, in 
practically no time at all! 


GARDEN FURNITURE — Beau- 
tifies and preserves wood, wick- 
er or metal garden furniture. 
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With These PRODU 


cee 
New Burgess VS-610 Spray Kit 
A complete special deluxe spray kit! Contains Model VS-600- 
UL Special Deluxe Sprayer with new SAPPHIRE NOZZLE. 







XN caw 





ee 


$ BURGESS 





COMPLETE WITH BUILT-IN-MOTOR, 
EXTRA SAW BLADES 
AND 22 FULL-SIZE PATTERNS! 







SAWS WOOD, SOFT 
METALS, PLASTICS, 
FIBER, WALLBOARD 














+ 


MODEL JS-180 


Burgess Electric Jig Saw 


Sells and sells . . . all year ‘round! Built-in rotary motor 
delivers 3400 R.P.M. . . . power to spare. Cuts wood to 
full 1%” thick, soft metals to ¥g”. Saws to center of 16” 
circle. SAFE—all rotating parts enclosed. 8” x 53/,” steel 
table. Rubber cushioned base. Adjustable work foot and 
blade guide, fingertip switch. Complete with cord and plug. 








tect sprayer. Kit also contains 3 paint strainers, 
Burgess HAND SANDER 


Listed by Underwriters’ Laboratories, Inc. Sturdy steel sprayer 
storage chest with clasp, folding handle, and holes for hang- 
paint paddle, extra spinner and gaskets, and com- 
plete spraying instructions. 
e av 
Fast-Moving, Year ‘Round Seller 
Model 


ing on workshop wall. Chest is cushioned to pro- | 4? 
VS-600-UL Special Deluxe Sprayer only 912.95 
HS-200 


Just put a box on your counter—they sell 
themselves! Made of tough, colorful plas- 
tic molded to fit the hand. Screw action 
knob holds paper tight. Curved front edge 
for sanding hollows, sharp rear edge for 


Suggested 
List 
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corners. Standard size sandpaper cuts in 3 gc 

pieces to fit sander. S 19 

Packed 12 to the case, which converts to oat 

attractive self-selling counter display. Each 
eLecrrc POWER TOOL KIT 
ELECTRIC 


A brand-new kit that’s sure 
to set new sales records for 
you! Appeals to men, wom- 
en, boys, girls. For marking, 
engraving, etching, tooling, 





ONLY $4995 conn los 


= oe oe oe oe ee ae ee es ss es ee ee ee ee oe 





ena gy oy os on § Burgess Vibrocrafters, Inc. 
wi » eather, steel, ass, 
stanton, cardboard. ure i —_ HA, = North Wabash Avenue, 4 
ceramics,copperand icago 1, Illinois $ 
many other materials. § Gentlemen: Please arrange to ship: i 
tine Ramune Wine aw: VS-600 SPRAYERS 1 
wt Tool, 10 allpur Bo VS-610 SPRAY KITS i 
ez pose accessories Po ewes VS-600-UL SPRAYERS I 
pandbig2-colorine g JS-180 JIG SAWS i 
seks oe no CASES OF 12 HS-200 HAND SANDERS y 
ie cke and- 
main! oC V-760 POWER TOOL KITS i 
MODEL NEW stuRDY chest. Order your Jy... ry 
v-760 \ STEEL CHEST supply today! i , 
Address + 
Q 4 City Zone State : 
urgess @ovrociftes fi. ! 
180 North Wabash Ave., Chicago 1, Illinois I ieee = 
oe oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
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Multi-Purpose 


GARDEN DUST 


on owst 


sPaear 





Retail price is suggested retail price. 


PACKAGE RETAIL CASE DEALER 
ARSENATE OF LEAD 
Y-lb. ctn. $ .44 2 doz. $ 7.04 
1-Ib. etn. 78 Dozen 6.24 
BLACK LEAF 40 
*1-oz. bil. 36 4 doz. 11.16 
*5-oz. bil. 1.05 Dozen 8.40 
*1-Ib. btl. 2.42 Six 10.35 
*2-Ib. bel. 4.15 Six 18.43 
45% CHLORDANE SPRAY 

1-oz. bil. 39 4 doz. 12.48 
5-oz. bil. 1.09 Dozen 8.72 
1-pt. bil. 2.39 Six 9.56 
1-qt. bl, 4.19 Six 16.76 


NATIONALLY ADVERTISED IN MAY ISSUES 
OF BETTER HOMES AND GARDENS, SUNSET, 
FLOWER GROWER AND POPULAR GARDENING 








PACKAGE RETAIL CASE 


DEALER PACKAGE RETAIL CASE DEALER 
5% CHLORDANE DUST GARDEN DUST 
1-Ib. ctn. $ .49 2 doz. $ 7.84 Y%-lb. dust gun $.79 2 doz. $12.64 
4-lb. ctn. 1.39 Six 5.56 1-Ib. ctn. 1.15 Dozen 9.20 
25-Ib. bag 7.49 Two 9.99 SULPHUR SPRAY with Spreader 
1-pt. bil. 79 Dozen 6.32 
Ya-lb. ctn. AD 2 doz. 7.84 1-qt. btl. 1.29 Six 5.16 
1-Ib. ctn. 89 Dozen 7.12 1-gal. tin 3.98 Six 15.92 
10% LINDANE SPRAY 50% MALATHON SPRAY 
1-oz. btl. 39 4 doz. 12.48 l-oz. bt. 49 4 doz. 15.68 
5-oz. bil. 1.19 Dozen 9.52 5-oz. bil. 1.39 Dozen 11.12 
1-pt. bel. 2.69 Six 10.76 1-pt. bri. 2.98 Six 11.92 
1-qt. bil. 4.79 Six 19.16 1-qt. btl. 5.29 Six 21.16 
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PACKAGE 


5-oz. bil. 
1-pt. btl. 
1-qt. btl. 


4-oz. ctn. 
8-oz. ctn. 
1-Ib. ctn. 


*1-Ib. ctn. 
*4-lb. ctn. 
*25-lb. be 
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Nationally advertised to your customers during May, this handy dust gun is 
your big opportunity to capture the small garden trade. It sells for only 79c filled with 
eight full ounces of Black Leaf® Garden Dust—a superlative mixture of nicotine, 
pyrethrum and rotenone for control of chewing and sucking insects, plus a concentrated 
fungicide for control of fungus diseases which attack flowers, fruits and vegetables. 
It works like a pump shooting a cloud of dust over the plant...and it’s easily refillable. 
Compact package...occupies little shelf room. Be ready for a big demand 

for this handy dust gun. Stock up NOW! 


Black Leaf Garden Dust is only one member of 
the big family of Black Leaf pest control products. 
It will pay you to handle a complete line of Black 
Leaf insecticides, fungicides, weedicides and ro- 
denticides. 

Place your order now with your regular distrib- 
utor. Take advantage of the special quantity dis- 
count on ten case orders of unstarred (*) items, 
one shipment, one billing. Ask your distributor (or 
write, wire or telephone us) for a complete dealer 
price list. : 

Make your line the Black Leaf line, nationally 
advertised in magazines, farm magazines, farm 
papers and other publications. Every product has 
behind it the research, experience and resources of 
a national organization that has manufactured bet- 
ter pest control products since 1885. 





FREE PEST CONTROL CHART 


The new Black Leaf Pest Control Chart is now being 
distributed. This chart includes useful information on 
the control of most house and garden pests, such as 
plant insects, plant diseases, lawn insects, crabgrass, 
weeds, household insects, rats and mice. It’s a big 
help in answering your customers’ questions. Send for 
your free copy! It will be mafled to you promptly 
without charge or obligation. 











Tobacco By-Products & Chemical Corporation 
Executive Offices: 401 East Main St., Richmond 8, Va. 


Western Division Offices: 
417 Montgomery Street, San Francisco, Cal. 


Sales Offices in 22 Cities 





PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER PACKAGE RETAIL CASE DEALER 
WHITE OIL SPRAY WARFARIN RAT KILLER BAIT 11-36 (DDT) AEROSOL INSECT KILLER 
5-oz. bil. $ .39 2 doz. $6.28 1-Ib. ctn. $ .79 2 doz. $12.64 12-0z. aerosol $1.09 Dozen $ 8.72 
1-pt. bl. 69 Dozen 5.52 5-Ib. ctn. 2.98 Six 11,92 
T-qt. bel. ’ 1.29 Six 5.16 25-Ib. bag 12.48 One 8.32 CRABGRASS KILLER 
4-oz. bil. 79 2 doz. 12.64 
ee ee WARFARIN CONCENTRATE 8-oz. btl. 1.39 — Dozen 11.12 
4-oz. ctn. 49 2 doz. 7.84 . ’ 
%-oz. btl. AP 4 doz. 15.68 1-Ib. bil. 2.49 Six 9.96 
8-oz. ctn. 89 Dozen 7.12 4-02. bt! 1.69 5 13.52 
1-Ib. etn. 139 = Six 5.56 my : — ‘ 
8-oz. bil. 2.98 Six 11.92 WEED KILLER — ARSENICAL 
1% ROTENONE DUST 1-Ib. btl. 4.98 Six 19.92 1-q}. tin 98 Dozen 7.84 
*1-Ib. ctn. 35 2 dez. 5.60 1-gal. tin 3.48 Six 13.92 
24.0, cin, 1.25 Dozen 10.00 PYRENONE AEROSOL INSECT KILLER *5-gal.drum 11.97 One 7.98 
*25-lb. bag 5.15 Two 7.70 12-0z. aerosol 1.49 Dozen 11.92 (S-gallon drums shipped freight collect) 
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N@WS irom Parker 





PARKER SWEEPER COMPANY, 113 BECHTLE AVE., SPRINGFIELD, OHIO ¢ ESTABLISHED 1884 





Big spring sales push 
behind Parkerette 
model lawn sweeper 


saat 
ee 
' 








naval 


The biggest spring advertising campaign 
in Parker history breaks in April issues. 
Magazines to carry the Patker story are: 
Better Homes and Gardens, American 
Home, House and Garden, House Beauti- 
ful, Flower Grower, Popular Gardening. 


Ads feature the Parkerette model and 
its great all-season versatility. This extra 
push will mean early sales and points out 
the desirability of stocking and displaying 
Parker models alongside of mowers and 
other spring items. 


Parker ads also call attention to the 
Parkerette’s great combination of features: 
fold-a-way storage . . . basket rollers .. . 
removable basket . . . basket support bar 
... and others. 


New dealer sales aids available 
from Parker wholesalers 


Once again Parker 
scoops the field for 
outstanding sales ma- 
terial. New pieces 
prepared for 1953 
use include a new 
consumer folder and 
a new expanded mat 
and electrotype serv- 
ice. Also available 
are window posters, 
counter cards, and 
product tags. 
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Fold-A-Way cart 


sensational addition 
to Parker line for ’53 


Here is a red hot item that made head- 
line news at all the trade shows. Parker’s 
new Fold-A-Way cart has a big five bushel 
capacity ... folds for storage .. . is built 
of heavy two-tone canvas and steel tubing. 
Best of all, the basket is removable, making 
it possible to convert the frame into a 
utility truck for carrying boxes, ash con- 
tainers, and other heavy objects. Carrier 
strap included. Retail price is $15.50, East 
of Rockies. 

A large 15 bushel capacity model of 
similar design is also available retailing at 
$25.75 (East of Rockies). 





Electric Lawnmaster Model 
Added to Meet Demand 


For the first time the convenience of 
electric power has been added to lawn 
sweepers. Standard equipment on the new 
Parker model, known as the Lawnmaster, 
includes: “4 h.p. motor... toggle switch 
on upper handle... and fifty feet of heavy 
duty electric cable. Features include fold- 
a-way storage, removable basket, and 
Underwriters’ Laboratories approval. 


Terrific, improved 
Parker Springfield 


model in production 


~ 








A completely re-engineered sweeper 
model built for those who want the finest 
will be available after April Ist. The new 
Parker Springfield has a big 8 bushel ca- 
pacity basket carried by a steel frame. 
Other important features are: caster-type 
basket rollers, one side brush adjustment, 
rubber tipped hood for sidewalk sweeping, 
spring supported basket handle, remov- 
able baling canvas, fold-a-way storage. 


No other sweeper even remotely ap- 
proaches the Springfield model for sales 
features and performance. Out of produc- 
tion for over a year due to material short- 
ages, it re-appears finer than ever to meet 
the demand for those who want the best. 


Dealers again offered popular 
demonstrator plan for ’?53 


Again this year Parker dealers are 
offered a demonstrator Parkerette model 
at an extra discount with the purchase of 
any two other Parker PP ™% — 
models at regular 
terms. Hundreds of 
dealers will again 
take advantage of | 
this offer in order to 
have a unit which 
can be used for dem- 
onstration purposes. 
Full details are avail- 
able from your whole- 
saler or the factory. 


oe 
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WELL 
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APITOL 


WELL POINT 





AND 


THIS PROFITABLE 


WELL SUPPLY 





XTENSIONS 


PROTECTO-SCREEN WELi POINT 


for rocky, gravel soil 


Filtering unit is fully protected. One piece, forged steel 
drive point. Larger inlets, 30% more holes, produces 2 


te 3 times more water. 


CAPITOL WELL COUPLINGS 
Drive-Well, Drive Pipe, Reamed and Drifted, Well 
Drillers, Water Well Casing and Standard Merchant 
are some of the different types of Capitol Cou- 
plings available. Made to exacting specifications 
for perfect performance. 


DRIVE SHOES 
Machined from forged steel with deep recesses 
in shoulder; tapered threads. Cutting edge 
heat-treated for additional hardness without 
brittleness. Made for superior service under 
the most severe driving conditions. 


DRIVE CAPS 
Made of the finest forged steel which imparts 
a tensile strength far in excess of requirements. 
Machined and vented in accordance with stand- 
ard specifications. 


ORDER FROM YOUR 
WHOLESALER 


ALL RED-I-WELL POINTS 


COUPLINGS — 
FURNACE COILS 


ARE INDIVIDUALLY CARTONED 


eliminate screen damage, 
increase profit 


(Sg 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 


_ WELL SUPPLIES —_— 


NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
STEEL PIPE FITTINGS 









Hot-dip galva- 
nized inside and 
out; carefully 
threaded with 
standard pipe 
threads for per- 
fect alignment. 






mm 



































Covered with 
the finest brass 
gauze, in all 
mesh sizes. 
Gauze protected 
by perforated 
brass jacket. 
Carefully made. 
Rigidly in- 
spected., 








































One-piece 
forged steel 
drive point is an 
integral part of 
the well point. 
Elifhinates sand 
or mud leaks. 
Assures straight 
driving. 
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SPRINGDALE 


THE PIPE WITH 






THE STRI 


The Plastic Pipe with the Stripe receives National Acclaim... 


Here’s why . . . CARLON is guaranteed forever against rot, rust and 
electrolytic corrosion . . . can be installed in a fraction of the time (and 
at a fraction of the cost) required for old-fashioned metallic piping . .. 
it’s flexible and curves to follow irregular ditch lines . . . weighs only 
Yath as much as steel pipe . . . won’t accumulate scale or sediment... 
minimum head loss ... and... every foot of CARLON is factory-tested 
for more than 8 hours at higher-than-working pressures! 






For the best buy in piping, buy CARLON .. . the pipe with the stripe! 


Write today 


CARLON PRODUCTS 





CORPORATION 1it-cP 





BRASS BAND AND ALL! 











Pioneers tn Plastic Pipe 


for literature. 
Canada: Micro Plastics, Ltd., Acton, Ontario 
Export: H. E. Botzow, New York City 
10300 MEECH AVENUE ° CLEVELAND 5, OHIO 


WNEQ 6s d 
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BARGAIN! 


B.F Goodrich B 
< ts 
GARDEN HOSE 
a . wranesn 





Cash in on ads now appearing in Life and Better Homes and 
Gardens. This advertising tells hundreds of your customers 
and prospects—right in your area—to look for this garden 


hose bargain. 


BARGAIN—Sells for 4 less than most other nationally adver- 
tised garden hose. 


FULLY GUARANTEED—Signal rubber hose will take more 
abuse—give better value than low-priced plastic hose. 


KOROSEAL WASHERS — won't warp, buckle, rot or leak. Will 
last the life of the hose. 


STRONG — withstands 6 to 8 times normal city water pressure. 


FLEXIBLE, easier to handle—special chemicals in rubber pre- 
vent cracking, keep rubber flexible. 


FULL-FLOW COUPLINGS — for smooth, even flow of water. 
Made of light, strong, rustproof brass alloy. 


All these points, are strong selling features that will interest 
your customer; will sell Signal garden hose for you. 
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B. F. Goodrich Signal 
IRST NATIONALLY ADVERTISED GARDEN HOSE BARGAIN 


Better Homes 


a.seninne teen 


Seaving. wore shee 








Bargain sign included in every carton of Signal, will get 
attention in your store—same sign your customers and pros- 
pects will recognize from the national ads. 


I?’ ll pay you to display, promote, sell Signal? Write now for 
complete details on fully-advertised B. F. Goodrich garden 
hose line. Se// Signal by B. F. Goodrich—name your cus- 
tomers know by the company your customers trust. The 


B. F. Goodrich Company, Akron, Ohio. 


GARDEN HOSE 


BEGoodrich 














HOW TO SELL MORE 
Sell More Krilium 





This “‘profile” photograph shows early stage of ger- 
mination in Krilium-treated soil. Note loose, crumbly 
Structure, 


How root formation and the beginnings of free and 
easy emergence are encouraged by proper soil structure. 


Showing completed emergence and the formation of a 
strong, healthy root growth. Plants are firmly estab- 
lished, 





ee RS aay ‘ 
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° 
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It is a well-known fact that a lot of 
good customers “‘just fade away” 
when they are unhappy about their 
purchases. 


From this, it is quite obvious that it 
pays to keep customers satisfied. They 
come back. They spend more. You sell 
more. And—profit more. 


Gardeners are no exception. When 
they buy seeds, for instance, it is with 
the fond hope that they will come up 
looking like the pictures on the pack- 
ages. If results are not as expected, 
the seeds (and indirectly you) are 
likely to get the blame, when all along, 
it could easily be the fault of the soil. 


All you need do to guard against this 
— to keep customers happy and satis- 
fied—to sell more garden supplies of 
all kinds—is to sell them Krilium 
for proper soil conditioning and Folium 
for proper plant nutrition. One com- 
plements the other! Both make profits 
for you! 


ORIGINAL GROUND LEVEL 








These two pictures above, left and right, show the big 
difference Krilium makes when applied to “problem” 
soil. The soil in both pictures is exactly the same. The 
picture at the left shows untreated soil 24 hours after 


New Low Prices, Krilium Garden Mixture — 5-lb. $4.95... 1-lb., $1.39 





How to sell more Krilium 


To sell more Krilium soil conditioner, 
merely explain to your customers in 
plain A-B-C language just what it does 
— how it conditions the soil—how 
this encourages freer seed germina- 
tion, stronger root structure and 
easier emergence. 


To do this, just refer to the pictures 
on this page. They show plainly how 
untreated soil packs and cakes—how 
Krilium-treated soil remains loose, 
crumbly and porous. They show con- 
vincingly how Krilium-treated soil 
encourages germination, root forma- 
tion and emergence. Its effect is both 
instant and lasting. 


Krilium provides still more benefits 
for your gardening customers. It 
assures ready absorption of water — 
prevents it from standing in pools on 
the surface of the soil—lets it go 
down to the root areas where it does 
the most good, Also it encourages air 
circulation around roots. 





ORIGINAL GROUND LEVEL 





watering. Note how it has packed and caked. The 
picture at the right shows Krilium-treated soil 24 
hours after watering. Note how it remains loose, 
crumbly and porous. 


Krilium: Reg. U. S. Pat. Off. 
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In addition, Krilium assures better 
soil workability —greater ease in cul- 
tivation—greater ease in weeding. 


How to sell more Folium 


Folium is a “‘natural”’ to sell—either 
alone, or as a companion to Krilium. 
It is a balanced plant food of 20-20-20 
composition — is noncaking and free- 
flowing— easily and quickly soluble in 
water. Forms a clear solution that can 
be conveniently applied either with a 
sprinkler or tel: a hose fit- 
ted with any of the popular-type siphon- 
spray attachments or proportionaters. 


Folium is a leaf-feeding type plant 
food that is equally effective applied 
to leaves or roots—is ional by 
plant leaves within 30 minutes after 
geome Does not “burn” delicate 
plants or tender leaf areas. Very eco- 
nomical—] pound makes sufficient 
solution to cover 5,000 sq. ft. 


Recommended for lawns, flowers, veg- 
etables, shrubs, fruits, large and 
small trees. 





These two photographs illustrate the wide range of 
Folium application as a plant food. At the left — 
African violets and similar delicate plants can be 
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How fo sell more garden supplies 


Customers who are happy with the 
results they get from Krilium and 
Folium are logical customers for many 
different kinds of garden supplies, in- 
cluding hose, herbicides, insecticides, 
spray equipment and a host of others. 
One specific example: Every Folium 
customer is a logical prospect for the 
siphon-spray or proportionater equip- 
ment you handle. 


Packaging — Krilium — Folium 


Krilium is available in 1-lb. and 5-lb. 
garden-mixture packages; in 10-lb., 
25-lb. and 50-lb. full-strength pack- 
ages for treating larger areas. 


Folium is available in 2-0z. foil enve- 
lopes; in 1-lb. and 5-lb. packages for 
treating larger areas. 


ORDER FROM YOUR DISTRIBUTOR 


MONSANTO CHEMICAL COMPANY, 
Merchandising Division, 1700 South 
Second Street, St. Louis 4, Missouri. 





safely treated when simple dilute-solution directions 
are followed. At the right—large trees benefit by 
encircling application of Folium at or near root system. 


*Monsonto Trade-mork 


BALANCED PLANT FOOD 





Note results of test feeding. Both tomato plants pic- 


tured here were of the same size and age when plant 
at right was Folium-fed. 





For more limited applications in close quarters, 
Folium solution can be mixed in an ordinary sprin 
kling can and applied as shown. 





° 
Using a simple garden hose attachment of the siphon- 
spray or proportionater type, Folium solution can be 
conveniently sprayed. 


Folium: Monsanto Trade-mark 
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L-0-F AGAIN GETS NOD 
IN BLINDFOLD TEST’ 


CHARLES J. NOONAN, 
OF NOONAN BROS. HARDWARE, 
says: “With Brand ‘D’ 
I got a smoother, sharper cut 
without any effort at all.” 
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Try it yourself! 


| 
| 
Practically every man who’s taken this testhas | 
picked L-O-F, no matter whether he cut it first, | 
last, or in between the other brands. Try it and | 
you'll see why you have fewer bad cuts, less | 
waste and more profit, with L*O-F. | 
Call your nearest L‘O-F Distributor. These 
| 

| 

I 

| 

l 

| 

| 


Mr. Noonan cut four unidentified brands of single- 


strength window glass and instantly named Brand ‘‘D” ; é 
f pasa ae local businessmen are listed under ‘‘Glass”’ in the 
easiest to cut. Brand ‘‘D”’ was L:O'F. ; : ins 

yellow pages of phone books in many principal 
cities throughout the country. And send for your 
free booklet—‘‘For Greater Profits on Window 
Glass’’. 


It’s easier to cut L-O’F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

Write Libbey‘Owens‘Ford Glass Company, 


L:O-F window glass cuts easier because it is annealed 
6733 Nicholas Building, Toledo 3, Ohio. 


more slowly, more patiently. That makes it less brittle. So 


r 
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it’s a safer buy for your customers, too. 


72% LIBBEY: OWENS-FORD the casy-to-cut WINDOW GLASS 











80 HARDWARE AGE, MARCH 19, 1953 











his is t 

Tubula 
people fron 
more will « 
holes and s 
Keep the I 
It is a qui 
looking for 


Mig 






HARDWAR 





THOUSANDS MORE HOME OWNERS 


WILL INSTALL EAGLE 
SCREEN DOOR LF 


his is the hardware trade’s fastest selling and most profitable 

Tubular Screen Door Latch, Thousands upon thousands of 
people from coast to coast installed it themselves last season. As many 
more will do so this spring and summer. Your customer bores two 
holes and screws on the trim, that’s all there is to it. It’s a cinch. 
Keep the Eagle Tubular Screen Door Latch prominently displayed. 
It is a quick impulse item that thousands of your customers are 
looking for and will buy readily. 


<\/ Ask your distributor for Eagle 1510 Tubular Screen Door 
if Latch, or order direct and we shall bill through your jobber 


THE EAGLE LOCK COMPANY 
Terryville, Connecticut, U.S.A. 
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The Eagle No. 1510 Tubular 
Latch for screen and combi- 
nation doors has a brass bolt 
and can be deadlocked from 
the inside. Attractively and 
individually packed for quick 
profitable sale at $1.69 retail. 












... and here are the % 


ALABAMA 
STRATTON & TERSTEGGE 


Birmingham 


ARIZONA 
BRUNER WHOLESALE CO. Phoenix 
ARKANSAS 
ARKANSAS PAPER CO. Little Rock 
AYCOCK DIST. CO. Texarkana 


MEYER BROS. DRUG CO. Little Rock 
R. L. PENDLETON CO. Eldorado 
YANDELL WHOLESALE CO. Fi. Smith 
CALIFORNIA 
ARTHUR A. HAVEN CO. Los Angeles 
CLARK BROTHERS, ATHLETIC GOODS 
los Angeles 
J. R. HAWLEY DIST. CO. 
NANCO INC. 
PHILLIPS DIST. CO. 
VIMCAR SALES CO. 
COLORADO 
DENVER TOBACCO CO. Denver 
FLAK-COLORADO SPRINGS CO. 
Colorado Springs 
FLAKS AND CO. Denver 
THE JEROME COMPANY Greeley 
THE SALT LAKE HARDWARE CO. 
Grand Junction 
CONNECTICUT 
CENTRAL PAPER & BAG CO. Hartford 
PARK CITY DISTRIBUTORS, INC. 
Bridgeport 
MINDELL HARDWARE CO. Hartford 
ROSKIN DISTRIBUTORS Hartford 
UNEEDA SALES CO. _ New Haven 


Los Angeles 
an Francisco 
Los Angeles 
Los Angeles 


FLORIDA 
ALL-STATE PIPE & SUPPLY CO. 
Jacksonville 
CRANDON WHSE. DRUG Miami 


Large Family Size 


MALIBU, 49-503... 
spout model. Large 
family size. 6 quarts. 


Retail .......$ 7.95 
Slightly Higher West of the Rockies 


MONTEREY, 49-504... 


with push-button 


spigot. 6 quart size. 


Retail .......$ 8.95 
Slightly Higher West of the Rockies 


Regular 1 Gallon Size 


CATALINA, 48-513... 
steel outer jacket, Fiber- 
glas insulation. 1 gallon 
with spout. 


Retail ..........$ 4.95 
Slightly Higher West of the Rockies 


y 


RIVIERA, 48-514. .. steel 
jacket, push-button 
spigot with special 


guard. 1 gallon. 


Retail bedside oe 5.95 
Slightly Higher West of the Rockies 


DAFFIN MERCANTILE CO. Marianna 
1. W. PHILLIPS & CO. Tampa 
JAX DRUGS, INC. Jacksonville 
McKESSON AND ROBBINS Miami 
NORMAN AUTO SUPPLY Ft. Myers 
NORMAN SUPPLY CO. Lake Wales 
PACE HOLLAND CO. Pensacola 
SOUTHERN TACKLE DiST’S. Miami 
TOWERS DIST. CO. Jacksonville 
GEORGIA 
Cc. W. FARMER CO. Macon 
DINKINS-DAVIDSON HARDWARE CO. 
Atlanta 
JERNIGAN HARDWARE CO. Augusta 
LOVETT & THARPE HARDWARE CO. 


Dublin 
OGLETHORPE SPORTS DISTRIBUTORS 
Savannoh 
PARIS-DUNLAP HDWE. CO. Gainesville 
ROME HARDWARE COMPANY Rome 
TENENBAUM BROTHERS Atlanta 


IDAHO 
THE SALT LAKE HARDWARE CO. Boise 
ILLINOIS 
ALL AMERICAN SALES CO. Chicago 


B C DISTRIBUTING CO. Chicago 
BRUNS & COLLINS, INC. Chicago 
CROWN HARDWARE CO. Chicago 


H. MUNTZ AND SON Elgin 
HUMISTON-KEELING & CO. Chicago 
HYLAND ELEC. SUPPLY CO. Chicago 
MIDWEST WHOLESALE DRUG CO. 


Chicago 
JOHN C. STREIBICH CO. Peoria 
P. J. RUBEY COMPANY Chicago 
SAMUEL'S MDSE. CO. Springfield 
LOUIS ZAHN DRUG CO. Chicago 


INDIANA 
INTERSTATE DIST. CO. 
KIPP BROTHERS indianapolis 
LEVIN BROTHERS Terre Haute 
RICHMOND AUTO PARTS CO. 
Richmond 


South Bend 


IOWA 
lL. H. KURTZ CO. 
KENTUCKY 
PEASLEE-GAULBERT CORP. Louisville 
KANSAS 


Des Moines 


CLEMMENS & GREEN Paola 
GOLDEN WHOLESALE CO. Colby 
GUNNING WHOLESALE CO. Wichita 


TANNER-McFALL CO. Wichita 
LOUISIANA 
EVANS SPORTING GOODS CO. 
Shreveport 


FISHER'S, INC. New Orleans 
LIGHTING FIXTURE & ELEC. SUP. CO. 
New Orleans 
LOUISIANA PAPER CO. 
Alexandria, Baton Rouge, Monroe, 
Shreveport, Texarkana 
STAUFFER, ESHLEMAN & CO. 
New Orleans 
UNIVERSAL MERCHANDISE CO. 
New Orleans 
MARYLAND 
DAVID B. TAYLOR CO., INC. 
Baltimore 
DEL-MAR-VA HDWE. CO. Solisbury 
FREDERICK TRADING CO. Frederick 
JOHN DUER AND SONS, INC. 
Baltimore, Maryland 
MAR-MATIC SALES CO. 
N. W. MYERS CO. 


Baltimore 
Hagerstown 


THE PHILLIPS HARDWARE CO. 
Cambridge 


KNAPP-MONARCH COMPANY 





















MASSACHUSETTS 
H. E. SHAW COMPANY 
KREVALIN HDWE. CO. 
MILHENDER DIST'S., INC. Boston 
MILHENDER DISTRIBUTORS, INC. 

Springfield 
PETTINGELL SUPPLY CO. Cambridge 
MICHIGAN 

Cc. W. DREGGETT CO. INC. Flint 
GEORGE W. HUBBARD HDWE. CO. Flint 
HUNT DIST. CO. Grand Rapids 
INDEPENDENT ELECTRIC CO. 


Worcester 
Springfield 


Muskegon 
LA SALLE SUPPLY & MILL COMPANY 
Detroit, Michigan 
SAGINAW HARDWARE CO. Soginow 
SERWERS WHOLESALE HDWE. CO. 


Detroit 
THE WOLVERINE CO. Detroit 
MISSISSIPPI 
FELTUS BROTHERS HARDWARE CO. 
Natchez 
J. J. ROGERS AND SONS Tupelo 
MISSOURI 
BLACKWELL-WIELANDY CO. St. Louis 
BUESCHER'S WHOLESALE INC. 


Washington 
BULLARD BELL CO. Joplin 
G & S WHOLESALE CO. St. Louis 
HOUSER FLY CO. St. Louis 
INMAN POWELL CO. Kansas City 


JOPLIN TOBACCO CO. Joplin 
McGREGOR HDWE. CO. Springfield 
MEYER BROTHERS DRUG CO. 

St. Louis 
RICHARDS & CONOVER HDWE. CO. 


Kansas City ; 
MEYER JEWELRY CO. Kansas City 
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IONARCH OUTING 


G, 48-205... sells on 

tht. Low priced 1 gal- 

jug. Retail $ 2.48 
Higher West of the Rockies 


IGHLANDER, 49-503 


... authentic scotch 


laid cover. 6 quart 


put model. 
1 .$12.95 


y Higher West 


OZARK MOTOR & SUPPLY CO. 
Springfield 
ROGERS & BALDWIN CO. Springfield 
MONTANA 
LOUIS S. COHN CO. Great Falls 
KEEFE AUTOMOTIVE SUPPLY CO. 
Billings 
NEBRASKA 
MAJOR APPLIANCE CO. Omoha 
NEW HAMPSHIRE 
A. PERLEY FITCH CO. 
NEW MEXICO 
WELCH-FLAKS CO. Albuquerque 
NEW YO 


Manchester 


ADCO COMPANY Brooklyn 
ALFRED DISTRIBUTING CO. Albany 
A. MORRIS TOBACCO CO. Rochester 
ELLICOTT DRUG CO. Buffalo 
GEO. W. BAUER & SONS, INC. Utica 
HORN BROTHERS Brooklyn 
R. T. A. DISTRIBUTORS Albany 
JONES-McINTOSH TOBACCO CO. 
Ogdenburg, Syracuse, Watertown 
J & J DISTRIBUTORS Niagara Folls 


LINK AND CO. Buffalo 
McKESSON & ROBBINS Buffalo 
MUTUAL CANDY CO. Auburn 


MUTUAL TOBACCO CO. Binghamton 
ROSKIN BROS., INC. Middletown 
NORTH CAROLINA 
CAROLINA HARDWARE CO. Raleigh 
HALL & COMPANY, INC. Spartanburg 
HOUSEWARES, INC. Charlotte 
REA AUTO SUPPLY, INC. Ashville 
THE PIEDMONT CIGAR CO. High Point 


OH! 
BRITTAIN PRODUCTS CO. 
Cuyahoga Falls 


UY PLACES 





Free Book 
IF YOU BUY NOW 


FREE *2°° VALUE 


“The Fisherman’s Guide” 


Such nationally 
known anglers as 


e Ed Zern 

e Bill Bueno 
eG. Don Ray 
e and other experts tell all! 


“The Fisherman’s Guide” is a fact- 
packed encyclopedia of fishing lore... 
a source of valuable information for 
new-comer and old-timer. 


This $2.50 book is yours FREE... with 
an order of 6 or more WEM- jugs in any 
assortment you wish, (limit of 2 Monarch 
jugs). Offer is limited ...so hurry! 
... Order From Your 


Nearest Distributor 
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THERM-A-CHEST, 49-550... 
lightest all-steel portable 
. chest on the market. Full 
Fiberglas insulation. Meas- 


ures 9” x 11” x 1544”. 
Retail ..........$ 9.25 


Slightly Higher West of the Rockies 
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CLEVELAND H'SEWARES & SUP. CO. 


Cleveland 

M. D. LARKIN CO. Dayton 

sare HOUSEWARES, INC. 
Man 

PAUL’ $ ‘CIGARETTE & TOBACCO CO. 
Spring 

THE CINCINNATI PAPER & WOODEN- 

WARE CO. Cincinnati 


THE a TIRE & RUBBER CO. 


Akro 
THE DEAN SUPPLY CO. Cleveland 
WALDING, KINNAN & MARVIN CO. 
Toledo 
OKLAHOMA 
SOONER SALES CO. Okichomo City 
SOUTHWESTERN HDWE. CO. Okla. City 
HIGGINS SPORTING GOODS CO. Tulsa 
OREGON 
KELWIN DIST. CO. Portland 
NORTHWESTERN DRUG CO. Portland 
S.A. SEDLOCK AND CO., INC. Portlond 
PENNSYLVANIA 


APTER BROS. McKeesport, Penn. 
G. A. KELLY DRUG CO. Pittsburgh 
HENSEL & SONS Harrisburg 


1. LODGE Philadelphia 
KLEIN BROS. PAPER CO. Allentown 
OSCAR ROBBINS CO. Pittsburgh 
RADIO AND MOTOR SERVICE CO. 


Altoona 
SMITH, KLINE & FRENCH, INC. 
Philadelphia 
THE HUNSICKER CO. Allentown 
THE MARTIN HARDSOCG CO. 


Pittsburgh 
THE FAYETTE COMPANY Uniontown 


RHODE ISLAND 
BARKER-CHADSEY CO. 
MILHENDER DISTR. CO. 

SOUTH CAROLINA 
DIXIE HARDWOOD & MILL SUP., INC. 
Greenwood 
HALL & CO. INC. 
TENNESSEE 
CHATTANOOGA PAPER & WOODEN- 
WARE CO. Chattanooga 
GREENE HARDWARE & SUPPLY CO. 
Kingsport 
TENNESSEE =. DRUG Nashville 
KAS 


Providence 
Providence 


Spartanburg 


GULF HARDWARE Corpus Christi 
HIGGINBOTHAM-~PEARLSTONE 


HARDWARE CO. Dallas 
A. B. FRANK CO. San Antonio 
AYCOCK DIST. CO. Texarkana 
DEALER SPORTING GOODS CO. 

Houston 

ETEX PAPER CO. Tyler 
McKESSON-ROBBINS CO. Houston 
PEDEN IRON AND STEEL CO. Houston 
PRESTO ELECTRIC Houston 
SILVERMAN BROS. Houston 


VAN HOOGENHUYZE HDWE. CO. 
San Antonio 

S. E. OVERBY CO. Waco 

WEST TEXAS WHOLESALE Amarillo 

WOLF & KLARS WHOLESALE DIST. 
Ft. Worth 


UTAH 
AHLANDER HARDWARE CO. Provo 
STANDARD SUPPLY CO. Salt Lake City 
THE SALT LAKE HARDWARE CO. 
Salt Lake City 


ST. LOUIS 16, MISSOURI U.S.A. 


VIRGINIA 
GENERAL WHSE. CORP Richmond 
SYLVAN SALES COMPANY = Norfolk 
WASHINGTON 
NORTHWESTERN DRUG CO. Tocoma 
ASHINGTON, D. C. 
a €LECTRIC CO 
W ashing 
INTERNATIONAL SALES CO 
Washington 
MAY HARDWARE CO. Washington 
SCHWABACHER HDWE. CO. Seattle 
WEST VIRGINIA 
ANCHOR TOBACCO COMPANY, INC 
Charleston 
“ae HARDWARE CO 
Wheeli 
JOHNSON’ HARDWARE CO 
Clarksburg 
RIVERSIDE PAPER CO. 
SHULICK-TAYLOR CO 
WISCONSIN 
ALLENS MERCHANDISING CO. Racine 
CENTRAL SALES CORP Milwaukee 
GENERAL MERCHANDISE CO 
Milwaukee 
HESCO, INC. Milwaukee 
LoCROSSE STEEL ROOFING AND 
CORRUGATING CO. La Crosse 
POINT SPORTING GOODS CO 
Stevens Point 


MERCHANDISE MART CO. Milwaukee 


Huntington 
Wheeling 


MILWAY, INC Milwaukee 
WYOMING 
CASPER SUPPLY CO. Casper 
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Whether the home owner wants to fix 

up the inside of his house, make hobby 
projects, or keep his grounds in top-notch 
: shape—he’ll soon be on his way to 

see his Stanley Handyman Electric Tool dealer. 





Hard-hitting national advertising in The Saturday 
Evening Post (May 16), Better Homes & Gardens 
(April) and Home Craftsman (May) will tell millions 
of prospects about the New Stanley Handyman 
Grasshear and the New Stanley Handyman Shop. 
Here are natural sales-makers—all timely, 
practical, popularly priced. They’ll bring in plenty 
of profits from hobbyists and homemakers in 

the months ahead. Feature them, tie in with the 
national advertising—you’ll give your sales a 

real Spring tonic. 

Get set! Order from your wholesaler today. 
Stanley Electric Tools, 408 Myrtle Street, 

New Britain, Connecticut. 
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sizes, 144” to : 





HARDWARE 





fix 
bby 
D-notch 


day 
lens 
nillions 
n 


op. 


nty 


19, 1953 





SET No. H-97. Four high 
speed drills, 546” to 4”, all 
with \4" shank, for use in 
metal a wood. Steel con- 
tainer with slide cover. 








SET No. H-13. Bit-stock 
carbon steel drills, for 
use in metal or wood. 
Clear plastic case; drills 
always in full view. Nine 
sizes, 4” to 34”. 


SET No. H-3 74. High 
Speed (Set No. H-174, 
Carbon). Contains 21 
drills, from 4%” to 3%” by 
64ths. Sturdy steel ‘con- 
tainer with hinged lid. 


FARMER ¢ HOME OWNER e ELECTRICIAN 
REPAIRMAN ¢ MACHINIST e HANDY MAN 
HOBBYIST e SERVICE MAN @¢ MECHANIC 
Everyone who buys drills is a good prospect 
for C@veland Drill Sets. These sets have 
many advantages, such as— 

© A range of sizes for every type of work. 

@ Always the right drill on hand for the job. 
® Compact, good looking containers keep 

drills neatly in place. 


1242 East 49th Street 
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SET No. H-14. Five 
drills, 4" to 15", all with 
\4" shank. These are spe- 
cial woodworking drills, 
but they also can be used 
in soft metals. 





SET No. H-271. Seven 
high speed, short length 
drills—%” to 4%” by 
32nds. Container is a 
clear plastic cylinder 
with screw cap. 


e@ Less chance of drills being lost or mis- 
placed. 

e Each set contains C@veland Drills, 
famous for high quality and dependable 
performance. 

That’s why it pays to display C@veland Drill 

Sets for steady profits all year ‘round. Six of 

the popular numbers are shown here. There 

are many others. Ask your Hardware Jobber 
for information on the complete line. 


rut CLEVELAND twist vents co. 


Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 + Chicage 6 « onus ¢ San Francisco S * Los Angeles 58 
E. P. Barres, Ltd., London W. 3, England 


SET No. H-57. High Speed 
(Set No. H-26, Carbon). 
Eight drills, li,” 
Plastic container, with 
drill sizes plainly marked. 
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PERFECT HEADWORK... 


Tough, Precision-Shaped Heads 
of SHEFFIELD Bolts Defy Wrench Slippage 


SHEFFIELD 


STATISTICALLY-CONTROLLED QUALITY 
WORKS Better...SELLS Better! 









LABORATORY and technological control of steel 
making, added to long experience in bolt making are 
the important factors in earning and holding the confi- 
dence of those who have sold and used Sheffield Bolt 
and Nut Products since 1888. 


RIGID INSPECTIONS are made at every step of manu- 
facture, and the results analyzed by statistical quality 
control methods similar to those developed in air- 
craft production. 


HIGH LEVEL QUALITY is thus assured — the kind of 
uniform quality that does a better job and causes so 
many customers to prefer Sheffield. 


IT’S EASIER THAN EVER to handle and sell these 
better Sheffield Bolt and Nut Products—thanks to the 
new, streamlined package with hinged lid that lifts up 
for display and easy access. 


Extra High 
Tensile Strength 
Shank 


Close-Tolerance 
Nut-to-Bolt Fit for 
STAY-TIGHT Grip 


Clean, Free Running 
Threads Save Time 


SHEFFIELD 


Quality Starts with 
SHEFFIELD Special 
Analysis Steel... 


New Eye-Appeal, Sug- 
gestion-Selling, and Easy 
Order Filling with this 
SHEFFIELD HINGED- 
COVER CARTON 


SHEFFIELD 


STEEL 
CORPORATION 


~ NEL ToTtES fol KANSAS CITY 
TULSA 


8s, 4\ 
Clary Or ARMCO STEEL corror’ 
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. . « say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined the new Colum- 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in striking colors 
—containing about 20 Ibs. of rope in these sizes: 4”, %”", 4” 
diameters. (Three cartons are packed in a shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders. And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top... 
easily displayed on counter or shelf . . . carton protects 
against dust and handling. This combination of features is 
sure to make you say, “The Columbian package is what I've 
been waiting for." Order from your jobber. 








COLUMBIAN ROPE COMPANY 
400-70 Genesee St. 
Auburn “The Cordage City,”” New York 


Branches in 
New York Boston Chicago New Orleans 





































Sold in three-coil shipping cartons as follows: 

1 carton coil — %” dia. — approx. 20 Ibs. — 1000 ft. 
1 carton coil — %” dia. — approx. 20 Ibs. — 490 ff. 
1 carton coil — %2” dia. — approx. 20 Ibs. — 265 ff. 







This assortment in 3 carton coil shipping con- 
tainer. Any combination of 3 sizes of rope in 
carton coils can be furnished in a shipping carton. 
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You know he'll never lose you... 
For COL 
Na 
YOUR GUIDE... you know he'll take you where They’ll be where they’re supposed to be, right a 
you want to go, by the quickest, easiest route. on time, and right according to specifications —_ 
That’s exactly what Bristol Brass aims to do... ... be it sheet, rod or wire. 
to get your order to you the same way. And ° ° ° realisti 
that takes uaaereun and character... both in The Bristot Brass CoRPoRATION, makers of por 
the company and in its product. Brass since 1850 in Bristol, Conn. Offices or 
Matter of fact, that’s why so many people warehouses in Boston, Chicago, Cleveland, Day- 
keep standing orders with Bristol Brass. . . be- ton, Detroit, Los Angeles, Milwaukee, New York, illusion 
cause they know those orders will never get lost. Philadelphia, Pittsburgh, Providence, Rochester. 
? ‘ a e 
Lvitlol-Feuhione meaut-Brags at ite Besl 
parE, 
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YOUR CUSTOMERS NATURALLY PREFER 











COLORWARE 














...and it’s a natural preference! 
















For COLORWARE means it’s made by 
National Can —long the leader in 
Lithographed Metal Housewares. 
COLORWARE Picnic Baskets are 


realistically lithographed in a remarkable 


NO. 1—PICNIC BASKET 
Size: 13/2 x 92 x8 

Packed: 3 to a carton 

Shipping Weight: 36 Ibs. per dozen 


simulation of natural wood — the 
oak stained wooden handles further the 
illusion. For a fast selling — profitable “impulse” item — 


place your order for COLORWARE Picnic Baskets — today! 


Housewares Division 


CORP ORATINON 
110 E. 42nd St., New York, New York 
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|| RECENT ADDITIONS! VAST SELECTION! 
7 i HER sporting arms mean a LONG LINE OF CUSTOMERS! 
a. 349 “GAMESTER” — 12 & 16 gauge 3-shot tubular action repeat- 


ing shotgun. Mulno Sighting Dome for superior accuracy; Monte Carlo stock; 
fluted comb; forelock finger grooves; rubber recoil pad. And exclusive Vari-Choke 
for choice of evenly distributed precision patterns, $33.95. 


B. 865 “PLAINSMAN” — .22 caliber repeating bolt action rifle. 


With positive magazine ejector it is the fastest reloading rifle in its field! 5-shot 
box type . . . long rifle, long or short, regular or high speed. Hand rubbed American 
walnut stock, $23.50. 


Cc, 852 “FIELDSMAN” — .22 caliber tubular-fed bolt action sporting 


rifle. Holds 15 long rifle, 17 long or 21 short cartridges . . . regular or high speed. 
Absolute accuracy with exclusive H&R Bulls-eye Broach Rifling. Hand rubbed 
American walnut stock, $27.95. 


es oi 


> 


H&R NEW 632 
6-SHOT SOLID FRAME .32 CAL. 


The “Guardsman” ...20 oz., with 24%” or 4” 
barrel. Has famous H&R push-pin extractor for 
faster reloading. Single or double action, chambered 
for .32 caliber S&W or .32 caliber S&W long. Fast 
seller for home, store, self protection! Crown lustre 
blue finish, $32.95. Moda 633 in chrome, 214” 
barrel, $34.95. 


H&R NEW 922 
9-SHOT SOLID FRAME .22 CAL. 


Famous for shot-after-shot accuracy! Now with new 
checkered Tenite plastic “Cling Fast” grip that 
really fits the hand! Single or double action; .22 
long rifle, long or short, regular or high speed 
cartridges. Choice of 4’ or 6” barrels. Crown 
lustre blue finish, $28.95. M-923 in chrome, $29.95. 


H&R “CAMPER” Model 922 
9-SHOT SOLID FRAME .22 CAL. 
Compact, light ... a sought-after, favorite model! 


4” barrel, gun weighs only 20 oz. Slenderized grip. 
In crown lustre blue finish, $28.95. 






DIRECT-TO-DEALER PLAN — EXTRA PROFITS! 


Buy direct from H&R ... save middleman’s profits, get the extra 
margin on every sale! Now... meet the public demand for H&R 
fire arms with the great new °53 line-up! 


Fm, 





183 Park Avenue, Worcester 2, Mass. 


QUALITY ARMS FAMOUS THE WORLD OVER 
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Made the finest to sell the fastest! 





i) ROADMASTER 


aang Loa 


THE ARISTOCRAT OF BICYCLES! 


The Cleveland Welding Company puts 35 years of engineer- 
ing experience into the manufacture of every Roadmaster® 
bicycle. The result is the finest bicycle on the market today 
—at any price! 

A bicycle is only as good as the quality of work put into it 
~—and Roadmaster is a product of the finest craftsmanship. 


ROADMASTER IS FIRST... 
to use higher carbon steel tubing for unsurpassed durability! 
to extensively use electronic welding processes for sturdiest 


construction! 
to introduce 13 other great features that have made Road- 


master the aristocrat of bicycles! 
Your big profit maker for’53 is ROADMASTER...the choice 
of more and more people who want the finest bicycle made. 
* Electronic-welded frame * Brake-operated tail light 
* Searchbeam headlight * De luxe chain guard * Stream- 
lined tank with horn * Chrome plated gothic fenders 


See AMF’s new, exciting television show, “OMNIBUS”, Sunday. 
Check local paper for time and channel. 
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For Complete Catalog Write to Dept. HA-3 
Cleveland Welding Co., W. lI7th St. & Berea Rd., Cleveland, O. 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY, NEW YORK 
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WATCH FOR PETERS 
AMMUNITION ADVERTISING 





Increased advertising to all shooting markets 
backs up the powerful, full-color campaign for 
Peters Sporting Ammunition this fall! 


The big news in ammunition sales this fall will be Peters 
advertising—the biggest advertising program in Peters 
history! 

This powerful new program can mean only one thing 
to you—more sales. For Peters full-color advertisements 
will appear in all the top sporting magazines your cus- 
tomers read—Outdoor Life, Field & Stream, and Sports 
Afield. Other hard-hitting, colorful advertisements will 
keep Peters’ name in front of the farm market, the boys’ 
market and before special shooting groups. 

Keep your eyes open—you’ll see what we mean. You’|l 
see why it pays to have a ready stock of the entire 


Peters line. 
Remember—in sales, as in the gun—there’s no more 


powerful ammunition in the world than Peters “High 


PETERS packs the. power 


OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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Du Pont Feeds plants 
«AONE: fast... . through 
a > } PLANT leaves or roots 
















New balanced plant food for 
flowers, vegetables, trees, house 
plants, lawns. Dissolves readily in 


WY water; spray or sprinkle it on. May be added to 
UY, pest-control sprays; use it as transplanting solu 
Y tion, etc. High in nitrogen, phosphorus, potash— 
74 19-22-16 analysis. Yet no problem from burning 
UW fj when used as directed. Use it any time, any place 






plants or vegetation needs a boost. 


WO 
SS : 


Comes in three sizes: 6-oz. can, 
1'/,-lb. can and 4-Ib. bag. 
(Not offered for sale in S$. Carolina) 





KILLER 


OU PONT FRUIT TREE SPRAY for insect and disease control—DU PONT FLORAL DUST for insect and disease control of roses and other flowers— 
BU PONT DORMANT SPRAY Oil for scale insects—DU PONT VEGETABLE GARDEN DUST gets both bugs and blights—DU PONT “AMMATE” WEED 
KILLER for poison ivy and brush—DU PONT LAWN WEED KILLER for broad-leaf lawn weeds—DU PONT PC CRABGRASS KILLER gets chickweed 
and crabgrass—DU PONT SOIL CONDITIONER W for wet, surface application—DU PONT TOMATO DUST for insect and disease control—DU POMT 
ROSE DUST for superior disease control. 


THE GARDEN LINE THAT SELLS ON ITS REPUTATION 
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CONDITIONER 
D 





Comes in two handy 
sizes; 8-oz. can 
and 3-lb. bag. 








FERRO 


F-T-E 


NEW, EASY WAY 
TO FEED IRON, 
MANGANESE, COPPER, 
yal, lemme -le) te), F 
AND 
MOLYBDENUM 


Available.in 1-lb. cans, 
5-lb. and 50-lb. bags. 

Use 1-lb. per 400 sq. feet. 
(Not offered in New Jersey, 
Maryland, S. Carolina, Minn.) 


For details 












For dry application 
to the soil 


Especially useful to improve condition of clay- | 
type soils where depth treatment is desirable 
and practical. (For surface treatments use 
Du Pont Soil Conditioner W in water.) The 
dry treatment improves growing conditions 
for plant roots to full depth of treatment. 
Helps hold water; helps offset drouth and 
packed soil from heavy rains. 






































Slowly soluble... 
works all season long 


All plants need small amounts of ‘‘trace”’ min- 
erals for healthy growth. Unless present in a 
form plants can use, growth may be sparse, 
stunted, mottled or discolored. FTE provides 
essential rare minerals in a safe, easy-to-use, 
long-lasting form. Iron, manganese, copper, 
zinc, boron and molybdenum are re- 
leased slowly as plants need them. . 

Won’t leach out. Non-toxic, won’t 








fill in this coupon NOW 


REG. yu. 5, Pat. OFF 
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burn plants. 
re: a eee 
| 
| E. I. du Pont de Nemours & Co. (Inc.) 
| Garden Products Section, Wilmington, Delaware 
, | 
Please send information and prices 
| on Du Pont Garden Chemicals. 
i 
1 My preferred jobber is: | 
| 
J Name 
A Firm 
Street 
aid City. 
3 State. 
Res cee came cee Gee GEES GED GED cee GD GD ce ee cee Ge ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
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MANN’S 
Handles 





While it is still part of a tree, wood is protected by bark 
and by sap against the ravages of nature. This same wood, 
as lumber, is denied a defense and, unless treated, deteri- 
orates rapidly. 

Mann Edge is proud, therefore, to introduce what we be- 
lieve to be the first “weatherproofed” handle on the market. 
Oil impregnated, this U. S. #1 hickory handle will resist, like 
a tree, the heat, cold, moisture and dryness that all tools, 
used out-of-doors, are subjected to. 

This advance in handle making, coupled with the ac- 
knowledged superior quality of Mann Axes, Hammers and 
Hatchets cannot help but make Mann a top selling line 
for you. (For those who prefer, standard finish handles will 
be used when requested.) 

Write for free catalog which illustrates and describes the 
complete Mann line. 


6 “ARE FS 


Write for free catalog which illustrates and describes the Mann line. 
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Order from your nearest distributor or write for 
prices, literature and complete information. 
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DOG and HALTER CHAINS 


...are strong and light, available in either welded or 
weldless types, in most popular styles and lengths. Com- 
pletely assembled, packed 6 or 12 to a carton, according 
to size. Also in assortments with display hanger. 


PORCH SWING CHAIN SETS 


. in the fast-selling Bulldog pattern are available for 
immediate delivery. Packaged in a neat, colorfully-labeled 
carton, each of these Y-Type Porch Swing Sets is com- 
plete with a pair of hooks... ready to hang a swing. 
Anticipate your demand... order your supply ... and 


display them for quick sales. 


Hodell Chain available in all types and patterns: Jack, 
Sash, Safety, Ladder, Sprocket, Pump, Liberty Machine, 
BBB Coil, Proof Coil, Liberty Coil, Passing Link, Bulldog, 
Samson, Flat Link, Register. 


V, 
attonal 


muxvexexe’ 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio 


ANIMAL CHAINS 


Quality and dependability are built right 
into Hodell Animal Chains. You can order 
cow ties, tie-out chains, halters, as well 
as kennel and exerciser chains, anti-cow 


kickers, dog couplers and chain choke 
sold through leading hard- 
ware distributors. 


collars... 








Division of The National Screw & Mfg. Co. 


FASTENERS 


~ 


~ 


HODELL CHAINS CHESTER HOISTS 


HARDWARE AGE, MARCH 19, 1953 











The gro 
man shop 
new sellin 
ware store 
vides deal 
tunity to 
these wom 
electric ho 
sored by 
Section of 
Manufacti 

Now in 
paign for 
theme, “F 
tric Hou 
backed by 
worth of 
the spons 
signed ti 
sumers. 

This ca’ 
ard merc 
ried by p 
store, anc 
appeal to 
answer tl 


HARDWA 





ight 


rder 


well 
cow 
ioke 


ard- 























The growing influence of the wo- 
man shopper has brought many 
new selling opportunities to hard- 
ware stores. A promotion that pro- 
vides dealers with a prime oppor- 
tunity to develop extra sales to 
these women shoppers is the annual 
electric housewares campaign spon- 
sored by the Electric Housewares 
Section of the National Electrical 
Manufacturers Assn. 

Now in its fourth year, the cam- 
paign for 1953 will be built on the 
theme, “First Gift Choice . . . Elec- 
tric Housewares,” and will be 
backed by an estimated $5,000,000 
worth of consumer advertising by 
the sponsoring manufacturers, de- 
signed to reach 60,000,000 con- 
sumers. 

This campaign is based on stand- 
ard merchandise of the type car- 
ried by practically every hardware 
store, and while it has a strong 
appeal to women, it will also help 
answer the puzzle which all males 
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elling 


Electric Housewares 
as (ilts 


face when it comes to selecting an 
appropriate item for a gift. 

The campaign has considerable 
flexibility, since it is tied to no 
specific date, but is directed pri- 
marily to such gift giving occasions 
as Mother’s Day, Father’s Day, 
Easter, June brides, etc. 

For many years, about 60 pct of 
the annual electric housewares 
sales have been made in the last 
quarter of the year. This annual 
campaign was undertaken by 
NEMA to build sales in other peri- 
ods of the year. 

The success of the effort may be 






judged by the fact that in 1950 
some 5000 retailers participated. 
In 1952, the number was 35,000 and 
for 1953 it is expected that 50,000 
retailers in various fields will join 
in the promotion. 

The following pages contain the 
details of the 1953 campaign and 
tell how dealers may participate. 
The selling aids that are being 
made available to participating 
dealers by NEMA are also de- 
scribed. Many practical and use- 
ful suggestions for building your 
own promotion are also given in 
the following pages. 


Below—one of the free window streamers 
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Promotion Ideas 








Put the Gift Idea in Your lect 


Gifts are a multi-billion market. Getting your 

share depends on the strength of your pro- 

motional effort. Here’s how you can capital- 

ize on your electric housewares department 
to catch that extra gift volume 


by Stanley G. Fisher 






Director of Sales, 
Electric Housewares Division 
Landers, Frory & Clark 
New Britain, Conn. 
and 
Chairman, 

Electric Housewares Section, 
National Electrical Mfrs. Assn. 


The woman who left your store 
a few minutes ago after buying a 
quart of paint may be going to a 
bridal shower tomorrow night. 

The man who just came in for a 
half pint of ten-penny nails may be 
invited to an anniversary celebra- 
tion next week. 

Both of them—and hundreds 
more who pass through your doors 
—are prime prospects for electric 
housewares gifts. 

But they will become customers 


100 


for those gifts only if you make 
them realize that you are really in 
the electric housewares gift busi- 
ness by using the following simple 
merchandising techniques that put 
the buy-idea across. 

Display electric housewares in 
an attractive manner that will 
catch customers’ eyes and make 
them buy. Create a permanent 
electric housewares gift display 
just inside your front door for im- 
mediate pay-off power, and change 
the items frequently to arouse 
fresh interest. 


Sales Building Ideas 


Sign your electric housewares 
displays with fact-packed selling 
signs. 

Merchandise your electric house- 
wares displays for specific gift- 
giving occasions. Take advantage 
of every natural gift-selling season 
like Mother’s Day and June Brides 
to stimulate instantaneous action 
and get the maximum sales mileage 
each month. 

Gift Wrap to add the appeal of 
smart packaging to your electric 
housewares items. This extra ser- 
vice will bring extra sales, for it 
will glamorize and establish your 
hardware store as a real gift center. 

Spotlight electric housewares in 
your advertisements, in your win- 
dows, and on your counters. Use 
the retail-tested promotional ma- 
terial supplied free by the Electric 


Housewares Section of NEMA, 
through your distributor, to spark 
your own selling efforts. 

Draw Traffic and multiply sales 
by offering and featuring such 
merchandising extras as gift cer- 
tificates. They will get you twice 
the traffic—the person who gives 
and the person who gets. And not 
only will you close more sales, but 
you will also eliminate exchange 
problems. 

Train your personnel by holding 
specialized classes. It may be just 
the way to inject sales vitamins 
into your selling force. Teach 
them new ways of convincing cus- 
tomers; new advances in electric 
housewares; new benefits in appli- 
ance design; new convenience in 
using electrical products. All of 
these will give your salespeople 
more telling, selling power. 


Train Your Salesmen 


And because your salespeople are 
the key to your success, get their 
enthusiastic support. Hold a kick- 
off meeting to give them the entire 
electric housewares promotion pic- 
ture. 

Also, if you want to see immedi- 
ate results, arrange a contest 
among them with some incentive to 
produce—such as a gold star pin 
that identifies them as gold star 
sellers. 

Only by use of those techniques 
that give your electric housewares 
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the proper promotional attention 
they deserve, will you achieve any 
real measure of sales success. 

Those techniques will make it 
easier for you to capture your full 
share of the enormous market for 
electric housewares, walking 
through hardware store doors every 
day. It will prevent those potential 
customers from walking right out 
again without those attractively 
gift-wrapped packages that repre- 
sent millions of dollars in plus sales 
and plus profits. 

Although hardware stores ac- 
count for several hundred million 
dollars in electric housewares’ sales, 
they have not yet tapped the rich 


multi-billion dollar gift market 
that lies in electrical merchan- 
dising. 











Digging for Sales 


We know we must dig for busi- 
ness in 1953, for though consumers 
have more spendable income than 
ever before in history, the trend is 
toward saving, not spending. 

Overcoming this development de- 
mands promotional prowess, and 
the 1953 Electric Housewares Gift 
Campaign is a tested selling tool 
for that job because: 

It increases traffic by attracting 
new customers to your store, and 
provides fresh selling opportunities 
for all the items you carry. 


It widens your market by giving 
you 28 basic electric housewares 
items that all women need, and 
want, and buy. 

It adds to your prestige in your 
community by establishing your 
store as gift headquarters for elec- 
tric housewares. 

It creates faster turn-over, and 
by moving more merchandise, pyra- 
mids your business all the year 
around. 


Half Sold as Gifts 


And since more than half of all 
electric housewares sold are pur- 
chased as gifts, the NEMA cam- 
paign is a natural for hardware 
stores because electric housewares 
appeal to consumers not only on the 
basis of beauty and luxury, but 
through practicality and economy. 
Consequently they fit logically into 
the hardware store’s own utilitarian 
merchandising pattern. 

The 1953 Electric Housewares 
Gift Campaign will be bigger and 
better because it will be backed by 
$5,000,000 in national advertising 
by manufacturers and because it 
is estimated that 50,000 stores will 
participate in the new promotion 
program. 

At one time over 60 pct of the 
retail volume in electric housewares 
was attained in the last quarter of 










Gift wrapping brings in 
plus sales and helps iden- 
tify your store as house- 
wares gift headquarters. 
Most stores offer the ser- 
vice free on purchases 
above a minimum; others 
charge a small fee on 
smaller sales. Gift wrap- 
ping is especially vital for 
such events as Mothers 
Day, Bride Gifts, etc. 


the year. Appliances were not ac- 
tively promoted during the other 
nine months and it was this lack of 
promotion that resulted in the lack 
of sales. 

But creating a gift tie-in started 
the promotional pendulum swinging 
the other way and set a sound, 
12-month tempo for electric house- 
wares. That’s why hardware deal- 
ers in increasing numbers are key- 
ing their stores in the Electric 
Housewares Gift Campaign. 

In 1953, make it your way of 
getting a bigger share of the multi- 
billion dollar market by promoting 
this program. Put the pay-off 
power into your electric housewares 
gift selling by your cooperation and 
participation. 


Traffic pulling ideas for building extra sales 


GIFT-OF-THE-WEEK STUNT 


Turn the spotlight on a different giftware each week 
with a gift-of-the-week promotion. Feature one electric 


giftware on small carts . 
of store... 


more action into your selling. 


GIVE-A-GIFT AND GET-A-GIFT 


Appeal to mothers before Easter with give-a-gift and 
get-a-gift promotion. Offer small plastic toy miniature 
of electric giftware free with every electric houseware 
purchased—as an extra gift for small fry. 
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already specially gift-wrapped to speed 
up sales. Have live demonstration of giftware to get 


HEART CHECK-UP 
For Valentine’s Day, mai] memo in shape of heart to 


BRIDE SHOWS 


charge customers—telling them to play Dan Cupid 
. . on counters in every section with electric housewares ... . listing complete list of 
electric housewares for Valentine’s Day. Offer to gift- 


wrap, enclose card, and deliver on V-Day. 


Plan a series of electric housewares demonstrations for 


brides-to-be. Show how appliances work .. . 
guests refreshments made on your housewares. Then 
have guests register names, list of electric housewares 
they want in Bridal Book. Use Book as gift buying 
guide for friends of bride. 


serve 
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rp Hectic Housewares Selling ————— a 


DISPL AY —yvyour best salesman 


With the shopping tempo being steadily speeded up, your 
store displays become increasingly important. When you 
put on your electric housewares promotion, get the maxi- 
mum results by tying-in store and window displays. Here 
are some display examples that can be adapted to your store. 
Use the streamers and decals liberally on the displays to 
identify the promotion with national consumer advertising 
carrying the same theme 























> S 
































A Streamers on the windows and decals on the door help plant the 
electric housewares gift idea in minds of passing shoppers. Extra 
sales can be built this way. Don't neglect this tie-in. 


his column is put to work as a gift suggestion display. An assort- 
ment of electric housewares here would build many impulse sales. 


Here electric 
housewares be- 
comes a part of 
the gift display. 
A few well de- 
signed selling 
cards here would 
help focus atten- 
tion on electric 
housewares for 
Mother's Day, 
wedding gifts, 
etc. 
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June is a prime opportunity for boosting 
our gift sales. This store starts selling 
with this attractive window. A window or> 
background poster would help focus atten- 

tion on the store's gift ideas. 


This decal on your 

door or window ties 

you in with the na- > 

tional consumer pro- 
motion. 


A bride takes pride in 
“BRAND NAME” 
ELECTRIC 

HOUSEWARES 

$00 


* save work and time! 
* handsomely styled! 
* beautifully gift wrapped! 


Selling signs are a 
must to catch the cas- 
yal shopper and top 
make suggestions for 
the uncertain shopper. 


Special displays draw 

special attention. A 

display of this type 

can be used for many» 

promotions. Be sure 

the stock is clean and 
varied. 


Don't hide the electric housewares. Keepp> 

them out in the open, as in this interior dis- 

play. Show a good assortment, and plant the 
gift idea with a selling sign. 


Here, electric housewares are displayed along 

with other gift ideas to catch both the every- 

day needs and the gift need. Again, a few 

selling signs would focus attention on the gift 
values in electric housewares. 
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Store Promotion Ideas 





Planning for 


Electric Housewares Profits 


by G. W. Orr 





Sales Manager, 
John Oster Mfg. Co., 
Racine, Wis. 
and 
Electric Housewares Section, 
National Electrical Mfrs. Assn. 


The Electric Housewares Gift 
Campaign has proved to be a pow- 
erful selling tool that each year at- 
tracts more and more hardware 
stores into participation in this in- 
dustry-wide promotion. 

Last year, more than $600,000,- 
000 in electric housewares sales 
were rung up on retail store cash 
registers. A hardware dealer can 
increase his share of this growing 
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Your key to a larger share of the $600,000,000 
electric housewares market is the promotion of 
the gift theme in your store. Here are practical, 
helpful suggestions on how you can profit with 
the 1953 electric housewares gift promotion 


market by capitalizing on the op- 
portunities offered by this gift 
campaign. 

Experience has shown that one 
sure way to increase electric house- 
wares sales is to capitalize on the 
gift-giving importance of such 
times as Mother’s Day, Father’s 
Day, Easter, anniversaries, wed- 
dings, birthdays, showers, etc., 
from January through December. 


28 Basic Items 


The 28 basic’electric housewares 
items—blenders, bottle warmers, 
broilers, clocks, coffee makers, cof- 
fee grinders, corn poppers, deep fat 
fryers, egg cookers, electric blan- 
kets, fans, food mixers, hair dry- 
ers, heating pads, space heaters, 
hotplates, electric irons, ice cream 
freezers, juice extractors, knife 
sharpeners, massagers, roasters, 
sandwich grills, electric shavers, 
toasters, vaporizers, vibrators and 
waffle irons—are found in almost 
every hardware store and provide 
opportunities for gift selling on al- 
most every gift-giving occasion. 

Best success in this gift selling 
will come from keying every pres- 
entation of electric housewares to a 
specific occasion. For example, for 
birthday gifts, feature electric 
housewares with appropriate props, 
such as a tier display unit simulat- 


ing a birthday cake, decorated with 
appliances and party favors. 

For wedding gifts, a store might 
set up a bridal book display with 
ribbons running to various electric 
housewares items. Or an interest- 
ing display could be set up by ar- 
ranging a display in co-operation 
with a local bridal shop by borrow- 
ing a mannequin dressed in a bridal 
dress. 

The 1953 Electric Housewares 
Campaign has been developed by 
NEMA to provide retailers with 
workable selling tools to enable 
them to profit with these gift sales. 
Here are some of the selling tools 
available to help you increase your 
sales. 


Campaign Theme 


First, there is a direct tie-in fea- 
turing the 1953 campaign theme of 
“First Gift Choice—Electric House- 
wares,” in national advertising 
reaching more than 60,000,000 con- 
sumers every month. This tie-in 
enables dealers to profit by the $5,- 
000,000 spent to promote the cam- 
paign by the NEMA members par- 
ticipating in the event. 

Secondly, there is a free, perma- 
nent three-color decal for use on 
doors or windows. This decal car- 
ries the campaign theme and en- 
ables dealers to tie into the national 
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advertising of this promotion. 

Thirdly, a practical, easy-to-use 
“Spring Sales Planner,” containing 
many useful ideas for hardware 
store advertising, window and in- 
terior display and _ point-of-sale 
presentation, is also available free 
to dealers. This booklet provides a 
specific blueprint for the promo- 
tional action that stimulates sales. 


Ad Mat Distribution 


Fourthly, a complete ad mat 
package is available without charge. 
This package contains actual item 
illustrations, special seasonal head- 
ings and campaign theme logos to 
use in local hardware store adver- 
tising. This kit has been distrib- 
uted to more than 800 local news- 
papers from coast to coast to make 
it speedily available to all hardware 
stores. 


Display Streamers 


Fifthly, there is also available 
eye-catching two-color display 
streamers dramatizing such impor- 
tant gift-selling seasons as Moth- 
er’s Day and June Brides. 

The use of this material, backed 
up by store promotion and some 
sales training sessions on electric 
housewares, will bring you a larger 
share of this gift market. 

Here is a practical 15-point plan 
for building sales, based on the ex- 
perience of stores that have been 
successful in increasing their sales 
of electric housewares for gifts. 

(1) Put the “Gift Headquar- 
ters” decal on the door or window 
to provide quick identification of 
the store with the national con- 





DISPLAY CONTEST 


You can earn national recogni- 
tion and awards for your store's 
window displays of electric house- 
wares. Send a snapshot, not later 
than July 15, with a description of 
the results obtained by the window 
display to Contest Editor, Electric 
Housewares Section, NEMA, 155 
E. 44th St., New York 17, N. Y. 
Be sure to give the name of the 
person responsible for the display. 
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Above—These two special streamers 
are available free to promote two 
special gift-selling opportunities. 


Right—This decal is available free 
for use on the door, etc. This same 
design and theme will be featured in 
manufacturers’ consumer advertising. 


sumer advertising that will use the 
same theme. 

(2) Use the Jarge streamers to 
give window and interior displays 
more telling and selling power. 

(3) Give your local advertising 
more impact by using the free ad 
mats of actual items and special 
headings. 

(4) Use selling signs on every 
display to turn lookers into buyers. 

(5) Offer customers a Gift Wrap- 
ping Service to add the appeal of 
attractive wrapping to the merchan- 
dise. 


Gift Certificates 


(6) Turn those uncertain buyers 
into customers by offering Gift Cer- 
tificates and thus create twice the 
traffic—the person who gives, plus 
the person who receives. 

(7) Install a front door display 
to stop more traffic. 

(8) Set up a self-service section 
to stimulate more impulse buying 
and shorten selling time. 

(9) Keep adequate stocks of elec- 
tric housewares to avoid outs ...a 
sale lost by being out of stock is 
also a profit lost. 





Spring Sales Planner 


(10) Use the Spring Sales Plan- 
ner for promotion ideas. 

(11) Capitalize on every gift 
selling opportunity all through 
Spring, such as Mother’s Day, Fa- 
ther’s Day, June Brides, etc. 

(12) Co-operate in city-wide 
housewares promotions if one is 
sponsored in your area. 


(13) Get national recognition 








and awards for your store by enter- 
ing photos in the 1953 display con- 
test. Send the photos, not later 
than July 15, to Contest Editor, 
Electric Housewares Section, Na- 
tional Electrical Manufacturers 
Assn., 155 East 44th Street, New 
York 17, N. Y. 

(14) Educate your salespeople 
on the importance and profit poten- 
tials of selling electric housewares 
as gifts. 

(15) Make use of the services of 
your wholesaler’s salesman to ob- 
tain the Electric Housewares Gift 
Campaign Material, etc. 





PARTICIPATING 


Manufacturers porticipating in 
the 1953 NEMA Electric House- 
wares Gift promotion are: Ameri- 
can Electrical Heater Co.; Arvin 
Industries, Inc.; Camfield Mfg. 
Co.; Casco Products Corp.; Chi- 
cago Electric Mfg. Co.; Cory 
Corp.; Dulane, Inc.; Emerson Elec- 
tric Mfg. Co.; Fieldcrest Mills 
Div., Marshall Field & Co.; The 
Fresh'nd-Aire Co., Div. of Cory 
Corp.; General Electric Co.; Gen- 
eral Mills., Inc., Home Appliance 
Dept.; Hamilton Beach Co., Div. 
of Scovill Mfg. Co. 


Also Hobart Mfg. Co.; Knapp- 
Monarch Co.; Landers, Frary & 
Clark; National Pressure Cooker 
Co.; John Oster Mfg. Co.; Proctor 
Electric Co.; Rival Mfg. Co.; 
Silex Co.; Toastmaster Products 
Div., McGraw Electric Co.;-War- 
ing Products Div., Reeves-Ely Lab- 
oratories, Inc.; Westinghouse Elec- 
tric Corp. 
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Remodeling Benefits 





How Gift Sales Were Increased 30% 


A Washington store’s remodeling program, 
coupled with expansion of lines also paved the 
way for a general business increase of 15 pct 


After fire swept through the 
main fioor display room of a Brem- 
erton, Wash., hardware store, its 
owners sold the business. Rex 
McQueen and his partner, Arne 
Lund, the new owners, have com- 
pletely remodeled the old store, 
added new lines and sold out slow- 
movers. 

Does the new set-up pay divi- 
dends? 


In seven months of operation the 
new owners have increased the 
overall store volume by approxi- 
mately 15 pct above the preceding 
year’s figures. In the basement gift 
and housewares departments, the 
sales gain has been about 30 pct. 

Sales increases have been due 
primarily to improved display, bet- 
ter inventory contro] and greater 
emphasis on nationally advertised 


brands of hardware and _ allied 
lines. McQueen’s—as the store is 
now identified—devotes its first 
floor to hardware and its basement 
to giftwares and other housewares 
merchandise. 

Access to the basement is pro- 
vided by a front-of-the-store stair- 
case. 

Principal objectives of the main 
floor remodeling were facilities for 





Downstairs gift department as seen from the foot of the staircase from the main floor. 
Table settings are — on several of the tables and mirrored backgrounds enhance 
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splay of crystal on glass shelving in the rear. 
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Plumbing and electrical supplies have this neatly arranged area 
in the rear of the main floor. 


display of a greater variety of 
merchandise with wider aisles for 
freer circulation of floor traffic. 
These objectives were achieved by 
construction of island display fix- 
tures and wall shelving which pro- 
vide the maximum display area 
without appearing to be over- 
crowded with merchandise in any 
way. 

The two main side aisles have 
been widened to approximately 
double their former width, and 
sufficient cross-aisle circulation has 
also been provided to permit a 


free flow of traffic to all parts of 
the store. All fixtures are designed 
to encourage self-service. The com- 
pletely departmentalized  store’s 
wrapping counter is now located 
about two-thirds of the way back 
in the store. 

Better lighting has substantially 
contributed to better store sales 
and traffic. The high ceiling was 
formerly quite dark, with both 
fluorescent and incandescent light- 
ing fixtures suspended from the 
ceiling. In remodeling, the ceiling 
and upper walls are painted off- 





U-shaped wrapping section with adjoining tool bar and location 
opposite attractive paint department. 
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white and flush ceiling incandes- 
cent fixtures installed. 

With the light walls, the modern 
fixtures give even and _ shadow- 
less illumination. The entire base- 
ment is equipped with fluorescent 
lighting. 

Greater variety in hardware 
stock has been achieved with no 
larger dollar inventory. In _ in- 
stances in which the previous own- 
er had three dozen of a specific 
item and few related items, the 
new owners have reduced the 
original stock to a smaller base 
and have added related lines or 
other brands of the same mer- 
chandise. This plan has given the 
firm increased variety to appeal to 
more customers. 


The Basement Problem 


In the basement, the problem 
was not limited variety, but the 
clearing out of lines that were 
moving too slowly to justify con- 
tinuing them in stock. These have 
been replaced by lines that are 
well known to Bremerton residents 
as nationally advertised products. 
The variety and dollar value of the 
inventory have remained approxi- 
mately the same as formerly, but 
since the lines now carried have 
greater consumer acceptance, 
sales have improved. 

The downstairs department has 
also been remodeled considerably, 
although the basic lay-out remains 
the same. All walls and ceilings 
have been repainted, using a 
combination of several attractive 
colors and wallpaper, in place of 
the former cream color of walls 
and ceiling. A deep tone on the 
ceiling now virtually conceals the 
pipes and conduits. New island 
fixtures have replaced the old units 
to promote self-service and better 
circulation of floor traffic. 


Newspaper Advertising 


Another sales increase factor 
has been the added use of news- 
paper display advertising, Mr. Mc- 
Queen believes. He estimates that 
he has increased advertising ex- 
penditures by 25 pct. 

Traffic is constantly growing at 
McQueen’s. The firm’s operation 
of a neatly arranged show room 
has attracted more shoppers than 
the old store ever did. More impor- 
tant is the fact that most visitors 
enjoy browsing through the vari- 
ous departments, and thus make 
more impulse purchases. 
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Values in Nationally 
Advertised Merchandise 


12-Month Toy Business 
Grosses $40,000 


Do you sell as high as 
$26,000 in toys in 
the months preceding 
Christmas and $14,000 
in the holiday sales 
season? This Arizona 
dealer does that. 


At Bostrom’s store at the corner 
of W. McDowell St. and 7th Ave. 
in Phoenix, Ariz., toys are a 52- 
weeks-of-the-year line. W. H. Bos- 
trom has made his juvenile goods 
department that type of an opera- 
tion by use of good interior dis- 
plays of nationally-advertised toys 
and frequent window displays. 

Toys are shown, at all times, in 
a rear-of-the-store 18x10-ft alcove, 
and numbers offered for the holi- 
days are basically the same as 
those displayed at other seasons. 
Trains and wheel goods are given 
display in the store’s mezzanine. 

In the first 10 months of 1952 
the store sold $26,000 worth of 
toys, adding another $14,000 to its 
volume in November and Decem- 
ber. Two gondola units were added 
to the toy department last No- 
vember. 

Miss Sybil Ann Tarkington is in 
charge of the year ’round toy de- 
partment, her duties including the 
decorating of a toy window every 
third week of the year. 

Accent is on those toys which 
are featured in national consumer 
magazines. For this reason, educa- 
tional type toys are given more 
attention than other kinds, ac- 
counting for 25 pet of total toy 
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W. H. Bostrom, who tailors his toy department to neighborhood needs. 


a me 


Toy manager Sybil Ann Tarkington offers a large selection of dolls. 
Dolls account for 40 pct of toy sales in a year. 















Robert E. Cooke in the section devoted to craft and hobby lines. 





department volume, Dolls are even 
better sellers and bring the toy 
department approximately 40 pct 
of its revenue. 

When the firm sees new toys be- 
lieved to have appeal for its trade 
those items are added as promptly 
as possible, without regard to the 
time of the year. New items are 
regularly shown in toy windows. 

Individual toys are promoted in 
other ways. In 1950, for example, 
the firm promoted a special doll on 
a local TV station. Within 48 hours 
the store sold 83 of these dolls. 

While toys are a major line 
throughout the year, they are giv- 
en special attention in the Christ- 
mas selling season. Decorations, at 
that time, stress the idea of giving 
toys as holiday gifts. 


How Color Affects Hardware Sales 


There is one important fact about 
about customers’ buying decisions 
which all hardware salesmen should 
know. 

You can often change a custo- 
mer’s mind about price, size, or 
pattern, but there is one prejudice 
about which you should not even 
try to switch him. 

It is wise not to try to change a 
customer’s color preference except 
to a color he says he likes equally 
well. 


Scientists say that you can edu- 
cate people to like or accept even 
irritating shapes and styles. They 
also declare that you can’t educate 
them to like a color which they dis- 
like. 


A Pre-Determined Taste 


Color is a pre-determined taste. 
Most people may like a certain color 
because it satisfies something se- 
cret and deep in their makeup. They 
may dislike another color because 
it irritates some deep, secret sen- 
sitivity inside them. You can’t sell 
hardware store lines in colors which 
people do not want to buy. 

How long does it take an ordi- 
nary customer to pass a display 
from five to 15 ft in length? The 
answer is, from two to five seconds, 
depending on how fast he is walk- 
ing. 

You have little chance to sell your 
customer anything on that table 
unless you can catch his eye and 
automatically make him want to 
stop and look. 
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Clever use of colors on displays 
or signs can get attention in your 
store or out on the street. Here 
are a few classic color arrange- 
ments which have been proved 
strikingly effective by research 
made by display experts: 

1. Striking colors against gray 
backgrounds or striking colors al- 
ternating with gray. 

2. Dark colors against bright col- 
ors or vice versa. 

3. Warm colors contrasted with 
cool colors. 

4. Shapes against space. 

5. Sharp details against misty 
background. 

Color is especially important to 
the hardware man because it is an 
emotional pre-selling factor in the 
customer’s buying attitude. 

An item featuring your custo- 
mer’s favorite color is half sold. 


Obviously, if you know in advance 
the favorite colors of your custo- 
mers and stock hardware and re- 
lated lines accordingly, you will 
automatically increase your sales. 
If you prefer to stock your own 
favorite colors instead of those pre- 
ferred by your customers, your 
business is pulling against the tide. 

Experience in the hardware busi- 
ness teaches us that the color pref- 
erences of the average customer 
are simple. The entire range of se- 
lection usually numbers less than 
12 colors in any one group. 

In paints and wallpapers, you can 
check and see if your 12 best selling 
colors don’t account for more than 
90 pet of your sales. 


However, among the 12 best sell- 
ing colors, customer preference 
seems to change from year to year. 

How can you tell in advance 
which colors your customers are 
going to prefer this year? 


Some Helpful Answers? 


There are several crystal balls 
into which you can look for sur- 
prisingly helpful answers. 

1. Many manufacturers use sci- 
entific color surveys as a basis for 
the choice of colors for their prod- 
ucts. These surveys are based on 
the discovery that customers (es- 
pecially women) usually know 
months in advance about their color 
preferences for a coming season. 
Sales results usually tend to justify 
the wisdom of following factory 
recommendations on color choices. 


2. Home and garden magazines 
in recent years have demonstrated 
surprising skill in accurately pre- 
dicting color preferences. Reading 
them will give you some valuable 
advance hints on what colors your 
customers are going to want. 

3. Color preferences seem to run 
in cycles. This means that colors 
which sell well in draperies will us- 
ually sell for other household goods. 

The colors most wanted at the 
moment affect customers like pow- 
erful news headlines. 

They pre-sell the customer in fa- 
vor of what you have to offer. 

The right colors can sell extra 
merchandise for you without any 
sales effort-—at your regular prices. 
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Store Advertising 





Circularizes One Mile Area 
Each Month 


A California hardware dealer has built his 
volume to the $100,000 mark in four years 
with circulars and phone book advertising 


Advertising has built many re- 
tail and other business enterprises 


. into highly profitable operations. 


In that group is Small’s Hardware 
at 1609 Lincoln Blvd. in Venice, 
Calif., a city having 12,000 popula- 
tion. 

Frank E. Small allocates a sum 
equal to 3.1 pet of his estimated 
sales to advertising expenditures 
each year. Every home within a 
one-mile radius of the store re- 
ceives each month a_ standard 
newspaper size circular, folded 
three times. One side of the cir- 
cular — obtained from Southwest 
Hardware, a Los Angeles dealer 
owned wholesale house—is de- 
voted entirely to advertising mer- 
chandise and services offered by 
Small’s Hardware, the reverse side 
being divided into advertising and 
household hint sections. This 
monthly promotion reaches 3,090 
homes. 

It, and the use of advertising 
space in the classified telephone 
book, have been, in Mr. Small’s 
opinion, the chief reasons for his 
sales passing the $100,000 per year 
mark in the four years which have 
elapsed since he started the store. 

Under present mailing rates, Mr. 
Small spends $45.00 each month 
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for postage. His circulars cost less 
than the postage fees. 

He considers his telephone book 
advertising to be particularly ef- 
fective because it is not crowded, 
prominently features the store 
name and address and includes a 
drawing of the storeroom. The tel- 
ephone number is in large type as 
are the names of the four main 
departments — hardware, sporting 
goods, paints and television. 

Prior to his operation of an in- 
dependent retail hardware store 
Mr. Small operated a franchise 
auto supplies store. 


Srnals 
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1609 Lincoln Blvd., Venice 












One column by 5 in. 

classified phone book ad 

tells its message at a 
glance. 





Entire store is one big show window identified by a large 
script illuminated sign. 
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Remodeling For 
Self-Service 


Bookkeeping Mechanized 
At Check-Out Counters 


Savings of $50 a week and reduction of sales personnel 
resulted when this store modernized for self-service 
and installed bookkeeping cash registers handling both 
cash and credit transactions at the check-out counters 


“We have brought our bookkeep- 
ing department right up to the 
front door,” says Ray Von Bargen, 
president of Carlson’s hardware 
store in Lockland, a suburb of Cin- 
cinnati, Ohio. 


“When we went on an almost 
complete self-service basis last 
fall, we installed cash registers at 
our two check-out counters with 
which we record both cash and 
credit sales transactions. These 


machines have enabled us to get 
the ful] benefits and savings re- 
sulting from our new self-serve 
plan of operation.” 

Of savings resulting from the 
changes, Mr. Van Bargen states, 





At the check-out counters with registers that record both cash and charge transactions. Dorothy 
Matthews, in foreground, and Elma Fields at the counter next to the window. 
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Customer sales slip, shown 
in enlarged form, used 
to record cash and credit 


purchases. 


“We estimate we save at least $50 
a week on bookkeeping expense, 
and we have been able to reduce 
our sales staff by three persons. 

“With the check-out operation 
and the charge posting system in 
use, we also find that our sales 
people are not losing valuable time 
handling low margin merchandise. 
Customers select these items with- 
out assistance, giving our sales 
force more time to concentrate on 
the sale of higher margin lines.” 

The new cash registers and 
check-out counters have three ad- 
vantages: 

1—Faster and more accurate 
handling of charge and cash trans- 
actions. 

2—Bookkeeping job completed 
at time of sale, with posting con- 
tro] over all charges and received- 
on-account payments. 
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USE CARLSON'S FREE PARKING LOT 
(SOUTH SIDE OF BUILDING) 


Cartion 


inc.” 








A ledger card showing charge purchases and in 


the last 





3—No writing of charge slips, 
no mental addition, no figuring of 
balances, no possibility of lost 
charge records, and no further 
work to do on the customer’s ac- 
count after he finally leaves the 
store. 

The Carlson store, established 
38 years ago, has a sales volume 
in excess of $800,000 and occupies 
a building 200x100 ft. Its open fix- 
tures bear signs inviting custom- 
ers to pick up shopping bags to 
serve themselves. Other units are 
topped with signs reading, “Self 
service. Pay cashier.” Signs sus- 


entry a payment on account. 


pended from the ceiling in the 
self service sections state, “Serve 
yourself. Take merchandise to 
cashier.” 

For merchandise requiring dem- 
onstration, weighing, measuring or 
counting, clerks give assistance. 
In such instances check-out sheets 
recording the prices are given to 
the customer. 

Cash transactions are handled 
in the usual manner. After the cus- 
tomer takes his selections to the 
check-out counter, the operator re- 
cords the price of each item on the 
charge posting machine, as well as 
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Long, wide aisles, with plenty of cross aisles assure free circulation of 


traffic. 


any tax. A total is then taken. The 
register prints and issues an item- 
ized receipt which is given to the 
customer as his record of the 
transaction. 

In handling charge sales, the 
procedure is nearly the same. The 
check-out operator first records 
the price of each item using the 
charge key, and the amount of the 
tax, using any one of several keys 
provided. Before she records the 
total, the operator selects the cus- 
tomer’s individual ledger card 
from the file on the counter, and 
inserts the card on the printing 
table of the register. A total of the 


sale is then taken and is printed 
on the ledger card. 

With this card in front of her, it 
is an easy matter for the operator 
to pick up the previous balance 
owed by the customer. This is re- 
corded on the machine by use of 
the previous balance key. A new 
total is then recorded. 

Both the old and new balance 
are printed on the ledger card. An 
itemized receipt can be issued on 
this type of transaction, if desired. 

When a customer desires to 
make a payment on his account, 
the operator selects his ledger 
card from the file, inserts it on the 


printing table of the register, and 
records the amount of payment on 
the register, using the received-on- 
account key. Then by pressing the 
motor bar on the register, the 
amount of payment is printed on 
the card. 

A control over all paid-outs is 
also provided, since these are re- 
corded through the register using 
the paid out key. 

The charge posting registers 
used by Carlson’s are equipped 
with 12 totals for charge, non- 
taxable, taxable, state tax, federal 
tax, interest, previous balance, re- 
ceived-on-account, returns and al- 
lowances, paid out, and two sales- 
person totals. 


Vital Information 


The information these totals 
provide is of extreme importance 
in the daily operation of the busi- 
ness. At the end of the day—with- 
in a moment’s time—the manage- 
ment is able to determine the total 
volume for the day. And more im- 
portant, they know how much this 
money represents in cash, charge 
sales, in received-on-account pay- 
ments, in interest charges and in 
taxes, 

The tax totals alone represent a 
big savings to the firm, for through 
the information they provide, Carl- 
son’s now know the exact amount 
of tax they must pay. 

The new National Cash Register 
Co. system handles the bookkeep- 
ing work on time payment ac- 
counts, also, with swiftness and 

(Continued on page 148) 





Lengthy line-up of visual-front windows invites traffic into the big store. 
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Visual front of Palace Hardware's main store. 


Sales Training Ideas 





Merchandising Is Show Business 


An actor must know his lines, if he would succeed, says 


by Raymond J. Poland 


General Manager, 
Palace Hardware, 
San Francisco, Calif. 
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the author of this article. He tells here how training 


of salespeople can be dramatized to emphasize the 
many aspects of effective retail merchandising 


To help our younger salesmen 
get a more complete picture of what 
real salesmanship is, I explain mer- 
chandising in terms of show busi- 
ness. Much merchandising is, in 
fact, show business with dramati- 
zation of the convenience of an item 
to its prospective owner. 

Some of the terms commonly 
used in show business may be ap- 
plied to merchandising: 

Know Your Lines—An actor must 
learn his lines to perform smoothly. 
The sales clerk must also know his 


lines to perform well enough to 
convince his audience—Mr. and 
Mrs. Consumer. The salesperson 
who knows the price of door chimes, 
as an example, but no other impor- 
tant facts is not adequately trained 
to sell that product. 

The prospect will ask questions 
such as these: 

“Can the chimes be connected to 
either A.C. or D.C. current?” 

“Is it necessary to have a trans- 
former?” 
“Can I make my own installation, 
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or is it necessary to hire a licensed 
electrician?” 

‘Is it necessary to get a building 
permit for installation of this 
equipment?” 

Unless a salesperson can answer 
these and other questions about 
door chimes, he is likely to jeopar- 
dize a Sale. 

In show business parlance, he 
can “muff his lines.” 

The salesperson who knows his 
lines will get “good reviews.” His 
customers will tell their family and 
friends to shop at Palace Hardware. 

Change of Scenery—Some shows 
—South Pacific or Oklahoma—are 
sell-outs everywhere. Others may 
be a hit in one section of the coun- 
try, only to wither away in other 
areas. 


Works the Same Way 


Merchandise works the same 
way. Some products sell in any sec- 
tion of the store; others may slow 
down in one section, but step up in 
another location. 

A recent example at Palace Hard- 
ware was our auto supplies table. 
In one spot, certain merchandise 
was almost dormant. Then the staff 
moved that department three ta- 
bles down, toward the back of the 
store. For some reason this change 
of scenery helped to sell more of 
this merchandise. 

In the new location, turnover is 
lively. 

Box Office—Every box office in 
the country has a complete list of 
prices for seats in all parts of the 
house. A customer does not have to 
ask and be embarrassed in front of 
his neighbors, and he does not have 
to guess the price of seats. Isn’t 
this also true of merchandise? 

I point out to our salespeople why 
every item at Palace Hardware is 
priced either by the unit or by the 
dozen. On larger items we also 
show, in addition to total price, 
monthly payments as well as the 
required down payment. 

Box office effect—clearly marked 
prices—plays an increasingly 
greater role in today’s march to- 
ward semi-self service. The clearer 
the price of merchandise, the 
greater the chance is that the cus- 
tomer will help himself, especially 
during rush hours. Some time ago 
our firm installed a merchandiser 
rack for nuts, screws and bolts. 
Each bin shows clearly the price 
per dozen. Transparent bags are 
handy for customers to help them- 
selves and bring the merchandise 
to one of the cash registers. 
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Scenery Designer—As in show 
business, the scenery designer plays 
a big role in merchandising. Bill- 
boards, striking pictures and 
photos, streamers and other adver- 
tising are as vital to show business 
as they are to retail merchandising. 
Therefore, the man who paints at- 
tractive signs, decorates interior 
and window displays and makes 
streamers for indoor and outdoor 
use is the person who designs the 
scenery which attracts attention to 
the merchandising star—the mer- 
chandise on display. 

Timing and Pacing—In any show, 
scene follows scene in an orderly 
manner so that the audience may 
follow the play as it unfolds. In 
merchandising, I explain to our 
younger staff members, timing and 
pacing are also important. Thus 
Palace Hardware does not crowd 
too much merchandise on one dis- 
play. 

This would tend to confuse cus- 
tomers. We try to give good play 
to one line of merchandise on one 
display unit. 

While a hardware store generally 
features much the same merchan- 


dise year in and year out, there are 
just so many new items in any 
given period. 

Two factors enable us to give our 
customers an occasional new show, 
They are: 

(1) Seasonal merchandise of- 
fers a good opportunity to ring up 
the curtain with displays of tempt- 
ing merchandise. Thus _ spring 
merchandise, well displayed, gives 
store personnel new enthusiam, 
and it gives customers an _ in- 
centive to buy for a universal hobby 
—gardening. 

(2) Even everyday merchandise 
(staples such as tools, housewares, 
giftwares, electric and plumbing 
supplies) can be given the effect of 
a new show by keeping merchan- 
dise and fixtures spotlessly clean. 
Hence there’s a great deal of stress 
on cleanliness at Palace Hardware. 

Dress Rehearsals—In merchan- 
dising, occasional meetings for dis- 
cussing new products, latest sales 
techniques, or just exchange infor- 
mation, are the dress rehearsals. 
These rehearsals lead to better per- 
formance after the curtain goes up. 





Coffee—on the House 


“It’s on-the-house” means many 
things to many people. At Blueher 
Hardware & Lumber Co. in Albu- 
querque, N. M., coffee is served— 
at no cost—to employees and cus- 
tomers in the store at the time. 
This has sharply reduced business- 
hour visits to other stores. The 
coffee is provided at 9 each busi- 
ness-day morning and at 2.30 p.m. 

Says Bob Gibson, hardware de- 
partment manager, “Since we put 
in our snack bar we have practi- 
cally eliminated away-from-store 
visits by our employees. We esti- 


mate that installation of this bar 
saves us 2,000 man-hours in a 
year. Before we tried this plan em- 
ployees visited a near-by restau 
rant and fountain on our time.” 
For those wanting soft drinks in- 
stead of coffee a dispenser is main- 
tained to serve cold beverages at 
5¢ each. Sweet rolls and doughnuts 
are usually served with the free 
coffee during the morning and 
afternoon visits to the snack bar. 
These are purchased by a snack 
fund to which employees make a 
small contribution each week. 








Miss Mary Moore, a bookkeeper for the firm is hostess 
at the store's snack bar. 
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Profits in Hobbies 





Builds Traffic and Sales 
By Welcoming Train Fans 


Did you ever hear of the Essex 
Central & Short Line Model Rail- 
road? 

Genuine interest in building and 
operating scale model railroad 
trains was the reason Jerry 
Fischer started that miniature 
railroad. Membership in the group 
which operates this railroad is for 
persons from 8 to 57 years of age 
and its meetings center around a 
5x 7 ft layout in the basement of 
Fischer’s Hardware at 517 Ferry 
St. in Newark, N. J. In season 
these fans meet Friday evenings 
in the store. 


Jerry Fischer, left, wearing an engineer's cap and 

talking model train equipment with a customer, who 

is also wearing one of the caps given away by 
the store. 
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A hardware dealer enjoying building and operating 
model railroads attracts other fans to his store 


In addition to operation of the 
club, Mr. Fischer has another 
goodwill building idea. Every cus- 
tomer making a purchase of $5 or 
more in model train materials re- 
ceives with the compliments of the 
store a railroad engineer’s cap. 
These caps cost Mr. Fischer but 
40c each in lots of 1500. This 


friendly gesture has more than 
paid for its cost. 

Model railroad fans are made to 
feel at home the minute they enter 
the store. If Engineer Fischer is 
busy when a model railroad fan 
comes in he will hand the new- 
comer a catalog, a piece of new 

(Continued on page 128) 
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ALL LEADING HO-MODEL 
RAILROAD EQUIPMENT 


We also Tru-Scale 
landscapes, Trees 
cerry the [irda 517 PERRY STREET 
and on as Soe ee Mitchell 2-6036 
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Plasticville | Mode! Railroad Open Evenings 
Lines Accessories Mon., Wed. & Fri. "til 9 P. M. Other Nights ‘til 6 

















Three column by 7 in. ad listing a variety of model 
fan items and offering free caps. 
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Sales Promotion 





Do You Build Good Will? 


Sam Jones and Harry Smith own 
and operate retail hardware stores 
on the only business street in a 
small town in Illinois. Both men 
have been life-long residents of the 
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Traffic passes Smith's, but it goes into 
Jones’. He has built good will. 


town and inherited their businesses 
from their fathers, at about the 
same time. The two stores handle 
basically the same types of mer- 
chandise. 

Beyond this point the two men 
and the stores they operate are 
quite different. One is a profitable 
business. The other just gets by. 

The Jones Hardware Co. does a 
higher annual volume of business 
than any other retail store in town. 
Sam manages to take a fishing trip 
in Canada each summer with the 
town constable. 


Editor’s Note: This article is 
reprinted from Myers Waterway, 
by permission of F. E. Myers & 
Bro. Co. 
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The story of two hardware dealers in the same 
small town. One builds good will and profits, 
the other creates ill will and loses customers. 
Which of these stores most resembles yours? 


The Smith Hardware Co. has 
difficulty in meeting its monthly 
overhead. Harry Smith had his 
most recent vacation five years ago, 
when he attended his sister-in- 
law’s wedding in Ohio. 

What brings about 
such a condition when, 
from outward appear- 
ances, all things are 
equal? 

Goodwill is the an- 
swer. 

Let’s talk with a few 
of the town’s leading 
citizens. Their com- 
ments tell the story. 

Mrs. Hugo Pennys- 
werth, wife of the 
town’s only banker, 
said, “I buy all my 
hardware store items at Sam 
Jones’, of course. A few years ago 
I asked Harry Smith if he would 
set up some electric lights for our 
church bazaar. He said he would 
furnish the lights if we would get 
somebody else to put them up. He 
was too busy. 

“We asked Sam Jones. He fur- 
nished the lights, installed them 
and stayed at the bazaar to be sure 
that the equipment continued to 
work properly. Believe me, we ladies 
appreciated what he did. Most of 
us regularly trade at the Jones 
store.” 

Howard Sutton, owner of Sut- 
ton’s Delicatessen and president of 
the Rotary Club, declared, “I like 
both Sam and Harry. I’ve been a 





"Sam Jones furnished the 
lights for our bazaar...” 


neighbor of Harry’s for years, but 
my business goes to Sam. Both 
boys belong to our Rotary Club, 
but it is difficult to get Harry to 
do anything other than attend 
meetings. 


Produced a Show 


“Do you know what Sam did last 
year? He produced a minstrel 
show to raise some money to send 
two local youngsters to a summer 
camp for two weeks. 

“Harry said he would like to help 
us, but that he had to take inven- 
tory and would have to work nights 
at his store. Sam made some real 
friends and customers by putting 
on that show.” 

Mrs. Bertha Tillingsly, a local 
housewife, said angrily, “I'll never 
go into Harry Smith’s store again. 


HARDWARE AGE, MARCH 19, 1953 














"He produ 
raise mone 
su 


Last week 
bathroom § 
of the chil 
“The y 
for Harry 
scales if 
stepped or 
When I to 
impertine! 
been jokin 
am not tr 
Hardware. 





"Rel 


scale 


Jim M: 
owner, sé 
portant il 

“Do yt 
last week 
bought at 
ago woul 
called Ha 
He promi 
but did n 
three da 
bother m« 
for lunch 
to dinne1 


HARDWA 








ime 

fits, 

prs. 

rs? 

‘ 7 
a“ 
~ 


years, but 
am. Both 
tary Club, 
; Harry to 
an attend 


Ww 


m did last 

minstrel 
ay to send 
a summer 


ike to help 
ike inven- 
ork nights 
some real 
y putting 


» a local 
T’ll never 
re again. 


19, 1953 





"He produced a minstrel show to 
raise money to send youngsters to 
summer camp." 


Last week I went to Smith’s to buy 
bathroom scales—just to keep track 
of the children’s weight. 

“The young fellow who works 
for Harry told me to return the 
scales if I broke them when I 
stepped on them to weigh myself. 
When I told him that he had been 
impertinent, he said that he had 
been joking. I know differently. I 
am not treated that way at Jones 
Hardware.” 





“Remarks about use of the 


scales were impertinent.” 


Jim Masterson, a service station 
owner, said, “Good service is im- 
portant in my business. 

“Do you know what happened 
last week? The electric stove we 
bought at Smith’s about five years 
ago would not operate. My wife 
called Harry to come and repair it. 
He promised to come out that day, 
but did not come to our home until 
three days later. This did not 


bother me because I do not go home 
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for lunch and I took my wife out 
to dinner each evening. But my 





wife just doesn’t like to be without 
a stove. 

“One of our neighbors told 
Nellie a different story. When her 
stove would not work, she called 
Sam Jones, who came out that day 
and loaned her a new stove while 
he was repairing her old one. Our 
neighbor bought that new stove. 
The same thing will probably hap- 
pen to me the next time our stove 
will not work. Nellie says that she 
will call Sam Jones immediately 
when that happens.” 


The Editor Comments 


Bob Summerfield, editor of the 
weekly newspaper, says, “I trade at 
both the Jones and Smith stores— 
each firm advertises in my news- 
paper. But that is not the im- 
portant thing. 

“Sam Jones, his store and the 
things he sells, get more mention 
in my paper than we give to Harry 
Smith and his business. Why? 

“Several months ago Harry 
brought in a news release sent out 
by a company manufacturing some 
of the merchandise he sells. Harry 
threatened to stop advertising if I 
did not publish the story and a pic- 
ture on the front page. That made 
me angry. Nobody is going to tell 
me what to publish in my paper. I 
wasn’t worried about losing his ac- 
count, mine is the only newspaper 
in this town. 

“Sam Jones has a different ap- 
proach. He will bring in a news 
release from one of his companies 
and say, ‘Bob, here’s a story which 
was sent to me by the Blank Co. 
This new product is a good one 
and I think some of the people in 
this section would like to hear about 
it. I'll leave it here and you can 
use it if you will.’ 

“Sometimes, Sam brings in ma- 
terial that is not newsworthy, and 
I do not use it. But some releases 


he gives me are interesting, and 
I use them.” 

From talking with these people 
we begin to see why Sam Jones is 
successful and why Harry Smith, 
as hard as he works, just cannot 
succeed. 


Keo VTor\ 











"Nobody is going to tell me 
what to print in my paper.” 


Sam has learned how to build 
good will, and his methods are pay- 
ing dividends. 

Our talks with Mrs. Pennysworth 
and Mr. Sutton show us that Sam 
appreciates his place as a citizen in 
his community and that he knows 
it is his responsibility to take an 
active part in local affairs. He has 
learned that he must be a leader in 
community activities rather than 
just a follower. 


Selling Never Stops 


Through our talk with Jim 
Masterson, we find that selling 
isn’t completed when the customer 
leaves the store. In this case poor 
service lost Harry a customer. Good 
service sold a new stove for Sam. 
We learned later that Sam had 
made six service calls that day and 
did not get to Jim Masterson’s 
home until nine o’clock that night. 
But Sam had called, told his cus- 
tomer why he would be late and 
had asked permission to come out. 





Your employees are individuals. They talk, laugh, play and work 
just like you. They like to think of themselves as a very important 
part of store operations. 

















Sam has also learned how to get 
along well with a newspaper—to the 
advantage of both firms. 

And we have learned that Harry 
had a definite problem in employee- 
customer relationship, shown by 
the manner in which his clerk 
offended Mrs. Tillingsly. 

Your employees are individuals 
who talk, laugh, play and work just 
as you do. They want to think of 
themselves as a very important part 
of your store operation. Harry 
just doesn’t realize that. If he did 
he could avoid offending customers 
and prospects—he could show his 
employees how to avoid giving 
offense. 

Remember that an informed em- 
ployee, one who knows how to meet 
your customers, is usually a happy 
employee. He wants to know what 
your store is doing to keep his job 


Old Timers . . . what is this? 


How many hardware experts 
recognize the old hardware item 
illustrated in the accompanying 
rough sketch? See if you can 
identify it before you read fur- 
ther. The sketch was sent us by 
E. R. Van Druff of McLouth, 
Kansas, with the comment that 
he found it in an old tool shed on 
a farm south of McLouth. 





How would you classify your- 
self—as Sam or like Harry? 


available. The company’s security 
is his security. 

Show him an attitude of friend- 
liness. Take him into your confi- 
dence, occasionally, as to your 
store’s future plans. Show him 
that his job depends upon a success- 
ful business operation with suffi- 





If you haven’t already guessed 
it, the item is an old corn 
sheller. It was used by holding 
in one hand, in an open position. 
The ear of corn was placed in- 
side it, and the device closed by 
closing the hand. A _ twisting 
motion to the ear would rake the 
kernels from the cob. 

Mr. Van Druff points out that 
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Do this and your employee wi 
work hard to help you make tha 
profit. 

Sam Jones and Harry Smith ars 
not actual persons, nor are thi 
townspeople we mentioned. But th: 
circumstances are real. 

Check yourself, your store an 
your employees. Would you classif 
yourself as a Sam Jones or as 
Harry Smith? 

Remember, you are dealing eve 
day with people who are potenti 
customers. Keep them informed 
to your store. Help them in com 
munity activities and contribute 
more than your share. 

Keep your employees on your 
side, and get into community activi 
ties. You will have fun, and that 
fun could put more dollars in your 
cash register. 


ciently high sales to make a a 





if you didn’t happen to have this 
corn sheller handy, you could ac 
complish much the same results 
by setting a shovel against the 
edge of a tub, blade end up, and 
with the blade just a few inches 
inside the rim of the tub. Then 
you could sit astride the 
handle and rake the ears of corn 
against the cutting edge of the 
shovel blade. 





King Corn Reigns 

There’s a lot of corn nowadays 
spilled by radio comedians, but 
Nebraska corn is of the growing 
variety, and first grade—worth its 
weight in farm purchasing power. 
To honor King Corn, an annual 
Corn Show is staged at Ord, Neb., 
with the backing of business men— 
and the participation of approxi- 
imately 1,500 farmers, a lot of busi- 
ness potential for a small town. 
Ord merchants provide an enter- 
tainment program while the farm- 
ers exhibit corn. 





Crop Show Draws Farm 


Huron, S. D., draws farm trade 
to town with an annual Central 
South Dakota Crop Show which is 
widely advertised because of its 
many crop exhibits and agricultural 
speakers. The Show is largely sup- 
ported by donations by local mer- 





chants. 
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3 National Lock Son Concealed Hin (A 


| bring new beauty to every kitchen...new profits to you 





Only the knuckle 
is exposed 


N58-598E 


This popular NATIONAL LOCK Hinge is completely concealed except for the smoothly- 
styled knuckle. Designed for use on inset doors of wood cabinets, it lends a fresh, streamlined 
appearance to every kitchen. Available in 5 attractive finishes. National Lock Semi-Concealed 
Hinges are individually packaged in sturdy, easy-to-identify envelopes. Priced for fast sales 
and substantial dealer profit. Ask your jobber about the complete line of fast-moving 

National Lock cabinet hardware. It provides an excellent selection of styles and finishes. 


Ask about these other popular National Lock items 


NATIONAL No. 24 WOOD SCREW NATIONAL A-80 BRASS 
LOCKset ASSORTMENT TUTCH LATCH ASSORTMENT 


SOLD THROUGH JOBBERS 
distinctive hardware...all from 1] source 


\) VATIONAL LOCK COMPAYY 


4 NN 
as Rockford, Illinois ® Merchant Sales Division 
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Personal Service Needed 





How to Make A 
Giftware Department Profitable 


An Alabama hardware store changed its giftswares section 
from a small producer to a major department. Better 
displays of more merchandise in department’s own room, 
featuring of quality goods and personal service 

bring profits to the store 














Personalized service is one of the 
keys to the steadily increasing vol- 
ume and profits in the giftwares 
department of the Homewood Paint 
& Hardware Co. in Birmingham, 
Ala. 

A few years ago the gift depart- 
ment comprised three tables of 
merchandise near the paint and 





tool departments of the store. Now 
the gift department — including 
toys—occupies its own display room 
with 2500 sq. ft. of floor space. 
Since the change in location, stocks 
have been greatly expanded. 

When a customer wants some- 
thing the department does not 
stock, every effort is made to quick- 
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ly obtain that item. If local whole- 
sale concerns cannot provide the 
size, color or type of item desired, 
employees of Homewood will try to 
get it at another retail outlet in 
Birmingham. Although resale is 
made at the purchasing price, there 
is profit in good will from such ser- 
vice. If the item is considered to 
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Mrs. Louise Evans, buyer, in the bar corner of the department. 
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had 


-when the wae 
early birds change- 
over this easy way 
from storm sash to 
screens 


The seasonal change-over in spring and 
fall is no longer a laborious task after the 
installation of National hangers. Sash lift 
off and on so easy and latch automatically 
in position. 





The hangers are so constructed that 
they hold the screen or sash firmly in place 
and prevent rattling. Each set wrapped in 
a separate package complete with Sher- 
ardized screws for a first class installation. 


Your customers will welcome the extra 
hours they can save each season and thus 
be able to divert this time to gardening or 
other pleasurable hobbies. 

No. 79 Screen and Storm Sash Hanger No. 80 Sash Hanger 


; No. 86 Nois-Less Storm Sash Adjuster Set A hardware favorite for 50 years 


FIRST 
Attach This Edge of Bracket a 
Even with Blind Stop ——> se * 


Pa 
S.A.E. Fine Thread x ~@ 
Friction Bolt s 


J 







SECOND 
Attach er, 
Sash me 


7 8 MANUFACTURING CO. 


Holds screen or storm sash firmly and 


complutey open to complatty cased STERLING, ILLINOIS 
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The doll corner makes a bid for sales of related lines including toy 
and juvenile furniture and doll carriages. 





Part of the section devoted to toys for toddlers. Like other parts 
of this department, it is neatly kept at all times. 





A youngster selecting a gift gets assistance frorn Mrs. Evans, who 
is well acquainted with the firm's young customers. 
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be one that should be regularly 


stocked, the firm quickly obtains 


more units. 

Until the department was moved 
into its own room sales of giftware: 
were made by any sales clerk avail 
able. Now the department is di. 
rected by Mrs. Louise Evans, its 
buyer-manager, who is assisted by 
two saleswomen. 

Displays are planned to feature 
merchandise of interest to those 
seeking quality merchandise, but 
without ignoring the needs of those 
to whom economy is decidedly para- 
mount. 

Exchange and refund policies are 
most liberal. Free gift wrapping 
service is offered, and when neces- 
sary special delivery is made on 
gift items priced as low as 50¢. 

Giftware sales are usually deliy- 
ered with merchandise from other 
departments. A last-minute pur- 
chase of a Mother’s Day, Father’s 
Day, birthday, anniversary or 
Christmas purchase will be given 
the promptest possible special de- 
livery to accommodate a worried 
customer. 

Do the profits made by the de- 
partment justify personalized ser- 
vice? 


Service a Profit Matter 


Its owner, T. W. Huffstutler, 
whose business comprises the main 
store, gift department and a lum- 
ber yard, is convinced that this ser- 
vice is a real profit maker. Satisfied 
customers constantly return for 
merchandise in all departments of 
the store and tell their friends all 
about it. This builds good traffic 
for the store. 

In addition to orders from regu- 
lar sources of supply Mrs. Evans 
supplements her stocks with new 
items found at gift shows and toy 
shows. 

Wherever practical, the depart- 
ment places emphasis on groupings 
of related merchandise. For exam- 
ple, a model bar was set up for the 
showing of a wide variety of bar 
accessories. For display variety, 
home barbecue equipment is usu- 
ally shown near the model bar. 

In the toy section all dolls and 
stuffed toys are enclosed in glass 
cases, where they may be seen with- 
out unnecessary handling. 

Personal service in the depart- 
ment extends right on down to the 
small-fry customers. Mrs. Evans, 
having lived in the neighborhood 
more than 26 years, has a wide ac- 
quaintance among the younger set, 
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Feature Savage Varmi 


Spring’s not far off. Soon Mr. Woodchuck will be 
afield—and so will the enthusiastic, ever-increasing 
army of pest shooters and “‘plinkers.”” Be ready for them 
with these three popular, nationally advertised Savage 
rifles for Spring—and year ’round sales. Don’t lose 


sure-fire profits—order from your distributor NOW! 
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Savage Model 99EG 


Hammerless, Lever Action Repeating Rifle 


.250-3000 Cal. For the customer who wants a streamlined, fast-handlin 
perfectly balanced rifle for year ’round use . . . pest shooting in the Spring 
deer shooting in the Fall—long range shooting i in any season . . . recomme: 
and sell the famous “99.”" Its Savage pioneered and developed .250-3008 

cartridge has been acclaimed by ballistic authorities as “‘the most accuré . 
ever used in lever action rifles.” (Also available, of course, in Savage .3() 
cal.— the big game, “Smashing Power” cartridge.) 






: . mn 


Savage Model 340 / 
Bolt Action Repeating Rifle g 


Cals.: .222 Rem., .22 Hornet and .30-30. Now you can give custom 
choice of two great varmint cartridges, plus the effective, always 
“30-30.” A “First in the Field” value, the “340” is a business-buildg® & 
cause it’s the lowest priced hi-velocity varmint rifle on the market. A 
built by Savage specialized manufacturing methods to provide your 
tomers with a modern, dependable bolt action repeating rifle that’s desi 
to bring out all the accurate, flat-shooting efficiency for which the .222 Ré@ 
and .22 Hornet center-fire cartridges are famous. 









Savage Model 29 
Hammerless, Slide Action Repeating Rifle 


-22 Cal. The “22” is America’s most used rifle and the Savage “29” —“‘the 
22 cal. repeater with the short slide action” — is one of the most popular 
for pest shooting, small game hunting and plinking. Its popularity, plus 
the fact that it is one of the greatest values in the “22” field, make it a year 
"round sales leader. 





Rifles and Shotguns 


SAVAGE + STEVENS + FOX 





SAVAGE * WORCESTER Power and Hand Lown Mowers 
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Protits Frotiteg: 


for Greater Spring Sale 
























































This free Savage Sales Manual will help 
you sell more guns. Here’s a real sales tool 
—not a catalog. It illustrates the com- 
plete line of Savage-Stevens-Fox shot- 
guns and rifles . . . gives mechanical de- 
tails of all models ... highlights their 
sales points . . . is a fi ist, ready reference 
for quick, accurate answers to the many 
questions gun prospects ask. You'll 

want a copy for your rack. Write for 
yours today to Dept. H, 


SAVAGE ARMS CORPORATION 
Firearms Division 
Chicopee Falls, Mass. 





























SELLS. BETTER 
eee BECAUSE “HT IS BETTER 


yy, 


OF we a 4 
oa 


FITS ALL FAUCETS 


All Brass Chrome Finish 
Compact Streamline Design 
Adds Only An Inch To Faucet 
Positive Grip Internal Adapter 


ee 


Turning slotted shaft 
to the left with coin 
applies positive com- 
pressive force to 
rubber collar and 


rips spout.. : 
“— + ATTACHES 


EASILY 


THE CONSUMERS’ CHOICE 


oe of FLO 


Es soaP 
saves $425 


SELF-SELLING PACKAGES 


CARDED 


Each unit individ- 

wally carded ona 

3 color selfzsell- 

ing cord. 12 cards 
te @ counter-box. 


Each unit individ- 
xed and 
aged in a 
3 color 
display carton 
containing 
units. 


MELARD MFG. CORP., 


37-25 32nd Street, L. |. C. 1, N. Y. 











Craft and hobby section shows items on shelves of varied heights. 


who visit her especially around 
birthday time. 

So, when youngsters start troop- 
ing in to buy birthday gifts for 
Johnny or Mary, she keeps a list of 
purchases in order to prevent dupli- 
cation. 

The efforts to please, though 
strained by some customers, are 
never relaxed. Two weeks after 
Christmas, a mother brought back 


cowboy guns to exchange. “They 
came apart,” she complained. Mrs. 
Evans knew what had happened: a 
rough-house youngster had done 
the damage. 

But instead of turning down the 
mother, she suggested that the boy 
needed sturdier (more expensive) 
guns. She made the sale, the mother 
went home happy and the store still 
made a profit. 





Windows Sell Paint and Related Items 


Do your display windows fea- 
turing paint try to sell a complete 
package for a painting job? 

They should—as a means of 
building greater sales for you and 
to create more customer good will. 

Some customers may resent it if 
you try to sell them merchandise 


Ff wre 


A life-size figure of a painter gave atmosphere to this window 
featuring paint and related lines. 





they did not intend to buy. On the 
other hand, the customer who 
failed to buy all the things he 
needed for a particular project may, 
when he gets into the job, resent 
the fact that you did not forewarn 
him of his need for other items. 

Working on this theory, Quality 
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AZURE BLUE 
PIN-UP PINK 
TIGER YELLOW 


You will want to stock and push this drama- 
tic, new merchandising idea by Shuford. 
Gleaming white plastic Tiger Lily is a 

sales sensation and now these gay new 
pastel colors add to its appeal. 


NEW, EYE-CATCHING 
DISPLAY CARTON 


for counters ... convertible in 


seconds from a handy 





shipping box. 












count O8, Bifung a 
"Guaranteed by > 
Good Housekeeping 
$F 4s apveanist® nee 






. 3 generations of knowledge 
and experience reflect in 
each and every product 


by SHUFORD MILLS. 


Stock the complete SHUFORD line 





127 























THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 


















Write for your 

free copy of Fe : 
the Klein ®@ 
Pocket Tool 4 
Guide today! 1 
Contains use- 
ful informa- 
tion. 


DISTRIBUTED 

, THROUGH JOBBERS 
Foreign Distributor: 
International Stand- 
ard Electric Corp., 


he EE INES 


3200 BELMONT AVE ,CHICAGO 18, ILL 


128 






Hardware Co. in Marquette, Mich., 
tries to tell a complete story in its 
window displays—and it invariably 
succeeds. 

Paint was the main item in this 
recent window display tied to the 
Clean Up—Paint Up—Fix Up cam- 


paign. Ladders, paint brushes, 
abrasives, roof coating, primer, 
paint cleaners and other related 
goods were shown together with a 
manufacturers’ display piece fea- 
turing a well-kept and well-painted 
home. 





Builds Traffic by Welcoming Train Fans 


(Continued from page 117) 


equipment or something tying in 
with his hobby. While Mr. Fischer 
tends to the wants of his first cus- 
tomer the other party will become 
engrossed in studying the equip- 
ment or literature he has been 
handed. 

The firm has a liberal trade-in 
allowance policy. That’s another 
reason it enjoys trade with people 
from quite a distance. Its stocks 


of parts, accessories and trains 
are large and include a wide 
variety. 


Fischer’s location in the heart 
of Newark’s industrial section has 
helped considerably in attracting 
factory employees during lunch 
hours and on their way to and 
from work. Employees of railroads 
running through Newark are fre- 
quently found looking at the dis- 
plays at Fischer’s. 

Among the model section’s fre- 
quent visitors—and he is a regular 


customer—is Mike Wilde, a con- 
ductor for the Pennsylvania Rail- 
road’s Washington, D. C., run. Mr. 
Wilde has recommended the store 
to many people interested in model 
railroading. 

Outside promotion is chiefly 
through newspaper advertising in 
the Newark Sunday News. Empha- 
sis is on repair service on trains. 
Mention is always made in these 
ads of the free engineer’s cap offer. 

Attractive window displays 
draw considerable attention to the 
store and are the means of bring- 
ing in many passersby. These dis- 
plays are frequently changed and 
are given over chiefly to trains, 
parts and materials for making 
scale model systems. 

In the four years the store has 
featured lines of interest to model 
train fans its volume has made a 
strong and steady rise. 





Catalog Type Ad Features Gadgets 





Identifying 16 
items as unusual 
things or gad- 
gets, Nicholson 
Hardware's two 


Here Are Some of the Unusual Things 
or Gadgets You'll Find at 


NICHOLSON Hardware 





























stores in Rock- 208-210 7th Street and 1418-1420 20th Street 
ford, Ill., used a Garlic-Squeezer Squeezit 

un Mustard Di 
two column by 5 = J peas of Amine an... $1.00 | ..,.M@us oe wet si, 00 
in. newspaper ad Sandbakkel Set ene squeeze It for the mustard 
to describe them Net of 16 pleess, scalloped pane cuanto Dispenser 
. aluminun— i. 0 saa dave ~ tomato—squeeze it and 
in consumer cat- _ Seen e een eeeeeeeeneeeese SIE aids Divadisiccieitetecuintil s 
alog manner. Nut Meat Chopper _ Kitchen Saw 


Prices and di- 
mensions or ma- 
terials were given 
in concise terms. 

The firm name, 


head for each 
box, and price 
were in large 


type to quickly 
identify the store 
and present the 
highlights of the 
assortment of 
household items 
featured. 














So Oe GD acenenvoresecess 59¢ 
Roll Cutters 

fearten Cally Stlib neoccceses 25¢ 
Pepper Mill 


hardwood. -sseess twOO=" 1,60 


Cheese Slicer 


Made of aluminum with wire cutter, 
slices thin or thick,” 
Eac! 








Skewers 


Made of heat treatcd aluminum 
Set of 12 Skewers .......+... 49c 


Easy Dip Kitchen Scoop 





Made of? non-breakable plastic for 
serving lee cream, salad 
cottage cheese, ete. — Each c 





ate $1.00 


Springerle Rolling Pin _ 
Rolls out those 4,59 Z $2.25 


Picture cookies .. 
French Fry Knife 

For cutting potatoes, carrots, beets, 

ete., also use for 19 

sarnishing — Each ....++++- ¢ 


Safety Cooking Spoons 
Set of 2 — Made of stainiess steel. 
hooks on to kettle 
Bet Of B cccccccccccccces s 

Combination Grater - 
Dicer and Shredder 


Has many other 
wees — Each -cccccscsseseeee 


Ice Box Space Saver 
Set of six erystal-cirar plastic con- 
tainers tn @ sanitary tray. 


soueene over-all ....sceeee $2.49 
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Here’s one of AMERICAN’S 


New Stove ott Assartments 





No. 4 Household Stove Bolt Assortment 
in Glass Jars with Size Dividers in Each Jar. 
80 Pcs., 6 Sizes, All Round Head 

and Plated 


15 — 114 x 346 10 1x % 


20 — 34 x 3/46 
10— %x % 10— 1%4x % 


15 —1 x %e 








HERE’S A REAL DEAL for hardware whole- 
salers, retailers, and for their customers... 
this new partitioned-jar assortment of Amer- 
ican Stove Bolts (including all popular sizes), 
12 jars to the carton. And the cartons are ready 
re-shippers for the convenience of wholesalers 
. .. just stencil the carton and ship it out. No 
packing charges. Cartons are acceptable to all 
carriers. Now you've got it! Just write to 
American for price schedules . . . write today! 











COMPANY 


WILLIMANTIC, CONNECTICUT 
Main Office & Plont 
Willimantic, Conn. 

Office & Plant, Norristown, Pa. 

Office & Warehouse, Chicago, Ill. 


~\ 
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PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galvan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chandising card. Packed one 
doz. per box; 1, 2, and 3 
gross in shipping carton. Order 
now for spring business. 


21” REGULAR - - THD. DIA. 5/32” 
42" REGULAR - - THD. DIA. 5/32” 
42" HEAVY DUTY - THD. DIA. 7/32” 


TURNBUCKLES 


Py EYEBOLTS . 
7 U-BOLTS  gRiGhT WIRE LIN 
yw COMPLE 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


GRAND BEACH, MICHIGAN 
ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 


FACTORY 
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Truck Display Trebles Paint Sales 





Dan Finch, in charge of the paint truck, arranges the stock. 


The Finch Lumber & Supply Co. 
of Phoenix, Ariz., takes a small 
paint store right to prospects and 
customers. One of the company’s 
trucks has been fitted with shelving 
along either side of the half-ton 
panel truck. 

Each day a salesman takes the 
truck and calls on builders and con- 
tractors to solicit paint business. 


“Results have’ been gratifying,” 
says George W. Finch, store owner, 
“On-the-job paint service has 
added a sufficient number of regu- 
lar paint customers to double sales 
in that department at the store. 
And our total paint and related line 
sales are now three times as high 
as before our use of this mobile 
display.” 





Display Partitions 
Partitions which also serve as 
display units give specialty shop 
atmosphere to the gift department 


Add Atmosphere 


at Zimmer Hardware in Albu- 
querque, N. M. Leader items are 
shown in these open sided parti- 





This unit is both a partition and a display prop. 
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n Albu- 
tems are 
d parti- 


tions and attract shoppers atten- 
tion to the featured items and to 
displays beyond the partitions. 

“Tt has been our experience,” 
says J. I. Zimmer, “that these par- 
titions add considerably to the over- 
all eye appeal of the department. 
We find that visitors to this depart- 
ment are usually attracted to these 
displays. Items featured in these 
displays are the type of merchan- 
dise women want to use on their 
home walls. These displays have 
substantially increased our sales 
volume on items displayed in these 
partitions. 


Old Plug Allowance 
Lures Anglers 


Be 


| LOWANCE 


FoR YOUR OLE 
T ON 
W BAIT! 





H. L. Witt shows the trade-in 
sign which built traffic. 


When Eldred Hardware Co. of 
S. Main St. in Franklin, Ky., of- 
fered a trade-in allowance of 25¢ 
for old fishing piugs, sales of new 
plugs were increased 50 pct. Ralpa 
P. Eldred reports that in addition 
to increased sale of plugs the traf- 
fic attracted by the idea led to sales 
of high-priced rods and reels. Many 
other anglers’ items were sold. 
Some people attracted by the 
trade-in offer bought merchandise 
in other departments—on impulse. 
Since most anglers are collectors 
and traders, the trade-in items 
were resold so that the firm more 
than broke even on its unusual 
offering. 


Honor Athletes 


The sports committee of the 
Schenectady, N. Y. Chamber of 
Commerce organizes an annual all 
sports dinner for the athletes of 
the city’s four high schools. 
Twenty business firms take care 
of financial arrangements, and the 
event returns its reward in the 
wide newspaper publicity it is 
given. 
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PAINE SPRING WING 
TOGGLE BOLTS 


Paine Spring Wing Toggle 
Bolts provide secure and 
permanent fastening in 
hollow walls and ceilings 
of wood, plaster, tile, 
sheetrock, etc. Fast, easy 
to install. Types and sizes 
for every purpose. 











PAINE CONDUIT AND 
PIPE CLAMPS 


Paine Conduit and Pipe 
Clamps hold thin wall and 
rigid conduit, armored 
cable, and pipe, either 
with or without porcelain 
bushings. Use 4” Paine 
anchors or toggle bolts to 
fasten to wall or ceiling. 


in hanging, fastening devices 


make 


your 
first choice 





PAINE EXPANSION 
SCREW ANCHORS 


Paine Expansion Screw 
Anchors solidly anchor 
machine tools, shelving, 
electrical and plumbing 
equipment, etc. to mas- 
onry surfaces. Setting tool 
in each box makes fast in- 
stallation easy. 


PAINE “SNUGFIT” 
PIPE HOOKS 


Paine “Snugfit’ Pipe 
Hooks have extra sharp 
points and are formed for 
close fit around pipe. 
Seven sizes support pipe 
sizes from %” to 2" — 
come in 4”, 6”, 8” and 10” 
lengths. 





PAINE “SUDDEN DEPTH” 
DRILL BITS 


Made of finest tool steel 
with Carboloy, diamond- 
hard tips. Automatic dust 
ejector cleans hole as you 
work. Drill diameters up 
to 1". Can be used with 
any hand or slow speed 
power drill. 





PAINE PERFORATED 
HANGER IRON 


Paine Hanger Iron 
has accurate perfora- 
tions and milled, 
burr-free edges. Use 
1000 ways. Comes in 
10’ coils, 4" and 7%” 
widths, or in 10’ 
straight lengths in 5 
widths, %4" to 1%”. 








PAINE HANGER RINGS 
AND BOLTS 


Paine Hanger Rings and 
Bolts are precision thread- 
ed for quick, sure installa- 
tion as pipe, conduit, and 
armored cable supports. 
14 different sizes, clearly 
marked, take pipe sizes 
from %” to 8”. 








PAINE PIPE STRAPS 


Paine Pipe Straps, 1 and 
2-hole types, support 
pipes, rigid and thin-wall 
conduit, and armored 
cable securely. Made of 
galvanized steel, beaded 
for extra strength, with no 


- sharp corners or edges. 











Other Paine products: 


Outlet Box and Fixture Hangers, Flattened End Leg Screws, Stove and Lag Bolts, 
Machine and Wood Screws, Wood Screw Anchors, Special Hanging and Fastening Devices. 


The Best Craftsmen Always Take 


THE PAINE COMPANY, 5 Westgate Road, Addison, Ill. 


Write for the Paine catalog, showing sales producing dealer displays. 




































here’s why 
it pays 
» to stock 


“®STAR 


“A blades... 


Stock STAR Blades and 
you're stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STAR and you’re 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STAR and you’re 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you’re 
selling the line that’s profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. @1829 


LEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Mokers of Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 


$150 Weekly in Plants 


Holiday season display of plants with a variety of pottery items and 
a few table lamps. 


A sizable display of green plants 
has helped increase store sales by 
$150 per week throughout the year 
for R. C. Kalthoff & Sons 22,522 
Gratiot Ave. in East Detroit. 

Members of the firm noted that 
variety chain stores were doing a 
nice business in plants. A chance 
visit from a nurseryman resulted 
in the establishment of a 52-week- 
of-the-year display at the store. 


The nurseryman now visits the 
store once a week to restock the 
plant display. In some seasons 
green plants are supplemented with 
other items. No attempt is made 
to carry a complete assortment. 

Concentration is upon sellers 
which will appeal to the average 
shopper and on those plants which 
are hardy enough to withstand ex- 
posure to frequent handling. 


A larger variety of plants is illustrated in this photo, in another 
season, showing the table equipped for the sale of lamp shades and 
a wider assortment of baskets and pottery. 
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Sales do not stop with plants. 
Pots and stands are also sold in 
good quantities. Most customers 
want, in addition to a plant, decora- 
tive stands or pots in which to keep 
their plants. 

Volume in pots and stands is 
about $100 in an average week. 

Accessories are stocked in limit- 
ed quantities, including potting soil 
and humus. 


—__—. 


Displays Sell Reels 


Sales of reels have greatly in- 
creased since they have been dis- 
played on vertical bars at the Kenil- 
worth Hardware & Appliance Co. in 
Washington, D. C. 





Leon R. Wiseman at one of the 
firm's practically pilferage-proof 
reel displays. 


Fastened at the top and bottom 
to provide rigidity, they show a 
good variety of high-priced reels, 
each of which is clamped in posi- 
tion. Customers may turn the 
handles to their heart’s content but 
cannot easily remove them. 

Says Leon R. Wiseman, “During 
the height of the fishing season 
several of these tubular stands are 
used in our sporting goods depart- 
ment. Customers can easily see 
the variety of reels we offer, but 
cannot remove one of them, even 
though they may readily turn the 
handles. Since we have used these 
display units the pilferage problem 
has been solved. And we are still 
able to show a wide variety of high- 
priced reels, where all visitors may 
plainly see them.” 
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No. 700 Master Assortment 
Retail value 

80 screw drivers — 

32 types and sizes (dealers’ cost) 44.59 


$68.45 


Profit margin $23.86 
No. 600 Assortment 

Retail value $36.35 
43 screw drivers — 

17 types and sizes (dealers’ cost) __ 24.24 
Profit margin $12.11 


DISPLAY UNITS — NO CHARGE 


N BOTH the Bridgeport No. 600 and 
No. 700 Screw Driver Assortments, there 
are no wood handles, no second and third 
grades to ruin the sale of better mer- 
chandise. All are tep quality, easily sold 
drivers with Amberlite handles displayed 
i in the most expensive dispenser ever 
offered, for which there is no hidden fixture charge. Thousands 
of these Bridgeport merchandisers are making multiple and 
impulse sales in retail outlets all over the nation. 

The difference between the No. 600 and No. 700 is one of 
quantity and not quality. The famed No. 700 is a complete 
screw driver department, while the No. 600 is composed of 
the quick sellers in the more popular sizes. Both assortments 
include screw-holding “Sure Grips,” square blades, round 
blades, radio, stubby and Phillips, retailing from thirty cents. 
Both the Bridgeport No. 600 and No. 700 have been and are 
now the most outstanding and most successful screw driver 
dispensers in the field. 





The Bridgeport Hardware Manufacturing Corp. 


Bridgeport, Connecticut 
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What Is Your Volume 
in Electrical Supplies? 


There’s profitable volume in elec- 
trical supplies and lighting fixtures 
for the small-town hardware dealer 
who carries a full stock, if he can 
show customers how to make their 
~ own installations. That is the 
opinion of Al Coppin, a Marshall- 
Wells dealer in Puyallup, Wash., a 
town of 10,000 population. 

Proof of his contention is his 
sale of $25,000 worth of such equip- 
ment last year in a department that 
was built up in three years. 

One of the most effective selling 
tools employed at Coppin Hardware 
is a demonstration instailation of 
a typical house entrance service 
mounted on one wall of his rear 
room wiring department. This dem- 
onstration unit, the handiwork of 
Mr. Coppin, is used to show home- 
owners — including some women 
customers—how to do _ wiring 
which is safe and in compliance 
with regulations. Most of the firm’s 
electrical supplies sales are to 
homeowners doing their own in- 
stallation. 

To sell wiring equipment and 
lighting fixtures, says Mr. Coppin, 
a dealer must study the technique 
of installing house wiring and learn 
the local regulations regarding 
such installations. His own knowl- 
edge of wiring was acquired by 
intensive study of textbooks. Like 
information is, he points out, avail- 
able in any of a number of text- 
books. 

Mr. Coppin believes that many 
other hardware dealers could do a 
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Show-all display taps 
do-it-yourself market 





This western dealer does $25,000 annually 
in electrical supplies by combining 
know-how with show-how. 


better selling job on electrical sun- 
dries and fixtures, if they would 
dismiss the idea that the sale of 
such equipment requires training 
as an electrical engineer or experi- 
ence as an electrician. Dealers, he 
says, must overcome the same ideas 
in the minds of their customers. 


$4,500 Inventory 


Coppin Hardware maintains a 
$4,500 inventory of electrical sup- 
plies, although Mr. Coppin believes 
that a smaller stock might be suffi- 
cient to handle most requirements. 

The store stocks 57 varieties of 
wire, a full assortment of service 


boxes, some lighting fixtures and 
numerous other lighting supplies. 

The firm’s average house wiring 
sale is about $140 for basic mate- 
rials, plus $20 or more for lighting 
fixtures. Salesmanship is not 
needed to add related goods to the 
list he emphasizes, as cable, switch 
boxes, some lighting fixtures and 
other items are required by law; 
they must be used to assure legal 
and safe installations. 

In addition to having the neces- 
sary merchandise and knowledge, 
the dealer must be able to teach 
the customer—with no electrical 
knowledge—how to make his own 
installation. The sample installa- 








Al Coppin, left, talks about the do-it-yourself idea with a customer 
at the front-of-the-store display of electrical sundries. 
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INSECT WIRE SCREENING 

















OTHER WICKWIRE 
HARDWARE PRODUCTS 


Gold Strand Insect Wire Screening is made in grades that 
meet the price requirements of all your customers — gal- 
vanoid, bronze or aluminum. The name Gold Strand is 
your assurance of insect wire screening that’s long-wearing 
and reliable; screening that’s manufactured to the most 
rigid standards of testing and inspection. For a well-rounded 


stock, carry the complete Wickwire Hardware line. 


THE COLORADO FUEL AND IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 
WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo * Chicage 
Detroit * New York * Philadelphia 


WICKWIRE 


HARDWARE PRODUCTS 


Wissco Fi ibl Spt ml RAT i f ANC R N OR? r) 
Wire Clothes Line 
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Section of the wiring equipment room with its neat array of plainly 
marked bins. 


tion in the store’s rear room helps 
to do this. It shows two typical ser- 
vices: (1) a 22-volt house entrance 
service including requirements for 
a range and water heater, as 
hooked up to meet local regulations, 
and (2) a typical 110-volt entrance 
service. 

All wires and parts are exposed 
and labeled, with strips of friction 
tape extending from the labels to 
the parts. Space on the labels is 
included for writing the prices in 
pencil. There is even a short length 
of water pipe with ground wire 
attached to show the approved 
method for grounding. 


Panel Stimulates Sales 


The demonstration panel stimu- 
lates sales by removing the cus- 
tomer’s doubts as to his ability to 
make proper installation. It in- 
structs more effectively than a dia- 
gram and detailed verbal explana- 
tion. In many cases all that is 
necessary to help a customer plan- 
ning to do his own wiring job is 
to have him study the demonstra- 
tion panel, ask a few questions and 
then go and make the installation. 

Use of this demonstration panel, 
reports Mr. Coppin, has enabled 
some of his customers to do all of 
their own work on houses requiring 
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as many as 12 circuits. In some in- 
stances it is necessary to spend 
several hours giving instruction to 
a customer. He will make up a full 
wiring diagram for customers re- 
quiring one, and will cut and tag 


Demonstration 
unit that shows 
customers how to 
make safe and 
legal wiring in- 
stallations. 
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wires and parts for the installation, 

The effectiveness of Mr. Coppin’s 
demonstration and instruction 
methods is illustrated in the ex- 
ample of a 65-year-old woman cus- 
tomer who decided to wire her 
duplex house herself. With no pre- 
vious knowledge of electrical in- 
stallations, she was instructed by 
Mr. Coppin, who cut and tagged 
every item needed for installation. 
This woman completed the wiring 
job with no further assistance, and 
called in the city inspector to look 
it over. The inspector wrote in his 
report that it was, “One of the 
neatest installations I have ever 
inspected.” 

The inspector approved the in- 
stallation with no changes being 
required. 


Coppin Service Described 


An interesting result of the 
woman’s installation of her own 
wiring was that she stood up at 
the next meeting of a local women’s 
group and told its 200 members all 
about her job and the services pro- 
vided by Coppin Hardware. Her 
comments were very effective in 
attracting other women customers 
for wiring needs to the store, de- 
clares Mr. Coppin. 

Al Coppin had made detailed 

(Continued on page 164) 
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US.Garden Hose 


WHY U. S. RUBBER’S GARDEN HOSE SALES WILL ZOOM! 





I. A complete line—every kind of hose your customers could ever 
ask for. 


2. Folders on each hose clearly show the number of years, 15, 10 or 
5, for which the hose is guaranteed. Inside pages contain helpful hints 
on hose care and handling. 


3. National advertising in leading publications—PLUS giant blow-ups 
of advertisements for your windows—PLUS counter cards, window 
streamers, leaflets, mats. 


4. Valuable, handsome, salés-stimulating display rack available. 





MAKE EXTRA SALES: Tell your customers it wastes their time 
and energy to tote hose. Sell them several lengths to reach all 
parts of their grounds. 


Nothing is easier to sell than a United States 
Rubber Company product. The name “U. S. Rubber” 
appears millions of times yearly in newspapers, mag- 
azines, on the radio, on television. Your customers know 
the name, have confidence in it—they are pre-sold over 
and over. There’s no faster or surer way to make profits 
than to stock “U.S.” 


Available Now 


through your Garden 
Hose Distributor 


ROCKEFELLER CENTER, NEW YORK 20, N.¥ 


UNITED STATES RUBBER COMPANY 
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lo. 205 
irizzly 

x-shooter, uses Kilgore’s exclusive Disc 
‘ammoth Caps. Handsome “Kilgore west- 


n” with beautiful detail, realistic 6- 
ooter firing action and “swingout” cylin- 
ir. 


lo. 209 
ronco 


ix-shooter, uses Kilgore’s Disc Mammoth 
aps. Six-shooter firing action with ex- 
usive Kilgore “swing out” cylinder, and 
<clusive Kilgore feature of revolving cylin- 
er. 





agle 
riginal 6-shooter, uses Kilgore’s Disc 


fammoth Caps. Authentic styling with 
alistic 6-shooter firing action. Exclusive 
ilgore feature of revolving cylinder. 


SINCE 


| Bro 


is going places! 


THE New “PRIVATE EYE”’ 
THE New ‘'PAL”’ 


''DURA-GLEAM”’ — the industry's finest finish ! 


Another New Cap Pistol 


. . . worthy addition to the nation’s oldest and best-known line of 
cap pistols, water pistols, toy paper caps and accessories ! 





No. 217 
Big Horn 


Six-shooter, uses Disc Mammoth Caps. Big 
Horn has all Kilgore 6-shooter exclusive 
features, but designed to sell at a popular 
price. 








Private Eye 


Fifty-shot repeater, designed to fit market 
created by radio, TV serials. Realistic ‘38 
caliber” design of “hideaway” size. Uses 
Kilgore Perforated Repeating Caps. 


No. 407 
Buck 
Single-shot, uses Kilgore’s Single Shot Caps. 


A large size, western-designed pistol with 
double hammer action. 





No. 
Pal 


Single-shot, especially designed for the 
little fellow’s first cap pistol. Exclusive 
special feature is that it will receive but one 
cap at a time . . . no overloading. 
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Kit Carson 


Fifty-shot repeater, uses Kilgore’s exclusive 
Perforated Repeating Roll Caps. Big “‘west- 
ern” design with popular extra-long barrel. 


No. 6 
Mountie 


Fifty-shot repeater, uses Kilgore Perforated 
Roll Caps. Faithful automatic design. 
Safety button, as on regular automatic, be- 
comes release-lever for pop-up cap maga 
zine. 


© \Reoscar yl 


oe 7 --- 


No. 5 
Bobcat 


Fifty-shot repeater, uses exclusive Kilgore 
Perforated Roll Caps. Pocket-sized, double- 
action with swingup grip loading. 


No. 4 
Hawkeye 


Fifty-shot repeater, uses Kilgore Perforated 
Roll Caps, similar to Bobcat, but with 
metal grips instead of plastic, 
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No. 340 
Pocket Squirt 


Small but migh 
peals to young 
prise” element. 





No. 345 
Space Squirt 


As modern as 
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No. 350 
Western Sq 
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Pocket Squirt 


Small but mighty! The Pocket Squirt ap- 
peals to youngsters because of the 
prise” element. 


No. 345 
Space Squirt 


As modern as space travel. Especially de- 
signed to capitalize on the interest aroused 
by TV and Radio. 


eS 
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Western Squirt 


As western as the wide open spaces. A good 
_ gun for the reliable “western” mar- 
t. 


Kilgore Jet-Pump 


Kilgore’s new sensational jet-pump com- 
bines simplicity with effectiveness. All Kil- 
gore water pistols are equipped with this 
new and dependable pump. Kilgore water 
pistols are made with semi-transparent 
polystyrene showing water level at a glance. 
Available in cardinal red and orange-yellow. 
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Single and Double Holsters 


Choice of standard or wide belts. Available f: 
with or without pistols. Packed in 2-color, |- 
illustrated display boxes. - 





fee eee 


Wild West Outfit 


Includes wide belt, double holster 
set, spurs, cuffs and choice of two 
toy cap pistols. 
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BEEN Ktl Gia 


fo 


Never a drip 
or a dribble 
Patents 
Pending 


NEW- 
TRANS '-FLO 


LEAK-PROOF 
NOZZLE 


Here’s a most popular item—a big 
improvement over any other nozzle 
on the market. Look at these many 
sales features: 


1. Leak-proof. 
2. Light in weight. 
3. Comfortably warm to the touch. 


4. Durable (molded of tough 
Tenite II). 

5. Modern, streamlined design. 

6. Fully adjustable spray. 

7. Fits standard hose 
connections. 


8, Transparent, green plastic. 
(Looks well with opaque green 
or red hose.) 


Shipped in sales-making counter dis- 
play box containing 12 nozzles— 
which sell on sight. 


Write us for 
complete information and prices, 


THE VLCHEK TOOL COMPANY 


3001 E. 87th St. © Cleveland 4, Ohio 


Allen M. Johnson, salesman, at the back of . kitchen cabinet window 
display utilized for showing bathroom fixtures. 


At Utah Valley Builders Supply, 
495 N. State St., in Orem, Utah, a 
large metal kitchen cabinet unit is 
used as a window display set. By 
adding a false plywood back and 
cutting out holes for the mirrors 
and fixtures, the back of this cabi- 
net was made into an attractive 
bath fixture display. A removable 
easel enables the plywood bath fix- 
ture boards to be set up on the dis- 


play floor when the cabinet unit is 
not being used as a window display. 

“This arrangement,” Allan D. 
Johnson, manager, said, “enabled 
us to gain otherwise lost display 
space on the back of the metal 
kitchen cabinet when it is being 
used in the window. By attaching 
a removable easel, we are able to 
set it up at any advantage spot on 
the sales floor.” 


Family of Anglers Sells Fishermen 


Expansion of its sporting goods 
displays from a small wall area to 
a 12x25-ft department with an at- 
tractive canopy has boosted sales 


of these items for Miner’s Hard- 

ware at 11143 W. Washington 

Blvd. in Culver City, Calif. 
Operated by a family of fisher- 


Three anglers talk fishing—Mrs. A. B. Miner and her sons, 
Glenn, left, and Lee. 
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ANALRANAA 


Manufacturers of HOLTITE Fastenings For Every Purpose 


CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A. 








AMERICA’S MOST SUCCESSFUL 


Rubber 





x Noiseless! 
Dx Shock Absorbing! 
XF Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel... absorb shock . . . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outwears steel! Bigger wheels 
make skating faster. Noise- 
less! Shock absorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGGC: 


CH Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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men-——-Mr. and Mrs. A. B. Miner 
and their two sons, Glenn and Lee, 
the store’s expanded sporting goods 
department has a stock of about 
$8,000 value to help capitalize on 
the nearby fishing grounds in the 
Pacific. 

A major feature of the expanded 
department is an L-shaped self- 


service display of sinkers, an im- 
portant item in surf fishing, a 6-ft. 
reel bar and a large selection of 
other deep sea fishing gear. 

From April through August the 
firm devotes about one-eighth of 
its advertising space in a local 
weekly newspaper to its fishing 
tackle and related lines. 





Groceries in Displays Sell Cabinets 





Food and kitchen cabinet conveniences in this cabinet create the 
right atmosphere and lead to many sales of units and accessories. 


At the Roy (Utah) Lumber Co. 
all kitchen cabinets, kitchen acces- 
sories, home freezers and refrig- 
erators are shown with displays of 
groceries and other food items to 
show the customer how useful such 
equipment is. Owner Elmer H. 
Brown says that since this display 
idea has been used cabinet and ma- 
jor appliance sales have shown a 
sharp increase. 

A good example of this sales in- 


crease is in a line of moder- 
ately priced natural-finish wooden 
kitchen cabinets. Prior to the pres- 
ent display policy these items had 
been shown just as they looked 
after being removed from their 
original crates. Two of these units 
were sold per month when displayed 
in that manner. 

Now the firm’s sales run from 
four to five units each month of the 
year. 





Profits from Small Change 


Because salted nuts and chew- 
ing gum have an almost universal 
appeal, Frentz & Son’s Hardware 
at 1010 N. Main St. in Royal Oak, 
Mich., has a three-column vending 
machine, offering these items, lo- 
cated close to its cash and wrap 
table. 

Pistachio nuts, at a nickel, and 


ball gum and peanuts at a venny 
make constant extra sales fur the 
store. Customers waiting for their 
change and their packages see the 
machines and walk over to them. 
While going to and from the ma- 
chines they sometimes see displays 
of hardware store lines they will 
buy on impulse. 
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no pre-positioning before each cast 


unimpaired line flow 








no need for thumbing 


Again Ocean City lifts up the spirits of pessimistic 

fishermen by producing the reel that couldn’t be made— 

the world’s first level wind surf reel. The level wind 
disengages when casting. Exhaustive tests prove its reliability. 


National advertising is beginning on this new Inductor 
#255. A good stock of the #255 will probably be as “el N 
; cANo 
necessary to you as your display window o” %, 
. 


... it’s been wished for by fishermen for years. $35.00 





2 @ 
 Figsie™ 
“A” and Somerset Streets 


OCEAN CITY MFG. COMPANY Philadelphia 34, Pa. 
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The Romance of Hardware 


Too often we are inclined to forget the vital role 
the hardware trade played in the development of 


the nation. Mr. Van Hoogenhuyze reminds us, in this 


article, of the inspiring heritage of hardware, 
as an omen for a greater future 


by N. F. Van Hoogenhuyze 


President, 


Van Hoogenhuyze Hdwe. Co., 
San Antonio, Tex. 


Few peopie in the hardware in- 
dustry realize the important part 
that the hardware manufacturer, 
wholesaler and retail dealer have 
played in the building of America. 

The pioneer, when he settled in 
Texas, first selected his land and 
then started to improve it. He 
needed post hole diggers, spades, 
shovels, hammers, hatchets, barbed 
wire and staples to build his 
fences. He had to secure these at 
a hardware store. 

Then he needed water, so he 
either dug a shallow well or drilled 
a deep one. If a shallow well, he 


This article is based on an ad- 
dress presented at the recent 
meeting of the Texas Wholesale 
Hardware Assn. 
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needed a well wheel, rope and an 
oaken bucket. These he purchased 
at the hardware store. 

For the deep well he purchased 
pipe, windmills, pipe fittings, 
wrenches and crow bars. 

If land had to be cleared of 
brush he bought axes, mattocks, 
wagons and hammers from the 
hardware store. When the farm 
house was built he needed hinges, 
locks, nails, paint and in many in- 
stances corrugated roofing. With 
completion of the house a kitchen 
stove, pots and pans, knives and 
forks, cups and saucers were 
bought at the hardware store. 

The hardware store also sup- 
plied more galvanized, corrugated 
roofing for the barn. Plows, single 
trees and other equipment were 


needed from the hardware store 
for raising crops. 

If the pioneer was single, he 
married and brought his bride to 
the new farm. When the first child 
arrived he bought a little red 
wagon from the hardware store. If 
the youngster was a boy the farm- 
er later bought an air rifle and at 
a later time a .22 rifle. 

As the land was being settled a 
general store was opened, the old 
hardware drummer calling on that 
dealer to whom he sold many types 
of hardware. The drummer’s terri- 
tory was covered by horse and 
buggy. Many nights he had to stay 
at farm houses as there were few 
hotels. 

The first house-to-house sales- 
man was a retail salesman. He was 
always welcomed and his visits 
were anxiously awaited by all 
farmers, as he had many things 
the farmer and his wife wanted 
including bright pots and pans and 
even horse liniment. If the farmer 
had no cash, chickens, turkeys, 
ducks, butter and eggs were traded 
for items the peddler offered. 

Merchandise for general stores 
was shipped by wagons, many of 
which were pulled by oxen. If the 
town were on a river, merchandise 
was transported by boat. As rail- 
roads were extended towns were 
started and new hardware stores 
were opened as it took hardware to 
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88% OF ALL FREEZERS at ama 
SOLD ARE IN BEN-HUR’S 
FIVE NEW 1953 SIZES! 


Every 1953 BEN-HUR Freezer 
Model means a profitable sale for 
you! There are no “slow movers” 20 Cubic Foot Model 2053 
to clutter up inventory or require 
cut-price sales. You can satisfy 
every size family — farmer, city 
dweller or suburban for BEN- 
e store HUR provides food-holding capa- 
cities from 450 pounds up to 1000 
pounds. And every one is a tri- 
umph of engineering efficiency, 
proved by exclusive R.O.P. “Rec- 
. . a 16.8 Cubic Foot Model 1753 
ord Of Performance” testing. No 


other freezer gives you this advan- 
tage. 

The Easiest-Selling . . . 
Fastest-Selling Freezer Line 


More powerful NATIONAL AD- 
VERTISING to millions ... A 


great new Dealer Merchandising 13.2 Cubic Foot Model 1353 















ane! x Pn 
om by 
Good Housekeeping 


% 





Aid Program (the most complete 


Les ema WF ever!) ... Sales Training Aids... 

Food Plan Program . . . and many 

Here's the freezer of your future other 1953 BEN-HUR “Exclusives” 

. the new 1953 BEN-HUR, a modern gleaming white beauty make the 1953 BEN-HUR FREE- 
with new “‘Ice Blue” interior, and gay Ben-Hur Blue color ZER LINE a volume leader for 


trim. Take your choice of five food-saving, money-saving 
models — 9, 13.2, 16.8 and 20 cubic foot chest-type designs, 
or the space-saving new Ben-Hur Upright ‘'20."’ They're all 
“Record Of Performance” tested. Ben-Hur Mfg. Co., 
Milwaukee 12, Wisconsin. 


dealers! Ask your Ben-Hur Distri- 
butor to prove why this is so! Get 


the whole Dealer Franchise Story. 


BEN-HUR 
EN-HUR FREEZERS fd , 
} ae 
MILWAUKEE boost! 
° 
20 Cubic Foot UPRIGHT Model U-5¢) 


Dept. HA, 634 E. Keefe Ave., Milwaukee 12, Wis. 


9 Cubic Foot Model 953 


ndise 
rail- 
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tores © B HMC 
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TOLEDO 


THREADERS AND 
POWER DRIVES 


got Gon! 


Sure enough—the street scene at 
right is really Broadway, N. Y.— 
where the mechanic is operating 
a Toledo Power Drive and No. 2 
Geared Threader. This job of 
installing new 3” red brass for 
water service from the city main 
was handled by Water and Sewer 
Service Co. 

Time was important on this 
job—as a trench was dug in the 
street and traffic had to detour. 

Time was saved by high-speed 
performance of the Toledo 
Power Drive operating Toledo 

eared tools! This also mears 
bor-saved ... and money saved 
for the contractor! 

Wherever the job—in shop, 
plant or in the field—you can 
speed up pipe fitting and reduce 
costs with Toledo Tools! Pre- 
cision-built . . . dependable. 
Order through your supply 
house. Write for catalog. The 
Toledo Pipe Threading Machine 
Co., Toledo, Ohio. New York 
Office: 165 Broadway, Room 
1310. 
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YEAR LEADER 


T DO 


«» POWER PIPE MACHINES 


4 


Toledo Power Drive operating a Toledo No. 
2 Geared Threader on 3” red brass for water 
service at 217 Broadway, New York City. 




















No. 2 geared adjustable threader, 24” to 4” 
pipe, incl. Lighter weight than any other tool 
of this capacity! 





No. 2BR Geared 
Adjustable, 
Threader, 21%” to 
4’’ pipe, incl. New 
type 3-jaw pipe 
holder. 














@ 


PIPE TOOLS... 








help build a young and growing 
nation. 

Today we have many more Op- 
portunities to sell hardware than 
we had in those days. But competi- 
tion is keen. The hardware whole- 
salers’ salesman competes not only 
against other wholesalers’ repre- 
sentatives but with many other 
types of competition trying to get 
part of the dollars they seek. 

Salesmen of today must be bet- 
ter salesmen and be more aggres- 
Sive than they were in the past. 

Today’s salesman has many ad- 
vantages the earlier-day salesman 
lacked. He has an up-to-date and 
well illustrated catalog and easily 
displayed samples. He travels in 
his automobile over good roads. 
He can stay at good hotels and is 
able to visit more customers in a 
day. 


Makes More Calls 


Well informed, as to the prod- 
ucts he is selling, he has the tele- 
phone handy should be wish to 
talk with his salesmanager. He 
calls on more dealers than he for- 
merly did and the dealers are all 
carrying a larger variety of hard- 
ware lines. 

Manufacturers of today are 
aware of the wholesaler’s prob- 
lems as to size of cartons and the 
number of items per carton. The 
manufacturers are placing new 
and attractive labels on merchan- 
dise and are re-designing many 
articles to give them more eye ap- 
peal. And there are now many new 
products that the hardware trade 
can sell. 

Many retail hardware dealers 
have improved their stores in re- 
cent years. They have put in new 
fixtures, arranged their stores at- 
tractively and have added many 
new lines. Dealers use newspaper 
advertising and some of them have 
outside salesmen. Some sponsor 
radio programs. 

The young men who have en- 
tered in the service of retail, 
wholesale and manufacturing 
firms in the hardware industry, 
have been responsible for many of 
the aggressive selling and mer- 
chandising programs which have 
been instituted. They are the men 
who will carry forward the hard- 
ware industry to greater achieve- 
ments. 

Ours is a young and vigorous 
growing nation. The hardware in- 
dustry has played a big part in 
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this country’s growth and will be 
a big factor in the steady and 
healthy progress of the greatest 
nation on this earth—the United 
States of America. 





“Small Business Management.” 
A text-workbook for those wanting 
basic instruction in small business 


operation. Among chapter head- 
ings are: Basic business law, busi- 
ness forms and records; financial 
problems; location problems; or- 
dering and inventory; layout; im- 
proving your business; employer- 
employee relations. Each discus- 
sion is followed by an assignment 
for the reader to work out, based 
on subjects previously discussed. 
The book is a publication of the 
New York State Vocational and 
Practical Arts Assn. Delmar Pub- 
lications, Orange St. and Broadway, 
Albany 7, N. Y. 214 pp., spiral 
bound, $2.75. 


* * * 


“How to Grow Better House 
Plants,” by Esther C. Grayson. 
This pocket sized, 64-page book is 
a concise, practical guide for grow- 
ing plants in the home. More than 
100 different plants that can be 
successfully grown indoors are 
presented. General subjects cov- 
ered include: Feeding and general 
culture; how to grow new plants 
from old; how to make potting mix- 
tures; how to arrange indoor gar- 
dens; how to control insect pests. 
Contains 60 illustrations. An ideal 
item for a related sale in the lawn 
and garden section. Hydroponic 
Chemical Co., Inc., Copley, Ohio. 
$1 postpaid. 


* # * 


Appliance Trade-in Guide. This 
new edition of the National Appli- 
ance Trade-in Guide presents sug- 
gested trade-in values for more 
than 9000 items of more than 80 
manufacturers. Has complete sec- 
tions on refrigerators, food freez- 
ers, electric ranges, washers and 
vacuum cleaners, with manufactur- 
ers’ catalog numbers, serial num- 
bers, ete., to aid in identification. 
Single copies $5. National Appli- 
ance Trade-In Guide Co., 21382 












Fordem Ave., Madison 1, Wis. 
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IF YOU HANDLE THE 


” WATERBURY 
ROPE RETAILER! 


Eliminate that wild ride to the basement; elimi- 
nate that tug-o-war necessary when you haul 
rope up from the cellar through holes in the floor; 
forget that bucking, kinking coil. 


Exclusive patented interlocking 
reel arrangement. Sell 100 feet, 
200 feet, or 300 feet as a single 
unit or pull off any cut length— 
without kinking. 


i 















Make the Waterbury Rope Retailer your rope 
department. The patented reel arrangement in- 
vites the customer to buy a reel at a time or if he 
wants a cut length, you simply unreel the required 










no kinking. 











And all this in 4 square feet of floor space, 
only 42 inches high. C all six popular sizes 
of “Blue Marker’ Pure Manila Rope — 1/4”, 
3/16”, 3/8", 1/2", 5/8", and 3/4”. 


=. ny Ask Your Jobber Today! 
WATERBURY ROPE. Cnc. 


7: Qpality: Rope ince B16 
“A Sptaaksout saber. sOQnies 11 sw x9KK 
Sales Agent: JOHN H. GRAHAM & CO. INC., 105 DUANE STREET; NEW YORK 8. N. Y. 

4 SS ~Be ~. BLwWet +S aww 
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Attractive Displays 
Sell More Chain! 









Campbell Proof Coil and BBB Coil Chain, in regular or 
hot galvanized finishes, comes in “"CAM-PAK” fibre board 
containers. ““CAM-PAK” makes eye-catching displays. . . 
takes less space . . . handles easier—no wood to splinter, 
no nails to snag hands or clothing. Saves cost of re- 
packing for re-shipment. 


These standard units are available, 
labeled for size, grade and load limit: 


3/16”—250 ft. 5/16”—100 ft. 
1/4” —150 ft. 3/8” — 75 ft. 


Onder CAM-PAK—dhe Profét Pack! 


Chain for every need .. . INDUSTRIAL 
FARM... MARINE... AUTOMOTIVE 


CAMPBELL CHAIN (Caxsauy 


MAIN OFFICE YORK PA 








f to Pa 






ind West Burlington, lowa 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 







Bookkeeping Mechanized 


(Continued from page 114) 


) tT! 
WAN 


accuracy, says Mr. Von Bargen. All 
necessary information is printed 
on the customer’s individual ledger 
card, with appropriate symbols af- 
ter each transaction. 

Mistakes in addition and forgot- 
ten charges have been practically 
eliminated. The management is 
also able to determine the amount 
owed on all accounts at any time, 
since all accounts are posted to- 
date at the time a sale is made. 
This means that there is no lost 
time or after-hour bookkeeping 
when it is time to mail out state- 
ments. They can be mailed prompt- 
ly on the first of the month. Mail- 
ings are handled by the check-out 
operators during slack periods. 
With this system the customer can 
know the totals of his account fol- 
lowing each purchase or payment. 

Of the store’s changed service 
policy, Mr. Von Bargen says, “With 
self-service and our new register 
check-out system we have speeded 
our operations, and can handle four 
or five transactions in the time 
formerly given to one customer. 











TELEVISION 
RADIOS 
SWEEPERS 
WASHERS 
REBUILT 
APPLIANCES SalesMaker . 
FOR SALE OR RENT d cuts rope in any s 
Guaranteed signed for pte 
o Electric Refrigerators _ full - es 
@ Vacuum Sweepers asement, ove 
@ Washers @ Ranges arly 4,000 retai 
@ Television and Radio Sets pe sales of 25 to 
VALLEY’S LARGEST 7.50 net. (Counter 
PARTS DEPARTMENT Nylon Moto 
@ Washer Parts © Motor Brushes placement starter 
© Wri Rolls ©@ Belts . A 
. Radio Tubes and Parts air-cooled gasolin 
@ TV Tubes and Parts ars. It's handy, sm 
© TV Aerials and Equipment er display unit 
° Sleds teas the suggested ret 
VA 0074 profits for har 





Coast, | 





F Carlson 


SERVICE DEPARTMENT 
109-121 S. Wayne W. Lockland 




















One of the firm's smaller ads fea- 
turing appliance and rental ser- 
vice. It was two columns wide by 








9 in. high. 
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SalesMaker . . . Displays, measures, 


i cuts rope in any six sizes up to 1" diameter. 
igned for retailer whose volume justifies in- 


in full or half coils. Rope may be fed. 


basement, overhead, shelves, or floor. 
rly 4,000 retailers testify to increased 
pe sales of 25 to 100% with this unit. Cost: 
7.50 net. (Counter model: $12.50 net.) 


Nylon Motor Starter Rope . . . This 
placement starter rope is just what owners 
air-cooled gasoline motors have needed for 
ars. It's handy, smart-looking and comes in a 

ler display unit that makes it sell on sight. 
the suggested retail price of 49¢, it's making 
ick profits for hardware dealers from coast 
Coast, | 


The HandyPak .. . Contains 13 attractively 
packaged individual coils, in 50' and 100' 
lengths. Provides initial stock for the retailer 
who has a steady but small demand and wants 
to build volume in “impulse-buying” merchan- 
dise. Designed to fill the universal demand for 
rope for household needs. Replacement coils 
available. Prices from your jobber. 


4 : Zeek eee eecee 
HUEY gz seiiiizi: 
4 mI 
{ i 
y ; 
a8 vi] 
: hh Veen es 
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The SalesRak ... Complete with display an: 
dispensing rack as shown. Complete unit con 
tains 16 spools (6 x %", 6 x ¥%", 4 x Yo"). Th 
Y%" and ¥" sizes are connected in units of 3 

100' spools. The Y2" size is connected in unit 
of 2 x 100' spools. Rack holds 3 x %4",3 x % 
and 2 x 2" spools at one time. See your jobbe 
for prices. 


Carton-Packed Coil Rope. . . Used wit 
or without the SalesMaker, this carton increase 
sales of rope. Its attractive container serve 
both as a sales inducement and protection fc 
the rope. Available in half and full coils up 1 
¥_" diameter, and in half coils only in 7/16 
and 2". 


If you sell Harvest Twines, Plymouth “Red Top” and “Green Top” 
Binder Twines and Plymouth Baler Twine are first in their fields, 














How Sales Training 
Doubled Paint Sales 


Simple procedures help make California firm’s 
salesmen experts in the use and sale 


In four years, Harold Holmes 
and his two employees at Encino 
Hardware in Encino, Calif., have 
doubled the firm’s volume in paint 
and related lines. They have 
doubled sales because Mr. Holmes 
has given his employees training 
which made experts out of begin- 
ners. Newspaper and direct mail 
advertising have helped pull traf- 
fic to the store. 

When the Holmes training 
course was started, paint depart- 
ment sales accounted for 10 pet of 


150 


Dividends From 
Product Knowledge 


of paints and related lines 


the firm’s annual volume. Now vol- 
ume in that section is 25 pct of the 
store’s sales. 

Training for new employees 
starts with housecleaning of the 
entire department. The new em- 
ployee is given the task of dusting 
every container of paint in the dis- 
play room. While dusting the cans 
he familiarizes himself with their 
labels and the names of the shades 
and colors. 

As a second step in the training 
program, Mr. Holmes has a new 





sales clerk help him mix pigments 
into base liquid on large orders. 
During this practical training pro- 
gram he points out the simplicity 
of the mixing process. 

One of the two brands of paint 
features pigments in quarter- 
ounce, half-ounce and one-ounce 
tubes. The full ounce size, he 
points out to the new employee, is 
for the standard color as shown 
on the paint chip. For some of the 
colors the back of the chip advises 
that the color can be mixed half- 


Harold Holmes talks 
about the use of 
color with Miss 
Frances McMichael. 
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ACE HARDWARE 
2355 S. Blue Isla 
ALLEN, WALTER 
6210 Denton Drit 
AMERICAN GRAS 
124 Maiden Lane, 
BARRETT HARD\ 
324 Henderson A\ 
BEHM & HAGEM 
209 S. Wash., P 


N 
BUERHLE, ALBE 
754 Todd Ave., Y 
BUFFALO GARD 
162 Perry St., B 
BUNTING HARD' 
810 Walnut St., 
BUNTON SEED ¢ 
300 E. Jefferson 


BOLGIANO, F. W 
411 N.Y. Ave. 


BRECK, JOSEPH 
401 Summer 8t., 
CARPENTER SEE 
Provo, Ut 
CHAS. C. HART 
Wethersfield, Co 
CALIFORNIA PE: 
San Francisco, ¢ 
CO-AGENCIES, |! 
4755 8. Durfee / 
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very homeowner needs NO-SEE Grass Barrier 










is To¥ ies 
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STOPS GRASS 
HERE! 


ACE HARDWARE CORP. 
2355 S. Blue Isiand, Chicago, III. 


Aen, "WALTER H., COMPANY, INC. 


Denton Drive, Dallas 9, Texas 

AMERICAN GRASS EQUIP. CORP. 
124 Maiden Lane, New York 38, N. Y 
BARRETT HARDWARE, INC. 

324 Henderson Ave., Joliet, 11. 
BEHM & HAGEMAN 

209 S. Wash., Peoria, Ill. 
sel alan, AA w., Co. 
. N. E., Washington, D. C. 
"hdl maaan H., COMPANY 
754 Todd Ave., Youngstown, Ohio 
BUFFALO GARDEN SUPPLY 

162 Perry St., Buffalo 4, N. Y. 
BUNTING HARDWARE Co. 

810 Walnut St., Kansas City, Mo. 
oguron SEED Co. 

300 E. Jefferson St., Louisville, Ky. 
ease. JOSEPH, & SONS 

401 Summer St.,’ Boston 10, Mass. 
CARPENTER SEED CO. 

Provo, ah 
CHAS. C. HART 

Wethersfield, Conn. 
CALIFORNIA PEST pouvons. co. 
San Francisco, Calif 
CO-AGENCIES, INC. 

4755 8. Durfee Ave., Pico, Calif. 






Repeats and Repeats! 





Here’s how it’s used... 


NO-SEI 


is installed flush with the soil 


around shrubs, flower beds, trees, hedges 
Gives a permanent neat edge that stays put! 
Keeps grass out of driveways and away 
from fences. Gives any lawn a well-kept, 
semi-formal appearance. 


PARTIAL LIST OF JOBBERS 


CLARK, oe. A., & SON 

901 N. 3rd St., Minneapolis, Minn. 
comment | SEED CO. 

101 Chouteau aoa St. Louis, Mo. 
corrar COMPANY 

- WL. St., Gaieee it, On. 

ana RENTAL & SALES CO 

P. 0. Box 74, Albuquerque, New Mexico 
EVERETT & SON 

3221 MeKinney Ave., Houston 3, Texas 
FARWELL, OZMUN, KIRK & CO. 

E. Kellogg & Jackson, St. Paul, Minn. 
GOLF & GARDEN EQUIP. Co. 

Blue Mound Rd., Elm Grove, Wis. 
GRAHAM & ROSS 

6th St. at ~ Ave. S., Great Falls, Mont. 
HARMAN, I. G., & SONS, INC. 

1800 Sth St. N. E., Canton 5, Ohio 
HENKLE & JOYCE HDWE. CO. 

800 Q St., Lincoln, Neb. 
HIBBARD, SPENCER, BARTLETT 

2201 W. Howard Ave., Evanston, Ill. 
HILDEBRAND EQUIP. Co. 

Academy St., Madison, Conn. 
HORTICULTURAL SUPPLY CO. 

666 Broadway, Cleveland, Ohio 
HUNT & MOTTET CO. 

2112 Pacific Ave., Tacoma, Wash. 
ay ng I NURSERY, INC. 

onroe, Michigan 
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INLAND SEED COMPANY 
8S. 120 Howard St., Spokane 8, Wash. 


JANNEY, fone. HILL & CO. 

2nd & Marq. Ave., oe ae _— 
KOHLMEIER HARDWAR 

87-41 130th St., Hicnmond Hil a N..Y 


Keaees & co. 
Second St. N. a Albuquerque, N.M. 


KRUSE HARDWA 
& Baymiller ot, 


LIVINGSTON SEED C 
Kinnear Road, rr Ohio 


Loree HARDWARE 
1450 E. Aurora, Des Moines 5, lowa 


oy SEED & HDWE. CO. 


co 
ae 3, Ohio 


5650, Dallas 2, Texas 
MARSHALL-WELLS COMPANY 
Seattie, Spokane, Portland 
MORLEY BROTHERS , 
Saginaw, Grand Rapids, Detroit, Mich. 
one OWN HARDWARE 
616 N. 3rd St., Minneapolis, Minn. 
PAXTON & GALLAGHER CO. 
Ninth & Jones, a Neb. 
pesres. WALTON 
522 S. Third West, Sait Lake City, Utah 
POWER LAWN SERV. 
24 Broadway, Somerville i5, Mass. 
PRITZLAFF, JOHN, HARDWARE 
333 N. Plankington, Milwaukee, Wis. 


925 Ninth St., 


NO-SEE GRASS BARRIER eliminates grass trimming and edging, 
cuts lawn work in half! Made of corrugated, galvanized steel in sec- 
tions two feet long by four inches deep, which key together in con- 
tinuous length. Easy to install; just drive down to soil level. 
easily around corners. Mow right over it, trimming edges neatly. 
Nationally advertised. Packaged 40 feet in colorful carton. Fi 
packages to master carton. Contact jobber listed below or write for 


name of nearest distributor. 


KEELOR STEEL, INC. 


Bends 
Five 


S.E., Minneapolis 14, Minnesota 


RABINOWE, E., & COMPANY 

465 Saw Mill River Rd., Milw. t!, Wis. 
ROHN’S YAKIMA SEED Co. 

Yakima, Washington 
RYERSON, R. L., COMPANY 

5466 Port Wash. Rd., acate 11, Wis, 
SMITH, C. J., & 
41 Wilkinson Ave., 
SMITH, L. H., IN 

Canonsburg, Pennsylvania 
SUPPLEE-BIDDLE-STELTZ CO. 

Bristol at 5th, — Pa 
TERMINAL SALES C 

8501 Brandt St., Detroit, Michigan 
TOWN & COUNTRY, INC. 

1632 Northgate Rd., Baltimore 18, Md. 
TURF EQUIP. C 

7746 Wornali Rd., 
WELLS & WADE 
201 S. Wenatchee Ave., Wenatchee, Wash, 
WILLIS DISTRIBUTORS 

274 Fairfield Ave., Bridgeport, Conn 
WRIGHT STORES, INC. 

546 Bloomfield Ave., Verona, N. J 
VAUGHAN’S SEED STORES 

601 W. Jackson Bivd., Chicago, II! 
VAUGHAN’S SEED STORES 

47 Barciay St., N. Y., 
VIRGINIA LAWN celiTe Ny 

Mem. Ave. at 5th St., Lynchburg, Va. 
WOODWORTH BRADLEY, INC 
131 Dorrance St., Previdence, R. | 


co. 
Jersey City, N. J 


Kansas City 5, Me. 
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strength with a one-half ounce 
tube, and quarter-strength with 
the quarter-ounce tube. 

Gradually the new sales clerk’s 
confusion as to the hundreds of 
colors is converted to under- 
standing. 

Thus when Miss Frances Mc- 
Michael first started working at 
Encino Hardware two years ago, 
she admitted her worry about the 
paint department. But under Mr. 
Holmes’ guidance she became a 
fully-qualified paint saleswoman. 
When not busy in the housewares 
department, she handles paint 
sales with the same ease as Mr. 
Holmes. 

A third step in the training pro- 
gram is the study of Color Plan- 
ning, a book featuring color photos 
of various rooms from the nation’s 


leading service and women’s mag- 
azines. 

As a result of her study of color 
planning Miss McMichael now 
sells interesting color combina- 
tions which surprise even Mr. 
Holmes. Currently the store is sell- 
ing many varieties of browns and 
chocolate colors which are in 
vogue, 

Four advertising methods pay 
off in his store. 

He gets his best response from 
a local hostess service through 
which Encino merchants co-opera- 
tively send a hostess to visit new- 
comers to the community. Cost for 
each new name is 50¢, plus about 
half of that sum for a gift to each 
person who comes to the store to 
claim it. He has averaged about 
80 pct response from newcomers 





thus contacted. When they come 
to claim their gifts these persons 
generally buy an initial order of 
hardware items ranging from $7 
to $10. 

The second most effective adver- 
tising method is the distribution 
of pocket and recipe calendars 
which are favored by housewives. 
He judges the effectiveness of 
these calendars by the fact that 
housewives who are moving to new 
addresses promptly tell him of 
their new location that they may 
not miss receipt of the next one. 

Two other advertising methods 
are twice-a-year distribution of 
3500 illustrated booklets he buys 
from American Wholesale Hard- 
ware Co. in Long Beach, Calif., and 
frequent insertions in a local 
weekly newspaper. 


Good Glass Stock Pays Dividends 


Gordon Whitney operates his 
window glass department on the 
theory that, “If you have it, you 
can sell it.” Whitney Hardware is 
located at 18019 Aurora Ave. in 
Seattle, Wash. (on the Seattle- 
Everett highway), in an area of 
new homes. 

The large juvenile population of 
the trading area means a brisk de- 
mand for replacement of windows 
that have been broken. 


Mr. Whitney has found that the 
good replacement volume in win- 
dow glass is best obtained by carry- 
ing a full assortment of window 
glass in both single and double 
thicknesses. He carries every avail- 
able width from 12 to 36 in. wide 
with the exception of 22 in. width. 
The more popular widths in crystal 
glass are also carried. 

The margin in glass is above the 
At the same time, the 


average. 








Gordon Whitney removes a light of glass from reserve stock bins. 
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dealer must give more service than 
with many other items by cutting, 
and there is a small amount of 
breakage. With proper handling, 
however, the latter is negligible, he 
points out. 

He estimates that his glass stock 
turnover is approximately twice a 
year. This is satisfactory, as it is 
necessary to carry a full inventory 
to build sales to their maximum 
potential; and since his glass sales 
are still growing they have not yet 
reached that point. He estimates 
his average glass sale to be about 
$2.50, with occasional sales as high 
as $10. 

A recent installation that has 
improved handling greatly and will 
also be reflected in better inventory 
control, is the reserve stock bins 
that were constructed in the back 
room warehouse. Like most other 
dealers, Whitney Hardware has 
glass display bins in its sales room 
with glass cutting set-up as part of 
the unit. These bins hold only the 
more popular smaller sizes. This 
had previously necessitated work- 
ing out of the wooden glass ship- 
ping boxes which are stored in the 
back room. 

The main disadvantage of this 
method was that the shipping boxes 
wasted a good deal of warehouse 
space since a box took up just as 
much space if there were only one 
or two lights inside, as if it were 
full. It was also difficult to find 
the desired size of window light, so 
that it might require as long as 10 
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3 fast Sellers 


With Large Dealer Discounts 


NEW! "BRUisHi Kit” 





A Brush Kit for Everyone—Holds 4 Brushes 


— 








$3.59 


Never a dirty container. The brush holding attach- 
ment and cover can be transferred to any clean 
Standard 1 gal. liquid can in 1 min. No muss, No 


fuss, No cleaning. 
NEW! 
PAINT SHIELDS 


The perfect paint shield for 
cleaner paint jobs. 





: 2 Sizes 
3'2x7” @ 15¢ 
(36 to a display) 


32x11” @ 25¢ 
(24 to a display) 


NEW! 
SCREEN PAINTERS 


Large Size 


For painting wire-mesh on 
Will not clog up 




















screens. 
mesh. For a cleaner, faster 
job. 

49¢ each * 12 toa Display 


E& J ENTERPRISES, INC. 


THE BOND THAT HOLDS 





America’s Leading Glazing Compound 


THE ALL-PURPOSE 

GLAZING COMPOUND 
PLASTI-GLAZE STAYS ELASTIC — a per- 
manent bond that resists weather and 
vibration on wood, steel or aluminum 
sash. 


ALWAYS READY 
P To use 
PLASTI-GLAZE needs no mixing or thin- 
ning. IT DOES NOT HARDEN OR SETTLE 
in the can. 


CLEAN, WHITE 


PLASTI-GLAZE can be covered with any 
oil-base paint at once. Ideal for filling nail 
holes. Quicker to apply +... easier to paint. 


Plasti-Glaze is available in lithographed 
cans all sizes from fast-selling 1 Ib. can 
(attractive counter display in each carton) 
to 100 Ib. drums for contractor sales. 


SEND TODAY for a Generous 
FREE Sample. _ 





682 Bloomfield Avenue, Verona, N. J. 
(New Post Office Bldg.) 
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The New 


CHENEY 
Sales Maker 
Deal 


the best ever made. Use it to your profit. 


ANNI 


The Cheney Sales Maker has always 
done a fine selling job for dealers 
everywhere. Send today for this new 
Cheney package offer. 


8 No. 938 hammers 
16 oz. 


No. 937 hammers 
20 oz. 


No. 944 hammers 
18 oz. 


CHENEY NAILER 


No. 938 hammer, 16 
oz., for use with dis- 
play—at half price. 
1 Sales Moker dem- 
onstrator and sign 
—free. 
Hammers sup- V/, 
plied in either / 
bell or octa- 
gon face. 


Graceful and functional are the 
curved claws of Cheney Nail Hold- 
ing hammers. They pull nails easier 
—quicker—further. 


Sales Representatives: 

JOHN H. GRAHAM & CO., INC. 
New York, N. Y. 
SANFORD BROTHERS 
Chattanooga, Tenn. 





Gstas. 1836 


HENRY CHENEY “cone. 4 


QiTTCE FALLS, Ww. Y¥., U.S. a. 








or 15 minutes to locate the correct 
size. Inventory control was like- 
wise difficult, to keep from running 
out of a specific size or ordering too 
much. 

The solution was construction of 
vertical glass storage bins, with a 
section for each width and thick- 
ness of glass carried. Each bin is 
labeled with the width of glass it 
holds, and length is indicated by 
small brass tacks which are set into 


the edge of the bin at 4-in. inter 
vals, measured from the bottom of 
the bin. 

The result of the installation j 
that customers can now be served 
quickly, even on busiest days, since 
the desired size light can be found 
immediately. Cutting is still done 
on the fixture in the sales room. In 
ventory can be controlled with pre- 
cision, and a good deal of back 
room space has been released fo 
other uses. 


Power tool window displays such as this one are featured throughout 
the entire year. 


Power tools play an important 
part in the overall volume of the 
Mt. View Hardware in Mt. View, 
Calif., because they get a constant 
display build-up. Of two store win- 
dows, one or the other features 
these tools every day of the year. 

And at the front of the store, to 
support the window display promo- 
tion, is a large section, approxi- 


| mately 200 sq ft, which is entirely 


devoted to interior displays of 
power tools. 

Consequently, power tools, in com- 
bination with hand tools, account 
for enough business to require the 
full time attention of a salesman. 
Prospects for this department come 
from two major sources. 

One source is the new home- 
owners, some of whom build their 
own homes, and many of whom are 
skilled and amateur carpenters. 


| They buy saws, jointers, and vari- 


ous accessories. 

The second potential market de- 
rives from the wood working shop 
in the local high school which holds 
evening classes for adults as well 
as regular classes for the student 
body. 


The interest in power tools and) 
woodworking developed by these 
classes gives the Mt. View Hard- 
ware an opportunity to build pro 
motions around the hobby market, 
and to attract women, to build a¥ 
gift theme around its tools and 7 
accessories. 


Hospitality Day 

Picture, if you can, 60 hard 
working business men in white ap- 
rons and chef’s caps, baking and 
serving pancakes to hungry 
crowds at street corners for eight 
hours during a rodeo celebration. 
And no charge was made for the 
cakes. 

That’s what business men of 
Spencer, Ia., did last year to 
demonstrate their hospitality, and 
folks attending the rodeo really 
appreciated it. This friendliness 
and hospitality is one of the 
reasons Spencer is regarded as 
one of the best “trading towns” in 
Iowa. 

Whether pancakes or some other 
edibles are passed out to visitors, 
free foodstuffs always appeal. 
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SU acc lace (om cour tele Mesa otic wr loleltiam ar talt 
Wall Paint. Used and approved by millions, 
it gives sales and profits a big boost right from 
the start. Backed by a proved selling plan plus 
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co cal MIM } 
consistent all-level advertising and promotion, 
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ools and 7 
one-coat Flatlux goes to work instantly to pro- 


WALL PAINT =— duce more sales... more money for you. Decide 


today on Flatlux Wall Paint. 
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{ These ideas have proved profitable to retailers in other fields and with 
| a little ingenuity they may be adapted and put to work for you too. 


a 


( 


eee eee 


PRICE CONTROL: ‘Everyone 
talks about the weather but nobody 
ever does anything about it,” Mark 
Twain wrote. But a grocer in 
Odon, Ind., turned a heat wave into 
an opportunity for consumer fun 
and store profit . . . and we see no 
reason why other retailers can’t 
adapt a similar scheme to their pro- 
motion plans. ° 

This merchant announced that he 
would sell 10 pounds of sugar on a 
certain day for as many cents as 
the thermometer registered degrees 
at the time of the purchase. 

Two out-sized thermometers were 
placed near the store entrance. 
Patrons were advised to “shop early 
and beat the heat” and the result 
was one of the largest single day 
sales of sugar (and other items) 
ever recorded by the market. 


“Early birds’ received their 10 
pounds of sugar for as little as 
85¢. Late arrivals had to pay up 
to 95¢, the day’s top temperature, 
but even then the price was a bar- 
gain. 

“We’ve had more customer reac- 
tion to this than any other stunt 
we’ve ever tried,” the grocer de- 
clared. 
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FRIENDLY TIP: A clever man, in- 
deed, is the businessman who origi- 
nated this slick stunt. His shop 
was small, and sandwiched between 
large, more eye-catching store 
fronts in the downtown area. How 
did he capture shoppers’ attention 
to his “hideaway ?” 

He became friendly with two bus 
drivers on the downtown run and 
asked them to slow their buses as 
they approached his store... then 
look towards his front door... tip 
their caps ... and nod. 





Now, when the drivers carry out 
this favor, every bus rider cranes 
his neck to look into the store. 
Business keeps improving. 


SCREEN TEST: This unusual pro- 
motion was hailed as the most effec- 
tive traffic builder of the year by a 
Cheyenne, Wyo., retailer. Spon- 
sored jointly by the retailer and 
local theater managers, the contest 
invited patrons to vote on the best 
movie (based on attendance) due 
in Cheyenne during the coming 


month. 


MATINEE + 
HANDSOME ACTOR 
~- BOBBY-SOKERS 

+354 


=FULL HOVSE 
rita A 


A $100 defense bond was awarded 
each month to the winner estimat- 
ing the closest attendance figure at 
the most popular movie ... and 
100 guest movie tickets to the run- 
ners-up. 

To aid the contestants, the re- 
tailer had set up a display listing 
facts about the director, stars and 
studio. While the patronage at his 
store was increased considerably, 
contestants are getting a wallop de- 
bating the merits of actors, ac- 
tresses and directors. 








DIG FOR DOUGH: A tage 


breakfast food concern offers au- 
thentic “Treasure Maps” to buy- 
ers of their foods. These maps 
pinpoint actual treasures known”* 
to be buried throughout the coun- 
try. (We suppose the breakfast * 
food will give you the strength to 
go out and dig ’em up.) 
Promotion gimmicks similar to 
this one usually produce a “gold 
mine” of sales. So why couldn’t 
several local merchants get to- 
gether and adapt the same idea. 
Merchandise could be hidden 


throughout the area. Then trea- 
sure maps with hints on where 
the articles are located should be 
handed out with every purchase 
at each store. A new hint could 
be given out each day... that 
would keep enthusiasm high. 
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“Liquid Aluminun 


with this smashing, full-color : 








Sperkie up kitchen and cabinets Protect and beautify all your screens Ovese wp vour garden tools and outdoor Gverd thoes 
with amazing rust-resistant Liquid furniture ... and keep off rust... with against ru 
; this wonder coating that laughs at metal coati 

ap : 


ensy- : 
Its light-reflecting property makes Aluminum ey ll last years longer — 
gloomy interiors gieam Tike aliver! and brighten up your whole house! weather’ Apply with brush or spray as undercos 


Now you can paint on a shining, protective coating tectctening ta 
of aluminum .. . inside, outside, everywhere — oe 


“liquid” form. You brush on Liquid Aluminum like arty ... on everything from hasement walls to window sills, w- 


rn ‘ 
The Warranty Sen 
aranters quality 
ordinary paint. But really you are applying a shining from gutters to garden implements. So always keep a \ 
coat of metallic aluminum . . . with all of aluminum's can handy. Ask your paint dealer for Liquid Aluminum. 
sparkling beauty and matchless protection. Every day It's made by leading paint manufacturers. 


This advertisement appears in the interests of the Paint Industry of America 
REYNOLDS METALS COMPANY, 2500 South Third Street, Louisville, Kentucky 


Now the magic of aluminum goes to work for you im you'll discover new uses for this shining coat of armor “nA m 








A SLEEPER AWAKES... TREMENDOUS POTENTIAL 


... becomes overnight success! Reynolds In Kansas City alone, weekly average sales per store 
Metals Company realizing the potential jumped from 12 pints a week to an astounding 178 
in aluminum paint, gave it an exciting pints. Sales of all aluminum paint in cooperating 
new name—Liquid Aluminum—and stores were 266% higher than in non-cooperating 
“angeled” a smashing merchandising and stores! 

advertising campaign in nine test markets Now, Liquid Aluminum goes national in a big 
last year. These tests proved that alumi- way with an exciting, sales-getting “Spread the 
num paint as Liquid Aluminum had tre- Bright News” theme . . . and every paint dealer and 


mendous sales possibilities. manufacturer in America can benefit. 
This Promotion is Sponsored by REYNOLDS METALS COMPANY, Louisville 1, Kentucky in the interests of the Paint Industry of America 





” Goes National! 


pread in Saturday Evening Post! 


FOLLOW-UP FULL-COLOR ADS 


all through the Spring market in Saturday Evening Post, 
Better Homes and Gardens. Plus . . . special ads for the 
farm market in Country Gentleman. 


gutters and downspouts 
t and weather with this 
Ui uid Aluminum 
of cover with any J 


uri Liquid Aumin 


<— 


i 
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Now you can paint on @ shining, g 
protective coating of aluminum .. 
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Jest how does Liquid 
Aluminum protect” As it 
tee. kes of 


aye \ 


MISTER PEEPERS 


One of the country's favor- 


FIBBER McGEE & MOLLY 


Your customers will hear the 
ite television personalities wonderful news about 
will tell your customers the Liquid Aluminum from this 
“bright news" about : happy, popular radio team 
Liquid Aluminum. all America loves. 

Every Sunday night, Every Tuesday night, 
7:30 EST, NBC-TV. 9:30 EST & PST, NBC. 














All this display material is 
available from your paint manufacturer 
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Folders 


Tie-in with this proved money-making promotion . . | 
contact your paint manufacturer or jobber today. 


Giant Window Streamers 


This Promotion is Sponsored by } HARDWA 
REYNOLDS METALS COMPANY, Louisville 1, Kentucky 
in the interests of the Paint Industry of America 
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Compact Cord and 
Cable Display 


Good use of limited floor area 
is made with this simple display 
for wire and cable. 


Sales of electric cord and cable 
have shown a good increase at the 
H. Lorleberg Hardware store in 
Oconomowoc, Wis. since they have 
been placed on a display built by 
the staff. A 2-in. pipe was inserted 
in a metal sleeve anchored to the 
floor. 

Holes drilled in the pipe are used 
to support half-inch solid metal 
rods on which the spools are hung. 





HARDWARE HUMOR 
By Hardware Age 





"Now if there are certain per- 


sons that are undesirable.” 
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CUTTER * 
FOR FAST SCRAPING 





—} FOUR CUTTING EDGES 
—b EASY GRIP, HAND CONTOURED HANDLES 
— COLORFUL MARKINGS 

—+ FAST CUTTING, TOOL STEEL BLADE 

— TWO SIZES, No. 1 and No. 2 





The rugged BIG HAND Scraper is the ideal scraper 
for all around use because each blade has 4 cut- 
ting edges—2 are corrugated for quick removal of 
thick finishes, 2 are smooth for fine work. Blades 
are replaceable. 





BIG HAND Scrapers are available in standard stock 
boxes or in the new merchandising display. Ask 
your jobber about the BIG HAND LINE. 


New No. 1 BIG HAND DISPLAY 


BIG SALES @ BIG PROFIT 
with the BIG HAND LINE! 








#75 #15 Bf #3425 = | 


HOOK SCRAPER MFG. CO. 





Queens Village, New York 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N.Y. 
























_ The large open display 
invites close inspection 
by women shoppers. 


In Giftwares... 


Fast Turn-over Makes for Profits 


Gift merchandise does not go style-stale on the shelves 
of Washington state store that follows a policy of 
keeping one step ahead of the customer on new items 


Operation of a successful gift- 
ware department differs markedly 
in certain basic respects from mer- 
chandising of most other hardware 
store lines. 

The problem is to build good 
sales volume without acquiring a 
large number of shelf-warming 
items that will not move without 
drastic price reductions. 

A good indication of the skill 
that has been exercised in the op- 
eration of the large gift depart- 
ment of the Washington Hardware 
& Furniture Co., Kennewick, 
Wash., is that the store has never 
held a sale of giftware and never 
has made severe price cuts. 

At the same time, the rate of 
turnover has been good and the 
stock has been kept fresh and free 
of shelf-warmers. 

The problem of keeping slow- 
moving merchandise to a minimum, 





These backless window displays are changed at least partially once 
a week and a wide sampling of merchandise is used. 
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consists of 8 drills in sizes Ye", Ya”, Yo”, 
ig pge re 
He", Ve", Ne” ond V2". 


Ya", 


STURDY DRILL SET 
No. S-13 
High Speed Steel Metal Drills. 
This set consists of 13 drills in sizes 
Yo", %a", a2", Koa", Va", ha", Hr2", 
Yea", He", "%a", Fr", a" and 
Y%,". Set-up package makes an 
attractive display in the show- 
case and gives added conven- 


ience to the user. 


STURDY DRILL SET No. S-8 > 
High Speed Steel Metal Drills. This set 


. 
Cad 


STURDY DRILL SET No. S-11 


High Speed Steel Metal! Drills. This set con- 
sists of 11 drills in sizes Vig", %2”, Ve”, 5 


Yio", Fo", Va", Ve, Ho", Va" and ¥%". 


2s 


Ren RED SHIELD SAYS: "Sturdy Drill Sets will increase your profit ; 


+ 


7 


Packaged for attractive display and eye-catch- 
ing appeal. 

Each set in an indexed container for correct 
size selection. Heavy cardboard with separate 
pocket for each drill protects cutting edges. 

Ideal for home workshops, farmers and 
mechanics. 


DETROIT * CHICAGO 


CLEVELAND 14, OHIO 


The short lengths are unusually sturdy—this 
means Jess breakage when used in portable 
hand tools. Made of finest High Speed Steel 
expertly heat treated to provide longer tool life. 
Display them prominently for increased sales 
and greater profit. Ask your wholesaler to 
supply them. 







* DALLAS « 


SAN FRANCISCO 








Carefully selected patterns in china and crystal are maintained in 
open stock. 


according to Mrs. Nora Schneider, 
manager of the department, calls 
for a positive, rather than a nega- 
tive solution. It calls for stock con- 
trol and sales policies that will 
move merchandise fast. 

A primary point in Mrs. 
Schneider’s merchandising formula 
is to always “keep one jump ahead 
of the customer.” To do this, the 
department must be able to con- 
sistently offer new things that the 
customer hasn’t seen before. 

The buyer must work at it con- 
tinually, and keep an open mind to 
all newly developed gift items and 
novelties. 

Mrs. Schneider and her sales- 
women also pay close attention to 
requests of customers for merchan- 
dise which they do not have in 
stock. Customers will often spot 
an item with good sales possibili- 
ties before the buyer, and will ask 
for it. In such cases Mrs. Schneider 
investigates the source and gener- 
ally orders it. 

A basic principle of giftware 
buying that she observes is to or- 
der in wide variety, but in small 
quantities. She is particularly care- 
ful on new items to order only a 
few of each, at least until she finds 
out how well they will sell. This 
prevents her stock from becoming 
overtaxed with slow moving items 
and enables her to order new items 
as they come along. 

In crystal and chinaware, Mrs. 
Schneider has found it worthwhile 
to carry a large variety in open 
stock. In chinaware, she main- 
tains over 20 patterns in open 
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stock. These patterns are stocked 
to sell in 53-piece, eight-place sets, 
or in just two-place starter sets. 
The starter sets are quite popu- 
lar, especially with young married 
couples or as wedding gifts.” When 
purchased as a wedding gift, the 
starter set is usually purchased by 
one customer and records are kept 
for subsequent purchases by other 
friends of the bride. Giftwares are 
similarly recorded in a bride’s book. 
In carrying open stock patterns 
it is necessary to violate the small 
quantity rule in ordering, Mrs. 
Schneider observes. The dealer 
must have sufficient stock in each of 
the open stock patterns to fill any 


normal demand made by customers, 

However, where patterns with 
wide popular appeal are chosen 
there is little risk. Mrs. Schneider 
watches the movement of her open 
stock patterns closely and when one 
of them starts to slip, it is discon- 
tinued. 


Open display is used throughout | 
the entire gift department to stim- | 
ulate leisurely browsing. At the | 


same time, Mrs. Schneider makes 
it a policy to suggest items to cus- 
tomers whom she knows are inter- 
ested in new things. 

She is particularly alert to the 
preferences of customers who do a 
lot of entertaining and always calls 
their attentions to new products. 
When a clever novelty is purchased 
by a hostess it seldom fails to de- 
velop repeat sales to guests at her 
party. 

The giftware department is one 
of the most successful ones of 
Washington Hardware & Furniture 
Co. The firm was established in 
1933 as a three-man venture and 
has since expanded to the point 
that it now requires 18 employees. 
It is owned and operated by W. R. 
Gravenslund and H. A. Linn. 

The giftware department occu- 


pies approximately one-third of the | 


main floor sales area, on the left- 
hand side of the store. It was ex- 
panded to its present size in a store 
modernization completed five years 
ago. 

Two full-time employees plus 
one part-time saleswoman staff the 
department. Mrs. Schneider, who 
manages the department, has sold 


giftwares for the past eight years. | 


What Is Your Volume in Electrical Supplies? 


(Continued from page 136) 


time-and-motion studies when set- 
ting up his wiring department. As 
originally set up, wire supplies 
were shown in several sections of 
the back room. With a steady in- 
crease in wiring sales, it became 
apparent that considerable time 
was being wasted in assembling 
materials for a sale. Mr. Coppin 
clocked himself, and discovered that 
it took him an hour and 20 minutes 
to get all of the necessary materials 
together for a typical wiring job. 

When he created the present set 
up in one small section of the back 
room, several time-saving improve- 
ments were made. Now the average 
order for a wiring installation can 
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be assembled in 25 minutes because 
little time is wasted in unnecessary 
moving from place to place in the 
display room. 

Spools of wire were, for example, 
placed in the order of their size so 
that a person assembling an order 
could learn after the first few visits 
where to find each desired size. An- 
other time-saver was placement of 
fittings and accessories in clearly 
labeled bins on either side of the 
wire cutting and assembling bench. 

At the same time care was given 
to place items most commonly de- 
manded closer to the bench than 
in the case of less frequently re- 
quired equipment. 
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3 are inter- DOUBLE X SCHALK’S TILE PASTE 
The best-known Floor Refin- In handy tubes with self-ap- 
lert to the isher in America! The original licator nozzle: seals cracks 
S who doa powder-type double-action com- around sinks, bathtubs, showers. 
ways calls pound that bleaches as it removes Water-proof; shrink-proof; dries 
’ products. varnish, shellac, wax, dirt, etc. white; stays flexible; can’t crack. 
purchased 1 ID. CANS... eesceceees List $ .85 5 OF. tube .....cccceeess List $ .75 
, i ee eee List 10.20 12 tubes per display ctn...List 9.00 
ails to de- OE: PIR osc avivescs List .29 4 display ctns. per case...List 36.00 LIQuip SAVABRUSH 
osts at her 12 pkgs. perdisplaycarton.List 3.48 
3 display cartons per case.List 10.44 Yes, a new formula pro- 
ent is one SCHALK’S PATCH PASTE by th — pb satan 
: e maker : 
| _ones of SAVABRUSH The modern spackling com- a cline caaiiee 
Furniture In the dictionary of most __. Pound: fills cracks, holes, brush cleaner. A Schalk Sure 
blished in Americans, Savabrush is THE joints in plaster, wallboard, wood. Seller: to restore hard paint 
word for brush-restorers. Best- Instant-ready; no mixing, no sizing, 
nture and ' ; brushes; as a brush-wash be- 
known, best-advertised, best mover! no sealing. In cans and tubes. 
the point ’ ’ page wae ws tween colors; as a brush- 
a List $ .25 OZ. TUDE... cccccvcces is é r ati 
employees. kgs. per display carton.List 3.00 12 tubes per display ctn...List 6.00 preserver after painting. Can 
12 pkgs. p play be used over and ! 
by W. R. 3 display cartons per case.List 9.00 4 display cartons per case.List 24.00 and over again: 
i = DOL. PRCEAEE. .....00css00s List 10 x wk * Sk eee List $ .60 
sin. 24 pkgs. perdisplaycarton.List 2.40 PL eee List .58 12 cans per case...List 7.20 
lent occu- 6 display cartons per case.List 14.40 48 cans per case......... List 27.84 B Quart COR... 0000 List 1.00 
* CE POR vis ccusnsenw List 98 12 cans per case...List 12.00 
iird of the 24 cans per case......... List 23.52 1 gallon can....... List 2.95 
| the left- ee eae List 1.70 6 cans per case....List 17.70 
t was ex- WAXOFF 12 cans per case......... List 20.40 
in a store The original wax remover in 
—nothing like it 
five ve powder form not ing 
—— in America! The new varnish is sure PETER PUTTER’S 
, to dry; the new wax is sure to shine. PLASTER PENCIL 
r ° . 
ees pies 9 oz. package............ List $ .39 The quick, modern way to fill 
staff the a eos per case..... a — fine-line cracks in plaster, wood- 
; 7 OZ. PACKAGE... ec eeese 1s . 
der, = 12 pkgs. per display carton.List 1.80 work, wallboard. 
has sold 6 display cartons per case.List 10.80 WN sins ccccsuoscecesd List $ .25 
rht vears. 12 pencils per display ctn..List 3.00 W | 
4 display ctns. per case...List 12.00 s 
SCHALK’S WOOD PUTTY 
4 The all-in-one “fixer-upper” SCHALK’S TILE CEMENT SAVABRUSH 
es: that’s easy to work; contains The cement professionals use ROLLER-CLEANER 
real wood; 101 uses.in home and sition 2 sage : 
rkshop! for crack-filling jobs in tile, Sitendtemndiiets 
workshop! . plaster, stucco, brick. Water-proof; itil nes —r on . . 
DM aesawcecexsmeorn List $ .39 dries white; stays tight. inc easing use of paint rollers, 
— ys cans per case......... ow “= nities List $ .29 here’s a, special Savabrush 
OZ. COM .cccccccscccece 1s ° © CON wcccccccccccces . . : F 
lecessary 12 cans per display carton.List 2.04 12 cans per display carton.List 3.48 formula (rich “y life peony 
ak 6 display cartons per case.List 12.24 4 display cartons per case.List 13.92 ing lanolin) in a special Roller 
‘e in the aaa List .50 Rinse Can. Savabrush Roller- 
12 cans per case......... List 6.00 Cleaner is simple as ABC: Just 
crape exce aint from 
ee SCHALK’S CRACK FILLER ax put se shake 
diggene ae (Water Putty) PETER PUTTER’S can vigorously; wash roller 
an order A “must” for home owners; SPOT REMOVER under faucet; wipe dry. Non- 
ad visits carpenters; electricians; plumbers; The scientific paste that inflammable, non-toxic! Here 
size. An- mechanics. Won't shrink, dries hard. removes grease, crayon, from wall is a greatly needed item... 
ment of SM OM iiiccicideviced List $ .35 paper, fabrics, painted surfaces. produced with skill and pack- 
12 cans per case......... List 4.20 j H 
clearly Ps MP siceetesesececs List Pi} er List $ .35 aged with showmanship. 
> of the 12 cans per display carton.List ~ 1.80 12 cans per display carton.List 4.20 1 quart CON.....00. List $ 1.25 
o bench 6 display cartons per case.List 10.80 3 display cartons per case.List 12.60 12 cans per case....List 15.00 
as given 
only de- 
ch than 
ntly re- 
S [ HALK C H E MICAL C 0 M PANY Factories: Los Angeles - Chicago 
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THREE FOR THREE 
IN 535° 


You have three 
chances to make 
a hit and sell 
every customer 
Sterling time- 
tested, Nationally- 
Advertised Paint Recanenes. 


[pt Hit 


NON - FLAMMA- 
BLE 5F5.. Safe, 
deep cutting .. No 
after wash. Re- 


moves all film from 
wood or metal with- 
out harm to mate- 
rial. ELIMINATES 


CS FRE HAZARD 


amd Hat | 


MUVIT SEMI- 
PASTE... Quick 
Specified 





ers 


PIN HAMM ARLE 
PAINT REMOVER 





acting .. 
for overheads, up- 
right and irregular 
surfaces . . Clings 
anywhere. Remains 


moist, dissolves 





coat after coat! 


mes Snd Hit 


om LIKKETY KUT... 
+ Specified for floors 





| or any flat service, 
- a popular paint re- 
; mover for contrac- 
_ tors seeking fast, 
I low-cost paint re- 
moval . . Specify 
Likkety Kut. 





STERLING'S complete, championship 
paint removal and brush cleaner team. 


Send for price list today. 


STERLING PAINT 
& VARNISH CO. 


157 Commercial St. Malden, Mass. 
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New Information 


Dear Sirs: 

I am interested in buying a hard- 
ware store, but nave had no previ- 
ous retail experience. {i have ob- 
tained from the Superintendent of 
Documents in Washington the 
booklet, “How to Establish and Op- 
erate a Retail Hardware Store.” 

This booklet does help a great 
deal, but all their charts, etc., are 
based on the 1939-1940 period. 
Since there has been much change 
since then, I would appreciate hav- 
ing any later literature which 
might be available. 

Very truly yours, 
Arnold I. Spitz 
Brooklyn, N. Y. 





Editor’s Note: That booklet, part 
of a post war series, has never 
been brought up to date. The latest 
statistics on the hardware trade 
are contained in the booklet en- 
titled, “The Hardware, Plumbing 
and Heating Equipment Trade,” 
Bulletin No. 3-13. This booklet is 
based on the 1948 Census and is 
available from the Superintendent 
of Documents, Washington, D. C., 
for 40¢. We are enclosing some 
additional material that may be of 
interest to you. You should also 
contact the National Retail Hard- 
ware Association, Indianapolis, 
Ind., for other valuable help. 

But let us suggest that before 
you get too deeply into the idea of 
a hardware store, that you discuss 
the problem with the wholesalers 
who will serve your area; it would 
also be extremely wise to visit 
some hardware stores and talk over 
the picture with the store owners. 

We think the hardware business 
is a good business, but it takes a 
lot of skill, business knowledge and 
hard work to make a go of it. You 
can lose money in hardware retail- 
ing, you know, just as you can in 
other lines of business. You'll find 
it well to move slowly and carefully 
in taking this important step. 


* * * 


Unhappy Salesclerk 


Dear Sir: 

We have read with interest the 
article, “A Letter to an Unhappy 
Salesclerk,” published in your Feb. 


5 issue. lf possible, we would 
greatly like to have 10 copies of 
this article for distribution to our 
salesmen. 

We feel that the article is ex- 
tremely well done both in approach 
to the reader and in its basic con- 
tent. 

Very truly yours, 
Donald A. Kloss 
Beck Supply Co., Inc., 
Columbus, Ohio 

Editor’s Note: We’re always glad 
to send tear sheets as long as our 
supply lasts. 


Why Futures 
Dear Sir: 

We would like to obtain 50 tear 
sheets of the article, “Why Buy 
Futures?” that appeared in the 
Nov. 27 issue. 

Very truly yours, 
Harold H. Levy 
Worth Hardware Co., 
New York, N. Y. 


Customer Convenience 





A cup of coffee has proved to be 
a stimulant both for store traffic 
and customers at the Builders Em- 
porium in Van Nuys, Calif. As 
soon as the weather turns cool, cus- 
tomers can avail themselves of a 
cup of coffee which is dispensed 
without charge from this dispenser. 
Ray Flood, store manager, stops 
to have a cup himself. 
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History Makes Copy 
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n approach ment. 


10 Years Ago Today— 


Larry Geisel, a popular 
American League umpire for 


— 

A. Kloss sixteen years, retired to en- 

ter private business. 

Today— ® 

iis It's easy to own the best! 
ways glad Get a new Maytag automatic 
mg as our washer now on our easy pay- 

ment plan, 


waRpware | TODAY'S MOST PROFITABLE HARDWARE FEATURES 


basic con- 


urs, 











AND APPLIANCE CO. 
. 25 West Main St. 
n 50 tear We Give S & H Green Stamps 
Why Buy AMERICANA 
d in the 
Best Hardware & Appliance Co., KNOB 
rs, 25 W. Main St., Cedar Rapids, with screws 
1. Levy lowa, tried the sports page of the — 





local newspaper as a spot to sell 
appliances. The small advertise- 
ment reported a sports event of aa 
25 years ago, and 10 years ago— 
then suggested that “Today—it's | 
easy to own the best!" by buying’ | 
a washer on the store's own easy 
payment plan. The firm reports 
that readership of these ads is 
high as is evidenced by comments 
of store visitors on these easy-to- AMERICANA 


read messages. “H” HINGE 


with screws 
#318—for %"' offset doors 
#319—for flush doors 






AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %"' offset deors 











HARDWARE HUMOR 
By Hardware Age 


AMERICANA 


DRAWER PULL 


with screws 
#394 





The hardware your cus- 


tomers are looking for : WRITE TODAY 
FOR COMPLETE CATALOG 




















1 to be ... the most popular line 

traffic you can feature! Every 
ors Em- “Americana” item 5 ¢ 
if. A is beautifully formed on | fom 
ol es in hammered steel MET AL pRODU ‘ 

‘a finished in “Star 5 klyn 17, N. *- 
's of a ee Brookly 

d Brite’ Black, An- ler street, 
pense 70 Butle 
" tique, Copper or i) 

ponser. We recommend the one with the Brushed Brass. 
an a a ee See Sold through wholesalers only 


get-at places.” 
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PROVED BEST SELLER! 





BURNS 





SERRATED EDGE | 


GRASS 
SHEARS 
[3 





NEVER NEED SHARPENING — Made 
with the famous Burns Serrated Edge 
that cuts quick and clean for years 
without sharpening. — 


FEATHERWEIGHT— Aluminum handles 
give ample strength with unbelievable 
lightness . . . only 9/2 0z. Also avail- 
able with malleable handles. 


WON'T TIRE ARM—Scientifically de- 
signed handles fit hand perfectly, com- 
bine with lightweight and quick cutting 
for unusual ease of use. 


CUTLERY STEEL BLADES — Tempered 
and ground for long life and efficient 
cutting. 


SAFETY LATCH—Simple, safe handle 
latch keeps shears closed when not in 
use, doesn't affect action. 
APRIL 1 DATING 
ON SHIPMENTS NOW 





BURNS MFG. CO., INC. 
Syracuse, N. Y. 








1638 


Toy Mowers Attract Children and Parents 








Toy mowers are used as "bait" near displays of lawnmowers and 

other lawn and garden equipment, by R. W. Williams, owner of the 

R & W Hardware Co., Nashville, Tenn. Mr. Williams gets double 

benefit from the toy mowers as they attract children, and in turn 
attract parents to the larger equipment. 


Sign Increases Paint Volume 


In a bid for more sales of paint 
in gallon containers L’Anse Hard- 
ware Co. in L’Anse, Mich., features 
the slogan, “Beauty by the Gallon,” 
in its attractive paint section. The 


6 & SITiSige Erez 


we 
poe 





lower portion of the wall display 
has graduated shelving on which 
only the large size cans are shown. 
Brushes, oils, scrapers, cleaning 
items and other related goods are 


RG FS fa 


peek bP 





The sign on the ledge of the paint department helps sell 
paint in large quantities. 
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| display 
m which 
e shown. 
cleaning 
oods are 





shown on island units near the wall 
displays. 

This neat display is used suc- 
cessfully as a tool in selling the 
“do-it-yourself” idea to homeown- 
ers. Emil Haanpaa, manager, 
and one of the store’s owners, says, 
“We always try to interest each 
customer in buying paint and re- 
lated items for more than one 
room or job at a time.” 





Have a Clean-Up Week 


Merchants at Elkhart, Ind., had 
a real Clean-Up, Paint-Up, Fix-Up 
week last spring when the retailers 
of the city presented the public 
with the following program: 

Sunday—Church Day: Attend 
the services of your Church. Clean- 
liness is next to Godliness was the 
theme. 

Monday—Vacant Lot Day: Clean 
them; plant garden plots, level off 
areas for playgrounds. 

Tuesday—Paint-Up, Safety, and 
Fire Prevention Day: Urge citizens 
to paint their properties. Start 
paint projects — houses, factories 
and stores. Check defective equip- 
ment and wiring. Remove rubbish. 

Wednesday—Repair, Modernize, 
Health Day: Start repair and mod- 
ernization projects; clean up breed- 
ing places for insects and rodents. 


Inspect condition of garbage cans. | 


Thursday—yYards, Alley, Street, 
Industrial Day: Clean yards, gut- 
ters, walks, alleys, and paint fences. 
Clean up vacant property around 
factories and business buildings. 

Friday—Pick-Up and Check-Up 
Day: See that all rubbish and dis- 
carded articles are properly dis- 


posed of. Recheck to insure accom- 


plishment of your objectives. 

Saturday—Plant-Up and Inspec- 
tion Day: Now the city is clean. 
Plant flowers, gardens, trees, and 
shrubs; then Make an inspection 
for health, safety, fire. Show civic 
pride. 





Mother's Day Promotion 


A Mother’s Day promotion held 
by the Mattoon, Ill., Chamber of 
Commerce was a success, attract- 
ing 1,000 mothers to a special the- 
atre party. Entertainment consist- 
ed of songs, jokes, quiz shows, and 
other interesting features. 

Numerous gifts, donated by local 
merchants, heightened interest in 
the program. The only thing worry- 
ing merchants now is where they 
can get a place large enough to 
house the larger group of mothers 
expected for the 1953 party. 
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LS. 

ae Set consists of: Heavy Aluminum 
chuck to take all Hi-Carbon Cad- 
mium Steel blades . . . No. 2 
Recessed; '/g" Diameter; 3/16" Di- 
ameter; '/," Diameter, all enclosed 
in two-tone amber handle. 


YOURS FOR 


Here's the Fuller a 
Hardware Week Spe- 
cial you called "ter- 
rific” . . . yours now 
for quick profits all year 
‘round! Yes, by popular 
demand Fuller is now fea- 
turing this proven seller as 
a regular special number. 










Sos 


\ e 


Regula ° 
R al $7.35 set 


now *1.. 


DEALER's cost *8 Doz. 















FREE DEALER 
MATS ARE AVAILABLE! 


JOBBERS: Write today for wide 
margin catalog sheets. 





3522 WEBSTER AVENUE NEW YORK 67 
BW orld’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co.. 105 Duane St., N.Y. 








DONALDSON 


KILLER 
KANE 





NO 
STOOPING, 
NO 


DIGGING 


Bulls-eye 
control of 
weed spray 


KILLS dandelion, plantain and other 
broad-leaved pests way down to the 
root tips. Just place point on weed... 
press lightly ... release... and meas- 
ured dose of spray (2,4-D or other 
weedicide) drenches weed. Use close 
to flowers, shrubs, without danger. 
Kills weeds as fast as you walk. One 
fill is enough for 1,000 weeds. Made 
of durable plastic and brass. Lasts for 
years. A sure-fire, fast-selling item. A 
Minnesota dealer sold 1200 in two 
weeks! Packed 6 in two-color, self- 
selling display carton. 
Suggested Retail, $1.98 
Slightly higher west of the Rockies, 


Ask your jobber 


DONALDSON COMPANY, INC. 
666 Pelham Bivd., St. Paul 14, Minn. 
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SAVES CLOVER! | 








ps sal Back Display Sells More sawes 





Wide mesh permits customers to view  daghoy from all parts of store 
and does not interfere with their noting other merchandise elsewhere 
in display room. 


No pun is intended when it is 
said that Gordon Whitney lures 
more business with anglers through 
use of an open back fishing lure 
display. Spoons, spinners and other 
lures may be seen from both ends 
of the store by use of a large sec- 


| tion of square wire poultry mesh 
| for their display atop a low tilted 


panel display unit. 

This unit gives customers a good 
opportunity to see and handle all of 
these items, is a deterrent to pil- 
ferage and permits all to look at 
or beyond the display from almost 
any part of the Whitney Hardware 


Youth’ Programs 


To encourage 4H boys and girls 
and FFA members to raise dairy 


| calves, the Norfolk (Neb.) Cham- 


ber of Commerce stages a Dairy 
Calf Show every year. Every en- 
trant is paid $1.00 for every calf 
he enters, and he also gets free 
meals and entertainment. Exhib- 
itors must be under 21 years of 


| age. 





Tomorrow's Customers 


Tomorrow’s customers are high 
school students. Acting on this 
premise, members of the Scotts- 
bluff, Neb., Chamber of Commerce 
make a practice of visiting high 
schools in the city’s trading area, 
sitting in on classes and assem- 
blies. 


store at 18019 Aurora Ave. in Seat- 


tle, Wash.—part of the Seattle- 
Everett highway. 

Mr. Whitney built all of his is- 
land fixtures quite low to permit 
easy visibility of all displays from 
practically all parts of the store. 
Built of pipe frame and square wire 
poultry mesh, this unit works well 
on top of one of the low islands. 

Each lure is hung on the mesh 
by a short length of wire, the fre 
end of which is twisted to form 
a hook. A similar type of support 
is used to display other items in 
the store’s windows. 


They also have lunch at the 
schoo] cafeteria so they can be- 
come better acquainted with the 
students. The program also in- 
cludes a talk by teachers to the 
business men on the problems of 
modern education. 


Whole Town Celebrates 


The biggest annual business 
promotion sponsored by the La 
Porte, Ind., Chamber of Commerce 
is its “La Porte Days.” Signs ad- 
vertising the event are placed on 
street light stands, and posters on 
barns throughout the country ad- 
vertise it. Special ads are pub- 
lished in the loca] newspapers. 
Ads have special “La Porte” bor- 
ders, and there are many spot 
announcements on local radio sta 
tions. 
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Qué 


HOLE CUTTER KIT 











ADJUSTABLE CUTTING 


EXPANSIVE BITS 


Cut any size hole % to 3” in 
soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 
Adjustment ° Self- 
Clearing Lead Screw. 


Colorful, new, 
plastic protective 
case contains two 
Clark adjustable 


Quuk 


ADJUSTABLE HOLE 
CUTTERS 


Cut holes % to 24%” 

in metal, wood, 

plastics * High- 

speed steel blade— 

stays sharp longer—cuts 
easier * Economical— 
one Clark tool replaces 
many fixed radius cutters. 


ADJUSTABLE CIRCLE 


Cuts 1% to 8” holes 
in sheet metal, 
wood or plastics. 
Combination drill 


Hole Cutters with pilot and 
a cutting range high-speed steel } 
of 5 to 24%”. cutting blade. G 


Order from your jobber or write 


Robert Clark Company 


9330 Santa Monica Blvd. ° 

















%4 INCH 
WHITE BLADE 


on the NEW CARLSON RULE 


It’s a real promising seller for all measuring needs... because 
it offers more. The new BIG CHIEF is especially designed for 
extended overhead and reach-in measurements. Its %4” wide 
blade has extra rigidity...extends farther horizontally and a 
full 10 feet overhead without buckling. The easy-to-read white 
blade automatically converts inches to feet at a glance. It’s a 
more useful rule...and you offer these additional CARLSON 
FEATURES that always spell more S-A-L-E-S: 
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Beverly Hills 2, Calif 


WIDE 10 FOOT 


* Double graduations in feet and inches 
* Ten second blade change 

* Easy-to-read crackproof white face 
Built-in automatic brake 

Easy-action swing-tip 


ORDER FROM YOUR JOBBER 


CARLSON & SULLIVAN, 


MONROVIA 








Produced under patents 2089209, 2510939, 2629180 


<<) Sf A Se ee oe By 


CUTTER 






°) 





Inc. 















If this Housing ever 
Breaks or Distorts we 
will replace it Free 


7 


“"RiGketD” means 
most service for 


your money! 


Only Genuine 





RibeiIb> 


PIPE WRENCHES 


assure you fast turnover and 
good steady profit 


Your customers are pre-sold on the wrench with that 
guarantee label on it, the one wrench that gives them 
the extra-easy work and extra durability that have 
made Rifai the world’s most popular pipe 
wrenches. 


Only ftt20D assures a hookjaw that always rides 
freely in the housing; adjusting nut that always 
spins easily to pipe size; replaceable alloy jaws that 
won’t slip or lock on pipe; handy pipe scale on hook- 
jaw; and safe stout comfort-grip I-beam handle. 


Sell genuine RIfAlID’s—it’s easy, and it pays! 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO 
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TITAN 


PICNIC GRILLS 


with 


DRAFT CHECK 


are your 


PROFIT LEADERS 


ye DRAFT CHECK opens for fast 
fire starting — closes for even 
cooking FLAMELESS heat. 


Saves charcoal. 


% LARGE 19” firebed cooks for 


a couple or a crowd. 


ye CONVERTIBLE GRILL becomes 


meat-turner in an instant. 


%& PORTABLE COMPACT. Detach- 
able legs and meat - turner 


grill fit neatly in handy car- 
rying case. 





% Flameless grills are the new- 
est big thing in outdoor cooking. 
Your customers will demand 
them because they provide tasty, 
mouthwatering meats every time. 
Ordinary vented grill burns too 
fast and too hot — burning the 
meat and losing the delicious 
jvices. Titan DRAFT CHECK gives 
you even, controlled heat for 
wonderful Flameless cooking. 
Now is the time to get ready for 
those picnic profits. Send today 
for full information and FREE 
copy of “How to Become an 
Expert Chef First Time.” 


Ns 4 
“a9 TITAN *:-: 


BUFFALO 10. N. Y. 
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Display—Compact and Neat for Hedge Shears 
‘The 4, i w. t 





Here's a counter-fixture that will display a maximum amount of 
hedge shears in a minimum of space on top of a counter. This unit, 
home-built by Potter's Hardware in Westwood Village, Los Angeles, 
is divided into 14 compartments which will accomodate from six to 
18 garden tools each. The unit, finished in a light green and con- 
structed entirely of wood, is 18 in. wide by 8 ft. long, and 14 in. high. 
Dowels at ends at top are used for decorative effect. 











HARDWARE HUMOR 
By Hardware Age 





ELECTRICAL 


























"Those eight hundred items we returned to the manufacturers 
weren't defective after all—the electricity was turned off." 
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STIR UP SALES 


with these durable, easier to use 
—- MIXING sows SETS 











3 
a KITCHEN 
MIXING BOWL SET TESTED 
SIZES 
-_ E  etaat maatettogae Popular 
pa ae Colors 





Here’s another deluxe quality staple that shoppers of nationally 


advertised Lustro-Ware will want for their kitchens. They’re tops 
for utility and durability. Wide flanged rims make them easier 
to hold and handle. 
Bowls are different 
colors, sets individually 
boxed with merchandis- 
ing display card; also 
in open stock. For cata- 
log write cor, Yreuca: Srremesi Lin 
COLUMBUS PLASTIC Guarodced by 


Columbus 4, Ohio nage 
Sovearysto 


PLASTIC HOUSEWARES 








a STREAM of profits 
SPRAY your way 
from FAUCET-QUEENS! 


a flick of the finger 
gives 


SPRAY OR STREAM 





AUN 
flexible type 
retails for 49 


Model “A FAUCET- QUEEN has 
flexible bellows-like neck for 
reaching every part of the sink. 
Has strainer & anti-splash fixture. 








regular model 


retails for 29¢ 


Regular model FAUCET-QUEEN 
has rigid-neck sprayer. Also 
strainer and anti-splasher. More 
than 22,000,000 sold! 





Easel-back display with 1 doz. 
assorted colors. $2.30 per doz. 


Order now from your jobber e 4} 


cer 
‘aucel A 
The Faucet-Queens, Inc. Good 


Prize-winning display with 1 doz. 
assorted colors. $3.90 per doz. 














Guaranteed by > 
Housekeeping 









aie! ORs Mies > 
119 W. Hubbard St., Chicago 10, Ill. 


HARDWARE AGE, MARCH 19, 1953 


Merchandise 
OXCO FLOOR SWEEPS 


this modern, profitable way! 


DISPLAYS 
AND STOCKS 
HANDLES 





SELLS 
SWEEPS— 
BY USE 
AND 
PROPER 
STYLE 


DISPLAYS 
SWEEPS 


STOCKS 

EXTRA 

SWEEPS 
@q- 


POPULAR 
SWEEPS 


VERY 
LITTLE 
FLOOR 
SPACE 
24" x 
13” 


Te ae 
pack AG =i) a 


Oxco 
FLOOR SWEEP DISPLAY No. 1 


Free yourself, and your clerks from old-fashioned selling— 
hunting around for the right size sweep; the proper handle; 
a box, etc. Oxco’s new display has everything you need, in 
one selling location, to make easy} time-saving sales of profit- 
able floor sweeps. 

You get in one shipping container, 18 floor sweeps and handles 
(4 popular Oxco styles) plus a free, sturdy metal rack that 
simply unfolds to set up. Of special help is a ‘Sweep Selector” 
Table on the colorful, eye-catching Sign. It tells which sweep 
to recommend, based on the type of floor surface and type of 
dirt to be moved. 

Placed in a high traffic spot, Oxco’s Floor Sweep Display No. 
1 excites new customer interest in floor sweeps—a staple pur- 
chase your customers often forget to pick up. Sales are sure 
to jump. 

Order your Display No. 1 now from your nearest 
Jobber. Catalog literature available on request. 
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BLOCK TEST PROVES 
AMAZING A/F* OF 


ISEAL 


CAULKING COMPOUND 


CEEGOMOTESECEORECEEOOSERIRTISER OGRE ISM 


*A/F—Adhesion and Flexibility 

This block is made from two pieces of 
hardwood with bevelled edges, fastened 
to a piece of plywood to form a joint 
which is caulked with FLEXISEAL. 


Cepecansrseseteseterenar 





To demonstrate the terrific adhesion 
and flexibility of FLEXISEAL CAULK- 
ING COMPOUND under expansion and 
contraction found in normal building 
construction, the block is flexed by 
hand. For the illustration above, how- 
ever, the block was bent mechanically to 
spread the joint a full 3/16”. Note that 
even under such extreme stress, FLEXI- 
SEAL CAULKING COMPOUND main- 
tains a tight seal and does not pull away, 
crack or craze! 

FLEXISEAL CAULKING COM- 
POUND does not dry out or harden in 
storage or on the job. It sets up quickly 
and forms a tight, tough seal. Elasticity 
of its rubbery surface-skin lasts and lasts 
and lasts. 

A good caulking job depends on a 
good caulking compound to protect 
against moisture damage and heat loss. 
Stock and recommend FLEXISEAL 
CAULKING COMPOUND to maintain 
customer confidence. Assure yourself of 
many repeat sales! 






Order FLEXISEAL CAULKING 
COMPOUND from your jobber; 
or write the factory for full in- 
formation and prices on all FLEXI- 
SEAL Products. 


LANDEN PUTTY WORKS, inc. 
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$800 Profit in Keys 





Claude Miller at key-cutting machine and display of key blanks on 
a 15 x 8-in. table. 


“What about duplicate keys?” 

Because each employee of Five 
Points Hardware at 1926 11th Ave. 
S. in Birmingham, Ala., asks this 
question, the firm makes an $800 
profit in duplicating keys. 

The store charges 30¢ for the 
first key and 25¢ for each addi- 
tional one. In one year the firm 


Uses Reprints to Send 


Own Message 


Folded reprints of manufactur- 
ers’ ads are used as mailing pieces 
by Erickson Bros., Bellevue, Wash., 
hardware dealers, to tie their mes- 
sages to those of the manufacturer. 
Mailed to box holders in its trad- 
ing area the address side indicates 
the name of the hardware firm and 
its location. Half of the outer fold 
shows in green ink part of the ex- 
tensive list of rental items offered. 

A recent mailing, on a_ paint 
manufacturer’s reprint, had the 
heading: For rent — tools to save 
you money. The firm’s address and 
phone number were indicated. 

The mailing piece listing includ- 
ed water pumps, floor sanders, elec- 
tric drills, power saws, lawn rollers, 
fertilizer spreaders and house jacks. 


found that one of every three cus- 
tomers asked, “What about dupli- 
cate keys,’ would buy one, accord- 
ing to Gordon Cleage, owner. 

A sign over the key cutting ma- 
chine shows the price for two keys. 
As a result few people confine their 
purchases to but a single duplicate 
key. 


Other items were chain hoists, 
paint spray guns, belt sanders, floor 
waxers, wallpaper trimmers, pipe 
dies and staplers. 





Retailers Go to School 


In order to improve service to 
customers, the business men of 
Hamilton, Ohio, through their 
Chamber of Commerce, hold retail 
trade council luncheons at which 
experts from the state department 
of education discuss better retail- 
ing methods. 

The local high school system co- 
operates in securing speakers, train- 
ing movies, etc. This gives the 
merchants an opportunity to learn 
what their schools are teaching stu- 
dents about retailing, and also a 
chance to improve their own tech- 
niques. 
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TO WIRE 











Order through Your Jobber or write $98 
us for Your nearest Distributor 


DUTTON-LAINSON CO., Mfg. Div., Dept. 31, Hastings, Nebr. 





Unconditionally 
GUARANTEED! 





Nationally Advertised . . more than 
60,000 Golden Rods sold to date! 
Sell the Golden Rod Fence Stretcher on a 
“Satisfaction or Your Money Back” guar- 
antee. Sell more fencing,.make more friends 
and bigger profits this year! 

The Golden Rod has powerful, easy-to- 
operate mechanical “dogs” on strong hooks; 
grips any kind of wire—never slips! 

Rugged main bar, 1%” wide by %” 
thick; full 24” ratchet action. Ideal for 
drawing and holding both wire-ends for 
splicing—faster! Wt., 8 lbs. Pulls half a ton! 


RETAIL 


WRIGHT 


HEXAGONAL NET- 
TING . . . high stand- 
ard of the industry .. . 
evenly ‘woven . . . per- 
fectly straight selvage 
.. . heavily galvanized 
with gleaming finish. 
This popular product is 
readily identified by 
the famous colorful 


rooster label. 
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. orgy tage A yore el Show me how the Hurricane line 
| Kansas City 8, Missouri | 
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| Address 









HURRICANE 
SENIOR 
A powerful 20” 
mower for the 
exacting care of 
big estate and 
suburban lawns. 


HURRICANE PAINTS THE PRETTIEST PROFIT 
PICTURE IN THE POWER-MOWER FIELD! 


Learn the Art of Extra Earnings 
with the Quality Hurricane Line! 


Jobbers! Dealers! Here’s the power-mower line you've 
always hoped to handle. Hurricanes not only move fast 
to build heavy sales volume, but they stay sold! Com- 
plaints, kickbacks, or adjustments are a thing of the 
past when you feature the quality Hurricane line. 


If you want a power-mower line that will let you out- 
sell anything on the market —if you want more satis- 
fied customers and fewer inventory headaches, take on 
Hurricane. Send the coupon below for complete details 
on the Hurricane success story. 








HURRICANE JUNIOR HURRICANE GLIDER 

18” replica of the big Hur- The economy model. 2 h.p. 
ricane. Trim, lightweight — engine — 18” cutting swath. 
for medium-sized lawns. Top quality — budget priced. 





Why Critics Hail Hurricane As A Mower Masterpi 
@ 4-cycle, 2 h.p. engine @ automatic governor @ full-floating 
friction drive @ adjustable cutting height — 12” to 342 @ four 
large, equal-diameter wheels 





Parts and Service Are Big Business, Too 
You can profit by keeping Hurricanes up-to-date. Genuine 
Hurricane parts always available, shipped the 
day order is received. Every new improve- 


Wigaltaelit> ment fits any machine — from a 


1946 to the latest modell 
ROTARY POWER MOWERS 







ee ee eC 1 





can make me more mower money. 


























$2,500 in Work Clothes 


Work clothes get limited display 
in an obscure corner in some hard- 
ware stores. But due to good dis- 
play on their own special fixture 
they are an important line at the 
Gardner-Johnston hardware store 
on Lorain Road in North Olmsted, 
Ohio. The firm caters to farmers 
and week-end farmers. 

At Johnston’s store — not far 
from the terminus of a bus line 
connecting with downtown Cleve- 
land — work clothes volume ac- 
counts for more than $2,500 each 
year. The line, which has just re- 
cently been supplemented with a 
brand of work clothes enjoying 
nation-wide advertising and ac- 
ceptance, appeals to young and old. 

A 13-ft long display unit—with 


176 


Work clothes sec- 
tion designed to 
display variety 
of items and to 
encourage self. 
service. 


Suburban store depends on good lines, prominently 


displayed, to do a 12-month sales job 


composition tile topped set-back 
shelving most of the way, and 
three tiers of set-back bins on the 
other end—features dungarees, 
shirts, caps, work sox, work shoes, 
sneakers and some items which are 
usable as either work clothes or 
leisure attire. 


Serves 20 Square Miles 


The firm’s store serves a dis- 
trict which encompasses a trading 
area of about 20 square miles with 
more than 10,000 inhabitants. 
Semi-rural, the area has farms, 
new home developments and resi- 
dences being built by their own 
future occupants. 

Within the Cleveland commuting 


on work clothes 


area, North Olmsted is the home 
of many white collar workers, de- 
fense plant workers and Cleveland 
business house executives. 

It is not unusual for the pur- 
chase of dungarees by a young mar- 
ried couple to result in such a 
clamor from their youngsters that 
the entire family must be s0 
equipped before the group attempts 
to leave the store. 

Demand is particularly good for 
work shirts and jackets at $4.98 
and dungarees in a variety of 
grades at $3.49 and up. 

The work clothes display is near 
the paint department— a location 
that builds numerous impulse sales 
for both sections. Other impulse 
sales are made from a dog goods 
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THE BEST FOR YOu 

















QUALITY APPEAL WITH A PRICE THAT SELLS 


ALL-HARDWOOD FOLDING CHAIR 
Durable and appealing extra seating; 
won't tilt, pinch or snag. Folds absolute- 
ly flat, stores easily. Smooth finished in 
natural or stained varnish or colors, and 
in three sizes—regular, intermediate and 
junior. Priced right 





FOLDING LAWN FURNITURE 

Colorful, attractive, comfortable—with 
or without arms—varnished or colored 
frames. Also in junior sizes. Available 
in various combinations of colored 
frames and covers. 





NO. 35 “DECK” CHAIR 


“The kind.movie directors use’’—and 
many of these are in Hollywood. They 
are popular everywhere, though, and 
will sell for you. Excellent hardwood 
frames varnished, colored or white; 
covers solid color 18.62 oz. double- 
filled duck. 





PEERLESS CAMP COTS 

Over 100,000 satisfied customers year- 
ly have proved the worth of Tucker’s 
line of strong, well-built, hardwood- 
frame canvas cots. Quick sellers, profit 
makers. 











RECLINING FOLDING CHAIR 
Substantial, comfortable, eye-appeal- 
ing; adjustable to three positions; 
reinforced for heavy-weights; folds 
compactly. Varnished or colored frames 
with striped cover; white frame with 
solid cover. A good item. 











Write for Catalog and Prices 


UCKER, 


DUCK AND RUBBER CO. 
FT. SMITH, ARK. 
OTHER LINES INCLUDE: Tents, Tarps, Covers, Hammocks, Junior 


Furniture, Specialties. 
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Wherever they pLay BALL— 





ficial 
AMERICAN FAST BALL 
u 








OFFICIAL 
Little League 
Cal A Sto PRES. } 


Nay” 


ALSO A 

COMPLETE 

LINE OF 
OFFICIAL 
LEAGUE 
SOFTBALLS 





You'll have a steady repeat business 
if you recommend Springfield Ofh- 
cial League Baseballs. Regulation in 
every respect, the standard of play 
for years in organized leagues, 
schools and sandlot baseball. Per- 
fect balance, cushion cork centers, 
full yarn wound, scuff resistant, gen- 
uine alum-tanned horsehide covers, 
hand-stitched with 5-strand waxed 
thread. Built to take punishment. 


The Springfield Official American 
Fast Ball League Softball is the only 
officially adopted ball of the Ameri- 
can Fastball League. 


Springfield’s Little League Baseballs 
are officially approved, bear the sig- 
nature of Carl E. Stotz, League 
President. Tell and sell the League 
and team managers in your city! 


Wood Baseball Shoes re- 
flect the superb work- 
manship learned from 90 
years of manufacturing 
athletic footwear. Every 
one, from the profession- 
ally-preferred Blueback 
Kangaroo to the Little 
League with rubber 
cleats, is designed for fit, 
lightness and durability. 
Models in every price 
range to attract every 
buyer. 


Torrington, Connecticut 


Since 1826 





UNION HARDWARE CO. Boeristot HORTON, INC. RAIN-BEAU PRODUCTS CO. 
§ JOSEPH T. WOOD Co. 


THE SPRINGFIELD CO. 





THE T. H. WOOD CO. 


For NEW 1953 


Catalog 
Mail coupon to: 





PP eK ee eee eee anes eeenne 





SEALAND, inc., Torrington, Conn. 


Please send me the 1953 catalog for Springfield Softballs, 
Baseballs, and Joseph T. Wood Baseball Shoes. 
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WOOD CHISELS 


All the chisels you need 


mounted on one aftractive 


3-color display board 


@ Made of finest Eskil- 
stuna, Sweden, char- 
coal steel... recog- 
nized for unexcelled 
quality the world over. 


A practical assortment, display- 
mounted to step up impulse 
buying. 


@ Fitted with Vaco break-proof, 
hammer-proof plastic handles 
for instant consumer accept- 
ance. 


@ Easily visible, individual self- 
service prices to increase your 
profits! 


Includes 2 each of these sizes: 
Yu" %” Y” HH” %”" %” 
%"” 1%" 2” 

Available with Legs for Counter Use 
For Complete Details, Write to: 





SARS 


AE eee eee gape Gace: 

















display located just opposite one 
end of the unit. 

In the work clothes section, the 
firm also displays a well known 
line of dyes and tints, boy’s flan- 
nel, corduroy and sweat shirts and 


Needed Items Kept 


-_ 





there is even a line of baby pants, 
Compact though it is, this de- 
partment is its own display and 
storage unit, overstock for much 
of the section being kept under 
the lower display shelf. 


Near at Hand 





To speed customer service, Bill Bacon, Brooks Hardware Co., Besse- 
mer, Ala., stocks items that are frequently called for under the 


service counter. 


Here are wallpaper paste in one to five pound 


bags, putty, turpentine, household, staging and express twine, and 
air rifle shot. 





- -} " oe 
fe iis Rd - 
‘pe \ ' 


: a iL, 


When Guffin Hardware & Supply at 240 


Island Display Increased 


Sales 


og 3g 





- & 
es. - 





é 





7 N. Broadway, in Los 


Angeles moved its galvanized ware display from a ledge location 

to this island, sales showed a sharp increase. The firm's entire stock 

of this merchandise is shown on the unit and now makes up to 10 
turnovers a year. 
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Simple Ideas Speed 
Sales, Service 


Two simple, inexpensive ideas 
help Jax Seed & Hardware Co. at 
1916 Ave. E. in Ensley, Ala., to 
speed service and increase sales. 
Jack Callaway, owner of the store, 
which does a volume in excess of 
$150,000 in a year, has an unusual 
display panel to feature wire 
fencing and related lines and a 
stock-room entrance sign inviting 
people to look at what he terms, 
“warehouse values.” 

The 5x10-ft. display panel shows 
all sizes of wire fencing and re- 
lated goods offered by the firm— 
everything from hardware cloth to 
diamond-mesh wire—and helps 
salesmen make sales in one-third 
of the time. Mr. Callaway esti- 
mates that this panel helps save 
100 man-hours each spring. 

On the inner side of a stock-room 
door, left open most of the time, 
are several large-size signs listing 
what the firm terms as “warehouse 
values.” The sign lists bulky items 
including buckets, roll roofing, ply- 
wood, sheet rock, aluminum roofing, 
field fence and poultry netting. 

The wire fencing display panel 
saves the time of salesman and cus- 
tomer and helps encourage the sale 
of related or tie-in goods. 

Numerous sales are made direct- 
ly from the panel display, located 
next to the paint department. Ac- 
companying signs give length of 
roll, price per roll, widths stocked 
and the price per foot. 

While saving time in the making 
of fencing saies the sales clerks 
have also found time to suggest the 
purchase of hinges, staples, nails, 
hand tools and a wide variety of 
other hardware items. 





HARDWARE HUMOR 
By Hardware Age 
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nt change it” 


CRETE, 
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/ You have the ELT and SAY —5 


on the Market/" 


Barented tension catch 


at sill holds Keystone Screen secu- 
rely in place. Just turn knob to ad- 


* just for proper permanent setting. 





Liclusive tree teating oll bar 


assures snug fit at bottom... adjusts 


screen to uneven or off-level sill. 







\ a. 





iFeystone 
atuminum TENSION screens 


Growing demand for 

Keystone Aluminum 

Tension Screens has re- 

sulted in thousands of installa- 

tions throughout the nation—and 

our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘‘Don’t change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to cut screening costs, 
reduce maintenance and add conventence to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 
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& 
SALES DOOR 


swings open 
for YOU 
























































SURFACE 


Get your share of profitable 
screen door hinge sales 


Year after year hinges are sold for 
new screen doors and for replace- 
ment. It's a big, never-ending business. 
You can build customer satisfaction 
when you supply Shelby Adjustable 
Screen Door Hinges, either full or 
half surface. Easily adjustable spring 
tension keeps light doors closed and 
flies out. They're fast sellers for real 
profits. 

It's time, NOW, to order your sea- 
son's stock from your jobber. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


SCREEN DOOR HINGES 
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An otherwise dark area at Tower Hardware in Milwaukee, was 
brightened with this shadow box display built by Philip Ditchen, 
operator of the store. Devoted chiefly to gift items of interest to 
women the unit cod apr glass front and top with glass shelving. 


It is finished in a sha 


e of dark green and equipped with fluorescent 


lighting. 





Offers Manufacturers Tips on Dealers’ Aids 


Millions of dollars worth of dis- 
plays and other sales aids prepared 
by manufacturers for retailers’ use 
which end up in the rubbish barrel 
because they are not adapted to 
dealers’ needs represent a “huge 
economic waste,” states J. Gordon 
Dakins, executive vice president 
and treasurer of the National Retail 
Dry Goods Association. 

Manufacturets can correct this 
condition by observing a few sim- 
ple rules, Daikins told a sales clinic 
sponsored by the National Associa- 
tion of Manufacturers: 

His suggestions were: 

Stores are purchasing agents for 
consumers and consumers — not 
manufacturers — are their bosses. 
Put yourself in that frame of mind 
and you’ll write better advertising 
for them. 

Think of the different store types. 
Keep aids sufficiently flexible for 
any store type to use. 

Give stores fact sheets about the 
merchandise. Most stores want sel- 
ling information, specific details, 
and uses of the product. Usually 
stores can do their own advertising 
job if these simple tools are pro- 
vided. 

Give stores selling instructions 


for their salespeople. Detailed in-’ 


formation on how to sell is gener- 
ally very much appreciated by the 
retailer. 

Give stores good artwork. Don’t 
surprint your name on the art. Most 
stores don’t use art that way. 

Give complete mats to smaller 
stores. The smaller stores with one- 
man advertising departments need 
and will use well conceived, com- 
plete advertising. They need mats 
of advertising that are not too 
large. The mats should be flexible 
so that some stores can lift out the 
cut and reset the text to conform 
to its own layout and typographical 
styles. 

Have retail advertising look like 
store advertising. Many dealer helps 
are only remakes of national cam- 
paigns. 

Give the advertising store iden- 


tity. Headlines should be planned§ 
to include the store’s name. Copy @ 


should be written so it sounds like 
the store, not the manufacturer. 


Include reproductions of other 4 


store advertising where possible. 
Stores like to know how other suc- 
cessful retailers promoted the mer- 
chandise. Show them typical ex- 
amples. 
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graphical Fingerprints wipe right off! No more lost sales from rusted blades! 
No more loss from dampness or salt air! No more customer comebacks! 


| Emcime 









ATKINS 


W 7 1 | 
Siler Steel 


«Ao ATKINS ES 


Atkins Saw Division, Borg-Warner Corporation » Successor to E.C. Atkins and Company + Indianapolis 9, Indiana 





Watch Em Stop 





DURA BILT 


POWER WOOD BITS 

























Put the handsome Dura-Bilt 
counter display near your power 
tools and see how your customers 
gather ‘round. 

Dura-Bilt’s precision-engineered 
cutting heads bore clean, smooth, 
and up to 50% faster than many 
conventional power wood bits — 
bore at any angle, too. Forged of 
finest quality Swedish tool steel 
in ALL sizes from %” to 2”... fit 
ALL electric drills and drill presses. 
more efficient design 
permits Dura-Bilt’s amazingly lower 
price — as low as HALF THE PRICE 
of other top-quality bits — only 
$4.40 list per set of 6! 


NEW 

By COUNTER DISPLAY UNIT 
1 Neat,compact, eye-catching. 
Illustrated: No. 600 (104 
pieces in FREE display unit). 
Also available in No. 610 
(37 pieces in FREE display), 
in boxed kits (6 pieces) and 
plastic roll-up kits (4, 6, 9 
pieces). 


FROM YOUR WHOLESALER 
Write for FREE Catalog 00 


DURA-BILT 


TOOL COMPANY, INC. 
NATICK, MASSACHUSETTS 


Simpler, 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 
Price Controls Lifted from Major Appliances; 


Recent removal of price controls 


| from most major household appli- 
| ances permitted ceilings to remain 


on builders’ hardware, certain 


| chemicals, and a variety of items in 


| will 
| hardware, 


sumer 


| the machinery field. 

Major appliances placed on the 
PPR vnc med list on March 5 were re- 
frigerators, ranges, home and farm 
freezers, dishwashers, and clothes 
washers, driers, and ironers. 

By the time this issue is in the 
mails it is believed price ceilings 
be removed from_ builders’ 
and other hardware 
items except nails, tacks and some 
other mill items. 

The decontrol action, fifth in a 
series issued by OPS since early 
February, affected 10 pct of the 
weights assigned items in the Con- 
Price Index. Price Stabi- 


| lizer Joseph Freehill estimated the 


tota! annual sales of these goods 
as $25 billion worth. 

According to OPS, prices “prob- 
ably” will rise on auto parts and 
some appliances and services. Ap- 
pliance manufacturers reportedly 
have indicated that higher costs of 
copper, decontrolled earlier, may 
necessitate similar boosts in the 
costs of finished products. 

At the White House level, the be- 
lief is that manufacturers and sell- 
ers will make no hasty effort to 
capitalize on the ending of price 
controls. President Eisenhower re- 
cently praised U. S. business for 
what he defined as admirable re- 
straint in the current situation. 

Principal materials and services 
still under price control following 
the action were: 

Chemicals: Industrial organic 
and inorganic chemicals (including 
plastic materials) ; gum and wood 
chemicals; fertilizers (except natu- 
ral) ; essential oils; glue and gela- 
tin; bone black, carbon black, and 


| lamp black; compressed and lique- 


Builders' Hardware Ceilings May Be Dropped 


fied gases; insecticides and fungi- 


cides; miscellaneous chemicals. 
Petroleum products: No. 2 heat- 
ing oil. 
Building materials: Humidi- 


fiers; all sheet metal building prod- 
ucts; metallic insulating materials; 


cast-iron soil pipe; fire-fighting 
equipment, including hose, pipe 
fittings, hydrants, etc.; plumbing 


and heating equipment; industrial 
and commercial refrigeration and 


air-conditioning equipment; steel 
kitchen cabinets (built-in); hard- 
ware. 

Metal and metal products: Cer- 
tain nonferrous metals and non- 


metallic minterals; basic iron and 
steel products; pipe; tin cans; fab- 
ricated structural steel and orna- 
mental metal work; metal doors, 
sash, frames, molding, and trim; 
power boilers, smoke stacks, and 
other boiler-shop products; lighting 
fixtures; nails and spikes; metal 
shipping barrels, drums, kegs, and 
pails. 


Machinery and related products: 
Engines and turbines; machine 
tools and machine tool accessories; 
special industry machinery (except 
cotton ginning, textile, food prod- 
ucts, and rolling mill machinery) ; 
pumps and compressors; mechani- 
cal power transmission equipment; 
communication equipment (except 
radio and television receivers) ; 
storage batteries; industrial x-ray 
equipment; laboratory, scientific, 
and engineering instruments; 
valves and fittings; tools, dies, jigs, 
and fixtures; gaskets; electrical 
machinery, apparatus, and supplies 
(except conduit and pole-line hard- 


ware; molds and patterns; abra- 
sive products. 

Consumer durable goods: Food 
waste disposers; hot water heat- 
ers. 

Services: Fabricating structural 
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does RED BRAND fence make more profits 
Se -— 
es; —FOR DEALERS? 
ed Eneh yr h& 
a A+} ’ FIRST... because the constantly increasing demand 
a eis gece : by farmers for RED BRAND fence makes it a fast- 
a turnover, steady-profit item for them. 
—7 “oe SECOND... because Keystone is continually building 
a t the sales potential of dealers through RADIO BROAD- 
a 5 ae CASTS, two and three times weekly—and through 
Pre 4 STATE and NATIONAL FARM MAGAZINES. 
ling prod- x " 
pdt: > ed. "e THIRD... because Keystone’s extensive program of 
‘e-fighting Was = RED BRAND Practical Land Use merchandising, helps 
ose, pipe he these dealers to sell not only RED BRAND fence, but, 
plumbing Ge helps them to increase the net profits from all other 
industrial N\ 2. = parts of their business, as well. 
ation and i A) 
nt; steel : 
1); hard- —FOR FARMERS? 
Farmers prefer and use more RED BRAND fence be- 
ts: Cer- cause it gives them a longer-lasting, more economical 
and non- fence value for their money. The savings they realize 
olan = mean more profits for them in the long run. 
ans; fab- 
nd sos: Farmers know that Keystone manufactures RED 
al doors, BRAND in their own mills with the right amount of 
ad trim; copper in the steel wire to protect it from rust. They 
cks, and also know that Keystone “Galvanneals’”” RED BRAND 
lighting for added protection against rust and corrosion. This 
$s; metal double rust protection makes it a better fence buy for 
egs, and D bit them. That’s why farmers insist on RED BRAND 
fence—why dealers sell more of it, year after year. 
int Then, too, farmers know, through the Broadcasts, 
jomnitnc = Magazines and direct mail, that the way to get the in- 
“(except formation about how Practical Land Use can increase 
1d prod- their incomes is to see their RED BRAND dealers. 
ninery) ; 
nechani- 
ipment; 
(except a 
eiver's) ; { i _. 
al x-ray _. ~ of 
sientifie, rT] . 1 | y, 
iments; seuuege 3 AO fl f, f 
es, jigs, ~ ‘oe y \ 
lectrical ers ai AY hh ; \ 
supplies = | wy , | 
e cue oe AD 2 | 
; abra- 
WRITE FOR THE RED BRAND PRACTICAL LAND USE “PACKAGE” 
Food PROMOTION PLAN. IT TELLS YOU HOW TO INCREASE YOUR PROFITS 
er THROUGH HELPING FARMERS INCREASE THEIR INCOMES. 
r 2at- 
KEYSTONE STEEL & WIRE COMPANY Peoria 7, Illinois 
uctural -RED BRAND fence * Non-Climbable fence * Ornamental fence * Corn-Cribbing * Nails * Gates * Keystone Poultry Netting 
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Take your pick as to 
MATERIAL— 
steel, die cast, 
brass or bronze 


Take your pick of any 
Sielalelolae| 
FINISH 


Ajax has just what 
you want. 


In Fact... 


AJAX has the 
price! 

AJAX has the 
quality ! 
AJAX has the 


packaging! 
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| Ask your wholesaler 
I for complete informa- 
tion—or write for our 


interesting booklet. 


TSAXK 


HARDWARE OF PRESTIGE 


AJAX HARDWARE MFG. CORP. 
4351 Valley Blvd 


Los Angeles 32, California 
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steel, ornamental iron and vessel 
shop products for field assembly or 
erection. 


Bolts, Nuts, Screen 
Cloth Decontrolled 


A recent OPS decontrol action, 
eliminating price ceilings for cop- 
per and aluminum, removed ceil- 
ings from bolts, nuts, screws, 
rivets (but not wire nails or 
brads), mechanical precision 
springs, metal stampings, and 
screw machine products. 

Also decontrolled was screen 
cloth, including insect, hardware, 
strainer, and all other woven wire 
products made from copper or 
aluminum. 

Removal of ceilings on copper 
and aluminum metals, ores, con- 
centrates and mill products at all 
levels of production and distribu- 
tion leaves steel as the only major 
metal still under price control. 


Weigh Tax Bonus For 
Self-Retirement Plans 


Increasing support for bills au- 
thorizing tax-deductible retirement 
plans for self-employed persons 
continues to build on the House side 
of the Capitol’ Senate attitude, 
however, is more cautious. A “wait- 
and-see” approach sums up the 
Finance Committee’s current re- 
action. 

To all self-employed persons, the 
two pending bills on the subject are 
probably the most important ones 
to be acted upon by the present 
Congress. 

Sponsored by Reps. Thomas A. 
Jenkins, R., O., and Eugene J. 
Keogh, D., N. Y., the bills would, in 
effect, permit self-employed persons 
to set up retirement plans with the 
same tax deductible privileges as 
approved employee pension plans 
now have. 

As the bills now stand, an eligible 
taxpayer would have the choice 
of purchasing a retirement annuity 
contract from an insurance com- 


pany or putting his money into a 
trust fund established by a “bona 
fide agricultural, labor, business, 
industrial, or professional associa- 
tion or similar organization for the 
exclusive benefit of its participating 
members.” 

Public hearings on the Jenkins 
and Keogh bills are unofficially 
slated to get under way within the 
next 60 days. Extent of interest by 
businessmen in the House hearings 
will largely determine the urgency 
—or lack of it—of Senate action. 


Military Draft Will 
Stay at Present Rate 


Impact of the draft upon indus- 
try and education is now officially 
slated to remain at the present rate 
—about 50,000 men per month— 
until May 1. The Army has re- 
ceived Defense Department ap- 
proval to draft about 53,000 men in 
April, but the Air Force, Navy and 
Marine Corps will continue to fill 
their ranks with volunteers. 

The April call-up will bring to 
1,361,480 the number of men 
drafted since the outbreak of the 
Korean War. 

Defense Department officials say 
draft calls for the Army probably 
will continue at the same rate—or 
even higher—during the next few 
months because of the need for re- 
placing draftees whose terms of 
service will expire soon. 


Price Ceiling Records 
Must Be Retained 


Price Stabilizer Joseph H. Free- 
hill has cautioned against prema- 
ture disposal of business records 
required under the price control 
program. 

Mr. Freehill said that as price 
control regulations are revoked, 
affected businessmen need not 
maintain records concerning trans- 
actions entered into after the ef- 
fective date of the decontro] ac- 
tion. However, they must preserve 
for specified periods of time, what- 
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REPUBLIC UPSON 
BOLTS AND NUTS 


Easy to assemble...easy to take apart— 
and maximum thread area in perfect con- 
tact to assure uniform, lasting grip. 


More than 20,000 types, sizes and shapes 
of Republic Upson Bolts and Nuts have 
been designed and engineered to give peak 
performance during and after assembly. 


Millions of these top-quality fasteners, 
in countless applications throughout the 
world, testify to their many advantages. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO ¢ GADSDEN, ALABAMA 

Export Department: Chrysler Bldg., New York 17, N.Y. 
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YOUR CUSTOMERS asked us to make 
this outstanding new product... .. BE 
AMONG THE FIRST TO FEATURE IT! 


For several years we've made “PEG-BOARD" equipment 
for display use—and durjng that time hundreds of people 
have written to request smaller pieces for household use. 
We conducted a survey . . . and found that 93% of the 
women and 87% of the men want the “PEG-BOARD" 
Hook Rack for one or more rooms of their homes! So 
here it is! The Hook Rack is 20x23 inches of gleaming 
white perforated hardboard with 24 instantly interchange- 
able hooks and 4 spring clips. Feature and share in the 
profit of what is destined to be the HOTTEST new house- 
wares item for years to come. 


EASY-TO-STOCK, 
EASY-TO-SELL 
DISPLAY PACKAGE. 


$398 


retail 
Packed 12 to a carton| {4 E Mah 





WRITE TODAY 


for complete information 
including prices and name 
of your nearest distributor. 


B. B. BUTLER MFG. CO. INC. 
3149 Randolph St., Bellwood, Ill. 
. 


Choice territories still open for 
HOUSEWARES DISTRIBUTORS! 
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ever records they were required to 
have before decontrol was ordered, 

While different regulations pre- 
scribe different periods of time for 
which records must be preserved, 
the maximum period for the reten- 
tion of records is two years after 
the expiration of the Defense Pro- 
duction Act. 

Types of records that generally 
must be preserved for two years 
after the expiration of the Act is 
information concerning “base pe- 
riod” prices, and information on 
sales transactions under price 
control 


President Gets Plan 
Encouraging Imports 


A 10-point program for encour- 
aging increased imports to help 
pay for exports has been turned 
over to President Eisenhower by 
Daniel W. Bell, acting chairman, 
Public Advisory Board for Mu- 
tua] Security, recommending an 
entirely new, simplified tariff law 
providing for general reduction of 
duties and eliminating present un- 
certainties in the classification of 
imported goods. 

The program also suggests that 
tariffs on metals and minerals of 
which imports are a major part 
of U.S. supplies should be reduced 
and in some cases eliminated. 
Quotas on agricultural products 
should be liberalized to allow freer 
import of goods not produced in 
this country to meet demand. 

The Bell report also declared 
that provisions of the Reciprocal 
Trade Agreements Act which give 
domestic industries “escape 
clause” and “peril point” protec- 
tion fail to recognize that ‘“con- 
sumers have a right to buy the 
goods they prefer, whether domes- 
tic or imported.” 


P. O. Checking Demand 
For 2-A-Day Deliveries 


Post Office Department is now 
conducting a nation-wide survey to 
see if two-a-day mail deliveries 
should be restored. 

Extent of public demand for two 
deliveries of mail daily and the ad- 
ditional expense involved are prime 
considerations in arriving at a de 
cision, Postmaster General Arthur 
E. Summerfield says. 

(Resume reading on page 11) 
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; Zenerally 
two years 
the Act igs 
“base ne- 
mation on 
der price 
lan 
orts 
yr encour- ; 
s to help You can’t fool a fly fisherman with second-rate tackle. You'll find your 
n turned selling a lot easier with South Bend for it gives fishermen everything they 
mawer by are looking for in rods, reels, lines and lures. Be ready . . . see your jobber 
chairman 8 y y } 
for Mu- and complete your stock now. 
nding an 
tariff law 
luction of 
‘esent un- “a 
cation of aa ee > 
> a 
rests that 
nerals of 
ajor part 
2 reduced 
iminated. 
products 
low freer NS 
duced in 
and. OREN-O-MATIC® FLY ROD REEL LINE YOU CAN TRUST 
declared Unmatched performance made this Excel-Oreno Fly Line is famous for 
eciprocal the most popular automatic fly rod the way it “shoots,” floats and 
nich give reel made. Silent. Strips freely. wears. Available in Nylon or silk. 
“escape Automatic line brake. Two sizes— Bug tapers or double tapers $9.50 @ 
= P $11 and $11.50. up. Level sizes $2.20 up. z 
protec- 
at “con- FISH-FOOLERS 
buy the 
r domes- HOLLOW GLASS 
FLY RODS 
No. 3290 Light, sporty 
ond j trout action. $22.95. 
. ' ' Others $15.95 to $35. 
les No. 3024 Bass-steelhead 
is now TROUT-ORENO® Ever CALLMAC® BASS BUGS CORK-N-HAIR FROG or trout action. 3-piece. 
urvey to popular. 1/10 oz. 85¢ Six patterns. 85¢ Won't waterlog. 85¢ $35. Others from $19.95. 
leliveries : Fags 
a OS TRIX-ORENO® SUPER-DUPER ‘a iveri | He 
x - 8 - ® New—quivering, 
i the ad _ Darts and flutters. 75¢ sweeping action. 1/16 oz. 50c. 2 
re prime AY other fly rod sizes. 
at a de 
Arthur 
e 11) NEW TRADE CATALOG 
Shows all South Bend tackle. Includes new bait, fly, 
19, 1953 spinning and salt water rods— new reels—mnew lures— 
“new lines. Write for it— you need it! 
SOUTH BEND BAIT CO., 910 High St., South Bend 23, Indiana 














Soll the beat... 
UPSON- 


WALTON 


tackle blocks 








HIGHER SAFE 

WORKING 

LOADS (at no e cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
Parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 





THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 


New York . Chicago ° Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 








March 
24-26 Virginia Assn. 
31-April 2 North Dakota Assn. 


April 
7-9 South Dakota Assn. 
12-14 Florida Assn. 
12-14 Georgia Assn. 
12-14 New England Housewares Show 
12-15 Industrial Supply Convention 
17-25 irha Hardware Week 
19-23 Southern Hardware Convention 
26-28 Woven Wire Products Assn. 


May 

3-5 Alabama Assn. 

3-5 Mississippi Assn. 
3-5 Louisiana Assn. 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 





Convention Check List 


For complete details about the conventions listed by dates, below, see 


26-May 2 New England Housewares Week 








of Hardware Age 





Hardware and allied 
trade events up-to- 
date in each issue 





the alphabetical listings following this quick check list. 


9-11 Aviation Trade Show 

11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 
22-July 2 Int. Home Furnishings Market 


July 
13-16 Nat. Retail Hardware Congress 
13-17 Nat. Housewares and Home 
Appliance 


August 
9-14 Nat. Fishing Tackle Show 
3-14 Merchandise Mart Gift Show 
3-14 China, Glassware, Pottery Market 


October 
5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


January (1954) 
12-14 Garden Supply Show (Chicago) 
17-20 Nat. Sporting Goods Show 


February (1954) 
2-4 Garden Supply Show (New York) 











American Hardware Manufacturers 
Assn. meeting in joint convention 
with the Southern Wholesale Hard- 
ware Assn., April 19-23 at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. Arthur L. Faubel is 
secretary of the manufacturers’ 
association with headquarters at 
342 Madison Ave., New York 17, 
N. Y. T. W. McAllister is manag- 
ing director of the wholesalers’ as- 
sociation with headquarters at 814 
Metcalf Bldg., Orlando, Fla. 


American Hardware Manufacturers’ 
Assn. annual joint convention with 
the National Wholesale Hardware 
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Assn., Oct. 11-14 at Atlantic City, 


National Events 


N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y.- 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Aviation Trade Show (Second Inter- 
national) June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc. 
Hotel McAlpin, Broadway at Thirty- 
fourth St., New York City. 

(Continued on page 193) 
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PAINT INDUSTRY LEADERS HAIL 
NEWEST PAINTING DEVELOPMENT 





MOST PAINTABLE EXTERIOR SURFACES 


ing.’ 





FAST PAINTING TECHNIQUE FOR 








FOR SHINGLE SIDING 


Whether with thin stains or heavy pigment paints, 
the new E Z Paintr Exterior Paint Roller Set will do 
a superior job on shingle siding in record time. 
Provides weather protection to cracks and joints 
without sealing them against necessary air “breath- 


FOR DROP SIDING 


The speediest method known for painting both broad- 
side and overlap surfaces of clapboards. Special lap 
roller is used first on overlap surfaces, followed by 
standard paint roller for broadside surfaces. Inexper- 
ienced painters can cover more area per hour than ever 


fein 


Ll \ 
FOR. STUCCO AND MASONRY 


Paint big stretches with minimum dipping. You can 
actually walk along the ground or on scaffolding while 
guiding roller over long stretches. Special long nap roll- 
er provided for stucco, concrete blocks and other rough 
exterior surfaces. 























DEALERS: 


This is the most spectacular proposition that has come your way 
in many a moon. Each set promises big-ticket sales — and you'll 
sell lots more paint with it. ACT NOW — Order from your 


jobber today! 











ok kk kk kkk 
PREVIEWS EVOKE 


HIGH INTEREST IN 
NEW BOON 10 
OUTSIDE PAINTING 


It was inevitable that the roller method 
of painting would find its way to the 
outside of the house. Now for the first 
time, E Z Paintr Corp., Milwaukee, 
Wis., has placed on the market an ex- 
terior roller painting set which holds 
great promise in “big-ticket” sales for 
paint dealers. 


Boom Outside Sales 


The phenomenal acceptance of the roll- 
er technique has in a few years turned 
the U.S. into a nation of “do-it-your- 
self” painters who have rolled on un- 
precedented gallonage of interior 
paints. It is expected by paint industry 
leaders that E Z Paintr’s new exterior 
paint roller set will spark a similar 
sharp upswing in exterior paint con- 
sumption. 


Rough or Smooth Surfaces 


The E Z Paintr Exterior Paint Roller 
Set brings new speed and convenience 
to painting of clapboards, shingles, 
batten boards, stucco, concrete blocks 
and other exterior syrfaces. No exper- 
ience is required for a professional, fin- 
ished looking job. Practically all types 
of paints can be used. 


Another “First” for EZ Paintr 


It comes as no great surprise to paint 
dealers who have sold E Z Paintr prod- 
ucts that E Z Paintr should introduce 
this sensational new exterior painting 
technique. These dealers have learned 
to expect “firsts” from E Z Paintr — 
developments that carry great sales im- 
pact in the painting equipment market. 


READ ALL ABOUT IT? 
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=a HOUSE PAINTING 
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Time and Effort in Half 


Now you can offer your customers a new and proven many different ways, a rugged paint roller that does 
painting technique that reduces to minutes the job the flat surface jobs in a hurry, and a clever lap roller 
that used to take hours. Designed specifically for ex- for the tight spots. It’s the, fastest method yet devised ™ 
terior surface painting, this sensational new paint roll- for exterior painting. 
er set includes a versatile tray-bucket that can be used 
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Here’s the last word in roller painting speed and efficiency — 
it’s fast to handle, and it assures a smooth, even paint job 
every time. 


The E Z Paintr Fountain Model Paint Roller holds a full pint, 
and can be used with oil, water or rubber-base paints. Makes 
play out of painting plaster, wallboard, wallpaper, cement or 
brick veneer finishes. Also ideal for soaking old wallpaper 
with water for easy removal. 


Fills in seconds without tools, rolls paint on without dripping. th ae 
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major 4] 
wares, ré 
and whee 
and potte 


Not only the fastest, but the cleanest indoor paint roller on the 
market. Serrated cylinder made of lightweight, rust-proof 
aluminum, end caps of lightweight plastic. Special wool cover 


and long-wearing nylon outer jacket are easy to clean. 


Individually packed in brilliant self-selling counter 


display carton. Dealers: Ask your jobber for full infor- Materials F 
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mation on the E Z Paintr line — the most complete 


in the business. Add this profitable new STAND ROLLER ON END 
P PAINT INTO 
CcYLI 














Fountain Model to your E Z Paintr — nlnanteieaaael 


National F 
ond ann 
Conrad 
Sponsore: 
Fishing ' 
Bond Bk 
John M. 


surer. 





paint roller department NOW. 

















1 ce 
National H: 
Grand C 
LIFT PLASTIC END C ae City. Spo 
REPLACE PLA 


END CAP AND SCREW ware She 
END NUT. New Yor 


rector. 














EZ Paintr Corporation |“ 


4051S. IOWA AVENUE @ MILWAUKEE 22, WISCONSIN 




















1953-54 Convention Calendar 








China Glassware & Pottery Market, 
Aug. 8-14, at the Merchandise Mart, 
Chicago, Ill. 


Garden Supply Shows (National) late 
in October, 1953 on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 





Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, IIl. 


Hardware Week (irha) April 17-25, 
sponsored by the National Retail 
Hardware Association, 965 N. 
Pennsylvania St., Indianapolis 4, 
Ind., Managing director, Russell R. 
Mueller. 


Industrial Supply convention, April 
12-15 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions 
at Dinner Key Auditorium. Spon- 
sored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, 814 Clark Bldg., 


Pittsburgh 22, Pa. R. Kennedy 
Hanson, general manager; The 
National Industrial Distributors’ 


Assn., 1900 Arch St., Philadelphia 
3, H. H. Rinehart, executive secre- 
tary and the Southern Distributors’ 


Assn., 712 Volunteer Bldg., At- 
lanta. E. L. Pugh, secretary-trea- 
surer. 


International Home Furnishings Mar- 
ket, June 22-July 2, at the Merchan- 
dising Mart, Chicago, includes fur- 
niture, floor coverings, housewares, 
major appliances, electric house- 
wares, radio and TV, toys, games, 
and wheel goods, china, glassware, 
and pottery, and gifts. 


Materials Handling Show, May 18-22, 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Material Handling Institute. 


National Fishing Tackle Show, sec- 
ond annual, Aug. 9-14 at the 
Conrad Hilton Hotel, Chicago. 
Sponsored by The Association 
Fishing Tackle Manufacturers, 430 
Bond Bldg.,. Washington 4, D. C. 
John M. Holmes, secretary-trea- 
surer, 


National Hardware Show, Oct. 5-9, at 
Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector, 


HARDWARE AGE, MARCH 19, 1953 


National Housewares and Home Ap- 
liance Show, July 13-17, at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago. A. W. Buddenberg, exec- 
utive secretary. 


National Retail Hardware Assn. Con- 
gress, July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers’ 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 
Arthur L. Faubel is secretary-trea- 
surer of the manufacturers’ asso- 
ciation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Southern Wholesale Hardware Assn., 
meeting in joint convention with 
the American Hardware Manufac- 
turers Assn., April 19-23, at the 
Hotel Adolphus, Dallas, Tex. Con- 
vention does not include merchan- 
dise exhibit. T. W. McAllister is 
managing director of the whole- 
salers’ association with headquar- 
ters at 814 Metcalf Bldg., Orlando, 
Fla. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with headquarters at 342 Madison 
Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954 at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Sports Show, National Winter Sports 
Show, May 24-27, at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Store Modernization, Building and 
Maintenance Show, June 9-12, at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute. 


Woven Wire Products Assn., semi- 
annual convention, April 26-28, at 
the Grove Park Inn, Asheville, N. C. 


(Continued on page 194) 

























































KING 
RETAIL ROYAL 
PROFITABLY DELUXE 







33” high-66” x 19” 
work surface. 
Has electric spit, 
twin adjustable 
fireboxes, 
upright firebox. 


from $495 
to $7995 















































RC-37 
ROYAL 
PATIO 
PRINCE 
33” high. ‘ 
48”"x19” work 
surface. 
Exceptional 
styling and 
features with / 
right price 
for volume 
selling. 


RC-22 
PICNIC 
PRINCESS 
30” high. 
16”x30” top. 
Collapsible 
tubular legs. 





WRITE FOR FOLDER. Complete 
line . . . superior features, and 
priced (with full profit to you) 
for real VOLUME SALES! 


On display at SPACE 1119A, 
Merchandise Mart, Chicago, Illinois 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6 


TENNESSEE 


MANUFACTURERS OF GAS HEATING APPLIANCES, 





FIREPLACE FURNISHINGS, BARBECUE GRILLS 
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Trolling Rods 


Including the sensational new tele- 
scoping adjustable Rod in either 
glass fiber or steel—the Detachable 
Handle Rod with built-in reel— 
and the regular detachable handle 
straight rod. Write for catalog and 
prices. They’re all top sellers. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 





5321 Highland Ave., Niagara Falls, N. Y. 


READY NowW/ 











FULL COLOR 
CATALOG 


WRITE TODAY — 
STRATTON & TERSTEGGE CO., Inc. 





P. O. BOX 1859 
LOUISVILLE 1, KENTUCKY 
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Regional Events 


New England Housewares Show, April 
12-14, at the Mechanics Bldg., 111 
Huntington Ave., Boston 16, Mass. 
Sponsored by the Housewares Club 
of New England, Mechanics Bldg., 
Boston. The Club is also sponsoring 
Housewares Week in New England 


from April 26-May 2. 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club 
June 11-13, at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Florida Retail Hardware Assn. joint 
convention and exhibit with Georgia 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 
cross, Ga. 


Georgia Retail Hardware Assn. joint 
convention and exhibit with Florida 
Retail Hardware Assn., April 12-14, 
at George Washington Hotel, Jack- 
sonville, Fla. Executive manager, 
W. W. Howell, P. O. Box 183, Way- 


cross, Ga. 


Louisiana Retail Hardware Assn. in 
joint convention with Mississippi 


Retail Hardware Assn., May 3-5, 
at the Buena Vista Hotel, Biloxi, 
Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, 
Miss. 


Mississippi Retail Hardware Assn., in 
joint convention with the Louisiana 
Retail Hardware Assn., May 3-5, at 
the Buena Vista Hotel,. Biloxi, Miss, 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 31- 
April 2, at Sports Arena, Fargo. 
Secretary, Miss E. J. McGrann, 
541% Broadway, Fargo. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, April 7-9, 
at the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily, 1300 S. Jefferson 
Ave., Sioux Falls. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke; exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 





Display Boosts Tool Sales 25% 


27 ow DO yall 
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With better and more display area increasing the self-service possi- 
bilities of its tool department, the Hall Hardware Co., at 52 Main 
St., in Belfast, Me., found that its tool sales improved 25 pct. And 
so successful has this method of display, shown above, proved that 
gradually the whole store will be transformed by similar types of 
displays for all its merchandise departments. The simple expedient 
of getting merchandise out from behind the doors and from under 
counters went a long way to increasing sales. 
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No buried treasure, this—but 
profits plus. Here’s the all-out . 
answer to the public’s clamor 

for the best in hot weather fan 
performance ... here’s your 

new °53 Westinghouse line, 
biggest and best ever by far. 

Here’s the amazing all-new, 4-way, Reversible Riviera Window 
Fan, Also, the ever-popular Mobilaire, the ‘Fan on Wheels”. Plus 
16 other top performers . . . every one super-styled and priced 
right for mass turnover. 

Last summer’s blistering weather lost many a retailer, many a 
fan sale .. . when stocks ran out. So get set mow for the months 
ahead! Line up with your distributor on the sales-multiplying 
Treasure Chest Sales Plan .. . and stock ’53 Westinghouse Fans 
aplenty for the rush coming up! 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division, Springfield 2, Mass. 
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16MA3—16-inch Mobilaire® 
+ « » 2-Speed, Double-Duty 
Exhaust Fan. 


| PLUS THESE 





10LA4— 10-inch 10PA2— 10-inch 


Livelyaire* ...1 Poweraire™ .. - 
Speed; 12LA3, 2 2 Speed; 12- and 
Speed; both 16PA2...3 
oscillating. Speed; all 

oscillating. 


*T.M. 











16RWF — 16-inch 
2-Speed, 4-Wo 
Window Fan. 


16WF2— 16-inch 
dow Fan... 2 
In, Snap-Out W 


POPULA 





16SD3 — 16-inch 
Standard... 3 
Speed; oscillating. 
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Whirlaire®—16- and 20-inch 
. 2-Speed, Long-Range 
Circulators. | 









pagng inch Debonaire 
16RWF—16-inch Riviera . . - 2-Speed, Hassock Type. 
2-Speed, 4-Way Reversible 

Window Fan. 

















Whirlaires—16- and 20-inch 
+ 2-Speed, Long-Range 
Circulators. 





16WF2— 16-inch De luxe Win- 
dow Fan. . . 2-Speed, Snap- 
In, Snap-Out Window Fan. 


IESE | POPULAR MODELS THAT SELL...SELL... SELL! 















16SD3— 16-inch 10DA2—10-inch Debonaire . .. TOPWV2—10-inch Poweraire 1OPHV—10-inch Poweraire 
Standard .. . 3 1 Speed, Hassock Type. . . « Snap-In, Snap-Out Win- . « « Built-In Home Ventilator. 
Speed; oscillating. dow Ventilator. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


(Continued from page 13) 
Case comes in three colors. Retails 
for $18.95, including tax. Rival 
Mfg. Co. 


For more data circle No. 8 on postcard, p. 201 


Inflatable Beach Toy 


This new inflatable beach toy, 
called Smoky the fire boat, actually 
squirts water and has a noisemaker 





“whistle” in the smokestack. Paint- 
ed with vivid and realistic nautical 
decorations, it has an open bridge 
to allow a child to get in and op- 
erate the toy. Made of laminated 
vinyl plastic, it has patented heat- 
seal seam. It is 31 in. long, 20 in. 
high, and retails for $3. Doughboy 
Industries, Inc. 

For more data circle No. 9 on postcard, p. 201 


Vacuum Cleaner 


Added to the Universal line, this 
Deluxe model tank cleaner, No. 
6705, features a tattle tale light 
to indicate when bag needs empty- 
ing; new super rug nozzle with 
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floating brush that picks up 
threads, lint and hair without seal- 
ing or dragging rugs, and grad- 
uated opening for full suction 
across mouth of nozzle; sleeve lock 
hose couplings with air-tight con- 
nection between hose and cylinder; 
and a super power motor. Equipped 
with extra length rubber covered 
cord and radio interference elimin- 
ator, it has all-steel body finished 
in blue enamel with chrome plated 
handle, toe switch and streamlined 
gliders. Landers, Frary & Clark. 


For more data circle No. 10 on postcard, p. 201 


Aluminum Foil Dishes 


This complete line of aluminum 
foil baking, serving and freezing 
dishes comes in sizes and packages 
suitable for homemakers. Line in- 
cludes 12 sizes divided into three 
types: party serving and pie plates; 
cooking, baking, serving dishes; 
and cook ’n freeze dishes. Packed 
four to 12 to a size in attractive re- 
usable red and yellow polyethylene 





refrigerator bags, they are priced 
to retail from 25¢ to 98¢ per pack- 
age. Sturdily constructed of seam- 
less pure aluminum foil, they are 
easily cleaned for repeated use yet 
inexpensive enough to throw away. 
Ekco Products Co. 


For more data circle No. 11 on postcard, p. 201 


Cellar Drainer 


Here is a_ submersible cellar 
drainer that can be used for drain- 
ing boiler rooms, tunnels, elevator 
pits and for other emergency tasks. 
Unit can be fully submerged with- 


out damaging motor which is sealed 
in completely by stainless steel] 
motor case. No floats to adjust and 
motor starts when water level 
raises motor case. Switch is com- 
pletely automatic and sealed inside 
motor case. Centrifugal pump is 
bronze with hard rubber semi-open 
impeller. Motor is 1/3 hp., 115 
volt, 60 cycle, 1750 rpm., split phase. 
Unit comes with age-resistant, 
waterproof 11 ft. cord and plug, 
and will fit into an 11 in. diameter 
sump. Identified as Fig. 4667, ca- 
pacity ranges from 1200 gal. per 





hour against 22 ft. head to 3000 
gal. per hour against 5 ft. head. 
Deming Co. 


For more data circle No. 12 on postcard, p. 201 


Chest Freezer Line 
Desert-Dri design of this 1953 
chest freezer line has resulted in 
more attractive styling with re- 
moval of the former grille panel in 
the front in favor of a scarcely 
noticeable louvered panel at the 
side. Line includes 20 cu. ft. up- 
right trimmed in two-tone blue 
with blue breaker strips and inte- 
rior, and chest models with 9, 13.2 
and 16.8 ft. (illustrated) capaci- 
ties. Chest models have Flex-Flo 
counter-balanced cover design 
which insures a cold-tight seal, 
safety Slamless latches, separate 
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America’s Baden conn Champion 


Finer Quality 


PLYMOUTH 


100% Ueaylité Plastic 


GARDEN HOSE 





@ Opaque or Transparent 

e Brilliant Red or Green 

e@ 10-year WRITTEN GUARANTEE 
@ 2-way Perma-Grip COUPLING 

e 25-ft., 50-ft., or 75-ft. lengths 
e Packed 6 in attractive floor DISPLAY CARTON 


cant 08 Miuaa > 


‘* Guaranteed by > 
Good Housekeeping 


Nas Aovcast®, we 


Manufactured by 


PLYMOUTH RUBBER COMPANY, INC., CANTON, MASS. 


jen Hose 














19, 1953 











CHATTANOOGA WHEELBARROW (0. 
od. F-weeh, belelcy Wang 4,11 339 4 
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CHATTANOOGA 
WHEELBARROW CO. 


A Half Century of Experience 
A Complete Line 





WHEELBARROWS e CONCRETE CARTS 

FERTILIZER CARTS @ DRAG SCRAPERS 

WAREHOUSE TRUCKS @ PLATFORM TRUCKS 

WAREHOUSE SKIDS e@ BARREL SKIDS 
BOAT TRAILERS 














SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too 
big! Delivers 4 cu. ft. of clean, 
oil-free air at 40 Ibs. pressure 
Operated by 2 h.p. motor or 
engine Outfit with gun, less 
motor. $59.50 








SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
ait at 30-40 Ibs. pressure 
Sprays anything from a toy to 
a house. Operates with any 
Ye h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor $32.50 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 





Write for Catalog and Complete Information 


a oe te), Bele) ite) Fy vile), | 





199 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


sharp freezing compartment for 
freezing and storage, and are ac- 
cented in two-tone blue with blue 
trim and interior. Ben-Hur Mfg. 
Co. 


For more data circle No. 13 on postcard, p. 201 


Towel and Mirror Set 


This series of Habitutors, good 
habit builders for youngsters, is 
called Tidy Trio and is a towel and 
mirror set which features a comical 
circus tiger and lion, both 5 in. 
tall, and a 7 in. lion tamer. Ani- 
mals have flexible polyethylene 
teeth which serve as grippers for 
towel and washcloth. Lion tamer 
stands atop a circular chrome-plated 
stainless steel mirror. Made of 
Gaylon, set is designed to make it 
fun for children to clean up. It 
can be easily affixed to any wall, 





with screws or cement capsules, en- 
closed in every package. Packaged 
in colorful gift box, set retails for 
$1.98. Hldon Mfg. Co. 


For more data circle No. 14 on postcard, p. 201 


Sewage Treatment Product 


Known as Enzymatic, this en- 
zyme-active biological compound 
offers a solution to the problems of 
waste and odor elimination for 
families who rely on septic tanks, 
cesspools and outdoor toilets for 
sewage and waste disposal. It is 
made of more than 70 different en- 
zymes, each one of which liquefies 
a specific fat, protein or starch 
component found in sewage. In 
powder form, 4 can is used per 
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week for four weeks and 14 can per 
month thereafter in treating a sep- 
tic tank of 500 gal. When treated 
with Enzymatic, tank should go 10 
to 20 years before requiring pump- 
ing out. Priced at $1.50 per can. 
N. O. Nelson Co. 


For more data circle No. 15 on postcard, p. 201 


Garden Hose Special 


As a Hardware Week special, 50 
ft. of red plastic garden hose has a 
suggested retail price of $4.79. 
Hose resists oil, abrasion and 
weather, and it holds % in. Full- 
Flo coupling. Known as No. 4072, 
it is lightweight and also comes in 
25 ft. lengths. Gates Rubber Co. 


For more data circle No. 16 on postcard, p. 201 


Mothproofer Deal 


Called the L-1914X Larvex deal, 
this special offer features the new 
Larvex finger-tip spray as well as 
the regular mothproofer. An at- 
tractive, compact floor merchan- 
dizer is included. Deal consists of 





12 pressure packs which retail «at 
$1.19 each; nine plain pints at 79¢ 
each; three pint-combinations at 
$1.19 each; three quarts at $1.19 
each, and the merchandiser. Re. 
tail value is $28.53; dealer cost igs 
$19.02. Zonite Products Corp. 


For more data circle No. 17 on postcard, p. 20] 


Electric Water Heaters 


Two new tabletop electric water 
heaters of 30 and 40 gal. capacity 
have top-connecting plumbing out- 
lets. Both models, WB-33 and WB- 
44, have concealed channels in rear 
of heater shell so metal tubing or 
standard plumbing connections can 
be made after heater is in position, 
Particularly suited for use in base- 
mentless homes and city apart- 
ments, the two-tone units come 
with or without porcelain counter 
tops. Units have adjustable tem- 
perature control and removable 
front panel. Hotpoint Co. 


For more data circle No. 18 on postcard, p. 201 


Floor Covering 


Combination of bright colorings 
in 9x9 ft. striated tile effect, plus 
the refreshing design of natural 





green ivy in alternating squares 
has been added to the Gold Seal 
By-the-Yard line of floor coverings. 
Pattern No. 830, red and white, 
called Ivy Square, and No. 831, 
gray and yellow, called Ivy Tone, 
both come in 6 and 9 ft. widths. 
Congoleum-Nairn, Inc. 

For more data circle No. 19 on postcard, p. 201 


Door Lock Set 


Called No. 73, this combination 
screen and door lock set has a five- 
pin tumbler cylinder, making it 
possible to key it with existing 
Earle locks, or to master key it 
with other locks to eliminate the 
necessity of carrying extra keys. 
Set is easily installed by boring 

(Continued on page 204) 
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A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 


Products Described in This Issue. No Postage Needed 
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Here is the new Quick Check Card 


What it is . . . How it works 


@ Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


@ Be sure to give your full name and address on the post card. 


Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


3/19/53 


Please send me further information on the WHAT'S NEW items, code numbers 
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BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Be sure to give your 
full name and your 


full address. 








for 


Here’s 2 
sense to a 
chance to § 
Crocker w. 
last womel 
General M 
tion that c 
faster dry i 
ing is done 
for little or 
steam irons 

A barra; 
major pub 
other famil 
special mot 
General M 
Steam Iron 
special ads 
Mills Toas 
of the big S 

Check y 
sure you ge 
Mills Appl 





HARDWARE 





ts, 
re 


st 


u 


ne 


WS 
WS 


ANNOUNCING 


General Mills 





for Spring 


Here’s a bargain that’ll make 
sense to all your customers...a 
chance to STEAM Iron the Betty 
Crocker way for only $19.95. At 
last women can get this sensible 
General Mills steam iron combina- 
tion that comes apart for lighter, 
faster dry ironing (75% of all iron- 
ing is done BEST with a dry iron) 
for little or no more than ordinary 
steam irons. 

A barrage of advertising in 8 
major publications will tell every 
other family in America about this 
special money-saving price on the 
General Mills Tru-Heat Iron and 
Steam Ironing Attachment. Other, 
special ads will feature the General 
Mills Toaster right at the height 
of the big Spring gift season. 

Check your stock now... be 
sure you get your share of General 
Mills Appliance sales this Spring! 






BARRAGE 
OF SPRING ADS 
RUN MARCH 
THRU JUNE IN 


SATURDAY EVENING Post 
WoMaAn’s HomE CoMPANION 
Better Homes & GARDENS 
SUCCESSFUL FARMING 
PROGRESSIVE FARMER 
FAMILY CIRCLE 
Woman’s Day 
HousEHOLD 
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A Free Dispiay Kir is waiting 
for you now! Colorful “Special Price” 
steam iron displays and a unique 
Toaster “‘tent” slot insert are all 
packed and ready to help you do a 
record volume on General Mills 
aaa . Appliances this Spring. Simply fill 

= out and mail the handy coupon order 
form below...’ 





SEND FOR THIS FREE DISPLAY KIT NOW! 


General Mills Home Appliances 
Sales Promotion Department HA-33 
1620 Central Avenue 
Minneapolis 13, Minnesota 
KIT CONTAINS: 
1 fron & Attachment display 
1 Toaster display 
1 Window “‘tip-on” poster 


Send me my free display kit for the 
GENERAL MILLS SPECIAL 
PRICE FULL PROFIT PRO- 


MOTION 1 Ad Mat—Consumer Folder order sheet 
Se Fe ow 0:0 0:0 0665 6600:0605605 6066000 cccsccseseccesiseceroeseseneeoosos 
iid b.68 606 6:69:56 54605504466 064065640504 0065 ER0 TENN OSS 60188S SEN 
GE ccccccccvocccccoeneseocoeccesoocosocossosescsooss ZONE... .STATE...cccccce 
I oi coc v 6666540466050 0604646005056 006004 654949069000005000000000900000 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 201. 


rf 


two holes % in. in diameter. It 
will fit the same mortise as the 
No. 733 set. Of sturdy construc- 
tion, it is made entirely of brass 





and has a drawn seamless case and 
through-bolt fastenings. Outside 
knob is pinned fast and Dardlet 
set screw is used for the lever. It 
comes in polished and dull brass, 
dull nickel and bright and satin 
chromium finishes. JZarle Hard- 
ware Mfg. Co. 


For more data circle No. 20 on postcard, p. 201 


Power Failure Alarm 


This power failure alarm warns 
instantly when electric power fails 
and can save farmers substantial 
losses which might result when 
current to brooders, fencing and 
pumping is cut off. It rings a bell 
and also shows a visible signal to 
indicate power failure, important 
when the failure occurs in the 
farmer’s absence. Device has no 
batteries and requires no extra wir- 
ing. It is hung on wall or placed 
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on table and plugged into electric 
outlet. It operates on any standard 
110-115-volt AC current. Neutral 
color metal case has baked on finish 
and has 7%4-in. diameter and 2-in. 
width. Afco-Lite Corp. 


For more data circle No. 21 on postcard, p. 201 


Folding Stools 


Comfortable seating for picnick- 
ers and campers is provided with 
this set of four lightweight folding 
stools added to the Hi-Lo line. At- 
tractively packaged for convenient 
portability in a sturdy, green peb- 
bled carrying case, set consists of 
one each of red, green, yellow and 
blue stools. Seats are made from 
gaily colored, heavy-duty canvas 
which can be quickly removed for 
easy laundering. Of sturdy steel 
rod construction, legs fold flat and 





are finished in nickel plate or flat 
black. Retails for approximately 
$7.95. Union Steel Products Co. 


For more data circle No. 22 on postcard, p. 201 


New Glass Colors 


Two colors—gunmetal and shell 
pink—have been developed for the 
Carrara structural glass line and 
are available in the 11/32 in. thick- 
ness only. The shell pink will be 
priced somewhat higher than stand- 
ard Carrara colors and was de- 
signed for special store front ap- 
plication and fine home usage. It 
combines effectively with white for 
lower cost installation. Gunmetal 
is a dark, rich color that will en- 


hance show windows in storefront 
construction, and is especially ef- 
fective for framing and accenting 
show areas. Pittsburgh Plate Glass 
Co. 


For more data circle No. 23 on postcard, p. 201 


Lawn Sweeper 


This new Springfield lawn sweep- 
er is manually operated and cleans 
out leaves, sticks, stones and rubble 
from the turf, grooming grass for 
an even lawn texture. Lift-out bas- 
ket of canvas duck, hung from 





steering frame, is carried on light 
metal deck. Basket lifts with wood 
grips, folding like a traveling bag 
to carry sweepings without spilling 
to the incinerator. Rotary brushes 
and housing are adjustable to suit 
all lawn conditions. Parker Sweeper 
Co. 


For more data circle No. 24 on postcard, p. 201 


Electric Alarm Clock 


Called Dorm, this Telechron elec- 
tric alarm clock is small with large 
easy-to-read dial. Designed to give 
maximum visibility in minimum 
table space, it comes with plain 
dial, Model 7H211, or luminous 
dial, Model 7H211-L. Plain dial 
model has ivory-color case, brown 
numerals and hands, and white 
dial, and retails for $3.98. Lumi- 
nous dial model has ivory case, 
white numerals, luminous hands 
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UNVENTED GAS HEATER 
WITH 


*Air-Flow Reflector 











2d on light 
with wood 
veling bag 
wut spilling 
ry brushes 
ble to suit different cool cabinet unvented gas heater. It puts 


or Sweeper 


Here it is—TEMCO’s completely new, completely 


you years ahead of competition. It gives you 


osteard, p. 201 the perfect opportunity to completely dominate 
the profitable unvented market. And it is a TEMCO 
ck exclusive. Only TEMCO dealers will be able to 
serpin offer this heater with its revolutionary Air-Flow 
ied to give Reflector principle. *Pot. Applied For 
minimum 
vith plain 
luminous LOOK AT THESE SELLING POINTS 
Plain dial ; 
se, brown OF THE *AIR-FLOW REFLECTOR PRINCIPLE! 
nd _ white 
8. Lumi- 1. Combines the best features of both radiant and circulator type 
ory case, heaters. 
us hands 2. Distributes heat faster throughout the room without fans or 
gadgets. 


3. Gives the user a completely cool cabinet, top and sides. 

4. Combines greater safety with a more striking cabinet design. 

5. Nothing to get out of order—it’s TEMCO's amazing new Air- 
Flow Reflector design that does it. 

6. Can be inexpensively equipped with Baso 100% Safety Pilot 
or Robertshaw Unitrol to maintain a constant temperature 
automatically. 

7. Priced competitively with old-fashioned unvented heaters. 


a TEMEGG, in. 


NASHVILLE, TENN. 
BUILDER OF OVER 1,250,000 GAS APPLIANCES 
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Alone tn tts field... the revolutionary 












Remember, only TEMCO has this revolutionary 

Air-Flow Reflector heater. As a TEMCO dealer, only 
you will be in a position to supply the demand in your area. 
For full information, fill out the coupon below. 


TEMCO, Inc., Department B-506 

Nashville, Tennessee 

Please rush catalogue and full information on your Gas Heater line, 
including the revolutionary, new Air-Flow Reflector series. 


Name. . cccccccvevccccsesccccssescccesecesseseccesescecees ! 
! 
' 
Firm Nome. .cccccccccveccccccccccccccccccceccccescceceeees ; 
' 
BNNs 0 0:6:0:0:0:0 0040000005 0000009000000060000 0000 cceCRC CeCe : 
i] 
CMY oe cccccccccccccccocesces Combs ccccvccecs State... .sseee- ' 











WHAT'S NEW 








and hour dots, and black dial, and 
retails for $4.98. Telechron Dept., 
General Electric Co. 

For more data circle No. 25 on postcard, p. 201 


Drainboard Tray 


Designed to give edge-to-edge 
protection on sink counters, this 
1814x22 in. drainboard tray fits the 





average kitchen counter. Raised 
sides prevent water from running 
onto counter, and built-in slope and 
surface ribbing drain extra water 
down tapered edge into sink. Made 
of special color-fast compound that 
is resistant to cleansers, grease and 
stains from food acids, it comes in 
red, blue, yellow, black, green and 
white. Approximate retail price is 
$3.98. Wooster Rubber Co. 


For more data circle No. 26 on postcard, p. 201 


Tilt Arbor Saw 

Here is a cast iron precision tool, 
a tilt arbor saw, that rips, cross- 
cuts, mitres, rabbets and dados. 





Unit has table extensions and stand- 
ard equipment includes saw guard, 
splitter, mitre gage, fence, motor 
pulley, belt, floating motor base, 


206 


blade and instructions. Single hand 
wheel controls depth of cut and 
knob regulates a rapid tilt mech- 
anism and locks the sealed ball 
bearing arbor in any position up to 
45°. Large tilt gage assures accu- 
rate angle cuts. Tomlee Tool & En- 
gineering Co. 

For more data circle No. 27 on postcard, p. 201 


Rotary Power Mower 
Equipped with a 6 hp. Wisconsin 

engine with impulse starter, this 

26 in. self-propelled rotary power 





mower can handle all kinds of 
grass cutting chores. It mows 
lawns smoothly and will cut tall 
grass, weeds, and light brush 1}% 
ft. high. Forward speed is regu- 
lated by a variable speed clutch, 
which means the speed of the cut- 
ting blade is never reduced. Good- 
all Mfg. Corp. 


4, 
For more data circle No. 28 on postcard, p. 201 


Adding Machine 

All keys are electrified on this 
new Live Keyboard adding machine 
and each individual key acts as its 
own motor bar, eliminating at least 





25 pet of the hand motions required 
of the operator. No add bar ig 
needed. It can print and add a fig- 
ure like $10,000,000.00 in one oper- 
ation. Available in five different 
models, prices range from $290 for 
a seven-column keyboard to $385 
for a 10-column keyboard. National 
Cash Register Co. 


For more data circle No. 29 on postcard, p. 20} 


Wire Rope Clamp 

Easy to install, this wire rope 
clamp and thimble is made of dur- 
able electric steel castings with 
standard replaceable bolts and nuts, 





It has aluminum base coating with 
bonding materials that penetrate 
into the castings. No lubricants 
needed, it affords maximum protec- 
tion to wire rope. Novel feature of 
keying sections eliminates all shear 
on bolts. The heavier the load, the 
tighter the halves are forced to- 
gether. Newman Mfg. & Sales Co. 


For more data circle No. 30 on postcard, p. 201 


Electric Soldering Gun 
For promotion during Hardware 

Week, this special merchandising 

package features an introductory 





offer of the regular WS-100 electric 
gun (100 watts) with standard 
Wellertip for soldering plus two 
new accessory tips as a bonus. Gun 
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This display of KEIL locks 
on your counter —will help 
make more sales for YOU! 














WITH EACH PACKAGED UNIT 


Assortment No. L5 
A 6 pcs. No. 51041 — Night Latch 
B 3 pcs. No. 51060-H Night Latch 
C 9 pcs. No. 51040 — Night Latch 








18 pes. Includes Locks on mount 
Shipping Wgt. App. 32 Ibs. 


You pay only regular price 
for these locks and we 
give you this beautiful 


display mount—FREE!! 


CEILI 


Contact your Jobber 
or write direct to us 























KEIL LOCK CO. inc new hampsnine 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 


Here's why! 


When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept —s less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. 


Boost your sales by selling that “extra something" found only in a 
Wagnerl 


You need a Vacuum Cleaner once a week 


YOU NEED A 


EVERY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 201. 








| and standard tip list at $11.95, and 


the two new tips will list at 50¢ 
each. Attractively boxed, the $12.95 
combination is available for dealers 
to offer as a Hardware Week spe- 
cial at $11.95. Merchandising Pack- 
age P-300 includes three guns in 
individual display cartons, each 
with two accessory tips and in- 
struction folder mounted inside. 
Weller Electric Corp. 


For more data circle No. 31 on postcard, p. 201 


Sealer-Primer 

This shellac-base sealer, primer 
and stain-killer, called Sealer- 
Primer, is a fast drying agent that 





is effective on porous and other 
hard-to-paint surfaces. It kills all 
types of stains, including creosote, 
with a single application. Com- 
pounded of pure shellac gums cut 
in 190 proof specially denatured 
No. 1 alcohol with white pigment 
added, it completely prepares the 
surface for a single finish coat of 
paint, varnish or lacquer. It dries 
in less than an hour and will not 
dent, flake, crack or chip. Available 








in pint, quart and bailed 1 gal. 
cylindrical cans, attractively label- 
ed. Parks Co. 


For more data circle No. 32 on postcard, p. 201 


Spinning Float 
Here is a fishing float for use 
in spinning that is made of durable 








transparent plastic and has the 
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Watch Tool Sales Grow 


Sell the family man the top-quality vise— 
the Desmond-Simplex Utility Vise—and 
you lay a solid foundation for future sales 
of truly fine tools. For he then has the 
work capacity and versatility that makes 
additional tools a sound investment. 











» Desmond- 
Simplex Utility 
Vises make 
power drills 
more useful for 
grinding opera- 
oS ee 






. . - hold wood 
for sawing, 
planing, gluing, 
home repairs 
and hobby work 





. provide a 
cut-off tool and 
sturdy anvil for 
bending, fold- 
ing, shaping, va- 
riety of metal 
and leather- 
work... 


when you plant this idea 





. enable the 
home owner to 
make plumbing 
repairs, cut and 
thread pipe 
easily. 





Only Desmond-Simplex gives you every 
vise feature: wide, rugged jaws, steel chan- 
nel slide, maximum work capacity—plus 
national advertising in Popular Mechanics 
and Better Homes & Gardens—plus a 
sales-proven Vise Display Deal that makes 
vises move. 


deal today. 


The Desmond-Stephan Mfg. Co. 


Urbana, Ohio 


Yes: Send me Bulletin No. V-7 and 
full details on your sales-proven 
Desmond-Simplex Utility Vise promo- 
tional deal. 





DESMOND-SIMPLEX 
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WHAT'S NEW 








appearance of a natural bubble 
in the water. By control of the 
amount of water inside, it can be 
adjusted instantly to provide the 





precise weight desired for best 


| spinning action. Leakproof spring 





Get the whole story on this | 


plunger at each end enables easy 
filling of float with water. Plung- 
ers have holes for attaching float 
to line or swivel at either or both 
ends. Overall size is 15% in. by 1 
in. diameter. Dayton Bait Co. 

For more data circle No. 33 on postcard, p. 201 


Paint Brush Storage Kit 
This new paint brush storage 
and preserving kit, called Little 
Dandy Brush Kit, is compact, light 
in weight and has a strong steel 
handle for easy carrying. Con- 
tainer, 4x614x9 in., has tight fit- 
ting, transparent plastic top that 
prevents evaporation of solvents 
and allows user to see brushes in- 





side. Brushes are held in suspen- 
sion by brushholder clamps, made 
of nickel-plated steel wire that 
grasp brush handles tightly. Any 
standard 1 gal. can will fit by cut- 


ting off top with a can opener. Kit 
and four brush holders sell for 
$3.59. EF. & J. Enterprises, Inc. 


For more data circle No. 34 on postcard, p. 20) 


Wall Decorations 

Called Copper-Glo, these plastic 
molds make decorative wall group- 
ings for the home. Available in 





selection of fish, lobster, rooster, 
Ear O’ Corn and pineapple de- 
signs, molds have the appearance 
of genuine, highly polished copper. 
Sharply detailed, they will not 
tarnish, are easy to keep clean and 
bright, and are shatterproof. They 
retail for 98¢ each. Tremaz In- 
dustries, Inc. 


For more data circle No. 35 on postcard, p. 201 


Adjustable Ironing Table 
Sit-or-stand Met-L-Top ironing 
table has new and improved height 
adjustment mechanism that is easy 
to operate and makes the table 
more sturdy and rigid. Adjustment 





assembly is attached to legs and is 
controlled by an easy-to-reach lever. 
Two rows of notches for setting 
various heights gives table addi- 
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Your Weller Gun sales will be hotter than ever 
with this profit-packed Introductory Kit Offer. . a 
You'll sell a 100-watt Weller Electric Gun a — 
PLUS 2 NEW Accessory Tips—a $12.95 retail vl : 
value for only $11.95! 





These NEW Wellertips 


", rooster, are specially designed for home- 
apple de- crafter and hobby uses. CUTTING TIP 
pearance has a hot knife blade. SMOOTHING TIP 
2d copper. has a trowel shape blade. Nuts are factory- 
will not attached for easy interchange. After Hardware 
clean and Week Tips will be sold separately at 50c eath. 
oof. They 
emax In- 
teard, p. 201 For Hardware iti 
Week-—Weller offers oe 
this value in the special —_ 
P-300 Merchandise Pack- 
fable age. Each P-300 package 
ironing consists of 3 WS-100 Electric 
ed height Guns in individual display car- 
it is easy tons, each with 2 Accessory ~ 
he table Tips and Instruction Folder 
justment mounted inside 





4 


at 





Heot-seals home freezer Melts stick-wox or stick Cuts plastic wall and floor Repairs metal objects— 
pockages. shellac for furniture repairs. tile. spouting, toys, pans, etc. 


The Weller Electric Gun is the most useful low-cost tool a home- BETTER FROM TIP 
craftsman or hobbyist can buy. For household repairs and many other TO GRIP 
uses, plus all types of soldering, Weller Guns are being bought by 


| : the thousands. 
and is ‘Cash tnon th big Hardware Week value, introducing the Weller E L E C T & : .¢ 


h lever . Electrakit...Order the P-300 Promotion Package today! If your 
setting Distributor cannot serve you, write for the names of the Weller GU Ne S 
> addi- Distributors nearest you. 802 Packer Street, Easton, Pa. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


tional steadiness. Automatic safety 
lock prevents table from collapsing 
accidentally. Operating instructions 
are attached to each table. Geuder, 
Paeschke & Frey Co. 


For more data circle No. 36 on postcard, p. 201 


Paint Mixer 


This all-purpose single cradle 
paint mixer is designed to mix and 
blend color cubes, color powders, 
tube colors, deep-tone paints, etc., 
in 60 seconds or less. It is light- 
weight, compact and portable. It 
shakes round or rectangular cans 








from 14 pint to Imperial gal., and 
holds either one rectangular gallon, 
one U. S. gallon, one U. S. quart, 
two pints, three 1% pints, or four 
Y% pints at one time. Called the 
HB-6, it is 18 in. long, 11 in. high 
and 14 in. wide (24 in. wide with 
cradle), and has 60 cycle 110 volt 
AC motor. Harbil Mfg. Co. 


For more data circle No. 37 on postcard, p. 201 


Pruner and Saw 


Called the WE Combination, this 
pruner and saw offers two separate 
tools as head sections, each mounted 
on a short length of 114 in. diam- 
eter octagon pole with a round fer- 
rule attached to the lower end, and 
4, 6 or 8 ft octagon extension sec- 
tions fitted with round sleeve body 
which engages the ferrule and locks 
securely. Pruner head section is 
compound-lever, side-cutting head 
with forged tool steel blade, forged 
lever and link, and hardened hook. 
Pole saw head section has silver 


212 





steel curved saw blade 16 in. long, 
peg tooth, seven points, securely 
held by stiff carbon steel head. Ex- 
tension sections have steel connect- 
ing sleeves Parkerized to prevent 
rust. Bartlett Mfg. Co. 


For more data circle No. 38 on postcard, p. 201 


Bathroom Shower Unit 
Called Tub-A-Dor, this self-in- 
stalled unit is designed to turn any 
combination bath and shower into 
a stall shower. Completely water- 
tight, unit consists of two sliding 
Fiberglas panels with nylon roll- 
ers attached, and two anodized 
aluminum tracks. Bottom track 
fastens securely to bathtub edge 
with special caulking tape which 
will not crack, harden or lose ad- 
hesive power. Tracks will not rust 
or discolor. Rectangular holes cut 
flush with bottoin of track drain 








all water into tub. Panels come in 
blue, green, pink, yellow and white. 
Unit sells for $69.95. Youngstown 
Mfg., Inc. 


For more data circle No. 39 on postcard, p. 201 


Color-Keyed Key Kits 

Self-service display unit called 
Color-Keyed Key Kits, consists of 
kits which have a polyethylene case 
and seven sizes of alloy steel, heat 
treated keys measuring from .050 
in. to 3/16 in. across flats. Keys fit 
32 sizes of hollow head fasteners, 
set screws, cap screws, flat head 
cap screws, stripper bolts and pipe 
plugs. Each key is different in color 
so that a glance at the color indi- 
cates the size. Selector chart sealed 
in the case designates the inter- 
changeability of the keys and the 
color as keyed to sizes. Each case 
retails for 90¢. Sharon Bolt & 
Screw Co. 


For more data circle No. 40 en postcard, p. 201 


18 In. Rotary Mowers 
Three 18-in. rotary power lawn 
mowers have been added to the 
Whirlwind line. Electric model, 
left, is also a leaf mulcher and has 





a high speed motor which turns ro- 
tary blades at 4200 rpm. Automo- 
tive cut-off shuts off motor when 
overloaded in heavy undergrowth; 
safety switch must be held down to 
start motor. It retails for approxi- 
mately $69. Two-cycle model, right, 
is available with leaf mulcher at- 
tachment and retails for approxi- 
mately $89. Four-cycle model, cen- 
ter, is also available with leaf 
mulcher attachment, and retails for 
approximately $99. Toro Mfg. Corp. 


For more data circle No. 41 on postcard, p. 201 


Garden Marker 

Here is a new all-metal garden 
marker that has a write-on label 
and a rust-proof steel stake. Date, 
name and variety or other planting 
information can be hand-printed on 
the label by placing it on a pad of 
paper and using an ordinary pencil 
or ball-point pen which acts as a 
stylus to emboss the label. Rain 
will not wash writing off and label 
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Don't take on flooring as just a sideline... 


MAKE IT YOUR BIG PROFIT LINE 
“" KENTILE 


va? wi B/ only Kentile builds consumer demand with 
a year-after-year ad barrage like this 


Leading national magazines, trade papers, Sunday newspaper sup- 
plements blanket the country with action-packed Kentile ads... 
hammer home the famous Kentile features of low price, longer wear, 
easy installation, colorful beauty. That’s why more customers think 
of .. . ask for Kentile when they want flooring. 




















Only Kentile builds consumer confidence 
with this 2-way guarantee 


Kentile’s guarantee covers both kinds of installation ... by the 
dealer and by the customer. Full coverage like this is proof of 
Kentile’s quality .. . your customers know Kentile can afford to 
make this offer only because Kentile is made to stand up under 
heavy use through the years. 














Only Kentile helps you build so much 
business in so little space 


The KenStyler is a point-of-sales display and a complete flooring 
department .. . all in 1834” x 154”. Order one now so your cus- 
tomers can arrange Kentile in any color and pattern combination 
... sell themselves on its easy installation. 





ta) DESIGN YOUR OWNFLOOR | 
 Endoring Boowty 


KENTILE. 
waararse 





The Asphalt The of 














o KENTILE 


KENTILE « KENCORK « KENRUBBER + KENFLEX 








® 
The Asphalt Tile of Enduring Beauty 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1,.N. Y. * 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pa. © 1211 NBC Building, Cleveland 14,Ohio * 900 Peachtree Street N.E., Atlanta 5, Ga. * 2020 Walnut Street, Kansas 
City 8,Mo. * 4532 South Kolin Avenue, Chicago 32, II. * 4501 Santa Fe Avenue, Los Angeles 58, Calif. * 452 Statler Building, Boston 16, Mass. 
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AVE [WM 


Plated” 


Coaster Brakes 


are back again! 

















The bright and shining 
appearance of today’s 
Bendix* Coaster Brakes 
win instant customer 
attention and approval. 
With Bendix you sell not 
only the best looking coaster brake 
on the market, but by all odds the 
finest performer of them all. 
Remember Bendix Coaster Brakes 
are the product of the greatest expe- 
rience in braking. For Bendix brakes 
are known wherever wheels turn or 
planes fly. 

Thus when you specify Bendix you 
get double value—better looking— 


better performing coaster brakes. 
*REG. U. S. PAT. OFF. 





10 outstanding features 


Coasts Longer * Stops Quicker 
Reliable Performance 

Longer Life 

Lightweight * Easier Pedaling 
Simplicity of Design 

Fewer Parts 

Easy to Put Together and Take Apart 
Self-Aligning Brake Shoes 

Sealed Against Dirt and Water 


+ + + + + + + + H 


Requires Less Pedal Pressure 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
72 Fifth Ave., New York 11, New York 
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is easily attached to the stake, 
where it cannot be blown off by the 
wind. Ten markers are mounted on 


“RHUT 1U-MURKUT WAAL UY FLARicY syUnT 
ALL METAL 


y? MARKER: 





1 
. 


DEFIES WIND AND seal 





a three-color self-selling counter 
display card; card retails for 50¢. 
Irva Mfg. Co. 


For more data circle No. 42 on postcard, p. 201 


Fireside Hood 


Here is a fireside hood that can 
be easily attached to any Wilshire 
curtain screen. Measuring 44 in. 
long, it fits onto standard 38x31 
in. screen; it is also available in 
other special sizes. No. 1-H polished 
brass finish lists at $12; No. 20-H 





polished solid brass lists at $15. 
Catalog sheets available. Wilshire 
Mfg. Co. 


For more data circle No. 43 on postcard, p. 201 


Electric Clock Line 


Fifteen new models ranging in 
price from $21.95 to $80 constitute 
this 1953 line of self starting elec- 


tric numeral clocks. Many different 
types of cases are included in the 
line. Called Calchron, the clocks 
automatically change each day, giv- 
ing month, date and hour. Penn- 
wood Numechron Co. 

For more data circle No. 44 on postcard, p. 262 


Fountain Brush 


Newest feature of the 1953 Auto- 
wash Brush is the shut-off valve 
built into the solid brass hose cou- 
pling. Flow of water is regulated 
by turning the coupling. Other 
features include long and short in- 
terchangeable handles, replaceable 





horsehair brush part, brightly col- 
ored rubber bumper and reinforced 
all-aluminum cap. Retail, with 8% 
in. handle, $3.49; with 36 in. han- 
dle, $3.98. Flour City Brush Co. 


For more data circle No. 45 on postcard, p. 201 


Lazy Susan 


Consisting of a decorated glass 
dish with four compartments, set 
in a chrome base that forms a shelf 
around the glass dish, this lazy 
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Model 5-N Portable 
Compressor Unit 

Engineered for automotive, 
industria! painting and rental 
fields. High delivered air 
volume, ¥2 hp., 5.31 cu. ft. 
displacement, 50 |b. working 
pressure. Rugged piston type. 





| Brink & Cotton ad VISES 
you to stock fast-selling 


} 
: | 
| 
All New Streamlinea 
Sharpecraft ‘40 
Compact, lightweight, | 
champion for hard, lasting | 
performance. 1% hp. motor 


delivers 2.3 cu. ft. free air 


ates germinate motor =| | |«<Sperior in quality and budget- 
priced for quick sale... profits! 


diaphragm type. 


| 
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Brink & Cotton has been making vises for 
over a quarter of a century. The only trouble 





953 Auto- PORTABLE SPRAY UNITS with BC products is they last too long! Yes, 
-off valve thousands of BC vises over 25 years old, are 
hose cou- Leaders by still in service. You can’t beat that for cus- 
regulated performance comparison! tomer satisfaction. 

x. Other 

short in- 

ls . “ Sharpe Spray Guns BENCH 
placeable Choice of internal mix 





pressure, external suction or 
combination types for cup 
or material container use. 
Precision-machined air and 
material nozzies. 


oo Additional data upon request. vs A 


Dealerships available, write for details. 


SHARPE MFG. CO. 
1224 Wall St., Los Angeles 15, Calif. PRODUCT! 


VISES 


Patented design, 
suited for home, 
garage or farm. 
Jaws accurately 
machined, pol- 
ished and lacquered. Finished 
in green baked enamel. Packed 
in individual set-up box. 

No. 149—Opens to 134” 

No. 150—Opens to 2'2”. 









i ied 








SWIVEL 
VISES 


Combination swivel] action. 
Binding screw provides numer- 
ous swivel positions. Base fin- 
ished in black Japan and body 
in red baked enamel. Packed 
in individual set-up boxes. 





htly col- 


wav mm ELECTRIC GLUE POTS 


e han- ; Ther mmoitat controt 
b Co. 


im \\\ WATER JACKET | | 
TYPE | 
| 


No. 153—Opens to 2”. 


WOODWORKER'S 








d glass S . attached bowl. a" 
its, set = 3 VISE 
a shelf 110-120 VOLTS or 220-230 VOLTS | 45% 
is lazy == AC or DC, Perfectly balanced, ruggedly 
LE =: - .. One pint. One quart, Two quarts. built for hard use. Will not 
: Four quarts. loosen or slip. Guides are cold 
: rolled steel. Finished in green 
SS baked enamel. 
= all 
Heavy sheet iron body No. 176—Opens to 4!”. Yy 
Porcelain enamel glue === See your jobber or write 





container ; 
110-120 VOLTS or 220-230 VOLTS | 
AC or DC. =¢ 


tHe BRINK & COTTON mec. co. 


One quart. 
Two quarts. 
four quarts. 


33 POLAND STREET @ BRIDGEPORT CONN 





V U LCA N E L ECT R | C (ee) Manufacturers of clamps—Vises—Hand —— 


DANVERS 3 MASS || Production, Maintenance, Service, Since 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 





GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of ‘cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 








FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Pork 
Ave., New York 17. 


TRADE 


Qn key 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Topes 
also, which meet ASTM Specifications. 
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@ For more information on these products and services 





use free post card on page 201. 


susan revolves easily on roller bear- 
ings. With a 15% in. diameter, the 
pedestal stands on four rubber feet 
to protect the table surface and pre- 
vent sliding. Packed in a blue and 
green gift box, it lists for $3.95. 
Everedy Co. 


For more data circle No. 46 on postcard, p. 201 


Ice Cream Freezer 


Here is an ice cream freezer, 
called Home-Aid, that makes ice 


| cream automatically when placed in 


any refrigerator and plugged into 
an electric socket. In approxi- 
mately 35 to 45 minutes, it will 
produce 1% qt. of smooth-textured 





ice cream of any flavor. It can also 
be used for sherbets and other 
frozen desserts. Lightweight, por- 
table and easily washed, it retails 
for $19.95. Federal tax included. 
Enterprise Mfg. Co. 


For more data circle No. 47 on postcard, p. 201 


Continuous Hand Sprayer 


Called the Streamline Blizzard, 
this continuous hand sprayer has 
a seamless brass pump, solid cop- 
per tank, and twin nozzle. Slow 
pumping gives a continuous and 
unbroken mist spray. Sprayer 
comes in pint and quart sizes, and 
can be used for spraying insecti- 
cides, disinfectants and for house- 
hold and farm use. D. B. Smith & 
Co. 


For more data circle No. 48 on postcard, p. 201 


Spray Dispenser 

This Model 81 Spray-Mix ferti- 
lizer and insecticide dispenser fea- 
tures a deflector which fits over 





nozzle, spraying a soft, wide stream 
that does not injure plants. De- 
flector can easily be removed with 
a flick of the finger when regular 
spray is desired. Packaged one 
dozen units to a 3-color counter 
display, retail price of $1.49 in- 
cludes 5 ft rubber suction hose and 
filter. Melnor Metal Products Co., 
Ine. 

For more data circle No. 49 on postcard, p. 201 


Covered Cake Dish 


This new covered cake dish with 
easy-turning swivel base permits 
serving of cakes and pastries with- 
out lifting. Called Covered Cake 
Carrousel, it can also double as an 
attractive and practical table Serv- 
ing Susan. Made of durable poly- 
styrene plastic, it comes in Burrite 





Jewel Tones of red, yellow and 
green base with transparent cover 
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NEW PLASTIC TUBE 


SELLS ITSELF! 


CASH IN 


on tHe BEG pemanp For 


. SHELTON 


















DOUBLE 
POINTS 


: 


COPPER 
RIVETS 


CREATE FASTER TURNOVER 


4 DOZEN 
BLOCKS 
PLAS-T-CAP In DIsPLaY 
THUMB TACKS 
WITH A SHOW THEM! 
TACK LIFTER ON EVERY BLOCK SELL THEM! 









SHELTON, CONN. 
MD. 


SHELTON TACK CO., 
HOLLAND MFG. CO., BALTIMORE 31, 


Available 
from 








Patterns are available for 


Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 
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No. 92A 


There is a complete line of Turner Tested Torches 

. from the top-quality double-jet burner to a 
handy little half-pint model for the home crafts- 
man. These torches are outstanding for quality, 
dependability, and performance ,..they have no 
equal for economy in operation and wide applica- 


tion of uses. Feature Turner and you sell the best! 
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WHAT’S NEW 








and knobs to match base. It is also 
available in Burrite Desert Tones. 
Suggested retail price is $2.98. 
Burroughs Mfg. Corp. 


For more data circle No. 50 on postcard, p. 201 


Corner Brace 


Designed to tighten loose joints 
and sagging frames, this new Mitey 
Miter corner brace fits into a sim- 


x 
SE NAW AK NAO: 
AEE AANA Pa 


so 





ple saw cut, making an interlocking 
tight joint. Easy to install using 
only a hammer and saw, brace won’t 
rust, needs no painting. Other uses 
include repairing storm windows 
and doors, shutters, cabinets, card 
tables and shelf brackets. Packed 
2 doz. to a box, it comes attractively 
carded in sets of four with 32 nails 
and directions. Free counter dem- 
onstrator and point-of-sale card in- 
cluded. Reagan Products Co. 

For more data circle No. 51 on postcard, p. 201 


Plastic Mittens 


Called Purr-Mits, these transpar- 
ent plastic mittens protect hands 
while doing household tasks. They 
can also be used for washing and 





218 


putting on nylons, to prevent snag- 
ging. Soft and pliable, they are 
packed in colorful packages illus- 
trating the “kitten-soft” theme. 
Display cartons holding 2 doz. pairs 
fit in 6 in. of counter space. Mittens 
sell for 25¢ per pair. Central States 
Paper & Bag Co. 


For more data circle No. 52 on postcard, p. 201 


Magnetic Knife Holder 


Five assorted sizes of household 
knives can fit this new magnetic 
knife holder. Made of natural hard 
maple, it can easily be affixed to 
kitchen wall, or can fit into kitchen 
drawer or on a work table. It per- 
manently holds any size knife from 
a small paring knife to a long ham 
slicer. Holder retails for $4.95. 
Model No. 104, it is individually 





mounting 


and ‘two 
screws are included. Robeson Cut- 
lery Co. 


For more data circle No. 53 on postcard, p. 201 


gift boxed 


Plastic Electrical Tape 


Vinyl plastic electrical tape, 
called Royalistic, is a plastic film 
approximately .006 in. thick. One 
side has a pressure sensitive ad- 
hesive that makes the over-all thick- 
ness approximately .007 in. The 
black tape has a tensile strength 
of 20 lb. per inch of width, excel- 
lent abrasive resistance, and good 
adhesion at low temperature. It 
has dielectric strength of approxi- 
mately 10,000 volts. It is not af- 
fected by sunlight and has no 
corrosive effect on electrical con- 
ductors. Resistant to water, acids, 


alkalies, oils and aging, it comes in 
66 or 30 ft. rolls *%4 in. wide, and 
10 ft. rolls % in. wide. United 
States Rubber Co. 


For more data circle No. 54 on postcard, p. 261 


Suspension Holder 


This new type suspension holder 
for Hum-I-Dri moisture absorbant 
is designed to facilitate the setting 
up of Hum-I-Dri units as well as 
the removal of water from drip 
pails. It has a sturdy loop into 
which a knot in the Hum-I-Dri bag 
fits; this suspends it securely over 
its drip pail at a higher level, per- 





mitting air to circulate more com- 
pletely around the unit and speed- 
ing up the absorption of moisture. 
Speco, Inc. 


For more data circle No. 55 on postcard, p. 201 


Cooking Thermometer 
Here is a cooking thermometer, 
called the Dial Roast Meat Ther- 
mometer, that has hermetic seal- 
ing, permitting it to be washed 
with the dishes. It has a red roast- 
ing indicator which presets to de- 
sired temperature and tells when 
roast is done. For any size roast, 





calibration is at roasting tempera- 
tures and marked for holiday 
turkeys. Taylor Instrument Cos. 


For more data circle No. 56 on postcard, p. 201 


(Resume reading on page 13) 
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4 powerful reasons why 


1953 CHEVROLET 


Advance-Design Trucks 
give you more of what you want 


MORE POWER—GREATER ECONOMY! Expect a wonderful advance 
in power, performance and economy in Chevrolet heavy-duty trucks! 
The great 1953 Loadmaster engine—standard on 5000, 6000 
Series, heavy-duty and forward control models, optional on 4000 
Series heavy-duty trucks—has a new high compression ratio of 7.1 
to 1, develops even more horsepower than before. And the Thrift- 
master engine in light- and medium-duty models brings you tradi- 
tional Chevrolet economy. 


TRUCKS ENGINEERED FOR YOUR PAYLOADS! Chevrolet trucks are 
designed for the job they will do—engineered from tires to axle, 
springs, clutch and power plant to do that job with the greatest 
efficiency and lowest cost. You don’t waste money on too heavy a 
truck or too light a truck. You buy the right truck for your job! 


MORE STAMINA! More strength where strength counts most! 
In 1953, all Chevrolet trucks have stronger, brawnier, more rigid 
frames. They have heavier, sturdier construction that means a 
longer, lower-cost life for your truck. And they have new larger, 
safer, longer lasting brakes on many models, too! 


GREAT TRUCK FEATURES! In addition to the many NEW things 
you'll find in these 1953 Chevrolet trucks, you'll also find many 
great features yet unmatched by other makes of trucks. Features 


Steering and many others help make Chevrolet Advance-Design 
trucks your greatest buy. Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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such as Flexi-Mounted Cabs, Unit-Designed Bodies, Ball-Gear 





CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast. smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on ftont of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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Step up summer 
sales with SPECO 


chemical moisture absorbent 





Removes up to ten times its 
weight in moisture from the air 


e For fast turnover during 
hot, humid summer months 
.-.sell HUM-I-DRI. 

HUM-I-DRI dries up damp 
basements... protects metals 
against rust... prevents mil- 
dew on leathers and fabrics 
... absorbs moisture in laun- 
dries and kitchens. 


¢ requires no “baking” or drying 
¢ furnished with reusable metal 
drip pail 

e refills available 

° a necessity for every home! 


5-Ib. unit $1.95 (refill $1.35) 
| 10-Ib. unit $3.95 (refill $2.45) 


ORDER 
HUM-I-DRI 
TODAY! 


HUM-I-DRI is a companion 
of ICE REM ice melting pel- 
lets, RAIN REM fabric water 
repellent, RUSTREM anti-rust 
paint and 54 other famous 
REM products. 





A-7152 


SPECO, Inc. 
Peas PuoDuCTS™ 


7308 Associate Avenue © Cleveland 9, Ohio 











TO HELP YOU SELL 





(Continued from page 13) 


yellow, the new box is designed as 
a point-of-sale producer for these 
staple products. On shelves or 
counter, the eye-catching package 
presents an effective display. Un- 
ion Hardware Co. 

For more data circle No. 57 on postcard, p. 201 


Power Unit Merchandising 


This merchandising kit for the 
Dandy Boy power unit line consists 
of a How to Sell sales manual, 
newspaper ad mat folders, window 


ag 
PiBLANO 


ANDY 80. 
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GARDEN TRACTORS 





streamers, envelope stuffers, radio 
spots, metal signs, store decals, 
price lists and catalogs. Support- 
ing the promotion is an extensive 
national advertising program. Mid- 
land Co. / 


For more data circle No. 58 on postcard, p. 201 


Floor Covering Catalog 


This 1953 floor covering catalog 
deals with interior decoration and 
floor design. Measuring 81x11 in., 
the 16-page catalog pictures in de- 
tail a variety of installations of 
Kentile in the home, as well as in 
stores, offices and other non-resi- 
dential installations. Containing 
dozens of suggestions for distinc- 
tive and individualized floor de- 
signs, it shows the complete Ken- 
tile line of 25 colors and merchan- 
dises the value of ThemeTile, Fea- 
ture Strip, KenSerts, KenBase and 
special grease-proof Kentile. Ken- 
tile, Ine. 

For more data circle No. 59 on postcard, p. 201 


New Displays and Other Dealer Sales Helps 


Weed Control Packaging 


Killer Kane 4-D applicators for 
control of broad-leaved weeds are 
now packaged in a carton of six 





which opens up into an attractive 
garden-green and yellow display 
with two illustrated side panels. 
Another printed portion of the car- 
ton folds up and back and becomes 


a poster with a spot for price. Dis- , 


play stands by itself and copy ‘is 
easily read. An explanation of how 
to set up displays and other mer- 
chandising ideas are printed on 
back of the cartons. Donaldson Co., 
Inc. 

For more data circle No. 60 on postcard, p. 201 


House Numbers Display 


Here is a new upright display 
case for Nu-Art house numbers. 
Free with orders of a full assort- 
ment of 12 of each number (total 
1382 numbers), the wooden case 
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XCELITE 


COMBINATION 


Detachable Screwdriver 





ASK ANY USER— 


= 
————_—__ZE 





ASK ANY DEALER 


XCELITE 


Has What They Want! 


XCELITE users know they’ve got 
the best in quality screwdrivers, 
gut drivers and pliers! They’re 
made of the best alloy steel. 
They’re made in the right. sizes 
ind types. And they stand up 
indefinitely under reasonable 
usage. XCELITE dealers know 
that these quality tools sell on 
sight. They know that XCELITE 
mstomers are mighty loyal, too. 
So, if you want easy sales, re- 
peat sales and worthwhile sales, 
write us about the XCELITE 
line now! 


=z— 
ANOTHER 


XCELITE 
"EXTRA" 


BERYLLIUM- 
COPPER 
BLADES 


No TV serviceman 
should be without them. 
Non-magnetic, they're 
widely used for They 
ing TV —— hey 
do not affect the im- 
age. Also ‘non-sparking 
for use in explosive 
atmospheres. Stock and 
display a few—you'll 
attract some valuable 
trade to your store! 


XCE LITE INCORPORATED 


Formerly 4 Origin 4 
0 


Park Metalware Co., Inc. 
Dept. G, Orchard Park, N.Y. 


Rete) are, XcELITE 
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TYPE 

NO. 29 
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five p popular ties boosters! 


Fine quality, good 

¢ design. sensible prices 

multiply sales. 

The WALSCO line if i 
of Rule Tapes, 
Utility Knives, and» 
Padlocks is a 
perennial favorite. 





NO. 505C 


50 ft. Steel Tape in Chrome or Zine 
plated finishes. 


NO. 45 PADLOCK 
Plated Steel shells and shackles. 
Brightly colored centers. Various 
sizes. 2 keys with each lock. 


NO. 101 PADLOCK 
1. Die cast, rustproof, baked enamel 
finish. Many sizes to choose from. 








A popular, all-purpose knife with § 
adjustable replacement blades to retail at 75¢. 


NO. 406W 
Die cast, chrome plated or baked 
enamel cases. White tape with 
black markings. Automatic 
brake. Replaceable blade. 


Order from your jobber now. 
Write for complete catalog. 





















Two-color window 
sticker on early feeding. 
12%" x 7”. 


Vigoro Raindrop Ad on 
early feeding which ap- 
pears in all popular gar- 
dening magazines. Use 
as a window sticker. 











Fott eotes ene 
uv splay car 

2B” high, 17” 
wide. Excellent 
for counter, win- 
dow or floor use 
' by Vigoro bags. 


Striking alumi- 


num reflector 


ag. dening aids. 
™ ticularly good 
for outdoor use. 


~ WE SELL THE 


/ COMPLETE PLANT FOOD 


FAMILY OF GARDENING AIDS | 


- a 


NOW IS THE TIME TO FEATURE 
AND DISPLAY VIGORO* 


The famous Vigoro raindrop—in adver- 
tising and new displays—reminds cus- 
tomers of the importance of getting 
Vigoro and applying it now. And early 
feeding means early sales—longer sales— 
and more repeat business for you! 


NOW IS THE TIME TO RECOMMEND 
VIGORO FOR LAWNS 
You can start selling Vigoro the minute 
the heaviest snows and frosts are over. 
Feeding Vigoro early helps grass get off 
to a better start...developing deep 
new roots and finer top growth. 


Send now for complete display material 
on early lawn feeding. Ask your Swift 
representative or write directly to Swift & 
Company, Plant Food 
Division, U. S. Yards, 
Chicago 9, Illinois. 







Remember: Vigoro 
has brought more 
dealers more profit 
for more years than 
any other plant food! 


*Vigoro is the trade-mark 
for Swift & Company's 
complete, balanced plant 
food. 


FLOOD OF EARLY 
S\IN YOUR STORE 











TO HELP YOU SELL 









@ For more information on these products and services 
use free post card on page 201. 


needs less counter space than for- 
mer flat display boxes. Topped by 
a banner which suggests the use 
of the numbers, case displays num- 
bers in upright position which ap- 
proximates their actual use. Num- 
bers are available in stainless steel, 
bronze or yellow brass. Macklan- 
burg-Duncan Co. 

For more data circle No. 61 on postcard, p. 201 


Towel Bar Card 


Six of the Fairfield matched line 
of bathroom and kitchen accessories 
are now carded to speed across-the- 
counter sales by telling the sales 
story on the item itself. Bright 
colored card illustrates the product 
in actual use. Accessories carded 
are: twin towel bar, in two sizes; 
Add - A- Rack, Twin Corner towel 





bar, shown here; towel ring and 
the towel shelf and drying rack. 
Autoyre Co. 


For more data circle No. 62 on postcard, p. 201 


Lawn Sweeper Promotion 


New, distinctive four-leaf clover 
sales emblem will keynote 1958 ad- 
vertising and sales promotion pro- 
gram for the Dynasweep Lawn- 
sweeper. Combined with the slogan, 
“There’s a Reason Every Season for 
a Lambert Dynasweep Lawnsweep- 
er,” the four-leaf clover insignia 
will point up the three-season user 
benefits that consumers get with 
the Dynasweep. The new eye-catch- 
ing emblem will be attached to 
every sweeper, featured in adver- 
tising campaigns, and used in 
point-of-sale displays. Lambert, 
Ine. 

For more data circle No. 63 on postcard, p. 201 


Tool Catalog 

This 28-page tool catalog, called 
General Catalog No. 109, lists seys 
eral new products and containg 





more than 100 illustrations. It in- 
cludes a complete selection. of 
clamping tools, Federal specifica- 
tion references and other technical 
data. Free copies are available. 
Wilton Tool Mfg. Co. 


For more data circle No. 64 on postcard, p. 203 


Vacuum Cleaner Display 


Feature of this vacuum cleaner 
display is pegboard for printed dis- 
plays and sales messages that can 
be easily changed to give display a 
new look. Two shelves half way up 
the unit are for hand-vacs; upright 
vacuum cleaners can be shown on 
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3 ENZYMATIC 


LIQUEFIES SOLIDS—ELIMINATES ODORS—GUARANTEED 
CASH IN ON THIS FAST GROWING DEMAND 


The word is getting around! Owners of septic tanks, cesspools and outdoor 
toilets are obtaining unbelievable results with ENZYMATIC—the enzyme- 
active biological compound which eliminates sewage odors . . . liquefies 
organic waste solids ...reduces sources of contamination and disease. 
Harmless to plumbing or person, easy to use. Not a caustic, acid or chemical. 
Used in hundreds of municipal, military, industrial sewage disposal plants— 
now available for home use. Nationally advertised. Sold by Nonco, Crane Co. 
ond other leading wholesalers. Year's treat t for average size septic tank 
requires four canisters. You sell for $1.50 per canister, cost to you $11.92 
per, dozen. ORDER NOW. 


N. O. NELSON COMPANY DEPT. G3 


4306 Duncan Ave., P.O. Box 3265, St. Louis 10, Missouri 
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YOU'LL SELL MORE 


TANK BALLS 


Featuring 
SURE-GUIDE 


TANK BALL 


FULL COLOR / 
CONTAINER 


Each Tank Ball 
Individually 
Boxed 


PREVENTS LEAKS 
SAVES WATER BILLS 


‘ 
ENDS ANNOYING NOISES “am 
| THE SURE-WAY TO STOP TOILET LEAKS _ 

















COMPLETE 
WiTH ROD 





COLORFUL 
COUNTER 
CARD 


Supplied with 
every Dozen 
Tank Balls 














Sold through Authorized Jobers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


2701 N. BROAD STREET + PHILA. 32, PA. 
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No need to “take a walk’ when re 
a JONES CHEMICAL TOILET is a : 
available. This sleek, sanitary unit 

is designed for inside use in Qynmr\e 
camps, resorts and cabins . . 
wherever regular sanitation fa- 
cilities are not available. Helpful, J. 

in the sick room, too. —_ 


















































a ee 
ee 


WHOLESALERS: 


| S 
write {or giscount 





Complete #3 unit in one package, ready to 
install by buyer. Shipping weight 22 lbs:, F.O.B. f 
factory. Chemicals that keep it unobjection- 

able readily available anywhere. Order your 

stock now from your jobber. 








The Jones RELAX Bedpan 
—patented leader from 
complete line of profes- 
sional and baby enameled 
ware ... write for illus- 
trated price list. 






The JONES Metal Products Co. 


WEST LAFAYETTE, OHIO 
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FE. 5 GAL. KNAPSACK SPRAYER 












Recommended 
by Experiment 
Stations and 
Extension 
Services 


Finest knapsack sprayer made. Pump lever 
develops high pressure with little effort. Zinc- 
grip steel or copper 
tank is air condi- 
tioned and form fit- 
ting and prevents 
dampness touching 
the back. Adjustable 
brass nozzle for 20- 
30 ft. stream or 
short, fine spray. For 
all spraying, includ- 
ing weed and brush 
control. 


D. B. SMITH & CO. Ae 


426 Main St., Utica 2, N.Y. L_Caralos 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 



































more work 
with 
less fatigue 






Users say —‘‘Save 
plenty of time and 
effort.’? Give your 
customers this high standard of 
snips performance ...contact your 
wholesaler, or write, wire or phone 


today! 
always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 
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TO HELP YOU SELL 








either side of the full display. 
There is ample space for attach- 
ment display on counter where new 
T-6 tank vacuum cleaner is shown. 
Also included is a rug sample and 
a Betty Furness Shot demonstrator 
kit, which demonstrates suction 
power of tank cleaner. Display, 
which includes one T-6 cleaner, 
costs $75; T-6 has suggested re- 
tail price of $89.95. Westinghouse 
Electric Corp. 


For more data circle No. 65 on postcard, p. 201 


Weeder Display Box 


Cape Cod weeders are now pack- 
aged in an attractive display box 
that illustrates the many uses of 
the item. Top can be used as a 
cover or can be propped up and 
used as a standing display behind 
the 12 packed weeders. Blades are 
made of heavy steel with sharp 
cutting edge pin locked to hard- 





wood handle. Weeders can be used 
for cultivating, root cutting and 
indoor plant culture as well as 
weeding. Tuck Mfg. Co. 


For more data circle No. 66 on postcard, p. 201 


Plastic Pipe Leaflets 


Two new illustrated leaflets en- 
titled, “Here Are the Answers on 
Flexible Carlon Plastic Pipe,” and 
“Here Are the Answers on Rigid 
Carlon Pipe,” provide answers to 
the 22 most frequently asked ques- 
tions about Carlon flexible and 
rigid pipe; what it is, how it is in- 
stalled; how the price compares 
with that of metallic pipe, and ap- 
plications for which it is recom- 
mended, etc. They cover installa- 


tion precautions, use as a tem. 
porary line, effects of freezing, and 
other subjects of interest. Book- 
lets free upon letterhead request, 
Carlon Products Corp. 


For more data circle No. 67 on postcard, p. 201 


Paint Display 
This display of associated item 


merchandise required for painting 
a typical five-room house, is built 


Yo 
Grow” FAStEsy 


WING Marker 





around a display card and a linseed 
oil promotion. Appealing to the do- 
it-yourself home owners, this. mer- 
chandising device helps prospects 
visualize the low cost of purchasing 
all paint and sundries required. 
Display cards are available upon re- 
quest. Pol-mer-ik Dept., Archer- 
Daniels-Midland. 


For more data circle No. 68 on postcard, p. 201 


Fan Display Board 


Called Model 900, this ventilating 
fan display board of heavy ply- 
wood serves as an easel mounting 
for five fans. Attractively colored 
in yellow and brown, it holds the 
1021 and 728 Coil-n-Wall units for 
coiling and inside wall use, the 880 
for coiling installations, and the 
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investigate 
the profits 
YOU can make 
selling 


SHOPMASTER 
POWER 
TOOLS 


recognized 
high quality 





THE MOST COMPLETE LINE OF TOOLS ON THE MARKET TODAY 









10” Tilting Arbor Saw: Ideal 
for the contractor, factory, or 
for home workshop. Exten- 
sions of 24x30". $102.00 


8” Tilting Arbor Saw: Sealed 
for life ball bearings, mas- 
" sive heavy duty construction, 
simplified controls . .$49.95 





20” Tilting Table Jig Saw: A 
20” jig saw for the price of a 
15”, 16," or 18” saw, cuts 
to center of 40”... .$29.95 
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Distributor or dealer, it will pay you hand- 
somely to sell the complete Shopmaster line. 
Attractive new color gives Shopmaster tools 
greater display appeal than ever before. A new 
pricing policy enables you to offer recognized 
Shopmaster quality, at an amazingly low price 
—while assuring you a generous profit margin 
on each tool. 


UNIVERSAL COMBINATION POWER TOOL: 
Circle saw, drill press, sander, shaper, 
router, lathe, jointer, grinder, buffer 
a $249.95 





MAKE SURE YOU HAVE COMPLETE INFORMATION ON 
SHOPMASTER! . . . the most heavily advertised line of power tools 
in the woodworking field! WRITE TODAY or see your distributor 
for full details on how YOU can ircrease your power tool sales. 


Shopmaster, Inc., Dept. HA-3 
1214 Third Street South, Minneapolis, Minnesota 


Name____ = _ 





0 _ oo 
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To sell 


i ware’ 


MELMAC® dinnerware at its finest! 


you 








As six hundred and sixty onex 
stores wellknow... 
when you get a woman to 
look at a Boontonware display, 
listen to a salesperson, and 
drop a dish— 
you've got a Boontonware customer! 


... that's why we designed this attractive — 
WROUGHT IROM COUNTER DISPLAY 
—it makes people look. Wrought iron is fashionable, goes well 
with any counter. Glass shelvest provide the opportunity of 
showing Boontonware in a vertical plane, where its colors, high- 
lights and design are displayed to the best possible advantage. 
And the stand will fit almost any counter; is expandable; meets 
the high standards for display equipment of the country’s finest 


stores. xUp to January 31, 1953, 


661 stores were actually 


Ask your Boontonware representative how to get this and 
using this display. 


other display pieces. Remember—it's the look—drop—listen 
demonstration that sells Boontonware. 


t glass not included. 





226 


BOONTON MOLDING COMPANY, BOONTON, N. J. 


Custom molders for over thirty years 






















TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 201. 


847 and 1047 outside wall ventila- 
tors. Fact tags with helpful in- 
formation accompany each model. 
Also displayed are the three-speed 
control and the timer switch, for 
use with ventilators. Display is 
shipped with fans, controls and 
wall caps completely installed and 
wired ready for use. Display is 
free for price of units. Fasco In- 
dustries, Inc. 

For more data circle No. 69 on postcard, p. 201 


Paint Promotion 


Streamers, folders, newspaper 
mats and an attractive counter dis- 
play, all designed to boost the sales 
of Setfast canvas paint, are offered 





free to dealers. This promotion 
will be supported by national con- 
sumer advertising campaign. The 
paint beautifies and renews awn- 
ings, canvas furniture, garden and 
beach umbrellas, and any other un- 
weather-proofed canvas products. 
Priced at $1.05 per pint, it comes 
in six basic colors, six intermixes, 
white, clear and overcoating. Mur- 
phy Paint Div., Interchemical Corp. 


For more data circle No. 70 on postcard, p. 201 


Wood Screw Manual 


This Technical Information man- 
ual on wood screws gives all tech- 
nical information of a general na- 
ture that may be helpful in the 
proper planning, use and ordering 
of wood screws. It describes vari- 
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quality line of housewares: Xo 
the Dripcut line is growing in sales, demand and importance es "; 
in store after store throughout the country. Now with yy 
ll ventila- the many new additions to this famous line of dripless 
elpful in- servers, you'll find this a more profitable line than ever before. 
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os A oe WRITE FOR ILLUSTRATED CATALOG SHEETS 
¢ + ON THE COMPLETE LINE OF DRIPCUT PRODUCTS 

ewspaper ee 
inter dis- ee 
the sales ." 3 947 east 62nd street 
‘e offered ‘ “ be los angeles 1, california 

PLASTICMAID MIXING BOWL PLASTIC TOP SALT & PEPPERS itt 
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! BE READY FOR SPRING! 
GIFT KEY-BAK 
SELL THE EASY-TO-USE 
Weed Handle 26° Leng 
We want you to use a KEY-BAK . . . wear it on your belt | | 
where your keys are —— handy, always safe. See 
how it automatically reels back your keys, reaches full 
_ at’? ye ruggedly built, fully guaranteed. With No. 601 
your FIRST order of only ONE DOZEN Key-Baks (either 
through your jobber or direct) you'll 
motion get one KEY-BAK as a gift. Use it or 
al con- sell it! Your customers NEED ogee 
mn. The ... it sells fast to all who use an 
‘S awn- carry keys. Act NOW! POLLY PRIM 
1 — DUST PAN 
er un | RETAILS: $2.50 each. : 
‘oducts. oe dae tow tam Sells on Sight— 
| comes — ee order Your customers will want this 
rmixes, a oe ee Dust Pan for their Spring 
. Mur- . ‘ Cleaning . . . 
l Corp. Gift Offer Expires The long handle saves ane 
rd, p. 2 . back bending. Just pick dust 
aaaalate April 30, 1953 nats = ie lone femme and 
JOBBERS: All gross orders filled | | dust retaining hump keeps 
r through April 30 will be packed dust in. 
} | extra dozen per gross to sup- ; 
) 4 i ply your dealers with this offer! It's the most sanitary dust pan made today. 
1 man- ~~ <? TODAY” are ee 6 It's a Hit with Housewives, and is Recommended for 
| tech- 9 your tether comet enw | | Schools and Institutions. 
al na- supply you, order direct | Write for literature today! 
in the “yal tor , 
dering _ sane anbinapeanone PATENT NOVELTY COMPANY 
vari- | |LUMMIS MFG. CO.  azciene'scei’ =| || opt. HA Fulton, Il 
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CALF GETS ALL THE MILK 


CALFEEDER 


NEW 8-QUART SIZE 
ALSO AVAILABLE 


@ New, improved nipple assembly, 
offered only by the CALFeeder Nipple 
Pail, permits calf to get practically ALL 
of the milk. Tests show only 10 cubic 
centimeters (spoonful) of milk can re- 
main in pail. Show your farm trade this 
exclusive, money-saving, MILK-SAVER 
feature. NOW TWO SIZES! CALFeeder 
Nipple Pails are made in 8-qt. and 12- 
qt. sizes, to fit all requirements. There's 
only one genuine CALFeeder Nipple 
Pail. Write for FREE folder. 


A BIG — 


SELLER TO 
THE FARM TRADE 


LOCK-ON 


TRACTOR FUNNEL 


@ Farmers buy LOCK-ON Tractor 
Funnels because steady funnels save fuel 
and time. Here’s the only LOCK-ON 
Tractor Funnel made. A profitable item 
and a big seller. Write for FREE folder. 


GENERAL METALWARE COMPANY 
Minneapolis 13, Minn. © Portland 1, Oregon 
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ous types of wood screws, gives 
recommendations for boring pilot 
holes and information on the hold- 
ing power of wood screws in vari- 
ous woods. Also included are the 
approximate weight charts on wood 
screws in packages and in bulk, de- 
tailed drawings and complete spe- 
cifications on slotted and Phillips 
head wood screws in flat, round and 
oval head styles, special head styles 
available and a decimal equivalent 
chart. Southern Screw Co. 


For more data circle No. 71 on postcard, p. 201 


Outdoor Cooking Items 


Description of these outdoor cook- 
ing items appeared in the previous 
issue of HARDWARE AGE and was 
accompanied with an incorrect pic- 
ture. The picture below is the cor- 
rect one. Display package contains 





minimum inventory of Androck 
outdoor tools, such as tinned wire 
broilers, extension forks, Ham- 
burgrills, and Red Hot roasters. 
Called Counter Assortment 700, it 
comes in pre-packed container box 
with stand-up display cover, 
24144x17 in. Containing 5%4 doz. 
pieces, retail value of contents is 
$15. Washburn Co. 


For more data circle No. 72 on postcard, p. 201 


Flashlight Dispenser 

Display assortment No. 333 con- 
sists of 16 flashlights, 48 D-size 
batteries, and features a wire rack 
flashlight and battery dispenser and 
two carton-type counter displays. 


@ For more information on these products and services 
use free post card on page 201. 






Assortment has a total suggested 
retail value of $24.96 with a dealer 
profit of almost 33 pct. Wire dis- 





pensing rack is designed for wall 
use and is sturdily constructed; in 
addition to holding batteries, it dis- 
plays three regular size flashlights. 
Olin Industries, Inc. 

For more data circle No. 73 on postcard, p. 201 


Brush Displays 

New, colorful brush displays for 
counter and window use are now 
available at no extra cost with 
initial purchases of specific wall 
and varnish brush assortments, 
which include brushes of 100 pct 
pure bristle and others of 100 pct 
pure nylon. Each display rack 
measures 13x13x7 in. and comes 
with a full color display card. 
Brushes are individually wrapped 
in attractive envelope-type wrap- 
pers. Baker Brush Co., Ine. 
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¥,"' crystal or opal glass with strong, 
modernistic metal fittings. 18’ and 
24” lengths. © 


Kimble Deluxe Glass Bors — 
44," crystal-clear glass with heavy 
: streamlined metal fittings. 18” and 
— 

~ Subsidiary of Owens-Illinois Glass Company 





stay new-looking! 


KIMBLE GLASS COMPANY 








ill 
« 2 
Enjoy a high gross 
| IMBLE GLASS BARS 
with low-cost K 
Give your customers what they want— Kimble make it possible for us to offer 
low-cost, handsome, handy Kimble Glass _ you these popular bars at a special low 
Kimble Button-End Glass Bars — Bars. Sparkling bright, they’re made of _ cost that stimulates sales and gives you 
crystal or opal glass with adjustable velvet-smooth, clear glass... have pol- a high profit margin at the same time. 
motel Ming. 18 "tone. ished metal fittings. Order Kimble Glass Bars today from 
Kimble Double-Purpose Glass Bars — Tremendous production facilities at your wholesaler, or write to us direct. 
crystal glass with adjustable fittings 
for partial or full-length use. 24" long. ° , 
Kimble glass bars won’t rust... 
Kimble Bent-End Glass Bars — - 


Toledo 1, Ohio 











BRASS + BRONZE + ALUMINUM | | 














No. N131 


Write for | 
Catalog No. 12 
illustrating our 
line of builders’ 

Hardware 
Specialties. 











No. N130X35 No. 132X35| | 


ROCKWOOD 


MANUFACTURING 


M THRESHOLD 














ALL SIZES 
STOCK LENGTHS 
$¢ CUT TO SIZE 








COMPLETE LINE oF 
| ALUMINUM SHAPES 


Maroy Sal ¢ Gre 








ROCKWOOD, se Aa 
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ARMSTRONG BROS. 


Better PIPE TOOLS 


WS; 





TONGS 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 
Ib.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have G Shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


4 
Write ter 
Cotolog 


ARMSTRONG BROS. TOOL CO. 


“the Tool Holder People” 


5214 W ARMSTRONG AVENUE + CHICAGO 30, ILL. 













STEELGRI 


| PACKAGES 
For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged — 1 set of 
12” lengths of STEELGRIP 
complete with hinge pins and 
ga pin to the box. Lacing 
om A easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, Chicago 30, U.S.A. 
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Safety Products Display 


Five different assortments of 
No-Shok Super-30 safety products 
are now available in self selling 





counter display, which has built-in 
sign. Assortment No. 1 contains 
five each of brown and ivory 9 ft. 
No-Shok safety extension cord sets, 
plus 10 each brown and ivory safe- 
ty Duplex receptacles; No. 2 con- 
sists of 20 ivory receptacles and 
five each brown and ivory cord 
sets; No. 3 is made up of five each 
brown and ivory receptacles, cord 
sets, and table taps; No. 4 contains 
15 of brown and 10 ivory cord sets; 
No. 5 includes 10 brown and five 
ivory 9 ft. cord sets, plus five each 
of brown and ivory 15 ft. cord 
sets. Products feature self-closing 
outlet that prevents accidents. Bell 
Electric Co. 


For more data circle No. 75 on postcard, p. 201 


Stove Mat Chart 


Quick selection of correct size 
Pro-Tex stove mat to fit hundreds 
of different stoves is made easy by 
this newly revised stove-top refer- 
ence chart. Printed in large, clear 


Tee 


qty 
“i 





ay 





type on heavy card stock and 
lacquered for extra durability, four. 
page chart shows at-a-glance which 
size mat fits customer’s stove, 
eliminating guesswork. Punched 
at top for hanging on wall or 
counter, chart is free upon request. 
Ballonoff Metal Products Co. 


For more data circle No. 76 on postcard, p, 201 


Hand Scraper Display 


This silent salesman display con- 
tains No. 1 and No. 2 Big Hand 
scrapers and extra blades for each 
number, manufactured by the Hook 
Scraper Mfg. Co., New York. 
Scrapers have four cutting edges 
each. Colorful display, offered 
without charge, contains 12 No. 2 








scrapers, six No. 1 scrapers, three 
No. 2 cutters and three No. 1 cut- 
ters. John H. Graham & Co., Ine. 


For more data circle No. 77 on postcard, p. 201 


Reel and Rod Catalog 


This 1953 reel and rod catalog, 
attractively bound in a four-colored 
cover, includes the complete line 
of new and improved products in 
its 32 pages. Printed in two colors 
and illustrated throughout, it com- 
bines the principal facts and fig- 
ures on a large assortment of rods 
and reels. Included in the catalog 
are the Inductor take-apart surf, 
pier and live bait reels; various 
level-wind reels; fly reels; salt 
water, lake trolling and river trol- 
ling reels; big game reels, and 
junior reels for general use. Also 
an all-new line of 124 rods for 
every kind of fresh and salt water 
fishing. Ocean City Mfg. Co. 


For more data circle No. 78 on postcard, p. 201 
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Window. Fan Displays 
All-wood display holds a 12 in., 

16 in. and 20 in. Air King window 

fan or two 20 in. models. It re- 





| Rees SOR poss inde 





ee TO | Ne si 
H SRN WR seaescitinnitrnntinanencivinnitetoasinreonetsnnmenrton iin 
/ Aires... Chay — - 
; es OHA. 


quires 30x29 in. of floor space and 
is designed so that each fan is 
wired for operation, making them 
easy to demonstrate. Display hold- 
ing three fans is available without 
cost on the purchase of two each 
of the 12 in., 16 in. and 20 in. 
models. Display holding 20 in. fans 
is offered without cost with the 
purchase of three 20 in. electrically 
reversible models and three 20 in. 
non-reversible models. Berns Mfg. 
Corp. 


Fer more data circle No. 79 on postcard, p. 201 


Registered Rule 


Multi-feature X226 Four Way 
Extension Green End Rule is now: 
being offered with a registration at 
time of purchase. Registered rule 
will be replaced free of charge if 
it breaks in normal usage within 
three months. Certificate of Regis- 
tration is on inside of wrapper, ex- 
terior of wrapper describes uses 
and features of rule. Rule has 
square ends and even inch sticks 
for easy scribing, and removable 
brass slide graduated on both sides 
which permits direct reading of 
inside measurements and measures 
small hole depths. It can be used 
as marking gage in even measure- 





(Continued on page 234) 
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Resa HANGERS 


Trade Mark Patent No. 2458332 


GUARANTEED SELLER! 










because they give the 
EXTRA STORAGE SPACE 
everybody wants! 


3 PAIR ] 
TO A CARTON 
for EXTRA 
PROFITS! 


+50 


Suggested 
retail 


4 











FOR STORING ¢ pipes lumber 
* canned goods * awnings 
* preserves ° bottles © suit- 
cases * rugs * sporting 
equipment ¢ paints * boxes 
* screens and storm win- 
dows, etc. 





Packed 12 cartons 
to the case. 


h 
3 oe xed in Storage problems in thousands of 
rivelY a homes and stores have been solved 
pack cepte® - by this ingenious low-cost space- 


saver! add-a-shelf HANGERS are 
easily installed in 2 minutes and more 


saat only can be added without even disturbing 

ww riced **_ sgtt the upper shelves! The hangers are 

ractl¥ y Bil for 12’’ x 12’, all identical, and hold 

* 2.5 re shelves up to one foot wide. They're 
discount ais d rustproof, high tensile steel. 

sonally dve jocal America's big stores have proved 

nat sable for add-a-shelf HANGERS profitable, and 


re-orders attest to their value as a real 
profit-maker wherever sold! add-o- 
shelf HANGERS are attractively pack- 
aged, 3 pair to a carton, perfect for 
an attention-getting counter display! 


WRITE — WIRE — PHONE 
ORDER YOUR STOCK OF add-a-shelf HANGERS TODAY! 


KIMBERLY PRODUCTS CO. 


10 South 18th St., Philadelphia 3, Pa. -LOcust 4-4467 

















the most spectacular 


PROFIT- MAKING COMBINATIO 





| 


Super Kem-Tone 


The deluxe, latex-base wall paint 
that’s super washable and super 


“se Sty, 
Stas Per Durabh 


ie OEY 


durable. It’s ready to use and easy 






to apply. $5.19 a gallon retail, fair- 





traded to insure your profit. 





order now— FROM ANY OF THESE SEVEN 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 


The Lowe Brothers Co. John Lucas & Co, 


Acme Quality Paints, Inc. W. W. Lawrence & Co. 
Dayton Philadelphia 


Detroit Pittsburgh 


The Martin-Senour Co. Rogers Paint Products, Inc. 
Chicago Detroit 


The Sherwin-Williams Co. 
Cleveland 
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HARDWAR! 








TIO PAINT RETAILING ! 











KEM-GLO The miracle alkyd 


enamel that gives walls and woodwork 






a finish that looks and washes like 






baked enamel. $2.49 a quart retail, 






fair-traded to insure your profit. 












® 
Kem-Tone The resin emulsion 


wall paint. It’s America’s top value 






in thrifty home beauty . . . con- 






sumer’s cost $2.73 a gallon when 






mixed, ready to apply. $4.10 a gal- 






lon retail, paste form. Fair-traded. 





ucas & Co, 
niladelphio 
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HOLD 
EVERYTHING! 


Scru-Tite Screw Anchors Will 
Anchor Any Material to Any 
Solid Surface with Little Ef- 
fort and Lifetime Durability 


SCRU-TITES quickly accepted 
and used by Home Owners, Building 
Trades, Communications Manufac- 
turers, Municipalities, Aircraft and 
many others. 


SCRU-TITE ANCHORS made 
from TENITE are tougher than or- 
dinary anchors. 


Dealers and wholesalers repeat 
orders prove easy sales and liberal 
profits, 


Ask your jobber salesman for 
Scru-Tite Profit Plan and use the 
handy coupon to get full details. 


MASTERCRAFT PLASTICS CO., INC. 
95-01 150th Street 
Jamaica 4, N. Y. 


National Sales Representative 


SURPLESS, DUNN & CO. 


New York Chicago 








! Send today for Valuable Profit Making Plan & 
: Mostercraft Plastics Co., Inc., 95-01 150th St. : 
a Jamoica 4, N. Y. 4 
1 © Rush mo full details on Proft Making Scru-Tite ! 
i screw anchors. ‘ 
i 0 My nearest wholesaler is.................00000 H 
_ RE ae ee a ane eee i 
: O Please send me free samples. an 
§@ COMPANY WAME ... ccccccccccsccccccccccccce H 
‘ Please Print i 
} WOENT BOIIIR ooo ici cccccisexZedccaces 4 
© GREY seccceve -ZONE SURE occtuce 1 
LEI REA : 


Jes aaa es an eB eae Bae ee eee ee ee 
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TO HELP YOU SELL 














@ For more information on these products and services 
use free post card on page 201. 


ments, 2, 4, 6 in., etc., right to 
end of rule. Rule sells for $2.65. 
Stanley Tools. 


For more data circle No. 80 on postcard, p. 201 


Tool Displays 


Designed to utilize normally 
wasted space above floor and win- 
dow displays and over counters, 
this point-of-purchase air-action 
unit display, above, can be attached 
by a cord to almost any overhead 
object. Four brightly colored card- 
board pieces are held together in 
proper balance by strings. Each 








card carries a different advertising 
message boosting Proto tools and 
natural air currehts keep cards in 
constant motion. Also available is 
fluorescent screw extractor card, 
below, which fits over rack for tools 
used on Proto merchandisers. It 
has bright red fluorescent surface 
and lists features of extractors and 
illustrates how to use them. Plomb 
Tool Co. 


For more data circle No. 81 on postcard, p. 201 


Fishing Tackle Catalog 


This 1953 catalog of fishing 
tackle, printed in four colors, in- 
cludes lures, tubular glass rods, 
spinning reels, floats and other 
fishing equipment. Comprised of 
76 pages, it gives descriptions, 
specifications, prices, and is exten- 
sively illustrated throughout. It 
lists and pictures numerous popu- 


lar sport fish, gives their charac- 


teristics, range, natural foods, 
methods, suitable tackle and other 
pertinent information. Fishing 


tips on bait and fly casting, filming 
fishing trips, care of tackle, how to 
use lures and other interesting 
articles are included. Copies are 
free upon written request. James 
Heddon’s Sons. 


For more data circle No. 82 on postcard, p. 201 


Outdoor Equipment Booklet 


Hints on outdoor living are in- 
cluded in this booklet, How to Have 
More Fun on Every Outing and De- 
pendable Light, Heat and Cooking 
for All Emergencies. In four col- 
ors, this 21-page booklet has illus- 
trations on every page and includes 
articles on camping equipment, 
ways to prepare hot meals on out- 
ing trips, hints for hunting trips, 
first aid, fishing, trailer trips, and 
other outdoor activities. Also listed 
and illustrated are descriptions, 
specifications and illustrations of 
the manufacturer’s floodlight lan- 
terns, folding camp stoves and fold- 
ing picnic table. Booklet’is free 
upon request. Coleman Co. 

For more data circle No. 83 on postcard, p. 201 


Cabinet Floor Display 


This four-color floor display is 
designed to boost the sales of cabi- 
nets. It displays four cabinets effec- 





tively, two lighted and two un- 
lighted models. Attractive merchan- 
diser is furnished free with each 
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to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog No. | 53m | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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KIDS Go FOR 


Approved by Carl E. Stotz, President of ‘‘Little League” 


* COMPLETE Line 


Sells ‘‘Team'’ Market! 


*TOPS in Quality, Design! 2 } 
* BIG in Repeat Sales! <a 


DSM “Little League” 
OFFICIAL BASEBALLS 


“Little League” baseballs sell fast. 
A sure-fire profit builder 


DSM “tittle League” 
GLOVES AND MITTS 


Famous for quality—over 100 years! 
Priced right—styled right . . . means 
quick turnover, steady volume. 


DSM “Little League” 
BASEBALL SHOES 


Professional styling. Many special 
features. Wide range of sizes. 


Order the complete DRAPER-MAYNARD line 
from your Wholesale Distributor right 
away. 





THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Now’ ie 


BOTTLE CAPPERS 


#150 GEAR TOP CAPPER 


Durability is your big sales point with #150. The 
main post is unbreakable U-Beam steel, with a heavy 
base for extra stability. The heavy geared throat 
and handle make sure of steady pressure for positive 
capping of all sizes of bottles. The throat of this 
Capper makes an indentation in the top, and crimps 
the outside of the cap to make an air-tight seal—both 
inside and outside. Packed 6 to a shipping carton. 













TL Hedda led: 


| 





|b |- abe 


| td 









#250 CLIMAX CAPPER 


Largest selling Capper in the world. Easy to sell 
because it’s so easy to use. Main post is heavy gauge 
steel, with a comfortable steel handle and reacting 
spring; steel base. Capper is adjustable to bottle 
size—throat of Capper has rubber washer to release 
bottle after capping. Handle springs back into 
position after capping. #250 is packed 12 to 
shipping carton. 


for 

There’s big profit for you in each one of 
these bright red Everedy Cappers. 
Especially if you display them; demon- 
strate them and let customers try them 


FRUIT JUICES 


VEGETABLE JUICES 


CATSUP out. Today there’s more and more home 
bottling—you'll need more and more 
ROOT BEER Cappers. Order your supply now— 


phone your jobber today. 


HOME BEVERAGES 


7/7 og 2323 230) G42 


FREDERICK MARYLAND 


EST MAKERS F CHROME KITCHEN UTEN 
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ws the time to stock up on 


TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 201. 





order of three each of models 
1102FL, 802, 1902FL and 1902P. 
Display is quickly and easily set up. 
National Steel Cabinet Co. 


For more data circle No. 84 on | ostcard, p. 201 


Screw Packaging 

Two-piece telescopic boxes are 
now being used for the manufac- 
turer’s line of screws. New pack- 





aging has easy-vision, two-color 
labels on which the size of the con- 
tents is listed. Color identification 
is another feature of the boxes, 
which hold nuts, bolts and washers 
as well as screws. Atlas Screw & 
Specialty Co. 


For more data circle No. 85 on postcard, p. 201 


Color Packs 


These pocket-size color packs 
each show 104 Plax and Stylist 
colors, selected for flat, semi-gloss 








and gloss interior finishes. In 
leatherette cover and acetate fly 
sheets, packs are designed for easy 
and rapid color correlation and se- 
lection. Lowe Bros. Co. 


For more data circle No. 86 on postcard, p. 201 


(Resume reading on page 14) 
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LECTRIC HOUSEWARES 











ip We = 
phuy, Table. Another Fast-Selling 
EMPIRE Time And Labor Saver 
ELECTRIC TABLE GRILL 


teams up with the “2 Cup Coffee-Quickie”, 
“Perco-Drips”’, Food & Baby Bottle Warmer, Hot 
Plate, and the sensational Empire Automatic 
Percolators to bring you a complete line of 
Electric Housewares you can feature—profitably 













bes WONDERFUL 
COFFEE! 
The Smartly Contoured 


Fully AUTOMATIC 


Electric Percolator 





A chrome-plated beauty, with 130 sq. in. grilling Pe 
surface—-interchangeable grids—heat indicator uf 


@ Just plug it in—no @ Automatically Starts 


regulatjng! Percolating! ae ‘ ‘Gicleilitg =o removable dripping pan. | 
* Snes: Coffee Serving Hot for Hours! 4 to 8 cups = Ne ee 


ites ha mea 





- 








Model No. 1942 —$9.95 (Except in West) 
Manufacturers Of: 


THE METAL WARE CORPORATION Si 


TWO RIVERS, WIS. 
: Electric Housewares, Portable Lanterns, and 
Chicago: Merchandise Mart New York: 200 Fifth Ave. "Little Lady'* Housekeeping Playwares. 








1 








and now 


WATER: MASTER 


TANK BALL 











| Improved—Looks Better 


Workingmen like this heavy gauge aluminum : AIR 
seamless lunch kit. Housewives like the ease with ADED 
which it can be kept spotlessly clean. It's an 


easy seller! 


at 


‘ ; : THE HARDWARE MAN’S TANK BALL 
Available with or without Vacuum Bottle or Tray. AMERICA’S LARGEST SELLER 


Onder from your Jobber No change in price . . . but now you're 


assured of your full fair profit. 
PENN METAL WARE CO. 


THE WATER - MASTER CO. 
NEW BRUNSWICK, NEW JERSEY 





























Scott Street « Wilkes-Barre, Pa. 
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Our Own Hardware Marks 40th 
Anniversary at Annual Meeting 


The 40th anniversary of 
the founding of Our Own 
Hardware Co., dealer owned 
wholesaler of Minneapolis, 
Minn., was celebrated at a 
four-day annual stockholders’ 
meeting and spring merchan- 
dise show held recently at 
the company’s warehouse and 
office. 

The meeting was attended 
by some 1900 dealers, their 
families and sales people, 
representing about 500 stores 
from the seven states served 


by Our Own. 
In addition to the stock- 
holders’ meetings and the 


merchandise show, the con- 
vention also featured a series 
of merchandising meetings. 
A review of the growth of 
the company over the past 40 
years was presented by S. E. 
Hunt, president of the board 
of directors of Our Own. 
Mr. Hunt told of a meeting 


of 20 Minnesota dealers in 
1913 to discuss methods of 
combating mail order com- 
petition. The result of this 
meeting was the formation 
of Hall Hardware Co., a 
name later changed to Our 
Own Hardware. 

Mr. Hunt detailed the ex- 

(Continued on page 242) 





Sickels-Loder Marks 
105th Anniversary 


An open house celebration 
on Feb. 21, 22 and 23 
marked the 105th anniversary 
of Sickels-Loder, Inc., whole- 
saler of New York City. 

Several hundred dealers at- 
tended the event, which was 
held at the company’s show- 
room and warehouse, along 
with a number of manufac- 
turers. 

The company, reported to 








The 40th anniversary of Our Own Hardware Co. was 


celebrated at the annual convention with this 


150-Ib. 


cake, topped with a replica of the company's warehouse 


and office. 


Shown here, preparing to sample the cake, 


are S. P. Duffy, president and general manager (left), 
and B. A. Buckmaster, a buyer. 
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be one of the oldest in the 
metropolitan area, wrote a 
substantial amount of busi- 
ness on spring lines. 

It is planned to hold a 
similar show next year. 





Amarillo Appoints 
Tolleson, Jones, Bruce 


J. F. Tolleson, M. H. Jones 
and Bruce Cathey have been 
made officers of the Amarillo 
Hardware Co., Amarillo, 
Tex., wholesaler, it was an- 
nounced by E. W. Pipkin, 
president of the company. 

Mr. Tolleson, formerly sec- 
retary-treasurer, is now a 
vice-president. Mr. Jones, as- 
sociated with the firm for 
82 years and formerly ware- 
house superintendent, has 
also been made a vice-presi- 
dent. Mr. Cathey, formerly 
assistant secretary-treasurer, 
has been promoted to secre- 
tary-treasurer. 

Officers of the company 
now include, Mr. Pipkin, pres- 
ident; G. C. Ratcliff, R. C. 
Neely, Jr., Mr. Tolleson and 


Mr. Jones, vice-presidents; 
Mr. Cathey, secretary-trea- 
surer. 


Name McKee Sales Head 
Of Bostwick-Braun Toys 


Gregory T. McKee has been 
appointed sales manager of 
the toy department of the 
Bostwick-Braun Co. of To- 
ledo, Ohio, it was announced 
by E. J. Knight, vice-presi- 
dent. 

Bostwick-Braun is one of 
the largest exclusive whole- 
salers of hardware, sporting 
goods, toys, electrical and 
plumbing supplies in the mid- 
west. 

Formerly toy buyer for La- 
Salle’s Department Store and 
four affiliated retail stores in 
Toledo, Mr. McKee had been 
with R. H. Macy & Co. in an 
executive capacity since 1938. 

In announcing the new ap- 
pointment, Mr. Knight also 
stated that the Bostwick- 
Braun toy business had in- 
creased to such an extent that 
a new four-story warehouse 
had recently been acquired 
which will be devoted entirely 
to toys. “Our company will 
become more and more a fac- 
tor in the toy business during 
the next few years,” said Mr. 
Knight. 





Hardware Briefs: 





Helser Bays Partner’s Interest in Ohio 
Store; Forrest Hardware (Pa.) Expands 


Lancaster, Ohio — H. C. 
Helser announced the dis- 
solution of the partnership 
of Harpster & Helser, hard- 
were concern at 135 W. 
Main St. Mr. Helser has pur- 
chased the interests of Roy 
Harpster and is now sole 
owner of the store. 

The firm, which was a 
partnership of the two men 
since 1938, is now known as 
Helser Hardware. 





Trevose, Pa. — Forrest 
Hardware has opened a new 
store in this city, according 
to George Wehlau, manager. 
Building of the new store 


was necessitated by the in- 
creased volume of business 
done in the old store, which 
was inadequate to accom- 
modate the firm’s growth. 





Loveland, Colo—James C. 
Sennett, in business here for 
the past 13 years, has sold 
his interest in Sennett’s 
Hardware to his son, Ivan. 
The elder Sennett does not 
plan to retire but has no 
immediate plans for the fu- 
ture. 





Caledonia, N. Y. — The 
McGray Hardware has been 
(Continued on page 259) 
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Okiahoma Hardware Co. 
Adds Saul as Buyer 


E. B. Saul has become as- 
sociated with the Oklahoma 
Hardware Co., wholesale 





E. B. SAUL 


hardware firm located at 31 
E. California St., Oklahoma 


City, Okla., as buyer of 
housewares and electrical ap- 
pliances. 


Mr. Saul for the past 19 


years has been with W. J. 
Pettee & Co., Oklahoma City, 
15 years of which he was 
buyer of housewares, china, 
and glass gifts. For the past 
four years, he has been gen- 
eral merchandise manager 
for the 12 Pettee stores. 





Wissota Mfg. Acquires 
Luther and Modern Cos. 


The Wissota Manufactur- 
ing Co., 1301 S. 3rd St. 
Minneapolis 4, Minn., has 
acquired the inventory, pat- 
terns, jigs, dies and other 
equipment of the Luther 
Grinder & Tool Co. and the 
Modern Grinder & Tool Co., 
Sheboygan, Wisc. 

George H. Ische, president 
uf Wissota, announced that 
no Luther or Modern grind- 
ers will be made as there are 
comparable models in the 
Wissota line. Neither will 
Wissota supply repair parts 
for Luther or Modern grind- 
ers. The Wissota firm also 
took over the unfilled orders 
of the two other firms. 





Rose, Kimball & Baxter, Inc., Wholesaler, 
Parchases Business of Burhans & Black, Inc. 


Rose, Kimball & Baxter, 
Inc., Elmira, N. Y., whole- 
saler, has purchased the 
wholesale hardware and in- 
dustrial supplies business of 
Burhans & Black, Inc., Syra- 
cuse, N. Y. 

The transaction, completed 
Mar. 9, included the purchase 
of the 75-year-old Syracuse 
firm except for the real es- 
tate. According to M. Gloyd 
Kimball, vice-president and 
sales manager of Rose, Kim- 
ball & Baxter, the Burhans 
& Black company is doing a 
business of just under $2 
million annually. 

Rose, Kimball & Baxter 
also announced recently that 
it was building a new ware- 
house in Syracuse. After 
negotiations were started for 
the purchase of Burhans & 
Black, the building, now un- 


der construction in the Court- 
Midler area, was increased to 
43,500 ft. Enough property 
is available to expand the 
building to more than 100,000 
sq. ft., Mr. Kimball said. 

The Elmira firm will oper- 
ate the business in the Bur- 
hans & Black warehouse un- 
til its new warehouse is com- 
pleted in June or July. The 
Burhans & Black firm em- 
ployed 65 persons, all of 
whom have been hired by the 
new owner. No announce- 
ment has been made as to 
who will be in charge of the 
Syracuse operation. 

Officers of Rose, Kimball & 
Baxter are: S. Robert Rose, 
president; Mr. Kimball, vice- 
president; S. Edward Rose, 
treasurer; Rexford L. Bax- 
ter, assistant treasurer, and 
W. H. Van Duzer, secretary. 
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Schlafer’s Wins Brand Name 
Retailer-of-the-Year Award 


Schlafer’s, Inc., Appleton, 
Wis., was named Brand 
Name Retailer-of-the-Year in 
the hardware store field, ac- 
cording to Henry E. Abt, 
president of Brand Names 
Foundation, Inc. 

This is the second time 
Schlafer’s has been honored 
by the Foundation, having re- 
ceived a “Certificate of Dis- 
tinction” in the 1951 competi- 
tion. The Appleton firm was 
awarded the most recent top 
honor for outstanding pres- 
entation of manufacturers’ 
brands during 1952. 

Mr. Abt also announced the 
names of the four winners of 
“Certificates of Distinction” 
in the hardware section of the 
Foundation’s fifth annual 
competition. They are: Jack- 
son Hardware, Inc., Dur- 
ango, Colo., second place cer- 
tificate winner; the Canton 
Hardware Co., Canton, Ohio, 
winner of third place; A. E. 
Ewing Co., Olean, N. Y.; and 
Smith’s Hardware Co., Terre 
Haute, Ind. 

The winners will receive 
their plaques and certificates 
at ceremonies highlighting 
the Tenth Anniversary Brand 
Names Day Dinner, April 15, 
in the Grand Ballroom of the 
Waldorf-Astoria in New 
York City. More than 2,000 
civic and business leaders will 
witness the presentations. 

A panel of 16 judges, all 
winners of Brand Name Re- 
tailer-of-the-Year plaques at 
last year’s Brand Names 
Day, selected the current win- 
ners. A Retailer-of-the-Year 
and four certificate winners 
were named in each of 22 
categories of retailing. 

This year’s fifth annual 
competition saw more than 
20,000 entries pour into the 
Foundation’s offices from 
every state in the Union, 
Canada, Hawaii, Mexico and 


South America. Total num- 
ber of entries more than 
tripled last year’s competi- 
tion. 

Mr. Abt said that the win- 
ning retailers and their wives 
will be honored guests of 
manufacturers, publishers’ 
magazines and other spon- 
sors of the Foundation dur- 
ing a three-day Retailer-of- 
the-Year entertainment festi- 
val preceding Brand Names 
Day. 

Among the activities 

(Continued on page 246) 





True Temper Executive 
Post to W. G. Rector 


W. G. Rector has been 
elected executive vice-presi- 
dent of True Temper Corp., 
Cleveland, Ohio. 

Mr. Rector has been man- 
ager of True Temper’s larg- 
est plant at Charleston, 
W. Va., for the past four 
years. He started with the 
corporation as manager of its 
Evansville, Ind., Works in 





W. G. RECTOR 


1943, after several years of 
experience in mail order mer- 
chandising, advertising and 
retail sales at Montgomery 
Ward. 

Mr. Rector is the the son 
of W. W. Rector, president 
of True Temper. 
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Self-Service Study Featured 
At Convention of Ace Stores 





Above, at the lectern, is Richard Hesse, president of the 
Ace Hardware Corp., as he addressed those in attendance 
at the recent Ace Stores’ dealer convention. 


The self-service hardware 
store took the spotlight at 
the recently concluded Ace 
Stores’ dealer convention and 
exhibit of the Ace Hardware 
Corp., 2355 Blue Island Ave., 
Chicago. One entire meeting 
session was devoted to a dis- 
cussion of the three self-ser- 
vice Ace stores now in opera- 
tion. 

Announcement was also 
made by Richard Hesse, pres- 
ident, of a substantial sales 
increase in 1952, and “The 
$100,000 Club” was _ intro- 
duced. This is a group of 37 
stores purchasing more than 
$100,000 of merchandise from 
Ace in 1952. 

A good year in 1953 was 
predicted by James Prasch, 
assistant merchandise man- 
ager and advertising man- 
ager, along with rougher 
competition, and the need for 
having stronger selling pro- 


grams, 


In the presentation of self- 
service retailing, the Ace 
Store in Merrillville, Ind., 
was cited as an outstanding 
success. Rudolph Koller, man- 
ager of the Ace Dealer Ser- 
vice Department, and an 
authority on self-service, ex- 
plained many of its various 
phases, merchandise display- 
ing, pricing, check-out count- 
ers, etc. 

Mr. Koller invited dealers 
to inspect the store fixtures 
he had on display. He ex- 
plained that those fixtures 
were made by a fixture com- 
pany controlled by Ace, and 
are patterned after those 
which are in use at the Mer- 
rillville store. 

Mr. Hesse, in presenting 
the sales report for Ace, said 
that 24 new accounts were 
acquired in 1952. He pointed 
out that the block long ware- 
house of the Ace Hardware 
Corp. has been equipped with 


News of the Trade 





the latest in modern equip- 
ment both in the office and 
warehouse, and announced 
plans for obtaining additional 
accounts in 1953. 

Mr. Prasch outlined an 
aggressive advertising pro- 
gram, including sales circu- 
lars, rotogravure catalogs for 
Spring, Fall, and Christmas. 
Price cards and store display 
material and merchandising 
helps will be available for 
each event. 

Complete sets of newspaper 
mats will be furnished Ace 
dealers each month, and Mr. 
Prasch also announced a 
close tie-in of Ace advertising 
with national advertising by 
manufacturers. Announce- 
ment was also made of a new 
Ace catalog to be delivered 
in 1953. 

Vice-president Charles Mc- 
Claskey announced an alert 
buying program for 1953 and 
pointed out 58 new “Blue 
Chip” manufacturers, who 
were exhibiting their lines 
for the first time at the Ace 
convention, at which 298 
manufacturers showed the 
latest in hardware and re- 
lated items. 

New officers and depart- 
ment heads, introduced by 
Mr. Hesse, are: William 
Stauber, vice-president and 
treasurer; Charles McClas- 
key, vice-president and mer- 
chandise manager; Arthur 
Krausman, assistant secre- 
tary and general manager; 
Frank Winder, assistant 
treasurer and accountant, 
and Andrew Gatenby, secre- 
tary and director. 

The convention was con- 
‘cluded with a dinner and 
dance held at the Conrad Hil- 
ton Hotel and attended by 
800. Dealers came from IIli- 
nois, Indiana, Iowa, Minne- 
sota, North and South Da- 
kota, Ohio, Wisconsin, and 
Wyoming. 





Pictured here are the 800 persons who attended the Ace Stores’ dealer convention 
dinner and dance, held at the Conrad Hilton Hotel in Chicago, which concluded the 


meeting. 
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Fred Maloon Promoted 

At Boston Woven Hose 
Fred V. Maloon has been 

appointed director of general 


sales for the Boston Woven 
Hose & Rubber Co., Cam- 





FRED V. MALOON 


bridge, Mass., according to 
Whiting N. Shepard, director 
of sales for the company. 

For six years, ending in 
1951, Mr. Maloon handled fac- 
tory sales and specifications 
for Boston Woven Hose. Since 
August, 1951, he has been 
manager of the company’s 
New York office. 

In his new position he is 
charged with responsibilities 
for the activities of the com- 
pany’s general sales organiza- 
tion. 





Waring Sales Staff To 
Handle Durabilt Line 


Waring Products Corp., 
New York, has withdrawn 
the Durabilt line of travel 
irons from direct sales repre- 
sentation in the New York 
market and returned to the 
firm’s home office, under the 
direction of L. S. Reid, dis- 
trict manager for Waring in 
the New York area. 

Assisting Mr. Reid will be 
Ed L. Kennedy, who will 
cover the five boroughs, and 
Mr. B. F. Innes, who will 
handle Durabilt in northern 
New Jersey and Westchester, 
in addition to his duties as 
Waring representative for 
the same regions. 





Miller Sales Head Of 
Rogers Plastic Corp. 


J. Walter Miller has been 
appointed sales manager of 
Rogers Plastic Corp., West 
Warren, Mass., according to 
A. C. Martinelli, company 
president. 
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For ‘Repeat’ Sales 
Handle HOPPE Products 


Every gunner prizes his gun and every gun needs 
cleaning, care and protection. So — recommend 





Hoppe’s No. 9 and Hoppe’s Patches for the removal 
of primer, powder, lead and metal fouling. Suggest 
Hoppe’s Lubricating Oil for smooth, “sweet” gun 
actions and triggers — and don’t overlook Hoppe’s 
Gun Grease for extended protection from rust. Your 


jobber can supply you. 


FRANK A. HOPPE, Inc. 


2314A NORTH 8th ST. PHILADELPHIA 33, PA. 

















FOR 


BIGGER PROFITS... 


FOR 


VOLUME SALES... / 


STOCK THE APPROVED, 
CUSTOMER ACCEPTED FLOATS 
THAT ‘SELL ON SIGHT’’! 





soMendy 









“SNAP-ON — SNAP OFF” 


ee oe ee 


APPROVEO BY 


@ DAYTON Standard and Lumi-Glow floats— 
proven favorites of millions of fishermen year 
after year. Approved by leading Sportsmen's 
organizations, too. 


A A Ae 


vp Darin Spinning Float 


ASSURES “JUST RIGHT” - 






(NON-PROFIT) 





. —*, WEIGHT FOR SPINNING! = 
: + @ Instant adjustment of water - 

. y content gives precise weight de- 
causal ° 


ssi 
» enters float. Popularly priced. 


FEATURED BY LEADING JOBBERS IN 


sired! Air escapes freely as water = 


U.S.A. and CANADA © ORDER TODAY! 
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Noble Firearms are manufactured 
at this up to date plant in the heart of 
om one of America’s greatest industrial areas, Here, 

ingenuity, skilled personnel, precision craftsmanship 
and modern equipment are all at work turning out superior 

firearms which are higher in quality and more 
reasonable in price. They are today’s 
finest firearm values. 


EACH ONE...EVERY INCH 


A GREAT GUN! 


Here's the new, bigger—and 
better than ever line of Noble 
SMOOTH, SLIDE ACTION fire- 
arms that mean more sport 
for your customers DAY after 
DAY! See your jobber. 





1, ij Y 












.22 CAL, RIFLE 
Model 33, Hammerless, 
Slide Action, repeating rifle. 
Streamlined design. Fast 
shooting. Dependable and 
accurate. New safety features. 








N 


4 
\ 
' 






12 & 16 GAUGE FULL 
OR MODIFIED CHOKE 
Model 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke orRecoil 
Pad. An unbelievable value. 


12 & 16 GAUGE 
Model 40, Slide Action, repeating 
shotgun. Equipped with Recoil Pad 

and MultiChoke device that provides 

any degree of choke. New fast action. 

28” proof-tested barrel of specially 
selected steel. Perfectly balanced. 


For more information 


please write Dept. A-3 






MANUFACTURING CO.,IN 
Haydenville, Mass 
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No need for even thinking of any such 
contraption when you stock New Bedford 
pre-measured packaged rope. You get half and 
full coil units for easier, quicker sales—more 
profit—better merchandising. You can be sure of 
the right rope length—no guesswork—rope 
factory-marked in red every ten feet—at no 
extra cost—New Bedford rope is easier to handle, 
easier to sell by foot or pound. 

And there’s no extra charge for the carton, 
either . . . these attractive self-dispensers sell 
themselves. Printed red for manila, green for sisal, 
they use negligible floor space. Stack ’em in 
pyramids, stack ‘em on edge—any way you 
stack ’em they make a sure-fire rope-selling 
display that’s really efficient. Look at 
these built-in features: 

@ All-enclosed carton keeps rope factory-fresh, 

free from dirt, dust and grease 

@ Rope stays snarl-free—no collapsed 

coil confusion 

@ Easy-to-read specification panels mean 

finding the right rope fast 

@ No double inventory ... cartons contain full 

or half-coils . . . you can keep a single stock 

for each rope size from 3/16 to 3/4 inches. 
Sell rope the New Bedford way ... make 
your rope sales really pay. 
WRITE TODAY 


NEW BEDFORD CORDAGE CO. 


New Bedford, Mass. 


NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 


C) Rush me full details 
() Please send me introductory trial order: Manila [] Sisal [J 





Rope Sizes ( ) 





My Name 
¢ 








r 7 
Address 


Town 














My Jobber Is 





Our Own Hardware 
Annual Meeting 
(Continued from page 238) 


pansion of the company’s 
warehouse facilities from a 
small 25x50 ft. building in 
1913 to the present two ware- 
houses comprising close to 
400,000 sq. ft. of floor space. 

Mr. Hunt noted that three 
of the original founders of 
the company were still alive. 
These men are Elmer 
Houghtaling, Fred H. Retz- 
laff, and Oscar V. Hanson. 

S. P. Duffy, president and 
general manager of the com- 
pany, also spoke on the sig- 
nificance of the rapid expan- 
sion of the organization in its 
40 years of corporate exist- 
ence. 

Mr. Duffy noted as one of 
the milestones in the growth 
of Our Own, the formation 
in 1920 of the company’s 
Better Business Bureau. 

“The Better Business De- 
partment,” Mr. Duffy said, 
“was one of the first efforts 
made in this territory, or in 
any territory, to develop the 
idea of encouraging the re- 


| tail hardwareman to improve 


their displays through more 
modern fixtures and better 
window displays.” 

Mr. Duffy also touched on 
the inauguration of _ the 
“Store News,” forerunner of 
the present consumer cata- 
logs used by Our Own deal- 
ers. The original Store News 
contained advertising, rec- 
ipes, household hints and 
jokes, and was used until 
1933 when the first consumer 
catalog, as they are now 
known, was issued. 

Another step listed by Mr. 
Duffy as an important mile- 
stone, was the introduction of 
the Super Mix private brand 
label for paints and var- 
nishes. 

A. W. Johnson, Austin, 
Minn., was elected to the 
Board of Directors. Members 
of the board re-elected at 
the stockholders’ meeting 
were Wallace Ulmer, Miles 
City, Mont.; H. B. Robards, 
Alexandria, Minn., and S. P. 
Duffy, Minneapolis, Minn. 

Plans for equipping and 
putting into operation the 
new warehouse, across the 
street from the present build- 
ing, were aiso discussed at a 
meeting. The two buildings 
will eventually be connected 
by a bridge. When the new 
building is in operation, it is 
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expected to help contribute to 
lower warehousing costs. 

A study by a firm of man- 
agement consulting engineers 
is also underway to seek more 
efficient warehousing opera- 
tions. 

Plans for the new spring 
consumer catalog were de- 
scribed to members, as were 
plans concerning the new 
consumer promotion program 
started last year in which one 
outstanding item is featured 
each month in several re- 
gional consumer publications 
and backed up with local ad- 
vertising by the dealers. 

An unusual feature of the 
meeting was the Our Own 
“Housewares Style Show.” 
This event, which had all the 
atmosphere of a formal fash- 
ion show, was used to an- 
nounce new items, lines and 
merchandising ideas on 
housewares. 

With a commentator in the 
background, attractive mod- 
els were spotlighted on a run- 
way, with each model pre- 
senting a new line or item in 
eye-catching backgrounds. 

Buying activity in the mer- 
chandising mart during the 
meeting was unusually good, 
with dealers reported espec- 
ially active in ordering sea- 
sonal items. 

The convention concluded 
with a banquet and dance at 
the Hotel Nicollet. 





E Z Paintr Names New 
Merchandising Head 


The appointment of John 
Uhlarik as vice-president in 
charge of sales, merchandis- 
ing and advertising for E Z 
Paintr Corp., Milwaukee, 
Wis., has been announced by 
V. T. Touchett, E Z Paintr 
president. 

Mr. Uhlarik was formerly 
a paint buyer for Gamble 
Skogmo, Inc., of Minneapolis. 





JOHN UHLARIK 
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J. G. Oliver Elected Head of Oliver Bros.; 
Dale, Trant, Hopewell Also Named to Office 


after a year with Ham- 
macher, Schlemmer & Co., 
New York hardware store, 
joined Oliver Bros. as a 
buyer. He served five years 
with the British Army dur- 
ing World War I. 

In 1934 he was elected sec- 
retary and in 1937 became 
office manager and _ super- 
visor of all buying depart- 
ments and was elected vice- 
president. 

Mr. Trant, newly-elected 
treasurer, was born in Tralee, 
Ireland, and came to America 
in 1909 and was employed in 
the accounting department 
from 1912 until 1917 when he 
served with the U. S. Army 
in France, where he was 
wounded. Until 1948, when he 
rejoined the company, he had 
been associated with engi- 
neering and _ aeronautical 
firms. He was elected assis- 
tant treasurer in 1949. 

Mr. Hopewell, secretary, 
joined the firm as manager 
of the order and billing de- 
partment in 1919. For the 
past 15 years he has been 
assistant office manager and 
personnel director, becoming 
assistant secretary in 1944. 





JEROME G. OLIVER 





HORACE E. DALE 


Jerome G. Oliver, former 
vice-president and secretary 
of Oliver Bros., Inc., purchas- 
ing agent of hardware, mill, 
plumbing and electrical sup- 
plies and allied lines, 421 
Canal St., New York, has 
been elected president of the 
firm. He succeeds his uncle, 
James H. Oliver, who died 
Feb. 10. 

Other officers named at the 
same time were: Horace E. 
Dale, vice-president; M. Jos- 
eph Trant, treasurer, and 
Royal B. Hopewell, secretary. 

“Jerry” Oliver is the son 
of the late Frank J. Oliver, 
one of the founders of the 
firm established in 1892. 
Starting as a special rep- 
resentative, he served succes- 
sively as mill supply buyer, 
Manager of the hardware 
department, assistant secre- 
tary and _ secretary, since 
1940. After 2% years with 
the Combat Engineers in Eu- 
rope during the last war, he 
has supervised the contract 
department. He was named 
Vice-president in 1951. 

Mr. Dale, born in London, 
came to America in 1911, and 





M. JOSEPH TRANT 





ROYAL B. HOPEWELL 
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Modern Replacement Doorknob Lock 





“Safety-Spin” Doorknob Lock 


you’re SURE that it’s SAFE... because it SPINS! 


*It is estimated that 100 MILLION DOORS are in 
need of sound, safe, low-cost locks in this country 
alone! Here is the answer to this need...the answer 
that every householder awaits. The La Belle cannot 
be forced by manipulation... cannot be broken through 
by leverage—the ball-bearing SPIN transfers all force 
away from the lock! 


Converts Any Latch 
or Lock to Modern 
Cylinder Lock Pro- 
tection—Installs_ in 
Seconds with Only a 
Screw Driver 


34 Ball- Bearings, 

Twin-Race Construc- 

tion — the ONLY Ball- 

Bearing Doorknob Lock in the 
World! 


TOP quality...LOW price...Retails at 


COMPLETE with Rose Plate, Screws, 2 Keys 





FIVE FINISHES: statuary Bronze @ Polished Brass @ Dull Brass 
@ Polished Chrome @ Dull Chrome 


3 KEYINGS: standard Keying @ Keyed Alike @ Master Keyed 









5-Year Guarantee! 


Solid brass exterior, solid steel and brass interior. 
All interior parts are completely plated to 
prevent rust and corrosion, even 
in salt-water locations. 








ORDER FROM YOUR JOBBER, or write direct, giving name of jobber 
LA BELLE INDUSTRIES, INC. oconomowoc, wisconsin 
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American Hardware Supply Co. 
Reports $12,000,000 in Sales 


At the 43d annual Mer- 
chandise Fair and _ Stock- 
holders’ Meeting, Feb. 23-24, 
of the American Hardware 
Supply Co. at its headquar- 
ters, 41 Terminal Way in 
Pittsburgh, Pa., company of- 
ficials reported to its dealer- 
stockholders that 1952 sales 
volume was approximately 
$12,000,000. 

At the same time, the com- 
pany formally introduced its 
newly enlarged IBM mechan- 
ical accounting room and its 
modernized general offices, a 
feature of which is a year- 
round air conditioning sys- 
tem. 

More than 700 dealer- 
stockholders and their store 
personnel were present for 


the two-day program of busi- 
ness meetings and merchan- 
dise buying periods, during 
which buying was reported 
as being heavy. Total num- 
ber of stockholder-members 
of the American Hardware 
Supply Co. is over 400. 

William M. Stout, presi- 
dent, in addressing the mem- 
bers urged them, as a means 
of increasing their store 
sales, to modernize; to keep 
their stores clean, painted, 
and well-lighted. 

He suggested that they 
seek only a fair price for 
their merchandise, and ad- 
vised them to conduct ag- 
gressive and consistent ad- 
vertising campaigns, and to 
use time payment plans. 





View of the newly enlarged IBM mechanical accounting 
department room formally introduced to dealers at the 
recent American Hardware Supply Co.'s stockholders’ 
meeting and Merchandise Fair. 
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He also suggested the need 
for dealers to anticipate their 
needs, to order in advance, 
and to order in full packages. 

Mr. Stout pointed to the 
“Do It Yourself” trend as a 
profitable sales opportunity 
if properly capitalized upon. 
With the shorter work week 
and the resultant increase in 
leisure time, he said, more 
people were doing their own 
home repairs and moderniza- 
tion. 

Three directors were re- 
elected for a three-year term. 
They are: William R. Ritter, 
Mechanicsburg, Pa.; D. C. 
French, Wilmington, Ohio, 
and T. R. Caltrider, Pikes- 
ville, Md. 

Other directors are: Frank 
Smith, Hamburg, N. Y.; H. 
L. Kirchner, Youngstown, 
Ohio; Paul Wolff, Meadville, 
Pa.; W. R. Conaway, New 
Lexington, Ohio; Charles 
‘Cunningham, Mt. Pleasant, 
Pa.; Earl Wyant, Hunting- 
ton, W. Va. 

Officers of the company 
are: William Ritter, chair- 
man of the board; William 
M. Stout, president; Earl 
Wyant, vice-president; E. A. 
Hastings, treasurer; W. R. 
Conaway, secretary; H. Les- 
lie Gould, vice-president in 
charge of sales; V. O. Hall, 
vice-president of purchases; 
B. W. Hill, assistant treas- 
urer; L. B. Hollein, assistant 
vice-president of purchases. 





Ekco Appoints Burch 
Minneapolis Sales Head 
Ekeo Products Co., Chi- 
cago, has named William F. 
Burch to head its newly 








Officers and directors of the American Hardware Supply Co., front row, left to right: 
W. R. Conaway, secretary; W. M. Stout, president; William Ritter, chairman of the 
board; E. A. Hastings, treasurer; Earl Wyant, vice-president. Rear row, left to right: 
Darrell French, Frank Smith, H. L. Kirchner, Paul Wolff, Charles Cunningham, and 
T. R. Caltrider, all directors of the company. 
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established Minneapolis sales 
district, it was announced by 
John G. Brooks, vice-presi- 
dent in charge of housewares 
sales. 

Mr. Burch’s new district, 





WILLIAM F. BURCH 


the eleventh set up in major 
marketing centers within the 
past two years by the house- 
wares manufacturing firm, 
includes Minnesota, North 
Dakota and South Dakota. 
He will have three sales rep- 
resentatives under his direc- 
tion. 

Mr. Burch has been with 
Ekco for two years as a sales- 
man in southern California. 
Previously he was an inde- 
pendent representative for a 
number of housewares lines 
in California for six years. 





Bendix Names Ver Lee 
Eastern Sales Manager 


Arnold Ver Lee has been 
named eastern regional sales 
manager for Bendix Home 
Appliances, Div. of Avco Mfg. 
Corp., South Bend, Ind. He 
will be in charge of all Bendix 
sales activities in New En- 
gland and the middle and cen- 
tral Atlantic states. 

The position had been va- 
cant for several months since 
the death of the late Grant 
Layng of New York. 

Mr. Ver Lee joined Bendix 
as a special representative in 
1948. A year later he was 
promoted to divisional sales 
manager. Prior to 1948 he 
spent two years as Bendix 
sales manager with its Grand 
Rapids distributor outlet. 





Surpless, Dunn & Co. 
Moves N. Y. Office 


The New York headquar- 
ters office of Surpless, Dunn 
& Co., Ine., has been moved 
from 74-76 Murray St. to 57 
Leonard St., where the firm 
has larger and more modern 
quarters. 
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CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


NATIONALLY 
ADVERTISED 





Hardware dealers 
from coast to coast are 
cashing in on the na- 








tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


Order them | 
from your jobber. 
Show them in your 
— department. | 

our customers | 
will buy them for | 
painting houses and | 
barns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock. 


Pressure princess 
model no. 1-C 






Four models attractively 
po Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


over and good profits. 
Pressure maid 
model no. 50 






Write for catalog and 
price list, giving your 
jobber's name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 
HARRISON, OHIO 


215 RAILROAD AVENUE 
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NEW INVENTION 


Makes Chain Repairs EASY, FAST 


and PROFITABLE for YOU! 


SELLS ON SIGHT 
UNIVERSAL DEMAND 


TRY IT AT OUR RISK! 





Terr Here's the first practical 


and simple means of mak- 
y 


ing chain repairs right in 
TRY THIS AMAZING INVENTION YOURSELF! 


the field WITHOUT RE- 
SEND NO MONEY 





pairs easily and quickly in 





Repair Kit on sight! You 

can make drive chain re- 

; sales to every farmer in 
aaj -your area, 


i 
| Farmers buy Imp Chain 
ff 

offja ‘your own shop, make easy 





id MOVING THE CHAIN, 


See for yourself how easy and fast it £& 
is! Order the IMP Steel Chain Repair 





Kit today. Send $5.00 for complete kit 
of three . . . Kit No. 1 fits 56 to 77 
chain, retails at $3.25 . .. Kit No.2 
fits 36 to 55 chain, retailsat $2.75 ... 
Kit No. 3 fits 25 to 35 chain, retails at 
$2.25. Complete kit sells for $7.95, but 
we'll send you all three for only $5.00, 
plus a counter display card and liberal 
supply of colorful circulars FREE. 
We'll pay shipping charges if you send 
$5.00 with order, or order C.O.D.., if you 
geefer. Money promptly refunded if 
you are not 100% satisfied. 


CHAIN REPAIRS ARE EASY 
AND FAST IN THE FIELD 


‘I. Select the proper size chain de- 
tacher from your kit to fit the size 
chain to be repaired. 

2. Slip the repair kit under chain, with 

open part of link on top. Tighten 

set screw by hand on top of broken 
link. 

Hit plunger with hammer, and bro- 

ken link will fall out easily. The job 

is done easily, quickly IN THE 

FIELD, with no loss of time, no’ 

smashed fingers, 


3. 






ee me 
ORDER TODAY AT OUR RISK! 
DEALERS AND JOBBERS WANTED 


INDUSTRIAL MACHINE PRODUCTS 


1101 WALNUT, DEPT. H3 


DES MOINES, IOWA 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 


quality water system! 





No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
hy the 73-year-old Dempster reputation for unquestioned 

uality. It’s just plain sense that you can sell more Dempster 

ater Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 





SHALLOW-WELL JET- 
a ety 
. No ial pressure tan 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied wi 
windmill attachment. 





DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 








CENTRIFUGAL PUMPS — 
impellers are semi-enciosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 


WATER SUPPLY EQUIPMENT 
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Water Systems 


Pumps ¢ Tanks ¢ Windmills e 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 
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Don D. Foss Named Vice-President, General 
Manager of Northern Wholesale Hardware Co. 


Don D. Foss has been 
named vice-president and 
general manager of Northern 
Wholesale Hardware Co., 
dealer-owned wholesaler of 
Portland, Ore., in a shift of 
executives prompted by re- 
tirement of Tom L. Willis, 
president and general man- 
ager. 

Mr. Willis, a veteran Port- 
land hardware man, had been 
president and general man- 
ager of the company since 
1935 and a board member 
since 1923. He has been part 
owner of Willis Hardware & 
Furniture store, 5287 N. 
Lombard Street since 1920. 

Hedley Dingle, owner of 
Dingle’s Hardware, Coeur 
d’Alene, Idaho, was named 
president of the distributors 
at the conclusion of a three- 
day merchandise show and 
convention in Portland. Din- 
gle was president of the board 
of directors and has been a 
member of the board for six 


years. 
Dingle and Reynolds Allen, 
Allen’s hardware, Salem, 


were re-elected directors. A 
new member of the board is 
Richard Friedrich, owner of 
C. W. Friedrich & Son hard- 
ware, Oregon City. 

At the three-day conven- 
tion key store personnel from 
330 hardware stores in Ore- 
gon, Washington, Idaho and 
Alaska were present. The 
convention was featured by 


displays of leading manufac- 
turers of nationally known 
lines. It closed with the usual 
banquet at Multnomah Hotel. 





Schlafer's Wins Brand 
Name Award 
(Continued from page 239) 


planned, he said, are: a mo- 
torcade to City Hall for offi- 
cial greetings by Mayor Im- 
pellitteri; a Saturday Eve- 
ning Post cocktail party and 
buffet supper on the St. Regis 
Roof; a luncheon and fashion 
show sponsored by Life 
Magazine; a boatride around 
Manhattan Island; a recep- 
tion tendered by Woman's 
Home Companion, a visit to 
the U. S. Testing Co. labora- 
tories in Hoboken, N. J.; 
tcurs through the New York 
Times, and Batten, Barton, 
Durstine & Osborn, Inc., ad- 
vertising agency; and a visit 
to the Milton Berle television 
program. 

Also on tap for the winners 
and their wives, according to 
Mr. Abt, are appearances on 
various radio and television 
programs and a series of 
group luncheons to be hosted 
by RCA Victor; Remington 
Rand; Julius Kayser; Calvert 
Distillers; Gasoline Retailer; 
Topics Publishing Co.; Harp- 
WARE AGE and other Chilton 
Publications; Esquire’s Ap- 
parel Arts; Earnshaw’s; and 
other Foundation sponsors. 





Marshall-Wells Co., Duluth, 


Wholesaler, Manufacturer Sign Franchise 






Minn., wholesaler, was re- 


cently appointed a distributor of the new Republic Steel 
Kitchens. Shown above signing the franchise are R. W. 
Helms, right, general manager of sales, Berger Mfg. Div., 
Republic Steel Corp., and John H. Moore, president of 
Marshall-Wells, whose company will cover the north- 
western United States in handling Republic steel kitchens. 
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Plan Special Miami-Dallas Train Service; 
Eccles, McCloy Featured on Dallas Program 


In anticipation of a con- 
siderable movement of hard- 
ware delegates from the In- 
dustrial Supply Convention 
in Miami, April 13-15, to the 
Southern Hardware Conven- 
tion in Dallas, April 19-23, 
officers of the sponsoring as- 
sociations of the Southern 
Convention have made plans 
for special through train ser- 
vice from Miami to Dallas. 

Arrangements have been 
made with the Kansas City- 
Florida Special for through 
service via Jacksonville, At- 
Janta, and Memphis, leaving 
Miami at 1 p.m. on Thursday, 
April 16, and due to arrive in 
Dallas at 9:40 a.m. on Satur- 
day, April 18. 

This service can be pro- 
vided only if there is enough 
demand for it. All represen- 
tatives planning on attending 
both conventions and inter- 
ested in this service should 
advise either Arthur L. Fau- 
bel, secretary, American 
Hardware Manufacturers As- 
sociation, at 342 Madison 
Ave., New York 17, N. Y., or 
T. W. McAllister, managing 
director, Southern Wholesale 
Hardware Association, 814 
Metcalf Bldg., Orlando, Fla. 

While complete details of 
the wholesalers’ part of the 
program have not been an- 


nounced, meetings will begin 
on Monday morning, April 20, 
with a Sporting Goods ses- 
sion of the Southern Whole- 
sale Hardware Association. 


The first joint session of 
the wholesalers and manufac- 
turers will open on Monday 
evening, April 20, and will 
be addressed by Marriner S. 
Eccles, former chairman of 
the Federal Reserve Board, 
speaking on “Freedom of the 
Arms Economy.” 


For the second joint session 
on Tuesday, April 21, Dr. H. 
B. Heflebower, Chairman of 
the Department of Econom- 
ics, Northwestern University, 
will speak on “Government 
and Business—What Can We 
Expect?” 

John J. McCloy, former 
High Commissioner to Ger- 
many, and now chairman of 
the Board of the Chase Na- 
tional Bank in New York, 
will speak on “Challenges to 
American Leadership,” at the 
final joint session, April 22. 

The convention will ad- 
journ on Thursday, April 23, 
following the customary busi- 
ness session of the Southern 
association. Complete details 
of the entire program will ap- 
pear in the April 2 issue of 
HARDWARE AGE. 





Wisconsin Dealers Elect R. C. Kornely 











Pas Ps 


The new BREADY with 
POWER=-7 177 


AUTOMATIC FLUID TRANSMISSION 


‘\ 
\\ SS 
Greatest Achievement in Garden Tractor History 


Now! ... for the first time . . . here’s a garden tractor designed to 
sell... the BREADY with POWER-FLO! This automotive torque con- 
verter engineered for the new BREADY provides infinitely variable 
smooth easy operation with less fa- 
instant easy 


speeds forward and reverse... 
tigue . . . less shock and wear on the equipment .. . 
starting . . . full use of power . . . unequaled efficiency! 

In addition to durable construction, the BREADY POWER-FLO tractor 
features a new safety control handle, free wheeling, new low center 


of gravity, front power = 
POWER-F27) 


take-off, and new protec- 
ASSURES ELIMINATES 


tive contour hood. 

@ BREADY is designed for 
Full-power Start Gear Shifting 
Smooth Even Belts and Pulleys 


eye appeal! 
P . Operation 
@ BREADY is engineered Infinitely Variable | Sudden Jerky Starts 
Wheel Slippage 


for work! 







Speeds 
Full Use of 





@ BREADY is priced to sell! ha ste “ed , Lost Horsepower 
— perator | shock to Equipment 
1047-BT ort 
Reduced Strain on Operator 
Maintenance 
Maximum Constant Belt 
Versatility Tightening 














Write today $ 
for complete ? 2 


information. The Bready Tractor & Implement Co. 











; 224103 Aurora Rd. 
Solon, Ohio 
Please send me (without obligation) 
information on the new BREADY 


Schneider Patent 


Henry L. Lewis, center, Stevens Point, Wis., secretary- 
treasurer of the Wisconsin Retail Hardware Association, 
is flanked by the association’s new president, left, Ray 





z 
Q 
3 
® 
= 





Steel C. Kornely, J. Kornely Hardware, Milwaukee, and the a ee ee 

Ww. new vice-president, Carl P. Nelson, Nelson Hardware & 

Dev. Furniture, Eagle River. Directors of the association are SER eae re 

gh Roy Gasser, Boscobel; Edward Rathsack, Manitowoc; 

atti J. O. Gilbertson, Whitehall; J. F. Federspiel, Port Wash- | Steet... . seers seereereenees 

mca ington; Robert J. Connor, Madison, and R. L. Lendved, ! Se Zone ae 
Clintonville. eee 
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—————News of the Trade 


Brisk Buying Marks Bigelow & Dowse Annual 
Hardware Show; Attendance Sets New Record 





Here is a view of hardware retailers during one of the sessions of Bigelow & Dowse’s 
annual Flardware Show, held recently in Boston, Mass. 


Brisk buying for present 
needs and of Spring and 
Summer merchandise was 
reported at the Bigelow & 
Dowse Co.’s annual Hard- 
ware Show, Feb. 22 and 23 
at the Hotel Bradford, Bos- 
ton, Mass. 

Attendance broke all rec- 
ords with hardware dealers 


coming to Boston frem New 
England and part of New 
York State. Seventy-five mer- 
chandise booths were set up, 
featuring hardware, house- 
wares, sporting goods and 
fishing tackle, and were 
manned by manufacturers’ 
representatives who demon- 
strated the products and 





Mr. and Mrs. Thomas Stevens of Deep River Hardware, 
Deep River, Conn., center, smile as they are presented 
with the award, a 2]-in. Capehart television set. Shown 
with the prize winners are Robert H. Watts, right, vice- 
president of Bigelow & Dowse, and Peter F. Bass, also of 


the company. 
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their various new features. 

A feature of the show was 
the famous stage sale, or One 
Minute Sale in which a dealer 
has the opportunity of pur- 
chasing in a 60-second period 
whatever he needs of a par- 
ticular item being shown. 
Items shown at the sale are 
specially priced. R. F. Grant, 
sales manager, acted the role 
of auctioneer. 

Many attractive door prizes 
were distributed to dealers, 
with the main prize, a 21-in. 
Capehart TV set, presented 
to Thomas Stevens of the 
Deep River Hardware, Deep 
River, Conn. 

Luncheon was served to 
all attending, and after the 
show, Bigelow & Dowse Co. 
continued to receive dealers 
at its exhibit in the Statler 
Hotel, during the annual 
convention of the New Eng- 
land Hardware Dealers As- 
sociation. 


Rubberset Co. Names 
Talbot Vice-President 


William F. Talbot, has 
been appointed  vice-presi- 
dent of the Rubberset Co., 
Newark, N. J. 

Mr. Talbot is in charge of 
Rubberset’s Plastic Prod- 
ucts Div., located at the 
Salisbury, Md., plant. 


Enterprise Paint Names 
Miller Sales Manager 


B. A. Miller, general man- 
ager of the Magicolor Co., 
Chicago, and who is also a 
vice-president and director of 
the parent company, Enter. 
prise Paint Mfg. Co., has 
been appointed general sales 
manager in charge of sales 
of all divisions of Enterprise 
Paint Mfg. Co. 

The position of sales man- 
ager of the Magicolor Co.,, 
which Mr. Miller held, in ad- 
dition to his other duties, will 
now be held by Joseph Scher, 
who has been appointed to 
that post. Mr. Scher will co- 
ordinate sales and merchan- 
dising activities at the store 
level. 

The Magicolor company has 
added to its merchandising 
service force Wyatt Wood, 
who will service stores in the 
southern area, under super- 
vision of Roger Drew, re- 
gional sales manager. 





B. A. MILLER 


Sidney Goldich has been 
appointed to service the cen- 
tral and eastern areas, under 
supervision of Sheldon Hall, 
eastern divisional sales man- 
ager. 





Two Representatives 
Named By Manitowoc 


Frank W. Collins and E. 
E. “Doc” Brammer are new 
regional factory representa- 
tives in the southeast for 
Manitowoc freezers, it was 
announced by E. E. Cole, 
eastern sales manager for the 
company. 

Mr. Collins will supervise 
sales activity in Georgia, 
North and South Carolina, 
eastern Tennessee, Alabama, 
and western Florida. 

Mr. Brammer will direct 
Manitowoc activity in Flor- 
ida. 
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(C7ololo Ml Kote) lare) 


__ AND KEEPS GOOD TIME 


Even FEELS Good! 


Let the customer pick it up... fingerprints 
won't mar nor will accidents scratch its gleam- 
ing, durable plastic case. Let her admire its 
sleek, wall-hugging design and attractive, 
easily-read dial. 


Point out the convenience, the split-second 
accuracy of Gilbert's self-starting electric 
movement. Show her the Underwriters Labor- 
atories seal of approval, the completely en- 

closed back...no “hol- 

ly 15" thin low shell" effect in this 
iti /2. 7 low priced kitchen clock! 
the slimmest kitchen clock Remind her that it is 
on the market Triple-Tested and fully 
guaranteed by Ameri- 











Retails for ca's oldest clock manu- 
$ 395 plus facturer. 
— tax 
with | 
full-profit markup 








Top values, too, in 
smartly styled, reliable, 


fast-selling spring 
alarms . . . from the 
conventional pedestal 


design to fine, folding 
travel clocks. 





Write, wire or phone our nearest office today 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 


290 First St. 
San Francisco 


141 W. Jackson Blvd. 
Chicago 


551 Fifth Ave. 
New York 








\Built for Many Yeors| Priced ta Sell - 
| of Accurate Serie | At a Profit Today 
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write for free 
catalogue, 
fan file and prices 


the little “extras” 


mean extra fan sales 


Only Murray's Deluxe line of attic 
fans offers sealed ball bearings 
throughout—in both fan and motor — 
lifetime bearings which never 

require lubrication. Install ‘em and 
forget ‘em. It’s these exclusive little 
“extras” in the Murray Deluxe line 
that insure another hot fan season 


for dealers and jobbers. 





MURRAY'S DELUXE 

VERTICAL PACKAGE UNIT 
Complete with fully automatic shutter. 
Fan guaranteed for 5 years—belt 
and motor, | year. 


a 


~— 


MuLray | 
COMPANY OF TEXAS, INC., ATLANTA, GA. 
ventilating & window fans 


H. C. BIGLIN COMPANY, INC. 
177 HARRIS ST., N.W. ATLANTA, GA. 
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Only 


ironing board covers made of 


ASBESTON 


will not catch fire! 











Because 


ASBESTON® 
is the only ironing 
fabric made of asbestos 


No matter what claims you may hear, 
ASBESTON is the only ironing fabric woven 
of asbestos fibers—the only ironing board cover 
material that positively cannot catch fire! 


Remember — 
A leading insurance company recommends 
ironing board covers made of asbestos for 
home safety. 


Women appreciate the safety of ASBESTON 
—as well as the faster, easier, nicer ironing it 
gives them. 


Over 4,500,000 homes now enjoy the pro- 
tection of ASBESTON — plus the extra 
economy they get from its years of service. 


So play safe — always look for the Asbeston 
label on the covers you buy. It’s the label your 
customers will look for. 


Leading manufacturers of ironing board covers of ASBESTON:?: 


ne «=. + ee os «666 s ¢ «0 6 eoee Textile Mills Company 
Se ee ee Pressing Supply Company 
I, 6-9 amy Wik ew hw. 6 ow ee Worcester Felt Pad Company 
ee ee a ae ee ee General Textile Company 
SN tg Ls a css take ve as Ch Gustin Kramer Company 
a A ee ee ee Welmaid Products Company 
SIS <a. “Tah ay Lars ios St om a, ee lronees Company 


If it hasn't this label, it isn't home-safe ASBESTON 


: f 
is cover is made 
this ¢ Made by the Textile Division 


ws.Royal UNITED STATES 
ASBESTON RUBBER COMPANY 












1230 Avenue of the Americas, 
‘ Rockefeller Center, New York 20, N.Y. 
Asbestos Fabric ' , 
The home-safe 


produ of United Shores Rubber COmpony 
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News of the Trade 


Emery-Waterhouse Marks 111th Anniversary 





An Open House celebration, marking the firm’s |1 Ith 
anniversary, was held by Emery-Waterhouse Co., whole- 
salers of Portland, Me., on Feb. 3 and 4. Some 50 booths, 
covering housewares, hardware, sporting goods and 
paint, attracted about 1000 guests, despite very inclem- 
ent weather. In this photo, taken in one of the booths 
during the show, are, left to right: Harold B. Bennett, 


Emery-Waterhouse treasurer; 


Downing, Littleton, 


N. H., a director of New England Retail Hardware Assn.; 
A. C. MacHardy, executive secretary, New England Re- 
tail Hardware Assn., and Charles L. Hildreth, president 
of Emery-Waterhouse Co. 





A view of the exhibits at the Open House held recently 
by Emery-Waterhouse Co., Portland, Me. 





Paint Specialties Sales 
Moves to New Quarters 


The Paint Specialties Sales 
Co., Inc., Chicago, Ill., paint 
distributor, has recently. 
moved from 2224 §. State 
St., to a new and larger 
warehouse at 2433 S. Michi- 
gan Ave. 

The move was celebrated 
with an Open House for deal- 
ers, held March 3 and 4. The 
occasion featured displays 
and exhibits by manufactur- 


ers, Special Values, and a 
buffet and snack bar. 





Phoenix Mfg. Co. Names 
J. W. Gosselin to Post 


Phoenix Mfg. Co., Joliet, 
Ill., announced the appoint- 
ment of John W. Gosselin as 
assistant to the president. 

Mr. Gosselin has been con- 
nected with Phoenix in both 
operating and sales divisions 
since 1949. 
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News of the Trade 





Landers, Frary & Clark Appoints Stone, 





MORRIS J. STONE 


Morris J. Stone, Roland J. 
Amelotte and James O’Kane, 
Jr., have been named to posi- 
tions in the home cleaning 
equipment division of Lan- 
ders, Frary & Clark, New 
Britain, Conn. 

Mr. Stone has been named 
district manager of this divi- 
sion in Missouri, Kansas and 
Nebraska. He was formerly 
district manager of the G. 
W. Ryan Distributing Co. of 
Kansas City, Mo., and dis- 
trict promotion manager of 
Townely Metal & Hardware 
Co. of the same city. Mr. 
Stone replaces Vincent Cor- 
bett who is now connected in 
an executive position with 
Siebert & Willis Distributing 
organization of Wichita, Kan. 

Mr. Amelotte has been 
named assistant district man- 
ager in the New England 
area to replace Robert Strom, 
who was recently appointed 
district manager in the south- 


Amelotte, O’Kane in Home Cleaning Div. 





ROLAND J. AMELOTTE 





JAMES O’KANE, JR. 


east. Mr. Amelotte was orig- 
inally connected with the 
Worcester County Electric 
Co. in Marlboro, Mass., in 
the sales division. 

Mr. O’Kane has been ap- 
pointed a sales representative 
for Landers, Frary & Clark 
in Chicago. He was formerly 
employed by Commonwealth 
Edison Co. 





Officers Elected by Nebraska Dealers 





Officers elected at the recent annual convention of the 
Nebraska Retail Hardware Association, and shown above, 
are, left to right: Bud Pence, Pence Cash Hardware, 
Aurora, director; Friel Karns, Jr., Karns Hardware Co., 


Humboldt, 


Hardware, Morrill, director; 


second vice-president; 


Walter Reed, Reed 
Vic Boland, Petersen-Mich- 


elsen Co., Omaha, president; Irvin Enke, B & E Hard- 
ware, Emerson, director; Bob Benson, Benson Farm Store, 
Bancroft, first vice-president, and Walter Good, Pelz Hard- 


ware Co., 


Holdrege, director. C. A. McCoy, 325 Insur- 


ance Bldg., Lincoln 8, is secretary of the association. 
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Youll be (toftls Hhead 


WHEN YOU FEATURE THE NEW 


OUTSTANDING VALCO ELECTRIC 
ee 


Because 


EVERY HOUSEWIFE WHO 
OWNS AN ELECTRIC 
FOOD MIXER WANTS 
THESE MONEY AND TIME 
SAVING ATTACHMENTS 

















There are over 17,000,000 electric food 
mixers in kitchens from coast to coast 
... and thousands more are being sold 
each week! 


Each mixer creates customers and 
profits for you on this outstanding line 
of VALCO electric mixer attachments 
...- quality made and guaranteed for 
dependable kitchen performance .. . 
fast selling to give you quick turnover 
and increased profits. 


DON’T DELAY .. . PLACE YOUR ORDER WITH 
YOUR JOBBER TODAY FOR... 


. THE NEW VALCO “SHARP-EDGER”"— 
the quick, easy, money-saving way to keep 
knives and scissors razor-sharp, ready for 


instant use. Retail, Only $3.49. 


. VALCO “MALT-IT” MIXER ATTACH- 
MENT—the family way to make thick, 
creamy, healthful, delicious dairy drinks. 
(REGULAR MIXER BEATERS CAN'T 
DO THIS!) Retail, Only $3.49. 


. VALCO “BUFFER-KIT”—the quick way 
to polish silver, furniture, wax car, sand 
woods, remove paint, etc. Retail, Only $2.95. 


. VALCO “GRILL-IT” — Don’t boil your 
bacon! Hard to digest fat automatically 
drained off. Cooks all meats to tender tasti- 
ness, grills sandwiches, eggs, french toast, 


etc. Cast aluminum. Retail, Only $3.95. 


. VALCO UNBREAKABLE STAINLESS 

STEEL MIXING BOWL — Properly de- 

signed for ALL electric food mixers. 
Retail, Only $3.95. 


EXCLUSIVE ADAPTER MAKES 
VALCO MIXER ATTACHMENTS 
FIT ALL MIXERS. 
HERE’S MAXIMUM SALES... 
WITH MINIMUM INVENTORY. 


DEALERS— WRITE TODAY for the name of your nearest distributors. 
DISTRIBUTORS— Additional Distributors Wanted . .. Write . . . 
SOME SALES TERRITORIES STILL OPEN 


VALCO PRODUCTS, INC. 


3446 N. CICERO AVE., CHICAGO 41, ILLINOIS 




















Set Attendance Record at Decatur & Hopkins 


Open House; Dealer Value Days Featured 





Executives of the Decatur & Hopkins Co. who helped 
make the firm’s annual Spring Open House a success are 
shown here, left to right: Gordon W. Farr, secretary; 
Frank E. Hopkins, president; James E. Jones, treasurer; 
Edward Hammond, sales manager, and William F. Hop- 
kins, vice-president. 


The annual Spring Open 
House, a four-day sales event 
sponsored by the Decatur & 
Hopkins Co., Boston, Mass., 
and built around the mer- 
chandising theme of Dealer 
Value Days drew record 
attendance. 

Held Feb. 22-25 at the 


company’s headquarters, 93 
Berkeley St., in Boston, the 
event included a sales meet- 
ing and banquet for Decatur 
& Hopkins’ salesmen and 


factory representatives who 
participated to make the Open 
House a success. 

The welcoming address and 


News of the Trade 





introduction of guests were 
made by William F. Hopkins, 
vice-president of the com- 
pany, and Gordon W. Farr, 
chairman of the show ar- 
rangement committee, out- 
lined the program. 

A feature of the Dealer 
Value Days, established at 
last year’s show, was a large 
and interesting bonus-gift 
plan for the dealers to ex- 
amine and make their selec- 
tion of prizes. These gifts 
are offered in appreciation 
of the splendid cooperation 
customers give the company 
throughout the year. 

Green and yellow decora- 
tions set off the atmosphere 
of Spring, and prominently 
displayed throughout’ the 
sales room was the company’s 
siogan “One Hundred Per- 
cent Dealer Distribution.” 

One of the features of this 
year’s show was a_ week’s 
trip by air to Bermuda and 
accommodations at the Prin- 
cess Hotel awarded to Mr. 
& Mrs. Gilbert Pacheco, 
Pachece Hardware Co., New 
Bedford, Mass. 





Duchess Co. Appoints 
Steinbuch Area Manager 


Gus Steinbuch has been 
appointed district sales man- 
ager for Duchess washers 
and dryers in the Chicago 
area, it was announced by 
Jules Alexandre, sales man- 
ager for the Duchess Co., 
Fairfield, Iowa. 





Pictured above is the Decatur & Hopkins salesroom as it looked during the firm's 
annual Spring Open House, a four-day sales event, held recently. 
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Lifson Elected Head 
Of 20th Century Paint 


The 20th Century Paint & 
Varnish Corp., Brooklyn, 
N. Y., has elected David §, 


vets te 





DAVID S. LIFSON 


Lifson president. Harry N. 
Weiss, former president, was 
elected chairman of board of 
directors and Theodore M. 
Friedmann’ as _ secretary- 
treasurer. 

These changes are in antic- 
ipation of Mr. Weiss’ retire- 
ment from activity in the 
company within six months, 
or sooner if a suitable exec- 
utive is engaged to take over 
his administrative position. 





Cain Heads Frigidaire 
Buffalo, N. Y., Branch 


J. F. Cain, assistant man- 
ager of the Buffalo branch, 
Frigidaire Sales Corp., has 
been named branch manager, 
it was announced by H. F. 
Lehman, general sales man- 
ager of Frigidaire division, 
General Motors Corp., Day- 
ton, Ohio. 

Mr. Cain succeeds F. L. 
Riehle, whose recent death 
ended 41 years of service 
with the General Motors or- 
ganization. 

The new Buffalo branch 
manager has been associated 
with Frigidaire for 25 years. 

In 1928 he served as edu- 
cation and sales training 
supervisor, and later han- 
dled various sales and sales 
promotion activities in the 
home office and other branch- 
es of the organization. He 
joined the Buffalo Branch in 
1934, first working on sales 
promotion and advertising 
activities and later as sales 
manager. 

In 1950, he became assist- 
ant branch manager. He re- 
mained in this position until 
his recent appointment as 
branch manager. 
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TO IMPROVE YOUR 


PROFIT PICTURE 











JAX DELUXE 


The knocked-down sales knockout, com- 
plete in one package! Easy-to-assemble, 
all purpose wheelbarrows that save you 
time and space. Sturdy, tubular steel 
sectional handles; square front tray. Con- 
structed to carry more of the load over 
the wheel. 










WwooD 
GARDEN 
BARROWS 





For lawn, garden or greenhouse use. 
Made of one-piece exterior waterproof 
ee, to withstand any weather. 


neumatic or semi-pneumatic tires; also 
with steel wheels. 









LAWN 
ROLLERS 


Various tynes . . . drums made of 
high quality sheet steel; edges 
rounded to prevent cutting of sod. 
Adjustable scrapers of channel 
steel; sturdy handles. 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 





Oldest and largest wheelbarrow maker in America 
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I] Just another way to Say 







If you want more handle profits, offer 





your customers more handle value. 
Offer them the greater natural tough- 
ness of Hill Hickory Handles. They are 
the standard of quality among good 
workmen all over the world, yet they 
cost no more than ordinary handles. 


For the full story and the name of your 
nearest Hill Hickory Jobber, write 


yd TOOL HA N D L E S 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 


253 

















OFFER YOUR 
TRADE THESE 


HANDY-HOOK 


HANGING 
FIXTURES 


U 
i 


OVER 200 PROVEN 
as FIXTURES, FOR 






EVERY POSSIBLE NEED. 


Here is about the hottest item of the year 
— 200 different Handy Hook fixtures for 
work shops, clothes closets, kitchens, 
garden tools, hat racks, shoe holders and 
many other uses. 


Write for full information today 
. +. or ask your jobber. sea 






Phone 
Walnut 1-5381 


6825 Miller Ave. 
Detroit 11, Mich. 
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Devore Purchases Controlling Interests, 
Is President of Wm. W. Woodward Hardware 


John H. Devore, Jr., has he was employed as a clerk, 
purchased the stock of the Later he became buyer and 
late H. J. Woodward, giving then salesman. 

Mr. Devore controlling in- The name of Wm. W. 
terest in the wholesaie firm Woodward Hardware Co. will 
of Wm. W. Woodward Hard- be continued, Mr. Devore has 
ware Co., Newton, N. J. announced. 

At the annual meeting of 
the corporation, the following Garden City Plating 
officers were elected : John H. Names H. R. Fisher 
Devore, Jr., president; B. B. ‘ , 
Devore, vice-president; M. F. Garden City Plating & 
Devore, secretary; B. B. De- Mfg. Co., Chicago, Ill., an- 
vore, treasurer, H. F. Lam- nounced the appointment of 
bert, assistant treasurer. Herbert R. Fisher as a de- 

The Woodward business ‘ign consultant and sales 
was established in 1856 by ©™simeer for the company’s 
George H. Mills and in 1865 Adapt-A-Frame and Adapt- 
it was purchased by Wm. A-Wall lines of store hard- 
W. Woodward. In 1905 Mr. We for self-service. 
hata a oe Reliable Distributors 

Down through the years, Appointed by Disston 
the company was headed by Reliable Distributors of 
Wm. W. Woodward, Jr., Paterson, N. J., has recently 

Henry J. Woodward and John peen appointed as exclusive 
H. Devore, Sr. Following the distributors in New Jersey 
death of his father, John H. for the Snappin’ Turtle line 
Devore, Jr., was made pres- of self-propelled reversible 
ident. rotary lawn mowers by 

Mr. Devore has been with Henry Disston & Sons of 

the company since 1931 when Philadelphia, Pa, 











Fournier Heads New England Dealer Group 


trha 


Independeni 


HOME OWNE 


Retiring president of the New England Hardware Dealers 
Assn., Charles B. Coburn (left), of C. B. Coburn Co., 
Lowell, Mass., congratulates the incoming president, 
Henry E. Fournier of H. E. Fournier Hardware Co., Liver- 
more Falls, Me. Other officers elected at the recent 
convention of the association in Boston were: Allan M. 
Downing of Littleton Hardware Co., Littleton, N. H., 
vice-president; Armen Farmanian, Armen’s Hardware 
Co., Inc., Providence, R. I|., director; Frank Appleton, 
Appleton Hardware, Dennisport, Mass., director. At- 
tendance at the three-day convention set a new high, as 
did the number of exhibitors. 
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— News of the Trade 
O’Neill Heads Illinois Retail Group 








Looking on as Stanley D. Prevo, (center) Prevo Bros., 
Watseka, retiring president and new advisory board mem- 
ber of the Illinois Retail Hardware Association, hands 
the gavel of office to the association's new president, 
Joe O'Neill, (right) O'Neill Hardware, Lake Forest, are: 
Eugene Cox, Cox Hardware & Furniture Co., Marion, 
director; John D. Gehl, Henry Gehl Co., Mattoon; R. I. 
Jones, Jones Hardware, Plainfield; W. S. Sweetnam, 
Sweetnam Hardware, Peoria, and R. G. Hough, Hough 
Hardware, Mt. Morris, advisory board members. William 
F. Ewert, Chicago, is the association's managing director. 





The Spring Session of the 
Builders’ Hardware Course, 
for beginners in the field, 
will start April 16 at City 
College Midtown Business 
Center, 430 West 50th St., 
New York City. 

In workshop class sessions, 
the students will learn blue- 
print reading, construction 
details and, under supervi- 
sion,.do take-off and sched- 
uling from blueprints of ex- 
isting buildings. The instruc- 
tional kits used by students 
include four sets of blue- 
prints which deal with a 
residence, office building, 
modern school and hospital. 
The college has assembled 
a comprehensive supply of 
hardware and millwork sam- 
ples to illustrate different 
Phases of the course, using 
actua] doors, windows, cabi- 
nets, etc. Other instructional 
materials used widely in the 
course include handbooks of 
the American Society of 
Architectural Hardware Con- 
sultants, and the catalogs 
and manuals of leading man- 
ufacturers. 

A professional level has 
been maintained by selecting 
products, and material about 
products, on an impartial 
basis, except in the case of 





17-Week Spring Session of Builders’ Hardware 
Course to Start April 16 at New York College 


products which have ex- 
clusive and distinctive fea- 
tures. . 

The instructors in the 17- 
week course include William 
V. Paine and Charles G. | 
Smith, AHC. They are as- | 
sisted by Jean Hart, AHC, 
of Stanley Works, and Rob- 
ert J. Dunconson, AHC, of 
Richard Wilcox Mfg. Co., 
as visiting lecturers. 

The course is given Thurs- 
day evenings from 6:30 to 
9:35 p.m. The tuition is $60, 
materials approximately 
$8.50. Certificates are award- 
ed to students. 





Correction 


. 
In a news item in a wed] 


issue of HARDWARE AGE, it 
was announced that Robert 
B. Algie had been’ appointed 
vice-president in charge of 
sales of the Pittsburgh Screw 
& Bolt Corp., Pittsburgh, Pa. 
This was incorrect for Mr. 
Algie had been appointed 
assistant vice-president in 
charge of sales. 


Lists New Address 

The Continental Screw Co., 
New Bedford, Mass., has an- 
nounced a change in its De- 
troit, Mich., address to 10428 
W. MeNichols Rd. 
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New Double-Duty “Wet-Pack’ 





Chamois-Substitute 
Sells on Sight 


ap ® 
mira-snam 


Instant You Set Up a Display 


fF eeeeeeeeeeoeeeeeeee"™4 


No “break in’’ needed! Marvelous mira-sham comes damp- 
packed in a sealed plastic bag—all ready to use. Doubles as a 
sponge; a whiz for streak-free, lint-free wiping. Lasts up to 3 
times as long as an ordinary chamois, yet sells for not $4, not 
$3, but only 98c. 





You Start Cashing In the 


Unlike ordinary chamois, mira-sham (made of non-woven 
fabric and latex) is not hurt by soaps, detergents, paint remover, 
solvents, benzine, alcohol, gasoline, naphtha, or other harsh 
cleansing agents. It’s plenty tough—has great resistance to 
abrasion and hard use. Ideal for WASHING surfaces of glass, 
wood, metal, most others, too. Simply rinse and wring out after 
WASHING, then mira-sham wiPES surfaces dry, leaves no lint or 
streaks. Doesn’t get hard or shrink, even when boiled or washed; 
actually improves with use. At its low price, mira-sham is far 
superior in value offered to anything now on the market. 

“Wet-Pack” mira-sham sells itself on sight. We furnish 
target display as shown. 18” x 19” size, retailing at 98c, is pack- 
aged in attractive, self-selling consumer cartons, 24 to a case. 
Your cost only $14.16 per case! Order from your jobber—or 
send coupon below. 

Further details on these (and other larger sizes) on request— 
or ask your jobber. 


The VISKING Corporation 


Daily News Bidg., 400 West Madison Street, Chicago 6, Ill. 














The VISKING Corporation, Dept. H.A.-3 

Daily News Building, 400 West Madison Street, Chicago 6, Ill. 
Gentlemen: Please ship me cases of 18” x 19” size mira-sham in 
eye-appealing packages, 24 pack to a cose at $14.16 per case. Orders of 
12 of more cases shipped prepaid, except west coast. Terms 2%, 10 days—net 30. 
Firm Name 

Address 

City and Zone. State 

Jobber's Name. wov-as 








a | 


esas nena naneaas 
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300 Attend Cotter & Co. Meeting and Spring 
Merchandise Show; 1952 Sales Rise 46 pct 


The annual stockholders’ 
meeting and Spring Mer- 
chandise Show of Cotter & 
Co., dealer-owned wholesaler 
of Chicago, held recently at 
the company’s warehouse, 
was attended by approxi- 
mately 300 dealers and their 
wives, 

John M. Cotter, president 
and general manager, re- 
ported at the stockholders’ 
meeting that sales for 1952 
were 46 pct above the previ- 
ous year. 

Two of the main reasons 
for this increase, Mr. Cotter 
said, were the expansion in 
the number of merchandise 
lines carried by the firm and 
an increase in membership. 

To take care of antici- 
pated increases in business 
in 1953, warehouse space has 
been expanded 33 1/3 pct, he 
said. 

Mr. Cotter also announced 
that J. B. Moore, formerly 
with Rehm Hardware, has 
been appointed buyer and 
merchandiser for mechanics’ 
tools, agricultural and gar- 
den supplies and_ builders’ 
hardware, 

Ted Ekstrom, who joined 
the organization in March 
1952, has been given addi- 
tional responsibilities and 
will buy and merchandise 
plumbing equipment, heat- 
ing accessories, electrical 
supplies, paint and paint 
sundries. 

Herb Haller will assume 
the duties of sales manager. 

New directors elected at 
the stockholders’ meeting 
are: Burton Baity of El 


Paso, Ill.; John H. DePree 
of Zeeland, Mich., and Nor- 
man Ludlow of Springport, 


Mich. Officers of the com- 
pany re-elected at the meet- 
ing are: John M. Cotter, 
president and general man- 
ager; John H. DePree, vice- 
president; William H. Alt- 
hoff of West McHenry, II1., 
treasurer; Joseph O’Neill of 
Lake Forest, IIl., secretary, 
and Edward E. Lanctot, as- 
sistant secretary and as- 
sistant treasurer. 

The company’s consumer 
advertising program for 1953 
was presented to the mem- 
bers at the meeting. The 
program includes a Spring 
and Summer and a Fall and 
Winter 32-page rotogravure 
consumer catalog; a 32-page 
toy consumer catalog, and a 
mid-Winter and mid-Sum- 
mer circular. 

Current circulation of these 
catalogs was put at 400,000 
copies of each. 

In addition to the con- 
sumer catalogs, members 
have available a weekly ban- 
ner and price card service 
and a newspaper mat pro- 
gram to tie in with various 
promotions. 

The merchandise display 
featured exhibits attended by 
225 manufacturers. 

The convention ended with 
a banquet at the Hotel Shera- 
ton at which D. Allen of Gen- 
eral Paint & Varnish Co. pre- 
sented the new V&S paint 
colors. 

Keith Odle of Michigan 
State College also spoke at 
the banquet, covering the re- 
sults of a survey made by 
the college on what the cus- 
tomer expects of a retail 
merchant. 


News of the Trade— 








Officers of Tennessee Retail Group 


Pictured, left to right, are some of the newly elected 
officers of the Tennessee Retail Hardware Assn.: Morris 
Jones, secretary-treasurer; R. N. Vincent, M. & W. Hard- 
ware Co., Nashville, second vice-president; Ben Hicks, 
Cash Hardware Co., Servierville, president; E. B. Thweatt, 
Keith Simmons Co., Nashville, first vice-president. Direc- 


tors are: Carl Higginbotham, Genera 


1 Hardware Co., 


Memphis; J. H. Jenkins, Agnew Hardware Co., Chatta- 
nooga; E. B. Baird, Baird-Cooksey Hardware Co., Leban- 
on; J. C. Greer, Greer Hardware Co., Loudon; Hunt Mor- 
ris, Hunt Morris Co., Ripley, and Harry Thompson, Rual 
Hardware Co,. Nashville. Advisory board for 1953-1954 
are: Martin Keatts, Stewart Brothers Co., Memphis; J. R. 
Cox, J. R. Cox Hardware Co., Nashville, and R. G. 
Wright, Jr., Dick Wright Hardware Co., Knoxville. 





Republic Steel Kitchens 
Appoints Six Salesmen 


Appointment of six dis- 
trict sales representatives to 
launch a nation-wide distri- 
butor organization for the 
new Republic Steel Kitchens 
line was announced recently 
in Cleveland, Ohio. 

The men recently took 
part in an intensive sales 
training program at the Can- 
ton, Ohio, plant of the Ber- 
ger Mfg. Div. of Republic 
Steel Corp., where the new 
steel kitchens are fabricated. 








The annual stockholders’ meeting and Spring Merchandise Show of Cotter & Co., con- 
cluded with a banquet at the Hotel Sheraton, above. 
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The district representa- 
tives and territories at 
signed to them include: 
Bayard A. Yerkes of Phila- 
delphia—Pennsylvania, New 
Jersey, Maryland, Virginia 
and the District of Colun- 
bia; Dayton Young of Chi- 
cago—Iowa, Missouri, Ne- 
braska, North and South 
Dakota, northern Kansas, 
Minnesota; John Anderson 
of Boston—All of New Eng- 
land, but a small portion of 
Connecticut, plus upper New 
York State; James D. Hesser 
of New York—New York 
City, lower New York State 
and a portion of Connecti 
cut; Frank A. Riley, Jr., of 
D allas—Texas, Oklahoms, 
Arkansas, portions of Tet- 
nessee, Kansas and Louisi- 
ana; Gordon A. Yeazel of 
Chicago—Illinois and Wis 
consin. 


Bready Tractor Names 
Loverud Sales Head 


Bready Tractor & Imple 
ment Co., Solon, Ohio, has ap- 
pointed Earl K. Loverud to 
the post of general sales man- 
ager, it was announced by 
the company president, Mrs. 
P. J. Kohler. 
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“See how easily it slides!” 




















| 


~..when you use «.V 


DRAWER SLIDES 


Even the heaviest drawers slide open at a touch, 
without sticking, jam or sag when equipped with 
K-V drawer slides! The K-V slide has noiseless, 
self-lubricating genuine Oilite bronze bearings— 
lets the drawer float open and closed, makes sure 
the drawer never dislodges. All stopping points 
are protected with rubber bumpers. Drawers 
can be fully extended and easily removed. No 


mortising is necessary in installation. Cadmium 
plated finish. Sizes, in inches: 12, 14, 15, 16, 
17, 18, 19; 2, 21, 22, 25,.24, 25, 2%, 27, 2, 
29, 30, 32, 34, 36, and 38. 





THE NEW K=V siipinc poor 
SHEAVE WITH NYLON ROLLER 
AND OILITE BEARINGS 


Now K-V brings you the lifetime nylon sheave 
with genuine self-lubricating Oilite bronze bear- 
ings! This sheave glides noiselessly at the touch 
of a finger, is the ultimate in roller sliding door 
equipment. Order No. 594 sheave with No. 465X 
brass track. Other size nylon sheaves available. 








Ask your jobber for K-Venience builders hardware 
or write for complete catalog. 


CANA 


WROTAANE wh 
Grand Rapids, Michigan 
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There’s plenty of quick turnover and profit 
in the Griffin line of light builders hard- 
ware. Check over this Spring and Summer 
assortment and be sure you are well 
stocked with these fast-moving items by 
Griffin . . . manufacturer of quality prod- 
ucts since 1899. 


REPRESENTATIVES 





GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, 
17134-6 Wyoming Avenue 917 St. Chories Avenue 644 Wellington Rood 
Detroit 21, Michigan Atlanta, Georgio Jackson 6, Mississippi 
AUSTIN & EDDY INC. HARVEY D. RUSH & SONS 
115 Broad Street 4638 Nichols Parkway 
Boston, Massachusetts Kansos City, Missouri 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd 
Chicago 26, IIlinois Baltimore 16, Maryland 
R. F. BEVERS ROY L. ROGERS 


1620 Garfield Street 
4524East 60th Street 
Seattle, Washington Denver 6, Colorado 


E. H. FARRAR 
6637 Golf Drive 
Dollas 5, Texas 


CHARLES L. LEWIS 
1355 Morket Street 
San Francisco 3, Calif 
Ww. C. MEIBAUM & CO 
6954 Oleatha Avenue 
St. Louis 9, Missouri 
THE B. $. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 


] Every 000k NEEDS THREE 


—(GRIFFIN- 


Manufacturing Company 
ERIE © PENNSYLVANIA 
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“It ought to go easy tonight, 
Gladys, I’m using my 
4 PARKER HACK SAW!” 


Without any hocus-pocus, but with all the con- 
fidence in the world, you can sell a Parker Hack Saw 
for every conceivable hack sawing job. This Automa- 
tic Hack Saw Salesman helps to do the trick, too — 
performance-wise and profit-wise. 


the i her a Line 


EADY. NTERS 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A. 
258 














News of the Trade — ——— 


Kentucky Dealers Elect Officers 





Newly elected officers of the Kentucky Retail Hardware 
Association at its recent annual convention are, standing, 
left to right: Leon P. Parker, Minges Hardware, Newport, 
second vice-president; Clyde S. Gibson, Brandenburg- 
Gibson, Pineville, president, and Holley F. Skidmore, 
Skidmore Hardware, Elizabethtown, first vice-president. 
Seated, left to right, are: Joe Kirchdorfer, Kirchdorfer’s, 
Louisville, advisory board; Roy Cornette, Monarch Sup- 
ply Co., Morehead, holdover director; K. O. Cayce, Jr., 
Cayce-Yost Co., Hopkinsville, retiring president and ad- 


visory board member, and 
secretary-treasurer. 


Dwayne F. Laws, Louisville, 


Not photographed were directors: 


Frank Sower, Sower Hardware, Frankfort; Roscoe C. 
Davis, Davis Brothers Hardware, Hazard, and advisory 


board member, Gus Hank, 


Hank Brothers, Hardware, 


Paducah. 





Mason Named Sargent 
New York Manager 


Kenneth B. Mason has been 
named manager of Sargent & 
Co.’s 
cording to J. Bryer Duff, vice- 
president and general sales 
manager of the firm. He suc- 
ceeds the late Horace J. 
Crawford. 

Mr. Mason’s experience in 
the hardware field began 29 
years ago when he joined 
Sargent & Co. as a stock 
clerk. After training in vari- 
ous departments, he went 
into sales in 1927, covering 
northern New Jersey, the 
Hudson Valley and New York 
City. 

In 1937 he transferred to 





KENNETH B. MASON 


New York office, ac- 


marine hardware sales, later 
becoming manager of that 
department. i 

Mr. Mason joined John €. 
Knipp & Co., marine hard- 
ware and millwork manufac- 
turer in 1943, as manager of 
its New York office, a posi- 
tion which he held until re- 
joining Sargent & Co. 





Plan Home Gardening 
Promotion in Industry 


Plans for industry-wide 
sponsorship of home garden- 
ing promotion were discussed 
by a study group of 30 repre- 
sentatives of garden supply 
manufacturers at a meeting 
held recently in New York 
City during the 6th National 
Garden Supply Trade Show. 

Purpose of the meeting was 
to establish committees to 
study possibilities of organ- 
izing the many segments of 
the industry and developing 
a national program to stim- 
ulate lawn and garden activi- 
ties at the consumer level. 

First step toward an effec- 
tive organization, tentatively 
called the Garden Industries 
Council, was taken at the 
New York meeting, with 
formation of a Central Com- 
mittee. 
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HARDWARE BRIEFS 








(Continued from page 238) 
purchased by Gordon C. 
Huber from Lester D. Mc- 
Gray. The corner store on 
Main St. has been a hard- 
ware store since 1883. 





Newark, Ohio—The W. S. 
Bain Co., wholesaler, has sold 
its retail hardware store, lo- 
cated at First and Main, to 
Jack Roelof, former district 
manager for Montgomery & 
Ward. 

The Bain company plans 
to concentrate its operations 
exclusively in the wholesale 
distribution of hardware, 
electric, plumbing and mill 
supplies. 





Fenton, Mich. — Leo J. 
Plummer has purchased the 
hardware business of Charles 
E. Wyman. The store in the 
future will be known as Leo’s 
Hardware. 





Milltown, Wis.- —The John 
Miller interests in Miller 
Hardware have been pur- 
chased by Mr. Miller’s part- 
ners, Werner Sund and Earl 
Melby. 





Lake Lillian, Minn.—Fire 
damaged the Flann Hard- 
ware Store recently when a 
blaze, believed to have been 
caused by the furnace, broke 
out in the store. 





Macon, Ga.— The Broad- 
way Hardware & Supply Co. 
recently held a grand open- 
ing at 4294 Broadway. P. O. 
Taylor is the owner of the 
store. 





Alma, Neb. — Ralph H. 
Stratton has purchased the 
Zulauf Hardware Co. Mr. 
Stratton has been associated 
with Blish, Mize & Silliman, 
wholesaler, of Atchison, Kan., 
for the past 35 years. 





Heavener, Okla. — The 
Gardenshire & Hayes Hard- 
ware recently celebrated its 
first anniversary with a five- 
day sale, refreshments and 
door prizes. 





Yanceyville, N. C.— Neal 
Watlington has purchased the 
stock and fixtures of Peoples 
Hardware & Clothing Store 


and is now operating it as 


Wetlington’s. 





Raymondville, Mo. — The 
Watson Hardware Co. has 
purchased the C. R. Hower- 
ton Hardware Store. Joe 


Blankenship is the new man- 
ager of the store. 








Coopersville, E. C. 
Schwegler has purchased the 
Durum Hardware Co. from 
William F. Fink. 





Carlinville, Ill. — Frank 
Seyfrit, owner of Seyfrit’s 
hardware and sheet metal 
business for the past 16 
has sold the business 








years, 
to Joe Kufa and Henry 
Hazel. 

Smackover, Ark. The 
Henry Hardware store has 


been purchased by J. S. Ful- 
mer and Jack D. Henderson. 
The store name has _ been 
changed to Henderson Hard- 
ware Co. 





New Holland, Pa.—Kauff- 
man’s Hardware recently 
held a grand opening after 
extensive alterations. It is the 
oldest continuous business in 
the town, carrying on during 
the administration of every 
president from George Wash- 
ington to Dwight D. Eisen- 
hower. 





Indianola, Neb. — Lord’s 
Hardware & Furniture Store 
recently held open house and 
served refreshments all day. 
Lord’s has installed new 
counters and counter ar- 
rangements. 





Eldora, Iowa — Wayne 
Welch has purchased half in- 
terest in the Tull-Probasco 
Hardware Co. from Jim E. 
Tull and Charles Probasco. 
The other half interest of the 
firm is owned by John 
Bekemeier. The firm will now 
be known as Bekemeier-Welch 
Hardware Co. 





Conway, Ark. — new 
front has been installed at 
the Conway Hardware & Seed 
Co., 913 Front St., and the 
interior of the store has been 
redecorated. 
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Chicago Spring Hinges 
Used in the 
Los Angeles STATLER 





Los Angeles, Statler, Los Angeles, Cal 
Largest hostelry west of the Mississippi 


Holabird & Root & Burgee 


HarpwarE DistripuTor: 
Builders Hardware and Supply Co. 


ARCHITECTS: 


We are proud that Chicago Spring Hinges were used 
in the Los Angeles STATLER—the newest and most 
modern of the Statler chain. 

Again Chicago Spring Hinges have been chosen for 
their known quality and adaptability to modern re- 
quirements. 

The increasing demand for Chicago Spring Hinges 
indicates a general opinion of their value by Archi- 
tects and builders hardware consultants. 


QUALITY 


We believe the quality of 
Chicago Spring Hinges is 
universally recognized. Our 
Trade Mark idehtifies that 
Quality. 





TRIPLEX 
Type BU200! 


MAKERS OF QUALITY HARDWARE SINCE 1885 


~(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 




















Chicago Sp Spring Hinge Co. 


CHICA 


U.S.A. NEW YORK 
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OBITUARIES 


Jacob D. Cox 


Jacob D. Cox, who had been 
president of the Cleveland 
Twist Drill Co., Cleveland, 
Ohio, from 1919 until last No- 





JACOB D. COX 


vember, when he_ became 
chairman of the board, died 
Feb. 16 at the age of 71. 

His father founded the 
Cleveland Twist Drill Co. in 
1876 and, except for the pe- 
riod 1905-1910, was in active 
charge of the business until 
his retirement. 

Mr. Cox was active for 
many years as a director of 
The Cleveland Trust Co. He 
was also a past president of 
the National Metal Trades 
Association and a director 
and past president of the As- 
sociated Industries of Cleve- 
land. He was a trustee of 
St. Luke’s Hospital, Fenn 
College and Case Institute of 
Technology, all of Cleveland. 

Employee relations occu- 
pied much of Mr. Cox’s at- 
tention. His book, “The Eco- 
nomic Basis of Fair Wages,” 
has been widely quoted. He 
also pioneered in the installa- 
tion of one of the first profit- 
sharing plans in 1915. 


Richard L. Burdsall 


Richard L. Burdsall, 57, 
secretary of Russell, Burdsall 
& Ward Bolt & Nut Co., Port 
Chester, N. Y., died Feb 26 
in a solo attempt to climb 
Mountain Aconcagua, the 
Western Hemisphere’s high- 
est peak. 

An experienced mountain 
climber, Mr. Burdsall was one 
of two men to reach the sum- 
mit in the first ascent of 
Minya Konka in 1932, a 24,- 


260 


900 ft. peak in western 
China. He wrote a _ novel 
“Five Miles High,” and with 
Arthur B. Emmons, IIi, 
wrote “Men Against the 
Clouds,” published in 1935. 

Mr. Burdsall, a bachelor, 
was active in community ac- 
tivities in Port Chester. 

He is survived by his 
brother, Robert H., who is 
advertising and sales promo- 
tion manager of Russell, 
Burdsall & Ward. 





Harvey H. Dooley 


Harvey H. Dooley, 50, 
former vice-president and 
sales manager of Kilgore, 
Inc., Westerville, Ohio, died of 
a heart attack Feb. 22, in 
Iron Mountain, Mich. 

Mr. Dooley had retired to 
a hunting and fishing pre- 
serve in Fern, Wis., where he 
spent the last year of his life. 

Mr. Dooley managed Kil- 
gore’s sales for more than 10 
years and was widely known 


News of the Trade 





in the toy and housewares in- 
dustries. 

For a number of years he 
was associated with the West 
Bend Aluminum Co., West 
Bend, Wis., and later with 


the National Enameling & 
Stamping Co., Milwaukee, 
Wis. 


Survivors include his widow, 
a son and three daughters. 





Edward J. Tesdell 


Edward J. Tesdell, 59, vice- 
president of the Gates Rubber 
Co., Denver, Colo., died Feb. 
27, after a long illness. 

Mr. Tesdell joined the 
Gates firm in 1917 upon grad- 
uation from the University of 
Colorado. He remained with 
the company throughout its 
growth and at the time of his 
death, he was in charge of 
automotive, industrial, hard- 
ware and export sales for 
Gates. 

Mr. Tesdell was a member 
of many national rubber, in- 
dustrial and automotive asso- 
ciations. He was a member of 
the board of the Denver 
Chamber of Commerce, and a 
member of the National Man- 
ufacturers Association. 


Herbert L. Gray 

Herbert L. Gray, 70, vet- 
eran hardwareman, died Feb, 
22 after a short illness. 

Mr. Gray went to work for 
Richards & Conover Hard- 
ware Co., Kansas City, Mo., 
at an early age and while as- 
sociated with the wholesale 
firm he became a buyer. Fol- 
lowing this he became a tool 
buyer for the Simmons Hard- 
ware Co. of St. Louis, Mo. 

From Simmons he moved to 
Sears & Roebuck in Chicago, 
Ill., for whom he was a buyer 
of builders’ hardware. In 
1935 he became a manufac- 
turers’ representative in the 
states of Missouri, Kansas, 
Nebraska and Iowa. 


John W. Varick 


John W. Varick, 49, New 
England representative for 
J. Wiss & Sons Co., Newark, 
N. J., died Feb. 19. 


Mr. Varick, after some 
previous experience as a sales 
engineer, joined the Wiss 


company in 1947. He was a 
member of the Yankee Hard- 
ware Club. 
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Towa Retailers Hold 55th Annual Convention 
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The lowa Retail Hardware Association, at its 55th annual convention, held at the 
Hotel Savery, Des Moines, Feb. 10-13, advanced Lloyd D. Reinbrecht, West Branch, 
to the presidency. The officers and directors are, from left to right, standing: Mr. 
Reinbrecht; Philip R. Jacobson, Mason City, secretary-treasurer for nearly 22 years; 
William A. Broquist, Des Moines, director of public relations; H. H. Lindeman, Apling- 
ton, director, and Raymond A. Bloedel, Malvern, vice-president; seated are: Hobart 
Thomas, Creston, associate director; James E. Tull, Eldora, advisory board member; 
G. W. Aspinwall, Hawkeye, advisory board; Arnold L. Johnson, Fort Dodge, retiring 
president and advisory board member; Martin F. O'Hara, Ottumwa, director. W. W. 
Hamilton, Boone, newly elected director, was not present when picture was taken. 
Secretary Jacobson reported a membership gain for the 21st consecutive year. There 
were 1,402 members last year. The principal speaker was Senator Karl E. Mundt, 
South Dakota, co-author of the Mundt-Nixon bill. 
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—News of the Trade— 


Pennsylvania Wholesalers Hold Spring 
Meeting; Expect Heavier Spring Orders Soon 


Dealer orders for spring 
merchandise were reported as 
being slow, by some members 
of the Pennsylvania Whole- 
sale Hardware & Supply As- 
sociation at its 53rd annual 
spring meeting. A few whole- 
salers said that there had 
been some improvement in re- 
cent days. Most of them 
looked for heavier spring or- 
ders within the next few 
weeks. 

Held at the Hotel Astor in 
New York City, the meeting 
on March 5 and 6 had an at- 
tendance of more than 125 
members, associate members 
and guests at the Thursday 
evening banquet. John H. 
Stauffer, Herr & Co., Lancas- 
ter, retiring president, pre- 
sided at the banquet and at 
the informal meeting on 
March 6. 

Members of the association 


and guests from the New 
York State Association of 
Hardware Wholesalers — A. 


L. Darby of J. M. Warren & 
Co., in Troy, N. Y. and Sher- 
rill Sherman, Roberts Hard- 





Some of the officers of the association are, 


ware Co., Inc., in Utica, N. Y. 
—summarized business con- 
ditions of last year and for 
the first two months of 1958. 
Participating Pennsylvania 
members reported an average 
1952 sales decline of 5.5 pct 
compared with 1951 totals, a 
decline of 3.1 pet comparing 
the first two months of 1953 
with the same period in 1952 
and a 4.9 pct decrease in 
March 1, 1953 inventory as 
compared to the same date a 
year ago. Accounts receivable 
on their books as of March 1 
were equivalent to 30.3 days’ 
sales. It was estimated that 
sales for 1953 would run on 
an average of 1.1 pct below 
1952 volume. 

Elmer E. Steinbrunn, Potts- 
ville Supply Co., Pottsville, 
was elected president to suc- 
ceed John H. Stauffer, Herr 
& Co., Lancaster, who became 
chairman of the executive 
committee. Warren J. Gei- 
singer, M. S. Young & Co., 
Allentown, was elected first 
vice-president and _ David 
Pauius, Fulton, Mehring & 


7 


left to right; 





James G. Krause, secretary-treasurer, John H. Stauffer, 

chairman of the executive committee, Elmer E. Stein- 

brunn, president, and Warren J. Geisinger, first vice- 
president. 


Co., 
elected 


York, is the 

second vice- 
president. Members of the 
executive committee are: 
John Stauffer; Walter Wag- 
ner, Wagner Bros. Hardware 
Co., Hazleton; Denton L. 
Wright, P. A. & S. Small Co., 
York; and John Wolfertz, 
John Wolfertz & Co., Allen- 
town. 

The Thursday evening ban- 
quet was in the form of a 
Pennsylvania Dutch Night, 
Warren J. Geisinger, M. S. 
Young & Co. delivering the 
invocation in that dialect. En- 
tertainment was provided by 
radio and TV stars, who reg- 
vlarly appear in Pennsylva- 
nia Dutch programs. 


Hauser 
newly 





Ragland New Manager of 
Fairbanks Branch Office 


James L. Ragland has been 
appointed manager of the 
new Rome, Ga., branch of the 
Fairbanks Co., New York. 





JAMES L. RAGLAND 


Previously the representa- 
tive of the Fairbanks com- 
pany in the Birmingham, 
Ala., area, Mr. Ragland, in 
his new capacity, will super- 
vise the entire southern sales 
organization of the company. 

The new Rome offices to be 
managed by Mr. Ragland will 








The annual banquet on March 5 was attended by more than 125 members and 
guests. 
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maintain a stock of Fairbanks 
bronze and _ iron’ valves, 
trucks, casters and wheels as 
well as dart and “Pic” unions. 





Usher Gets Sales Post 
With J. K. Larkin & Co. 


The appointment of H. L. 
Usher as special sales repre- 
sentative for J. K. Larkin & 





USHER 


Co., Inc., New York, has been 
announced by A. O. Lanchan- 
tin, vice-president and gen- 
eral manager of the firm. 

Mr. Usher is well known in 
the New York area having re- 
cently retired from the Oliver 
Iron & Steel Corp., Pitts- 
burgh, Pa., with which he 
was associated for 37 years 
in the New York sales office. 
At the time of his retirement 
from the Oliver company, 
Mr. Usher was eastern sales 
manager. 


Deepfreeze Merchandise 
Post to Robert Leonard 
Robert A. Leonard has 
been named merchandise 
manager for Deepfreeze, 
North Chicago, Ill., Ben G. 
Sanderson, general sales 


manager, ha‘’s announced. 
Mr. Leonard comes to 
Deepfreeze after 11 years 


with Montgomery Ward & 
Co., Chicago. 


Name Weinstein U-C Lite 
Eastern Sales Head 


T. G. Weinstein has been 
selected to head the eastern 
sales office of the U-C Lite 
Mfg. Co., Chicago, IIl. 

Mr. Weinstein, whose 
headquarters are at 33 W 60 
St., New York City, is in 
charge of eastern distribu- 
tion of U-C Lite’s complete 
line of Big Beam portable 
electric hand lamps, flares, 
and emergency lights. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


state’s Fair Trade Act which, under 
the McGuire Act, binds non-signers 
as well as signers to observe fair 
trade prices. 

A number of nationally-known 
manufacturers who sell through the 
hardware trade are presently in- 
volved in court actions against re- 
tailers who are charged with vio- 
lating their Fair Trade contracts. 

Some of the companies who have 
recently won restraining orders are 
Lionel Corp., Remington Arms Co., 
General Electric Co., O’Cedar Corp., 
and National Pressure Cooker Co. 

Landers, Frary and Clark and 
Westinghouse Electric Corp. are 
also prosecuting Fair Trade ac- 
tions. 

Meantime, bills intended to kill 
or restrict state Fair Trade laws 
have been introduced in a number 
of state assemblies. 


Most Trades Made 
Slight Gains in 1952 


Most retail lines of business had 
small to moderate sales gains for 
1952 as compared with 1951. 

Total sales for all retail stores, 
last year, were estimated at $164 
billion, an increase of 4 pct. This 
increase, the U. S. Dept. of Com- 
merce reports, was the result of a 
gradual gain from April through 
December since sales for the first 
quarter of 1952 were 4 pct behind 
1951. 

The sales estimates for retail 
hardware stores, at $2,628,000,000, 
last year, was 4 pct lower than 
for 1951. 

The 1952 sales estimates for 
some other retail lines, and the 
percentage of increase over 1951, 
were as follows: 


Gasoline service stations.. $9,960,000,000 (9%) 
OS = a 3,173,000,000 (7%) 
Grocery stores .......... 32,266,000,000 (6%) 
Women’s ready-to-wear... 
Eating & drinking places. 12. 688. 000,000 (4%) 


Variety stores ........... 2,986,000,000 (4%) 
Men’s and boys’ wear..... 2,447,000,000 (3%) 
Furniture, home furnish- 


Dl decbetednausseae es 5,300,000,000 (4%) 
Drug & proprietary stores. 4,724,000,000 (4%) 
Department stores, includ- 

ing mail-order ......... 11,604,000,000 (2%) 
EN 46.5.6. 0:0n:00:0.0:0:4 1,711,000,000 (2%) 
Motor vehicle dealers .... 25,867,000,000 (0 ) 
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Retail Store Sales 
Good in January 


Retail store sales in January 
were about 10 pct higher than 
they were a year ago, the Dept. 
of Commerce reported. 

After adjustment for seasonal 
factors and trading day differ- 
ences, January sales were down 
about 1 pct from their Decem- 
ber high. 











Credit Boom, Started Last May with Lifting 
Of Reg W, Boosted Time Sales 25% in 1952 


Consumers have created a “credit 
boom” which started last summer 
and while the proportion of credit 
to cash sales has dropped some- 
what, it still remains substantially 
above the level of May 1952, when 
Regulation W was lifted. 

An increase of 25 pct in new in- 
stalment sale and loan credit 
granted for durable goods pur- 
chases, last year, brought the total 
to $25.1 billion, according to a re- 
port by the National Industrial 
Conference Board. 

Instalment sale and loan credit 
for last December rose 30 pct over 
that of December 1951. Credit dol- 
lar totals jumped from $2 billion in 
December, 1951 to $2.6 billion last 
December. 

The Conference Board report at- 
tributes the marked rise in the pro- 
portion of credit sales to total 
durable goods sales volume during 
the summer months of 1952 to an 
unexpectedly large backlog, prob- 
ably stemming from purchases de- 
ferred by marginal buyers who had 
been sitting on the sidelines while 
Regulation W was in force. 

Since the end of the war, the 
Board notes, rising prices have cut 
the purchasing power of consumer 
holdings of cash and government 
securities about 15 pct. At the same 
time, unit purchases of consumer 
durables have apparently increased 
about 20 pct. Thus, as a revolving 
fund to finance consumer  pur- 
chases, liquid assets have declined 
significantly, and the gap appar- 
rently has been filled by the use of 
instalment credit. 

The credit business of depart- 
ment stores has shifted markedly 
from a charge-account to an instal- 
ment business. About 18 pct of 
sales were processed as instalment 
accounts in 1951; only 8 pct in 
1941. Charge account sales fell 
from 44 pct of total sales in 1941 
to only 29 pet in 1951. 


Related to the growing impor- 
tance of credit sales in recent years 
has been the gradual lengthening 
of average collection period on in- 
stalment sales coupled with a de- 
cline in the ratio of down payments 
to sale price. 

Department store instalment con- 
tracts signed in 1946 averaged nine 
months; those in 1951 ran for 13 
months. Appliance store contracts 
were up from six months to 14 
months; and furniture, from eight 
months to 13 months. 


Disston Lowers Price 
On Chain Saw Line 


An across-the-board reduction of 
$50 on its DO-101 line of chain 
saws has been announced by Henry 
Disston & Sons, Inc., Philadelphia. 

Retail prices of all models in the 
line—the DO-101 with straddle 
rail and chain, the DO-101 with 
slotted guide rail, and the DO-101 
bow saw—are affected by the re- 
ductions. New prices range from 
$299.75 for the 18-in. saw to 
$349.70 for the 40-in. model. 

Disston’s “See It Saw” promo- 
tional campaign is based on the 
idea that a fine piece of equipment 
like a chain saw should be sold 
by demonstration, exactly as is 
done in the automobile field. 


Value of Nation's 
Output Up 5% in 1952 


National income, which measures 
output in terms of the total income 
earned in production, advanced 
from $27714 billion in 1951 to 
$2901%% billion in 1952, the Office 
of Business Economics, U. S. Dept. 
of Commerce reports. 

Half of the 5 pct rise in dollar 
value of output represented ex- 
pansion in physical volume, the re- 
mainder reflecting the further 
price increase. 
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NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 





area. With 
FLEXO - SPACE 
you will enjoy 


Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12¥%2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 
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DISTINCTIVE . . 





BEAUTIFUL IN DESIGN 
RUGGED IN CONSTRUCTION 








No die cast parts, quick- 
est and easiest to install. 


Longer bolt th d Z 

many other unique fea- peopel 
tures have gained immediate ar- 
teptance for this latch with car- LATCH 


penters and builders 

Special Finishes on —e 
No. R1952—Solid Brass 

No. R8952—Steel 

No. R6952—Aluminum 


Originators of the 
PUSH-PULL latch 

and the leader in the field, offers the 
finest ‘‘Bore-In’’ push-pull latches 
on the market. Two unbeatable sales 
points . . . Guaranteed Highest 
Quality. Low Competitive Price. 

No. F 1500—Solid Brass No. C 1000—Aluminum 
SCREEN AND STORM DOOR CATCH NO. 12 
New type bearings pre-lubricated at factory (Pat. appl. for) 
assure long life and smooth operation. Competitively priced 
and manufactured from heavier steel to withstand hard 


usage. 
‘a O 


He Line Of Door And ADJUSTABLE DOOR SPRING NO. 16 FOR 
Availabl Hardware Now SCREEN, STORM AND COMBINATION DOORS 

Hable At Your Jobber Tension can be adjusted by turning threaded shaft 
in or out. Adjustment makes it possible to main- 
tain proper tension even after long service. Tension 
can be changed to accommodate heavy storm door 
r liaht screen 


cy d 3 
ORDER FROM YOUR JOBBER OR WRITE... . 
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SAINT PAUL PARK, MINNESOTA 
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GABLE-TOP 
TOOL BOX 









1. GUARANTEED QUALITY —FINEST WORK- 
MANSHIP AND DESIGN. 


2. 30 YEARS EXPERIENCE. 


3. NATIONALLY ADVERTISED 
USED. 


4. COMPETITIVELY PRICED. NEVER SUCH 
QUALITY PRODUCTS FOR SO LOW A PRICE 


SOLD 


QA dE HWW HdWLwww Fn. .'*™FREMdt 


SS. WW) wy 0° vr’ viv, yr” * PF.r'\NWWW (9 vv" w or“ ©™9'_0i25 


WN 


WS 


Z 5. EYE-CATCHING BEAUTY. . . BAKED GREEN 
ZG ENAMEL FINISH. 
Z 6. GREAT DURABILITY .. REINFORCED .. 


EMBOSSED. 


7. ESPECIALLY DESIGNED FOR EXTRA LIGHT- 
NESS, YET GREATER STRENGTH. 


8. A COMPLETE LINE. BOXES FOR EVERY 
SHOP MAN OR HOBBYIST’S NEEDS 





HEAVY-DUTY 
CARPENTER'S BOX 


Waterloo sets the standards in metal 
box design and craftsmanship. It is 
a quality line. Easier to sell because 
Waterloo’s guaranteed quality is 
easier to prove. Competitively priced 
to give dealers an edge on competi- 
tion PLUS EXTRA PROFIT. 

Write your jobber today for complete 
information including free catalog. 


WATERLOO VALVE SPRING 
COMPRESSOR CO. 


WATERLOO, IOWA 
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ALL-PURPOSE 
STEEL CHEST 






GENERAL 
UTILITY BOX 
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“SALES MAGIC~- 

* 7 tv ALADDIN \ 

Household Sharpeners 
This NEW self-service 


Counter Dispenser 
PRODUCES QUICK SALES! 


Displays & Sells the complete Aladdin line 
@ KNIFE RACK & SHARPENER 
@ KNIFE SHARPENER 
@ SCISSORS SHARPENER 





Put Aladdin's new counter display dis- 
penser to work in your store! It’s beauti- 
ful, handy and compact, and will do a 
bang-up selling job for you. Holds 6 
Knife Rack & Sharpener units, 12 ‘Knife 
Sharpeners and 6 Scissors Sharpeners, 
all of famous Aladdin quality. 

Display supplied to dealers WITH- 
OUT CHARGE, occupies very little 
counter space, measures only 14” wide, 
26" high, 1014" deep. Display assort- 
ment of sharpeners costs you only 
$38.99. Your resale is $64.98—you net 
$25.99! ORDER NOW! 





another fast-seller 
by the same maker... 


(gebetit tf 


carbide 
tipped 
masonry 
drill bits 






Outperform, outlast ordinary drill bits. 
TOPS with customers because of per- 
formance! TOPS with dealers because 
of sales appeal! Cyclo-twist Drill Bits 
offer important exclusive features that 
add up to FAST and STEADY SALES! 
WRITE FOR COMPLETE INFORMATION 


New England 


CARBIDE TOOL CO., INC. 
60 BROOKLINE ST., CAMBRIDGE 39, MASS. 
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| 62% Report Cutlery 
| Best Profit Line 


Sixty-two pct of the hardware 
stores covered in a survey con- 
ducted by the Robeson Cutlery Co., 
Perry, N. Y., reported that their 
cutlery department is more profit- 
able than any other department. 

Only 15 pct of the stores re- 
ported their cutlery department as 
less profitable, while 23 pct said 
their cutlery department is just as 
profitable as other departments. 

The survey conducted among 46 
well-known retail hardware firms, 
large and small, in large cities and 
towns, showed that the average 
turn-over for cutlery departments 
is 314 times. The highest turn- 
over reported was six and the low- 
est, 114. 

Women purchase 52 pct of the 


cutlery and men purchase 40 pct 


while men and women shopping to- 


gether account for 8 pct of sales. 


These findings and others devel- 


| oped from the survey are given in 
| detail in a booklet entitled “Cutlery 


9? 


Selling Secrets 
without cost. 

The Robeson firm used three-page 
inserts in seven hardware publica- 
_a to call attention to the book- 
et. 


which is available 


Predicts Big Market 
For Fans This Summer 


This year will be a particularly 
good sales year for fans, predicts 
D. T. Meskill, G-E fan sales mana- 
ger, following a field trip during 
which he presented sales plans to 
representatives. 

“Last summér’s warm weather 
made people comfort conscious, 


| and that consciousness will carry 





over into this year’s selling season. 
Moreover, lots of potential fan 
buyers were unable to get fans 
last summer because of the short 
supply and will be in the market 
this year. 

“Another factor that should con- 
tribute to a good fan year is the 
increasing consumer interest in 
air conditioning. Rather than hurt- 
ing the fan business, the enthu- 
siasm stirred up by air condition- 
ing advertising and sales promo- 
tion actually helps fan sales by 
stimulating general interest in 
comfort.” 

Emphasis will be placed on G-E’s 
“All-Purpose” fan, a floor circula- 
tor and a twin-fan ventilator. 




















ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 










USES DOUBLE 
EDGE BLADE 











McGILL 
METAL PRODUCTS COMPANY 
MARENGO e@ ILLINOIS 














Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


STICKS AND STAYS py 
a 
ae 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this , 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many a materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
i Water Putty y ton not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Materici 












DURHAM 
COMPANY 
Des Moines 4 























in POWDER Form 
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Durable Goods Sales 
Higher in January 


Manufacturers sales in January 
were $1.7 billion higher than sales 
in the like month of 1952, the Com- 
merce Dept. reports. 

January sales, after adjustment 
for seasonal factors, were un- 
changed from the December level. 
Durable goods shipments rose 4 pct 
but there was a 3 pct decline in 
non-durables, after seasonal ad- 
justment. 

Manufacturers inventories at the 
end of January were $44 billion, 
about $500 million higher than in 
the same month of 1952. 


Mastic Tile Cuts 
Price to Dealers 


A change in the selling price 
program to dealers on Aristoflex 
vinyl plastic tile, effective March 
2, was announced by the Mastic 
Tile Corp. of America, Newburgh, 
N. Y. 

One reason given for the re- 
duction was “to give Matico dealers 
greater latitude in which to func- 
tion in the increasingly competitive 
vinyl flooring field.” 





5th Ave. Salespeople 
Rate 681/2% in Test 


Even the sales clerks in New 
York City’s fashionable Fifth 
Ave. stores rated a score of only 
68% pet in retail salesmanship 
in a survey conducted by stu- 
dents of the City College School. 

While this “C” average is a 
low mark it is not nearly as poor 
as the 58% pct scored by the 
salespeople on 34th Street’s 
moderately priced stores, or the 
49% pet score of the 14th St. 
stores, which cater to a lower 
income trade. 

The business schoo] students 
judged the salespeople on 11 
factors, running from the ap- 
proach to the closing of the sale. 
They found that the greatest 
difference between 5th Ave. and 
14th St. sales clerks was on the 
“approach to the customer.” 
Both groups scored highest on 
“pleasantness.” 

Fifth Ave. clerks rated 25 pct 
higher than 14th St. store per- 
sonnel in the matter of “skillful 
demonstrations.” 
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SHARON Keyed 


KEY KITS 









THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


© 7 sizes from .050" to 3/16" across 
© Alloy steel, heat treated 
® Each key color sized 


flats 


® Selector chart sealed in polyethylene 


case 


® Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 





Time is Money..Save It 


with an 


POWER VISE STAND 


THE 


The Oster Power Vise Stand threads pipe up 

to 2’ as much as 5% minutes faster than any 

hand threader. It’s a sturdy, dependable ma- 

chine that makes *‘pipe cut-to-sketch” busi- 

ness more profitable. It's easy to operate and 
easy to move. 


Call your local Oster distributor for proof 


that an Oster Power Vise Stand can save you 
money or write us for his name and address. 





MANUFACTURING CO. 


2028 East 61st Street ¢ Cleveland 3, Ohio 


1893 « CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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NATIONAL'S Popular _\\ 


PACKAGED : 


—_ 
— 


WEATHER - 
STRIP 


Yj 


/ 


(= 
=~ 


iim | Is All Dressed Up 
ee sot? And Ready To 
ett 4, Va 

* i 


GO! 
In Its Smart 
NEW CARTON 


Because the home maker 
sees savings in time and 
money at a glance, Na- 
tional's Packaged Weather- 
strip for doors and windows 
has been a_ fast-moving 
item for years. 

Now, in its dapper new 
carton, it appeals to the 
eye as much as the pocket- 
book. 

ir's the same high quality 
bronze, measured to fit one 


door or window (ample 
stock of standard sizes) 
without trimming. Com- 





plete with nail and screw 
supply and simple installa- 
tion directions. 


Send for Catalog Page A24a 


National Metal 
Products Company 


P. O. Box 9965 ¢ Pittsburgh 33, Pa. 











rrr ty eee TR i 


ory 


STAINLESS STEEL 





FASTENINGS 
GF OF ALL TYPES ¢ 
KiGHy OFF THE SHELF 


ok Ia 











In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws © Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on spe-ial s-rew 
machine products. 

WRITE, WIRE OR PHONE 

YOUR REQUIREMENTS 


New Catalog now 


whet 
available—write today 
I Ld STAINLESS SCREW CO. 
soe (-amp (heme Somme AR mory 4-1240 


232 Union Avenue ° Paterson 2,N. J. | 
Direct NEW YORK Telephone: Wisconsin 7-904! 
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~ | Appliance Prices Expected to be Held 


In Line This Year by Strong Competition 


“Intense competition among man- 
ufacturers will keep prices in line,” 
stated Inwood Smith, assistant to 
the general manager of the Cros- 
ley Division, Avco Mfg. Co., in com- 
menting upon price decontrol, at 
the annual convention of the Ten- 
nessee Retail Hardware Associa- 
tion, in Memphis. 

Mr. Smith said that if retail ap- 
pliances rise at all, after controls 
are lifted, the rises will be slight. 

He said that Crosley also expects 
a return to the normal seasonal pat- 
tern of sales in the appliance in- 
dustry. He pointed out that high 
inventories plagued manufacturers 
during the first half of 1952 but 
when this inventory situation was 
cleared up, sales rose during the 
second half to high peaks. 

Inventories today throughout the 
industry are low. Therefore, ap- 
pliance dealers are selling in a 
stable market, although it is a buy- 
er’s market, he said. 

Mr. Smith said that he expected 
that manufacturers will have to 
continue to absorb at least part of 
the increase in production costs and 
concentrate on volume manufactur- 
ing and marketing to offset lowered 


| margins. 


“The appliance industry,” he 
said, “is optimistic about the levels 
of retail sales during the coming 
year, feeling that they will equal, 
or slightly exceed, overall appliance 
volumes of last year. The first six 
months should be considerably bet- 
ter than the comparable period last 
year, with a slight decline in levels 
during the latter half of the year 
as compared to the period’s high 
sales in 1952. 

“There is a wide open market for 
such relatively unsaturated prod- 
ucts as home and farm freezers and 
automatic dishwashers. Entirely 
new appliances with tremendous 
market potentials, such as home air 
conditioners, are being developed. 

“The public acceptance of these 
newer products has put the entire 
appliance industry near the top of 
the list of fastest-growing indus- 
tries in the country. There are 
more new products with unsatu- 
rated markets in the appliance field 
than in any other industry. To the 
retailer, these new products repre- 
sent an exceptional growth poten- 
tial for his own business, with a 
wide consumer need and desire es- 
tablished and relatively no trade-in 
problems,” Mr. Smith pointed out. 


| Sporting Goods Stores Turned Stock 21/2 Times; 


Trade Study Shows Dealer's 1951 Net Was 3.6% 


The average sporting goods 
store, in 1951, had a 2.5 turnover 
according to a sporting goods 
trade study, announced by the 
National Sportings Goods Asso- 
ciation. 

Other important findings devel- 
oped by the association’s first 
“Cost of Doing Business Survey” 
were: 

Sales per square foot of floor 
space averaged $82; 

The average NSGA dealer’s 1951 
sales increases exceeded gains 


made by the average U. S. retailer 
in both durable and non-durable 
goods; 

The net operating profit ratio 
for the average association dealer 
in 1951 was 3.6 pct; and 

1951 dollar sales and _ profits 
registered smal] gains over 1950. 


Copies of the findings were 
mailed to the association mem- 
bers but additional copies are 


available at $1 from the NSGA, 
1 N. LaSalle St., Chicago 2. 





Nation's Hunters Number Nearly 14 Million; 
Pennsylvania Leads Michigan as Top State 


A record number of Nimrods 
took to the woods in the United 
States, in the fiscal year ended 
June 30, 1952, according to a re- 
port released by Secretary of the 
Interior Douglas McKay, which 


showed that 13,902,428 hunting 
licenses had been issued. 

By a slim margin of only about 
20,000 licenses, Pennsylvania hunt: 
ers outnumbered the Michigan 
shooters. Michigan had a much 
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higher hunting population in the 
previous year. 

The 1951-1952 license issuance 
of 13,902,428 exceeded the previous 
year’s total of 12,660,993, and was 
higher than the top year of 1949 
when 12,758,798 licenses were is- 
sued. 


The states received $36,993,668 | 


in revenues from the hunting 
licenses in the 1951-52 season. 





Although the number of licenses | 


was greater, the value of the li- 
censes decreased $1,145,070. 
More hunters travelled to other 
states for shooting in the 1951-52 
season. The total of out-of-state 
licenses issued in the year was 





283,503; an increase of 71,249 over | 


the previous season. 
The ten highest states in the 
number of licenses issued were: 


Pennsylvania .......... 1,070,239 | 
EN oie 550 4 elon ned 1,052,121 | 
ee 866,876 
ee eras aeeiccas 673,858 
ere 636,173 
SPT ere 535,651 
CR... ccs e bee ws 514,885 
EE ee 501,322 
Washington ........... 478,288 
ee 413,696 


Trend to Night 
Openings Is Halted 


The trend to multiple night open- 


ings, which developed so strongly | 
in 1952, has abated the New York | 
Times reported after making a sur- | 


vey in New York and other large 
cities. 

While the competitive rush to 
more night openings has abated 
there is still considerable experi- 
mentation with night openings, the 
survey showed. : 

A number of stores that had two 
night openings a week have dropped 
one of them because of “added 
costs, little real gain in sales, and 
major personnel problems,” the 
Times reported. 


Non-Farm Building 
Declined in February 


Expenditures for work put in 


place on private non-farm housing | 


dropped 8 pct in February from 
January levels. The February total 
was $675 million according to a re- 
port of the Commerce and Labor 
Departments. 

There was a 5 pet increase in the 


amount spent in making additions | 
and alterations to existing houses, | 
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EXCLUSIVE STYLING 








for TODAY'S KITCHENS 


From its brilliant, iictor like chrome 


cover to its recessed foot pedal... 


from its outside heavily enameled 
finishes (white, red, yellow) to its 
inside seamless white porcelain pail 
...Model MS has the VALUE and 
QUALITY that immediately opens 
the way to HIGHER UNIT SALES. 


| Display them and see! 


‘i ae cdiats e 








fot: HIGHER 
GROSS PROFITS!” 


MOST POPULAR COLORS 


WHITE 
RED 
YELLOW 
* 
NATIONALLY 
ADVERTISED 





MASTER METAL PRODUCTS, INC., 321 Chicago Street, Buffalo 4, N. Y. 
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OX FIBRE BRUSH ar gy tide INC, 
ablishedd 18: 


Display these Oxeo brushes | 













Useful combination kitchen 
brush. Wire bristles for 
scouring; stiff tampico for 
general scrubbing. Handy 
hanging ring — new style 
handle. Every kitchen needs 
a Kleen-it. Packed one dozen 
to printed display carton. 


{ » 
/ /) 
The Queen of scrub brushes. Thick tufts 
of plastic bristles in a hand-fitting block. 
Scrubs away the stickiest dirt—can be 
washed clean after use—lasts for months 
of hard service. Selling copy on brush 
back. Packed one dozen all white— or 
assorted green, red, blue, yellow and 
white in printed display carton. 


Repericx & S$ MARYLAND 


¢ Nationally Advertised to over 8,000,000 families 
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| (0.5), 
| shortage of material (0.2), pre- 





| from January to February. 
There was a 6 pct increase in 
| the total dollar outlay for new con- 
ren in the first two months 
| of this year over the same months 
‘of 1952. 


| Fire Causes Failure 
| Of One Store in 200 


One of every 200 business fail- 
ures are caused by fire. Fires ac- 
count for a greater percentage of 
failures than flood, burglary, em- 
ployees’ frauds and strikes. 

This was reported by Dun & 
Bradstreet after analysis of the 

| causes of 7,649 business failures. 

Fire was directly responsible for 
0.5 pet of the total number of fail- 
ures and 11th in the list of 20 

| causes which in order of impor- 
| tance were: 


Inadequate sales (50.7), com- 


| petitive weakness (15.1), excessive 


fixed assets (11.0), inventory diffi- 
culties (9.8), heavy operating ex- 
penses (8.1), poor location (3.4), 


| receivables difficulties (6.9), irreg- 


ular disposal of assets (2.5), poor 
health (2.9), bad habits (1.1), fire 
(0.5), false financial statements 
marital difficulties (0.4), 


meditated overbuy (0.2), mislead- 
ing name (0.1), flood (0.1), bur- 
glary (0.1), employees’ frauds 
(0.1), strike (0.1) and other causes 
(6.0). (Because some failures have 


| been attributed to a combination of 
| causes, total exceeds 100 pct.) 


Plant Expansion 
Outlook Is Good 


Capital investment by business 
will continue at a high rate in 1953, 
according to a survey covering 2000 
firms which account for three-fifths 
of all non-farm investment, con- 
ducted by the Office of Business 
Economics and the Securities and 
Exchange Commission. 

A special O.B.E. field survey of 
84 of the largest companies ac- 
counting for 30 pct of this total in- 
vestment showed these companies 
plan capital outlays in 1954 and 
1955 of 85 pct and 80 pet, re- 
spectively, of the 1952 volume. 

Since these programs may not be 
complete, this is a “relatively small 
drop for periods that far distant, 
and reveals that business still sees 


| broad investment opportunities 
| ahead,” commented M. Joseph Mee- 
| han, Director of the O.B.E. 
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Says Manufacturers 
Must Revamp Packages 


Manufacturers of consumer prod- 
ucts are passing up millions of dol- 
lars worth of sales by neglecting 
the development of products and 
package designs wanted by con- 
sumers in self service and self se- 
lection departments of retail stores. 

J. Gordon Lippincott, of Lippin- 
cott & Margulies, New York indus- 
trial designers, made this state- 
ment to a meeting of the Women’s 
Advertising Club of Washington. 

The enormous and rapid spread 
of self service selling into both hard 
and soft goods fields requires a 
thorough re-examination by manu- 
facturers of their labels, trade 
marks, packages, bottles, tins and 
merchandise tags, Mr. Lippincott 
said. 

The new type of mass retailing 
demands products and _ packages 
that sell themselves on sight and it 
has made thousands of current 
items unfit for competition under 
the changed selling conditions 
throughout retailing. 

Advertising which pre-sells brand 
names is more than ever necessary 
under the new system, he advised, 
but the final sale must now be 
closed by the package itself. 


lroner Sales Rose 
Sharply in January 


Factory sales of standard-size 
household washers and automatic 
tumbler dryers in January showed 
decreases from the preceding 
month and gains over January, 
1952, and ironers registered an ad- 
vance in both comparison periods, 
according to figures for the 
organization’s membership  an- 
nounced by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Washer sales totalled 277,309 
units, compared to 310,661 in De- 
cember, a decrease of 10.7 pct. The 
January total compares to 213,998 
units sold in January a year ago, 
a gain of 29.6 pct. 

Dryers sold in January aggre- 
gated 62,260 units, off 11.8 pct. 
from 170,584 in the preceding 
month, and a gain of 38 pct. over 
45,121 units sold in January, 1952. 

January ironer sales were 24,395 
units, compared to 16,798 in De- 
cember, up 45.2 pet., and were 56 
Pet. above 15,636 units sold in Jan- 
uary a year ago. 
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DEALERS CHOICE 
FOR 1953 / 


SS a 


All-Purpose 
Food Carrier-Cover 
Combination 





Deal Yourself a Winning Hand with 


Pemscos NEW 


Houseware Items... . 


Pemsco’s ALL-PURPOSE Food Carrier-Cover 
combination keeps pastries fresh for days; pro- 
vides an easy way to carry pies, cakes, sand- 
wiches, hot dishes and many other food items 
to parties, picnics, etc. Beautiful Hand Deco- 
rated Flowercraft Design and sparkling colors 
add beauty to any kitchen, and its ALL PUR- 
POSE uses gives this item year around appeal. 


Large air tight compart- 
ment for cakes or hot 
dishes. High enough to 
accommodate large size 
angel food cakes. May be 
used as a separate unit. 


{ Separate pie section has 
tight fitting cover, keeps 
é pie fresh and delicious for 
days. 
< 





Pie cover fits snugly over 
base making a neat single 
compartment for pies or 
hot dishes. 


Large tray, easy to use, 
easy to clean, makes an 
attractive serving tray for 
sandwiches, cakes or 
cookies, etc. 








$49.95 


Retailing at Each 


The Pemsco Mag-Rack will give you an item 
with volume sales and year-round appeal. Every 
family wili want one or more. An inexpensive 
magazine rack, expertly made from heavy gauge 
materials and velvet ebony finish with beautiful 
Hand Decorated Flowercraft Design. 


wy + Can be used 
“Tone mo i any room 
s-<~ in the house 


= The Pemsco Mag-Rack 

i ‘ fits well into any room, 
Not too big for crowded 

a bathrooms, yet is large 
enough to hold sufficicnt 

~* number of magazines. The 

: Pemsco Mag-Rack is at- 
tractive and rich-looking, 
will blend into any living 
room decorative scheme. 
pomree Sturdily built, the Mag- 
Rack can stand heavy use 
of basement play rooms, 
dens or outside patios. 


BEDROOM 


Bk 


HASEMENT N 


v 
Order from Your Jobber Today! 


PEORIA METAL SPECIALTY COMPANY 


2507 S. Washington St., PEORIA, ILLINOIS 
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YOU END 
“UPHILL” 


SELLING 
WITH H-W 
EXTRA 
VALUES 


Selling ceases to be an 
uphill fight against compe- 
tition and buyer - resistance 
when you feature H-W rust- 
proof hardware specialties. Here 
you have the most frequently wanted in- 
terior and exterior utilities and house 
numbers . . . fast-turnover items that end 
your investment in shelf warmers. 
Pressure Cast of rust-proof zinc alloy 
for maximum strength and satin-smooth 
beauty. Packed for easy storage and shelf 
visibility. Write for free catalog—or just 
mail the coupon! Unmatched value by any 
standard. 


Canadian Sales Agents: 
Geo. S$. Hall & Co., 25 Grenville St., Toronto 1 


Hall-Wessel 


COMPANY 


2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 














FREE CATALOG Wanted By: 


NAME_ 





—— ee i 
STATE 


Cran... 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Hibbards' Garden Book Distributed to Dealers 


A million-and-a-half copies of 
the 1953 Lawn & Garden Book have 
been shipped to dealers by Hib- 
bard, Spencer, Bartlett & Co., for 
distribution to their trade. 

The 25-page circular features a 
calendar of “seasonal tips”, sug- 
gestions on what-to-do and how- 
to-do-it, and contains pictures of 
225 garden tools and lawn and 
garden products at special prices. 
For dealers who do not happen to 
carry a popular line of grass seed 
and other lawn products, which is 
featured on one page, there is a 
substitute page headed “Garden 
Clippings”, which contains tips on 
gardening. 





Cotter & Co. Circular Offers 23 Specials 


Cotter & Co., mutual wholesale 
hardware distributors, Chicago, 
has prepared for its dealers a 32- 
page rotogravure Spring and Sum- 
mer catalog. Approximately 400,- 
000 copies will be distributed. 

This catalog has a full color 
cover which features three spe- 
cials. Pages 2 and 3 are also de- 
voted to specially price merchan- 
dise. 

The catalog contains over 400 
items of hardware and _ house- 
wares. The dealer’s name is im- 
printed on two places on the 
front cover. 

The next Cotter & Co. promotion 
will be the Mid-Summer Value & 
Service Days Circular to be issued 
in June. 


" a 
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GURNEE HARDWARE 
GRAND AVENUE PHONE: BELTS 
GURNEE, ILLINOIS 
WEERDAYS -HOO & 


aoe Paving Guwee te Beer Wotne 


Bingham Circular to Get Added Distribution 


Two million copies of a four-page, 
newspaper-type circular, headed 
“Spring Value Days,’ have been 
shipped to dealers by W. Bingham 
Co., Cleveland wholesale hardware 
firm. 

Printed in four colors, the cir- 
cular announces a 9-day store pro- 
motion and also features Hardware 
Week. 

As a special promotion for Cleve- 
land dealers the four pages of the 
circular will be run in the April 16 
issue of the Cleveland Shopping 
News, which is distributed to over 
300,000 families in the metropoli- 


tan Cleveland area. These pages 
will be preceded by another which 
will carry a listing of the partici- 
pating Cleveland dealers. The press 
run will be split so that the names 
of West Side dealers will appear 
only in the papers distributed to 
West Side homes, and vice versa. 
While the Spring Value Days 
circulars mention Hardware Week 
they will be available for earlier 
use of Southern retailers who gen- 
erally begin their spring promo- 
tions earlier because of the earlier 
growing season. 
The Cleveland firm reports it 
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DO YOU 
WANT T0O— 


® Sell or buy a store 


® Represent new ac- 
counts 


® Hire experienced hard- 
ware personnel 


® Dispose of surplus stock 
—distress inventory— 
job lot merchandise 


® Get sales representa- 
tion for your line 


®@ Get a job in the hard- 
ware field 


THEN — 


Tell It To The Trade 
In The Classified 
Advertising Pages Of 


HARDWARE AGE 











Classified Ad Dept. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N.Y. 











HARDWARE AGE, MARCH 19, 1953 








DEALER NAME GOES HERE r 


OME UME HERE TO FEATURE YOUR SPECIAL SERWICES- 
CITY and STATE 


r F i 
Se? aes - 
et. ie 
\ ‘ ; 5 
f 
Now 


MOotEN STITT 
PICNIC Juss 


* 


I~ $3 69h 
2° *. 
PAINT ROLLER 5) 


Specoat? tenes tt : 
wi GARDEN HOSE 
2 $489.5 44 | 
PAG 4 
gf %439 
x 1 i 











will attempt to get the merchan- 
dise featured in the circular to 
dealers by April 1. 


Sees More Productivity 
For Civilian Needs 


The nation’s economy can now 
turn its capacity for expansion to 
meeting civilian needs, states the 
annual report of the Federal Re- 


serve Bank of New York, signed by | 


Allan Sproul, president. 

By the end of 1952, the report 
states, the nation’s economy had 
largely completed the physical task 
of making room for an expanded 
defense program that is expected 
to continue at high levels for some 
time. 











The current outlook is termed | 


“promising and challenging.” The 
challenge is presented by “disturb- 
ing questions” of whether high level 
employment ean be maintained, 
inventory cycles be moderated, and 
fluctuations in construction activity 
be dampened down; whether pro- 
ductive capacity has become too 
large, private debt too high, and 
savings too great to assure sustain- 
ed high rates of profitable invest- 
ment. 

The report notes that the halt 
in inflation in 1951 and 1952 has 
left the economy better prepared to 
maintain economic stability in the 
years ahead. 


Workers Earning More 


The pay envelope of the average 
factory worker in mid-January con- 
tained $71.27 for a 41.1 hour work 
week. At the same time last year 
the average worker received $66.91 
for 40.8 hours work. 











Are You “Hooked Up” 
For Spring Repairs? 


Hooks, eyes and similar items are year- 
round sellers, but there is always extra 
call for them in the spring when prop- 
erty repairs begin. 

So—check up on your stock, and, as 
usual, replenish with “Brooks.” This 
dependable brand not only makes good 
repairs but good friends! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROGKS  HOGKS 


HERE’S WHY 





FARM TARPS' 


OUTSELL ALL OTHER TARPAULINS... 


| month in leading farm publications. 
INDIVIDUALLY PACKAGED and 
backed by a factory written guarantee 

3 GROMMETS ANCHORED against rope 
bound in hem. Double sewed thruout 

4 STURDY, RUGGED CANVAS 
superior water-resistant treatment. 


4 OUT OF 5 WHOLES¢ 


Cagle FARM TARPS 


Mfd. by H. WENZEL TE 
ST. LOUIS 4, 























First Aid 


for Chronic Paint Peeling! 


IT’S TIME TO INSTALL 





VENT-O-WALL 


Retail 


BREATHER TUBES [5c 


© Won't rust or 
corrode 
© Easily installed 


© 1-piece Tenite 
construction 
© Recessed louvres 
© Strong! Weather @ Low cost! 
resistant High profit 
Moisture causes most outside paint peel- 
ing! Vent-O-Wall breathers allow air to 
pass freely between the walls; expel 
moisture; add appreciable life to paint 
jobs. 30 to 40 
peeled side. 


See Your Jobber or Write 


FERN-WEY CO. 


11705 Detroit Ave. Cleveland 7, Ohio 


tubes needed per badly 














PIECE 


CUP HOOKS 





Bright kitchen colors, quality 
appecrance, handsome pack- 
IN aging... 


three good rea- 

sons for consistent sales suc- 

cess. Sturdy zinc alloy finished 

COLORS in white, yellow, red, blue, 
green, nickel, brass, 6 hooks 

@ Also nickel or brass finish, 1 gross to the box. 
See Your Jobber Today for Immediate Delivery 


to the card. 


| Jobber Inquiries Invited 


GRIES REPRODUCER CORP 


789 E. 132nd St., New York 54, N. Y. 
Phone: MOTT Haven £-7400 — 
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Retail Toy Sales 
Increased 9.4% in 1952 


The toy business in all retail 
categories increased 9.4 pct, in 
1952, establishing a new record of 
approximately $810 million in re- 
tail sales, announces Melvin Freud, 
president of the Toy Guidance 
Council. 

Mr. Freud predicted that 1953 
would see the introduction of the 
largest number of new items in 
many years. He expects prices to 
remain relatively stable, despite 
the lifting of price controls. 

A steady increase in year ’round 
toy business continues, Mr. Freud 
stated. The promotional activities 
of toy manufacturers and retailers 
were the highest in history, last 
year. 

Inflatable plastic products was 
a major segment of the toy in- 
dustry, with sales reaching a re- 
ported $25 million at retail. 

Freud is optimistic that the 
year ’round trend of toy sales this 
year will show another significant 
growth, with annual toy volume 
probably exceeding the 1952 peak 
by at least 10 pct. He reported that 
sales of spring and summer mer- 
chandise will be far ahead of last 


vear’s figures. 


Magazine to Print 
How-to-do-it Pages 


3eginning with the current Feb- 
ruary issue, four new pages, pre- 
punched for easy insertion in the 
Better Homes & Gardens Handy- 
man’s Book, will be published 
monthly in Better Homes & Gar- 
dens magazine. 

The new pages will feature how- 
to-do-it information on home main- 
tenance, improvement, and repair 
with a new subject covered each 
month. Size of the punched pages 
will be the same as those in the 
book itself, and subject matter will 
be handled so the pages can be filed 


easily by tab-indexed chapter head- | 


ings. 


Punched pages for another popu- | 
lar Better Homes & Gardens book | 


—the Cook Book—have appeared 
regularly in the magazine since 
May, 1937. And each month more 
than a million homemakers clip 
them. 


Now, the more than 3%4-million 











‘ THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the World Over" 


Here’s a fast-selling new Cam-Loek Hy. 

Grant for use on pressure lines. Sturdily. 
built with for few moving parts, this Colum. 
a _ a ne So corsage te rust eut. 


Aclude: 
E- PIECE BRONZE. VALVE BoDy 
Frmaeze scr VALVE ASSEM. 


Write today for complete informe. 
. Established 1888. 
Columbiana PUMP CO., Columbiana, Ohio, U.S.A. 


— 








WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog type uy 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














METAL FLOATS 


8° to 12" diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to IS0# 
pressure In stock 
—specials of 
various metals 
made to order. 
Catalog on request. 


ARTHUR HARRIS & CO. 


212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 








Ball 
Type 































| 
| 
} 
| 
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Better Homes & Gardens reader | 


families will get punched pages for 
the ring-bound Handyman’s Book 
each month. 





Out of this World Rarorit 

with BIG VOLUME : :; 
AGRICULTURAL Si? 

SPRAYER PARTS 


Hypro Nylon Roller Pumps, 
Sherwood Gear Pumps, Agricul- 
tural Chemical Hose, Tee Jet 
Nozzles, Pressure Gauges, Relief 
Valves, Strainers, etc. Complete 
Boomless Sprayers, Complete 
Boom and Trailer Sprayers 

Write for nearest Distributor 

THE COMPANY 

DAKOTA CITY, NEBRASKA 
























Bewildered ? 7? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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NEW! COLORED 
GLASS CUTTERS 


e RED @ YELLOW © BLUE © GREEN 





EYE and 
BUY 
APPEAL 


NEW! 
FOR THE 
DO-IT-YOURSELF 
MARKET 


SELF-SERVE UNIT 
HOLDS 12 GLASS CUTTERS 
IN 4 ASSORTED COLORS 


New idea to attract home paint and repair shoppers. Precision 
built. Order now from your local jobber. 


HYDE MANUFACTURING CO. 


SOUTHBRIDGE, MASS., U.S.A. 


Eastern: 


FINE DRAPERY HARDWARE 


Economy Line 


ss ———Y 


The Quality Extension Curtain Rod 


Made of heavy-gauge metal—50% heavier 
than competitive lines! Won’t sag or twist. 
Available in single or double rods, venetian 
blind rods and extension pieces. Write for 
details today. 











The Eastern Venetian Blind Co. 


skoltililela-meCLOMma Atel a alelale| 
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Three more reasons 
why NATCCO bathroom 


cabinets outsell others! 


NATCCO Cabinets are leaders because 

they represent quality plus economy. National 
offers features that no other company has. And 
National Steel Cabinet is the largest exclusive 
manufacturers of bathroom cabinets. 
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/ Here's a counter display that will fit anywhere. 
a4 Made of sturdy materials, it displays the fast 
\7 moving 1102FL GARFIELD model. 
oom fey It requires no assembling. It 
od has a pocket for ‘‘take one” 
literature. You buy only one 
model 1102FL to obtain it. 
















LIMITED 


This well designed, four color, 
floor display zooms cabinet ™ 
sales. It attracts attention to any 
part of your store — where it 
effectively displays four cabi- 
nets — two lighted and two 
unlighted models. This beau- 
tiful display is furnished you 

free-of-charge with each 

order of 3 each of models 

1102FL, 802, 1902FL and : 
1902P. Easy to set up— { 
takes less than 5 minutes. 








sapien cot, Gar 3 


| NATCCO offers a complete line of 
handouts, mailing pieces, mats, catalogs, 
reprints, sale sheets—everything necessary for 
complete promotion of National Cabinets 
to your customers. All furnished free of charge. 













Each month National Steel Cabinets are being 
promoted to thousands of architects, builders and other 
contractors. National advertising through trade and 

/ consumer magazine and direct mail tell the 

NATCCO quality story for jobbers and retailers. 

SEND FOR THIS 

PROFIT MAKING STORY! 

Read further details of how 

the NATCCO line of quality Bg 
bathroom cabinets means 

more profits for you. Your a | 
letterhead will bring \aa———< 
complete details. 


wd hee. Clcge 2, 
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CHAPIN 


SPRAYERS + DUSTERS - FUEL TANKS 


EXCLUSIVE 
ONE-HAND DUSTER 


HIGH IN DEMAND 

Here is the only one hand duster on 
the market and sold only by Chapin. 
Available in bright assorted colors. 
Build a mass display for mass selling. 


LOW IN COST 

Exclusive, and made of guaranteed 
top quality materials, yet you can sell 
the Flika-Dusta at a wide profit margin 
for an extremely low price. 


EXTRA VOLUME=— HIGH 
MARK-UP 

Combine High in Demand and Low in 
Cost and it means EXTRA volume while 
you get a full mark-up. 











































$95 


FLIKA-DUSTA 


Model No. 597 
LIGHTWEIGHT, EASY TO USE 


Just a slight up and down shaking 
motion with one hand produces a 
thorough cloud of dusting powder 
forced thru the barrel opening by a jet 
of air created by the sturdy bellows. 
Reach even the highest points by in- 
serting a pole in the recessed handle. 


QUALITY MATERIALS 

All metal construction with the bellows 

of sturdy fabric. Conical screen inside 

barrel cap agitates and filters powder. 

Flexible metal spring activates bellows. 
* Slightly higher in the West. 


CHECK YOUR LIGHT WEIGHT 
SPRAYER STOCK 


Do you have enough light 
weight models on hand? 
Here is Model No. 120, 
2 gallon capacity funnel 
top design, especially de- 
signed for urban and 
suburban homeowners 
use. Tank is Armco Zinc 
Grip Galvanized steel. 
Discharge equipment in- 
cludes trigger action shut 
off with a 12” brass 
extension plus a brass 
nozzle with interchange- 
able discs to give a 
spray range from flat 
fan to coarse and fine. 


Model No. 120 


N Mfg. Works, inc. 


Since Hand S ; 
1887 Ee 
Sort 


P 
Knapsack and Wheelbarrow 





200 CHAPIN STREET BATAVIA, N. Y. 
Complete Line Nationally Distributed 
Canadian Representative: 


Frank Hacking (Canada Ltd.), 44 Yonge Street 
Toronto, Canada 
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Promotions 


Manufacturers’ New Merchandising Plans 


Ace Rubber Ads 


| In National Magazines 


A Spring schedule of consumer 
advertising by Ace Rubber Prod- 
ucts, Inc., Akron, O., includes House 
Beautiful, Ladies’ Home Journal, 
Better Homes & Gardens, Woman’s 
Day and Living For Young Home- 
makers. The ads feature Texto 
Tred rubber stair treads and mat- 
ting, Ace oval mats for kitchen and 
bathroom floors, and Ace Waffle 
door mats. 


Lustro-Ware Special 
In Gift Package 


A Lustro-Ware plastic kitchen 
set of eight matching pieces in a 
special gift carton, to sell for $9.95, 
will be advertised in the May issue 
of Good Housekeeping and the 
spring edition of House Beautiful’s 
Guide for the Bride. Newspaper 


| mats and other merchandising tie- 


in materials are available from Co- 
lumbus Plastic Products, Inc., Co- 
lumbus, O. 


Westinghouse Promotes 
Vacuums, Polishers 


A heavy advertising program, 
concentrated in the months of 
March, April and May on the West- 
inghouse line of vacuum cleaners 
and floor polishers, is backed by 
dealer’s aids which include window 
and store display helps, newspaper 
mats, demonstration aids and mail- 
ing pieces. 

Double page spreads in Life and 
demonstrations on TV by Betty 
Furness are being used during the 
campaign. 


Gerity Michigan 
Steps Up Advertising 


The Gerity Michigan Corp. be- 
gins a strong advertising and pro- 
motional program this month, on 
its Dishmaster, bathroom acces- 
sories and giftware line. Consumer 
magazines on the schedule include 
American Home, Better Homes & 
Gardens, House Beautiful, House & 
Garden, Sunset, Small Homes 
Guide, Good Housekeeping, Busi- 


ness Week, Esquire, Ladies’ Home 
Journal, Woman’s Home Com- 
panion, McCalls, Newsweek, 
Everywoman’s, Woman’s Day, and 
Family Circle. 

A new garbage disposer unit, 
claimed to operate on an entirely 
new principle, has been introduced. 

Point-of-sale displays, newspa- 
per mats and other merchandising 
materials will back the campaign. 


Power Tool Feature 
On National TV Show 


The radial arm multi-purpose 
woodworking machine, “Power 
Shop,” manufactured by DeWalt, 
Inc., Lancaster, Pa., will be fea- 
tured in a two-minute commercial 
and a five-minute documentary film 
on the March 22 Omnibus show. 

Omnibus is a _ new television 
show, telecast every Sunday after- 
noon on a coast-to-coast CBS-TV 
network. The show is a 90-minute 
variety program presented jointly 
by five sponsors under the direction 
of the Ford Foundation Institute. 

American Machine & Foundry 
Co., of which DeWalt, Inc. is a 
subsidiary, is one of the Omnibus 
sponsors and each week salutes 
one of its many subsidiary com- 
panies. 

The five-minute documentary 
will trace the development and 
growth of the “make it yourself” 
boom currently sweeping the coun- 


try. 


Old HI Radio, Video 
Programs for Dealers 


Old HI, familiar registered trade- 
mark of the Horrocks-Ibbotson Co., 
Utica, N. Y., is being vitalized 
through a series of television and 
radio commercials. Both series are 
available to H-I dealers, for use on 
local stations. 

The television commercials con- 
sist of 13 shows of 50 seconds, and 
show Old HI demonstrating glass 
rods, reels and lines, and then there 
are 10 seconds for dealer identifi- 
cation. The 13th commercial con- 
tains no plug for the product as 
Old HI asks for better conservation 
practices and sportsmanship. 

The 18 radio transcriptions con- 
sist of three one-minute commer- 
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cials to-be used on 15-minute shows, 
with a suggested program outline 
accompanying the series. The sug- 
gested body of the show will report 
latest weather conditions and ‘on 
the spot” fishing information in 
the dealer’s area on the day of the 
broadcast. 


Pol-mer-ik Extends 


Consumer Advertising 


Ad mats to enable dealers to tie- 
in with the consumer advertising 
campaign on Pol-mer-ik Linseed 
Oil are available from Pol-mer-ik 
distributors or from Archer-Dan- 
iels-Midland Co., 600 Roanoke 
Bldg., Minneapolis. The mats are 
1 col. by 6 in. 

The firm’s consumer program 
has been broadened to include 
Country Gentleman, Mechanix II- 
lustrated, Sunset, Home Craftsman 
and Homecraft. The dealer-mat is 
based on the magazine ad headed: 
“If You Make Painting a Hobby.” 


Brand Names Day Kit 
Available to Dealers 


A kit of editorial advertising and 
window display material keyed to 
Brand Names Day, April 15, is 
available to dealers without cast, 
from the Brand Names Founda- 
tion, 37 W. 57th St., New York 19, 
mn. Y. 

The purpose of the kit is to stim- 
ulate nation-wide institutional pub- 
licity and promotion on brand 
themes during the week of the 10th 
Anniversary Brand Names Day 
celebration. 

The tie-in material includes edi- 
torials and a series of six adver- 
tisements suitable for signature by 
individual retailers or groups of 
merchants in a town. 

The kit also includes two series 
of radio spot announcements, one 
designed for sponsorship by local 
retailers and the other for broad- 
cast as a public service by the radio 
station. There are also illustrated 
suggestions for Brand Names Day 
window displays. 


April-May Promotion 
For Electric Cooking 
This year plans have been made 
by the Electric Range Section of 
the National Electrical Manufac- 


turers Association and the Edison 
Electric Institute, co concentrate 
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NO. 53 
Rocket Package 





A Natural For 
National Hardware Week 
Display 


Consists of a carefully selected and balanced assortment of 

open stock Sherman nozzles, sprinklers, couplings, menders 

and accessories especially suitable for National Hardware 

Week. Merchandise and display material (packed in carton 

20” x 14” x 8”) reaches you factory fresh and sparkling with 
Order Today ... Soles appeal. 






don’t miss eer, 
your share H.B. hotel: = 
of spring profits pt 

P g pr BATTLE CREEK. MICH. 


LAWN HOSE GOODS 














iO “UNIVERSAL 


‘ 


Sprayers 


IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


Se RM 
A thoroughly complete line for every hand-spraying and dusting 
application. 


Sold only through jobbers —with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. & 













Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. _ re 

oe , 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 


line to handle. 






UNIVERSAL METAL PRODUCTS CO.) ase '® 


SARANAC, MICH. 
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Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 
\ JOLIET, ILLINOIS 










A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8’, stands read 
to answer 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 


~% 
STEEL WASHERS 


FOR EVERY NEED 


your needs. A VARIET 


THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 
























BEATS or WHIPS 
IN A CUP 
OR BIG BOWL 
NO SPLASH! 


Radical new design 
makes it possible to 
mix, beat or whip 
small quantities with 


Atom Whip works 
faster so there is less IN 
labor — there is no 
splash and it’s easy to 
clean. A sure-fire hit 
with all housewives. SA 
Order Atom Whip Z 
now for big sales }} 
and profits. } 


0 SE 





WRITE TODAY TO 


R. KRASBERG & SONS MFG. CO. 


2501 West Homer Street 
Chicago 47, Illinois 
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AM 
great speed and ease. wires CRE DS 
3 | 


| All position. Can't leak. 
For cold or hot water or 
| steam. 150 Ibs. pressure. 








STRATAFLO 


CHECK 
VALVES 


= pee LAW 1/) (c 
metal 
poppet 


‘ 





| Noiseless. Write for Bul- 
| letin No. 302. | 


ORDER FROM YOUR JOBBER 


en ae 
J i 








1.2 Ror amd V i 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 





appliance industry promotion on 
electric ranges in the months of 
April and May, which have been 
designated Electric Cooking 
Months. 

The objective of the mass effort 
will be to have this promotion key- 
noted by the slogan: “Women Who 
Know . . . Cook Electrically!” 

This slogan will be made ayvail- 
able, through the Edison Electric 
Institute in the form of wall post- 
ers and window strips. It will be 
offered in the form of glossy prints 
from which reproductions can be 
made for the many forms of visual 
advertising. 

It is being urged that this slogan 
appear in the regional newspaper 
advertising of electric range manuv- 
facturers, as well as in the adver- 
tising of dealers. 


Sees Strong Market 
For Resilient Tile 


Charles A. Neumann, vice pres- 
ident in charge of sales of Kentile, 
Inc., manufacturers of resilient tile 
floor coverings, at a recent sales 
meeting, advanced the following 
reasons for expecting a_ strong 
home market this year: 

(1) An increasing number of 
families, their incomes rising, are 
demanding more attractive living 
quarters. (2) Seven out of every 
100 families recently questioned by 
N. Y. Federal Reserve said they 
planned to buy new homes in 1953. 
(3) At the present rate of increase, 
500,000 new family households will 
be established in 1953. (4) Per 
capita spendable income is at an all- 
time high and is still rising. 


Training Course On 
LP-Gas Salesmanship 


A complete Liquified Petroleum 
Gas sales training course has been 
produced by the National Commit- 
tee for LP-Gas Promotion, and is 
available to industry companies. 

The course covers all phases of 
LP-Gas and LP-Gas_ appliance 
salesmanship in eight booklets, 
ranging from 20 to 88 pages, and 
contains a leader’s guide, examina- 
tion and answer sheets. 

The objectives of the course are: 
(1) To teach LP-Gas salesmen and 
other contact employees the funda- 
mentals of successful salesman- 
ship; (2) to give them a grounding 
in the history, production, distri- 
bution and utilization of LP-Gas; 
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"WIPE-ON PULLS 

PROFITS EVERY 
MONTH IN 

THE YEAR!” 





Mie L. Wachman, Owner, 
WACHMAN HARD.- 
WARE STORE, 

5622 NORTH 5th ST., 
PHILADELPHIA, PA. 


“I get calls for Plastic Wipe-On all 
through the year. It’s a product 
that sells! Consistent national ad- 
vertising keeps reminding the peo- 
ple to buy Wipe-On and I cash in 
by giving the product 
extra counter and 
window display!” 
Embree Mfg. Co. 
Elizabeth 4, N. J. 


Contact your 
distributor 
today for 











“METAL TREAT 


srs 






PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


, Packed 1 
in display case 













For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S$. Lauderdale, Memphis 6, Tenn. 
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(8) to give them effective sales | 


information to use in competition 
with other fuels, and (4) to school 
them in the special techniques re- 
quired to sell each of the principal 
domestic LP-Gas appliances. 

The complete set is offered for 
$4.50 and may be obtained from 
the National Committee for LP- 
Gas Promotion, 11 S. LaSalle St., 
Chicago 3, II. 


Expect Doll Sales 
To Reach $100 Million 


Sales of dolls at retail this year 
will hit an estimated total of $100 
million, an increase of approxi- 
mately 10 pet, according to David 
Rosenstein, president of the Na- 
tional Association of Doll Manu- 
facturers, in a statement made be- 
fore the opening of the American 
Toy Fair, in New York, March 9. 

Sales of dolls, last year, were 
12 pet higher, according to Mr. 
Rosenstein despite a shortage of 
quality merchandise. This short- 
age, according to the manufactur- 


er, was due to the fact that the | 


trade was slow in placing orders 
with the result that manufacturers 
were swamped with last-minute 
orders that they were unable to 
fill. 

More dolls will be made this 
year of soft vinyl, which approxi- 
mates baby 
Rooted hair will set in plastic to 
make dolls more natural in ap- 
pearance. 


Factories Increased 
Sales of Vacuums 


Factory sales of standard-size 
household vacuum cleaners in Jan- 
uary showed an advance over both 
the preceding month and January 
a year ago, according to industry- 
wide figures announced by the Vac- 
uum Cleaner Manufacturers’ Asso- 
ciation. 

Sales were 255,886 units, up 2.8 
pet from 249,032 in December, and 


compared to 230,226 in January, | 


1952, an increase of 11.1 pct. 


Tool Output Up 15% 


The Fuller Tool Co. announced 
that its sales for 1952, in units of 
screw drivers, chisels and kindred 
items, amounted to 12,092,077, rep- 
resenting a 15 pct increases. 

(Resume reading on page 15) 


flesh to the touch. | 
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Fuster: 
REPEAT 


Protective 


INSECT BOMB 





| Sizes Packed 
| In Self-Selling 


MORE 
Than An 


Insect 
Repellent! 





NATIONALLY ADVERTISED 
& PUBLICIZED! 


Better Homes & Gardens 
Sports Afield 

Outdoor Life 

Hunting & Fishing 
Fur-Fish-Game 

Outdoor Sportsman - 
Nature Magazine 

New York Herald Tribune 


Plus more than a dozen 
others read by millions! 


NATIONALLY USED! 

U. S. Armed Services 

U.S. Forestry & Wildlife Services 

State & Government Conservation 
Departments 

Largest Lumber Companies 

Innumerable outdoorsmen, hunters, 
fishermen, farmers and others 
who work and play outdoors 


POWERFUL SALES HELPS! 


Circulars, Banners, Ad Mats, 
Counter Displays! 


tah Your Wholesaler 
On Write Direct 


WHITMIRE RESEARCH LABORATORIES INC. 


339 SOUTH VANDEVENTER ST. LOUIS 10, MO 
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“THERE IS NOTHING FINER THAN A DIAMOND” 


DIAMOND THE PREFERRED LINE OF 
METAL CUTTING SNIPS 


Electronically Hardened 
Cutting Edges 



















Heavy Duty Snips 





Diamalloy Metal Cutting Snips are the 

finest made. Beautifully nickel-chromium 
SOLD BY plated, heat-treated throughout, and tem- 
pered to extreme toughness. Blades are machine 


LEADING JOBBERS ground for extra smooth cutting action. First choice by 


mechanics everywhere and an exceptionally fine tool for 
EVERYWHERE household use. 
DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE. DULUTH, MINN. 



































KEEP PROFITS ‘ROLLING’. . . With 
METAL DIsc 
WHEELS 


For HOBBYISTS and 
HOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS 


If you make a product that “rolls” — 
seeders, lawn mowers, sweepers, 
carts, etc.—get prices NOW on 
ALLIED Wheels. Priced right, 
finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 


il Si/ats0CS Wea. MARKERS 


are the pencils to pick 





when the surface is slick! 





Markers that write easier, 
more legibly on smoothest 
china, glass, plastic and 
metal surfaces. Marks last —) 
longer, stay clear, yet are 
easy to remove with a damp 
cloth. Quick, self-pointing 
and economical! Ask for 
#792-T Thin Black, and 
#795-T Thick Black. 























At your 
dealer, or write 
for sample, 

naming this 
magazine. 










= ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 








29 BROADWAY e TOLEDO 4, OHIO 


Representatives And Warehouses In Principal Cities 


BLAISDELL PENCIL CO., BETHAYRES, PA. 
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Flex-Collars 
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(2) ¢-11 
(2) D-13 
(2) 0-15 
(2) £-17 
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MORE THAN 
5000 DEALERS 
ARE DOING A PROFITABLE | 
DOG COLLAR BUSINESS 


with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES 


ARE YOU ONE? 





If not, why not start now? Your initial | 


investment for 12 FLEX-COLLARS and 


9 FLEX-LEASHES together with this | 


rack and selection chart for over 100 
breeds, costs you only $17.13. These 
items are high profit makers. Just tear 
out this advertisement and put it in 
your Want Book. Ask your jobber for 
this introductory self-service FLEX- 
LINE display. 


All introductory offers returnable | 


in 30 days if not fully satisfied. 
Larger self-service FLEX 
LINE display assortments 
and replacement stocks \- 
available at your jobbers. 





HUNGERFORD PLASTICS CORP. 


ROCKAWAY, NEW JERSEY 











es 


ATALOG 


SELL THE PLUG 





OVER ELEVEN MILLION SOLD 
e 


A Fast-Moving Item That | 
Keeps the Cash Register Jingling | 


ORDER FROM ANY JOBBER 
HELIN TACKLE COMPANY 


3669 MELDRUM AVE. 


THAT OUTSELLS ALL OTHERS / 














| 
| 
DETROIT 7, MICH. | 
| 
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TRY TRYON FIRST... 


Ask that a sales representative call. 





1953 Fenian Mauer! 


Regardless of what teams win the pennants in 
1953, you can make your store a pennant winner 
for profit by confining as many of your purchases 
as possible to the Edw. K. Tryon Co. 







for every indoor 
and outdoor sport 











Complete lines of tackle 
and accessories 


GUNS and 
O AMUNITION 


All leading makes of 
shotguns, rifles, 
pistols and ammunition 


OUTDOOR and 
OUTING EQUIP. 








For the yard or patio 
—or for camp or resort 





Quality products for the 
yard, for the home and for 
the outdoors 


WHEEL GOODS 
and ACCESSORIES 


A dependable source for 
bicycles, tricycles and 
all wheel goods. 








EDW. K. TRYON CO. 


PHILADELPHIA 5, PA 


6817 ARCH ST 
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Do you make these 
5 mistakes in selling? 





A quick check list designed to help you 
sell more merchandise, more profitably 


1. Build traffic for your 
competitors ? 


When you let yourself get caught 
“‘out of stock” on popular items, you 
send customers down the street to 
your neighbor. 

That’s good business for him— 
and bad business for you! 

Of course, you don’t want to over- 
stock, either. Best way is to stock 
popular brands you know from ex- 
perience move well for you. 


2. Waste time selling 
“clunks” ? 


You’re not in business to prove how 
good a salesman you are. 

Why spend fifteen minutes selling 
something the customer doesn’t 
really want, and even wrap up the 
sale—only to lose a valuable cus- 
tomer forever! 

One way to avoid this mistake is to 
feature recognized brands. Then the 
customer knows at a glance whether 
he’s interested—and if he is, he’s 
all set to buy with very little effort 
on your part! 


3. Frequently overstock 
slow movers ? 


If you find yourself holding too many 


clearance sales, perhaps you should 
take another long look at your buying 
policies. 

Just because a product wears a 
brand name—even a well-known 
one—doesn’t necessarily mean that 
it is sure to sell to your trade. 

It’s up to you to choose carefully 
among competing brands, and let ex- 
perience guide you in picking the 
merchandise that turns over best for 
you. The only general rule is that 
brand-name items practically always 
move better than unknown, un- 
branded ‘‘orphan” lines. 


4. Lose money—and 
customers—on returns? 


What do you do about returns? If 
you have an ‘“‘easy”’ policy, it can 
cost you money. If you have a tough 
policy, it can cost you customers. 

Some of the smartest retailers in 
the country have found that to cut 
down on returns, it’s good policy to 
feature well-known, trusted brands 
of merchandise. 

When a customer buys such an 
article, he knows in advance what 
he’s getting. There is no question 
about the product’s quality or per- 
formance. The customer knows his 


satisfaction is assured by both the 
manufacturer and you, the retailer. 


That’s why returns of popular 
brands are far less likely. But if they 
do occur, you don’t hold the bag! 


5. Sacrifice your reputation 
to a fast buck? 


If you were going to close your doors 
forever next week, you’d hardly 
worry about building a reputation 
for yourself. 

But the reputable retailer who ex- 
pects to stay in business for many 
years in the same town can’t afford 
to risk his good name—or his cus- 
tomers’ good will—by opportunistic 
practices. He must try to please cus- 
tomers, keep their friendship, win 
their loyalty. 

If you want to build a sound busi- 
ness reputation, you’! find your best 
friends are the dependable, brand- 
name products that not only make 
customers but make friends for you! 
Write for free material to help you 
establish your store as a top brand 
names store in your community. 


BRAND NAMES FOUNDATION 


NCORPORATEDO 
A Non-Profit Educational Foundation 
37 West 57 Street, New York 19, N.Y. 


Win national recognition with a Brand Name Retailer-of-the-year Award! 
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RE 


READY-MIXED 
CONCRETE PRODUCTS 





SAKRETE 


— helps you get 


MORE PROFITS 


in the “Do It Yourself” 
market! 


THIS YEAR WE’RE TELLING 5,012,617 
CUSTOMERS ABOUT SAKRETE WITH 
CONSISTENT ADVERTISING IN POPULAR 
MECHANICS AND BETTER HOMES AND 
GARDENS...PLUS HOUSE AND GARDEN’S 
ANNUAL BOOK OF BUILDING. 

MANUFACTURED BY 


ASSOCIATED PRODUCTS CO. DRY-MIX CONCRETE CO. 
111 Vineland Ave., Puente, Calif 10352 Franklin Ave., Franklin Park, tll 


THE ATLAS LIME CO. MILL CREEK TRANSIT MIX, INC. 
303 No. Cotton Ave., El Paso, Texas P. O. Box 42, Salt Lake City, Utah 


W. R. BONSAL CO. SAKRETE, INC. 
Lilesville, N. C P. O. Box 11, St. Bernard, 
HARRY 1. CAMPBELL SONS’ CORP. Cincinnati 17, Ohio 




















Sakrete is ready-mixed concrete and mortar in a bag — ideal for building, 
repair and remodeling jobs at home, farm or factory. With the addition 
of water, Sakrete is ready to use. Sakrete makes every concrete and mortar 
job easy — saves time and trouble for the homeowner and handy-man. Your 
customers will be asking for it — now’s the time to stock up and display 


Towson, Baltimore 4, Md 


CAMPBELL DRY MIX OF 
PENNSYLVANIA, INC. 


Fredonia, Penn. 


TEXAS DRY CONCRETE CO. 
700 E. 6th St., P. O. Box 1436, 
Fort Worth, Texas 


TWIN CITY CONCRETE PRODUCTS CO. 


Sakrete! 





6th & Main S.E., Minneapolis 14, Minn 
17th & Kansas Ave., Kansas City, Kan 
° 


CAMPBELL DRY MIX, INC. 
P. O. Box 91, Farmington, Conn. 














. There's a big market 
among gardeners 


for G-E HEATING 
CABLE SETS 







WICKWIRE 





| 


Whether professional or amateur, your gardener customers can | 


greatly speed germination of seed and growth of plants with the 
even heat supplied by these G-E heating cable sets. The sets show 
excellent results in hotbeds, cold frames and greenhouse soil. 


| 


Backed by forceful sales promotion, G-E heating cable sets | 


move fast. The sets come in convenient lengths, ready to plug in, 
for 110 and 220 volts. 


Get your share of this profitable business by ordering the com- 


plete G-E heating cable promotion program from your G-E dis- 


tributor. For his name, write Section D80-338, Construction Ma- 
terials Division, General Electric Company, Bridgeport 2, Conn. 


Advertised in Saturday Evening Post, 


Better Homes & Gardens SALES AIDS © 


FOLDERS * MATS 


G 
You can fl. (your confidence 2 
GENERAL ELECTRIC 
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@ Padlocks @ Curtain springs 


@ Window sash locks @ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 
AND FORMED WIRES 


rewire PEW 


(Fl 


HE ea a? 
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SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 


WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 
















Sell GARDNER’S Clean-Out Augers 


For Greater Satisfaction 


Made in five lengths, eight to 
twenty-five feet . . . complete 
with adjustable, tubular han- 
dies. Series 1940, spring wire 
. Series 1950, music wire. 
The ideal tool for cleaning 
clogged drains and closets. 
For greater customer satisfac- 
tion— hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. °tnicasoroi"" 


































CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 4 
firmer or short socket types... green plastic or hickory handles. E 


\2 


Write for ee £ 
-= NLEE 
d Tool Quick 


: = hoe File ' GRE. NLEE 


eg 


pfelel Ride) Ba 7 lat) 14, | 









GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





Pump and motor entirely sut of sump. 


SEE THIS CONDENSED CATALOG 





CASTERS 
and GLIDES 


on Pages 215, 216, 217, 218 
of July 24 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 


FAULTLESS CASTER CORPORATION, Evansville, ind. 
GORMAN-RUPP 


HI-N-DRY 
SUMP PUMP 



























Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Pump field. Competitive in price 
and profitable to sell! 


THE GORMAN-RUPP COMPANY 





MANSFIELD, O Bae 














TAPLIN 
EGG BEATERS 


Efficient operation 
Durable construction 
Smartly styled 


Nine models in the 
popular price range 


THE TAPLIN MBFG. CO. 
NEW BRITAIN, CONN. 
Since 1897 























WHAT'S NEW? 


Turn to pages 201-202 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 
terest you. 


IT’S QUICK—IT’S FREE 

















CARPENTER SQUARES 
AMERICA’S FIRST 


with 
CRAFTSMEN 
i EVERY USE 


IGHOLLS 
( NG 








NICHOLLS MANUFACTURING CO., 


TROWELS, FLOATS, CEMENT pole] Ey DARBIES, HAWKS 
FOR THE TRADE 
FOR THE FARMER 


FOR THE HOUSEHOLDER 
“Quality with fconomy” & 2 


OTTUMWA, 


ZEPHYRLITE 


IOWA — U.S.A. 
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* 
Ar . ial all-metal ironing tables lead more than ever 


in nation-wide sales with LOWEST PRICES! 





















ai 08 gM iuag 

me o 

( Guaranteed by > 

Good Housekeeping 
* 


<< 







seo Arvin 9-Height Adjustable 





. S 
45 anvranisto 


THE NATIONALLY ADVERTI 





{djusts at a finger 
uch, when opening 
or a touch of the 


” when table is 


STYLE 1400— Lowest price by far on any fully adjustable 
nationally advertised table. Production has been sharply 
stepped-up to keep pace with increased demand. Cash in 
on Arvin’s low-price leadership. Easiest, widest-range ad- 


n ironing 7: pat ‘ 
justability (26” to 36”). 


position. 


STYLE 1200 (not i/lustrated)—No all-metal 
ironing table has ever equaled the year-in, 
year-out selling success of the low-priced 
Arvin Standard. Promoted with the Arvin 
1400 it’s a “‘natural’’ for building the sales 
of both! 


Both tables have finest fully automatic 
safety locks, Horizon Blue enamel finish. 
Packed in flat, space-saving cartons 
unit delivery. ORDER NOW! 






The right height 


for sitting comfort one- 








The right height 
for standing 





Monviactured by 


ARVIN INDUSTRIES, Inc., Columbus. Indiono 


Formerly Noblitt Sparks Industries inc 


oisreisureo wy Sabgpanton & Co, Mate. 
1107 BROADWAY, NEW YORK CITY 10 


















STYLE 1400 
- AMERICAN FURNITURE MART, CHICAGO 11 + WESTERN MERCHANDISE MART, SAN FRANCISCO 3 













OME PLATED OINETTE SETS 
BONING TABLES 
OR FURNITURE 
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PLASTIC BOXES 


For Every 
- Purpose! 















E PARTS 
=. FISHING 
© STAMPS 






_— 


© these transparent 






é 58 aon a plastic: utility boxes 
cepwaat sell on sight! Your 







customers can use 
them for keeping 
small items neatly 
stored . . . easily | 
identified. Available 
in 6 sizes with a 4 
choice of 24 com- 
partment designs. 
Write for samples 
and prices today! 
Specialists in plastic . 
packaging from planning. | 







, . TOoLs 
BUTTONS 
JEWELRY 
HAIR PINS 
F TOILETRIES 
} . SEWING 
NAILS 

« COINS 
SUPPLIES 
© PAPER CLIPS 
. ELASTICS 

* PACKAGING. , 
~ FIRST AID 







There are many customers who insist on quality in any product 
they buy. You can be assured of satisfied customers when you 
sell the LITTLE WONDER FOUNTAIN BRUSH. Soft, durable 
Ultrastrene Mixture of horsehair, soft fiber and soft durable 
plastic Bristles will not mat— scratch proof rubber bumpers 
— Aluminum pipe handles (not tubing)—-hand made — 6” 
diameter — Bristles 294” long — All Aluminum — No corrosive 
parts — Will last for years. Fits any garden hose — scrubs, 
washes, rinses in one operation. List prices — $4.98 with 2 ft. 
handle —- $5.98 with 4 ft. handle. 


DEALERS ond JOBBERS: Write for discounts and complete - 
information. 

























LITTLE WONDER FOUNTAIN BRUSH CO. 
Div. of K. C. Fountain Brush Co. 
3718 Main St. - Kansas City, Mo. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Each additional word........... 
Positions Wanted 


(Special Rate) set solid, maximum, 
ff errr PLE LIN ° 
Each additional word ......... . 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words............ $5.00 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


~" 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remaliling. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publicatien date. 


Remittance must accompany order In form 
of check or money order, not currency of 
stamps. 








Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


with following among Hardware, Variety 
Store, and Building Supply Jobbers in 
Eastern U. S. Easily Demonstrated ‘‘All- 
Purpose Cleaner’’ based on a new clean- 
ing principle will assure active repeat 
business. Proven record of acceptance. 
Liberal Commission. Write full details 
of experience, lines now handled, present 
territory, references. 


Write: Box B 141, Care of HARDWARE AGE 
100 East 42nd St., New York 17, New York 














_ SALESMAN WANTED TO SELL A complete 
line of plumbing goods to the retail hardware 





| - stores, lumber yards and plumbers for a long 
established, _well known large distributor. Our 
| prices are right. You must do business. We help 


you sell. Most territories open. Write giving 
full particulars in first letter. Address Box B-99, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y. 


H | WANTED — SALES ORGANIZATION OR 
SALESMAN WITH wholesale hardware and 
| electrical following to represent manufacturer fast- 

moving items. May be handled as a side line. 

Liberal commission. Man choice protected terri- 

tories open. Give complete details of yourself and 

j territory in first letter. Write Box B-137, care of 

| em Ace, 100 East 42nd Street, New York 
ae mm 2 





| EXPERIENCED SALESMAN: WITH FOL 

LOWING AMONG RETAIL hardware and 
house furnishing stores to introduce a unique all 
stee] clothes drying rack. May be handled as a 
side line. Liberal commission. Many choice “pro 

| tected” territories open. Give us complete details 

of yourself and territory. Sturgis Plating & Mfg 
Co., Sturgis, Mich. 





REPRESENTATIVES WANTED NOW 
CALLING ON Electrical and Hardware jobbers. 
Bx Cable and Electrical Wires. Many choice 
territories open. Write: Box B-129, care of Harp- 
ge AcE, 100 East 42nd Street, New York 17, 





MANUFACTURERS AGENTS WANTED: 
IF YOU call on dealers and jobbers who sell 
Electric Drills, here is a fast selling volume spe- 
cialty for you. Nationally advertised in Popular 
Mechanics and elsewhere. Converts any make 4” 
Electric Drill into a power screwdriver impact 
tool. It will drive home screws and bolts with- 
out effort. Appeals to all jobbers supplying deal- 
ers with Electric Drill attachments. Broadens 
each dealer’s sales of %4” drive tools to fit the 
unit. In reply, state area covered and type of 
trade. The Drilo Cornoration, 201 
Street, Pittsburgh 19, Pa. 
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East Carson | 








| 
| 


SUPPLY SALESMAN AS exclusive represen- 
tative for New York State or Pennsylvania, or 
North Carolina. 
of 
wire, 
of traffic appliances and lighting fixtures. 
lished accounts. 
tive proposition for proper individual. 
and expense. 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 


TENNESSEE, Kentucky, West Virginia, Florida 
and Mississippi for energetic salesmen to handle 
line of inexpensive paints. 
compatible 
commissions paid on a product that is well estab- 
lished through the South. This is an opportunity 
to handle a competitive priced paint that is a 
tremendous merchandising item in all hardware, 
variety, 
in first 





SIDELINE SALESMEN 


Established following Hardware Dealers. Three new 
items for 1953. New model Swirl-O-Matic (revolv- 
ing brush). Special shut-off valve for garden hose. 
Kar-Rak for autos. Commission basis. Protected 
territory. Advise territory desired. 


MELAIRE DISTRIBUTING COMPANY 
420 Lexington Avenue New York 17, N. Y. 








TO INCREASE YOUR earnings if you are now 
calling on retail hardware trade. Carry a side line 
of 100% Pure Chinese bristle paint brushes. Top 
commission, i 
Address Box B-144, care of Harpware AGE, 
East 42nd Street, New York 17, N. Y. 


AND UPHOLSTERY hardware, for metropoli- 
tan 
A 
Fast 42nd Street, New York 17, N. Y. 


HARDWARE SALESMEN—OPPORTUNITY 


Several eastern territories available. 
100 


SALESMAN, EXPERIENCED HARDWARE 


New York. Old established manufacturer. 
ddress Box B-107, care of Harpware Acz, 100 


SALESMEN: WHOLESALE ELECTRICAL 


We distribute a complete line 
which includes G.E. 
Many prominent lines 
Estab- 
Territory is protected. Attrac- 
Commission 
Write Box B-143, 


construction materials 
cable, and devices. 


Apply in detail. 


PAINT FACTORY HAS OPENINGS IN 


Prefer men handling 


lines at the present time. Highest 


and even drug stores. Give full details 


CUTLERY MANUFACTURER HAS OPEN 
ING FOR qualified salesman to contact dealers 
direct in Louisiana and Arkansas with complete 
line of Nationally Advertised cutlery. nly 2 
qualified salesman now contacting hardware stores 
etc., will be considered. Drawing Account. Write 
full details in first letter. Sales Manager, Robeson 
Cutlery Company Inc., Perry, N. Y. 


NEED SALESMEN IN PHILADELPHIA 
AND New Jersey, attractive proposition. Contact 


Chas. Weiland Inc., 149 Chambers Street, New 
York 7, N. Y. Telephone Ba-7-2340. 
SALESMAN WANTED TO SELL SASH 


chain to Hardware Stores, Lumber Yards, etc., 
in following areas: Pittsburgh, Chicago, and St 
Louis. Commission Basis. Write Box B-142, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


WANTED — SALES REPRESENTATIVE 
CALLING ON retail hardware, house furnishing 
trade to handle line of twines, sash cords, cordage 
specialties, for a large national distributor, on 
commission basis. All territories open. Write Box 
B-132, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 








WANTED — EXPERIENCED CONTRACT 
BUILDER’S HARDWARE salesman age 35 t0 
39 years permanent employment Palm Beach 
Mercantile company West Palm Beach, Florida 





*SALESMEN WANTED FOR DECORATED 
METALWARE imported from England. For git 
vare, hardware and houseware trade. No objec 
tion if you handle other lines. Commission basis 
Write: I. D. Company, 150 Spring Street, New 
York 12, N. Y. 





Accounts Wanted 








letter. Hampton Paint Manufacturing 


Company, Hampton, Virginia. 





ENGLAND drug and hardware jobbers for estab- 
lished line. 
ing lower New York State or Connecticut. 
plete details. 
Acer, 100 East 42nd Street, New York 17, N. Y. 


TATIVES wanted to Hardware and Housewares 
wholesalers 
JET-AERATOR. 
MANUFACTURING CORP., 37-25 32nd Street, 
| Long Island City 1, N. Y. 


WANTED: SALESMAN, FAMILIAR NEW 


Resid- 
Com- 
Write Box B-140, care of HARDWARE 


Salary, Expenses and Bonus. 





WEST COAST AND TEXAS REPRESEN- 


selling MEL-O-FLO 
MELARD 


for new fast 
See Ad Page 126. 





DO YOU NEED ACTIVE REPRESENTA 
TION to first line distributors in the Rocky Mout 
tain Empire States? Just establishing as a manu 
facturers’ agent of hardware lines and ciectrica 
ind plumbing specialties. Experienced in dealing 
vith large well rated concerns. Integrity, dow? 
‘own office, and financial responsibility are of- 
fered. Address Box B-123, care of Harpwatt 
AcE, 100 East 42nd Street, New York 17, N. ¥ 


MANUFACTURERS REPRESENTATIVE 
EXPERIENCED IN HARDWARE, Plumbing, 
Electrical and Electrical appliance fields calling 
on wholesalers in South Atlantic States particu 
larly Florida, Georgia and the Carolinas. Cao 
give time and effort to one or two additional estab 
lished lines in these protected territories. Flori 
resident. Write Box B-135, care of Harpwast 


| Ace, 100 East 42nd Street, New York 17, N. Y 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 








The makers of the famous Roll-a-Weight, 
Nail-On Ball Casters are seeking a new line 
for our N. Y. Representative to carry to the 
Hardware Jobbers along with our line on a 
commission basis. Write: 


BALL CASTER PRODUCTS, Inc. 


7 Boerum St. Brooklyn 6, N. Y. 














EXPERIENCED WHOLESALE HARD 
WARE, HOUSEWARE AND affiliated lines 
salesman. Position desired with manufacturer or 
manufacturers agent covering central Ohio. Line 
or lines accepted must warrant volume sales. 
Write: Paul Kuechler, 564 Chestershire Road, 
Columbus 4, Ohio. 





ATTENTION PAINT MANUFACTURERS: 
PRESENTLY employed as branch manager. Mak- 
ing change. Know my way around in Texas and 
Southwest. 22 years’ business experience. Finan- 
cially responsible. Best of reference. Prefer low 
cost line. Will not consider connection with detail 
supervision. Write Box B-139, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y 





ILLINOTS - WISCONSIN MANUFACTUR.- 
ERS AGENCY—Well established with wholesale 
hardware, housewares and sporting goods trade, 
chain, mail order and premium houses. Can use 
one or two additional lines from reputable manu- 
facturers who want real volume business, thorough 
coverage and intelligent, experienced merchandis- 
ing. Write Box B-128. care of Harpware AGE, 
100 East 42nd Street. New York 17, N. Y 





YOUNG, AGGRESSIVE MANUFACTUR.- 
ERS AGENT CAN use one more good line for 
Hardware and Automotive jobbers. Top coverage 
in Missouri, Kansas. Towa and Nebraska. Write 
Box B-138, care of /+_e srE AcE, 100 East 42nd 
Street, New York 17. N. Y. 





CANADIAN AGENCY REQUESTS OFFERS 
TO act as Commission Representatives for Ameri- 
can Manufacturer of Lock Sets and Builders 


Hardware. We sell wholesale Builders supply and 
hardwares in Ontario. Excellent connections. Best 
references. Write Rutherford Hardware Agen- 


cies at 38 Barrie Street. Galt, Ontario. 





MANUFACTURER’S REPRESENTATIV ES 
COVERING OHIO, WESTERN Pennsylvania 
and New York State and calling on Wholesale 
Hardware, automotive and paint jobbers seeking 
an additional line. Only a company whose prod- 
uct has unquestioned quality and is well estab- 
lished will be considered. We have outstanding 
reputation as producers. Write Box B-136, care of 
se AGE, 100 East 42nd Street, New York 








_ESTABLISHED EXPERIENCED  BUILD- 
ERS HARDWARE REPRESENTATIVE serv- 
ing the wholesale and contract distributors in the 
State of Ohio desires one additional major line. 
In either builders hardware or weatherstripping 


on exclusive territorial basis. Regular concen- 
trated, intelligent coverage. Write Box B-127, 
care 100 East 42nd Street, 


HARDWARE 
New York 17, N. Y 


~ MICHIG AN TE RRITORY, 


AGE, 





CALLING ON 


HARDWARE, Paint, lumber ‘and surplus trade: 
Can use one or two good lines. 25 years in trade. 
Write Box B-126, care of Harpw ARE AcE, 100 


East 42nd Street, New York 17, N. 


MANUFACTURERS REPRESENTATIVE. 
I NOW REPRESENT two outstanding manu- 
facturers to the wholesale hardware and mill 
supply trade. Desire an additional line. Hard- 
ware, bolts and nuts, or equipment. References: 
my present two manufacturers. Address J. Pres- 
ton Perilloux, Jr., 529 Iberville Street, New Or- 
leans 16, La. 
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MANUFACTURERS REPRESENTATIVE 


Illinois - Wisconsin -Minnesota-Dakotas con- 
tacting Hardware, Automotive & Electrical 
wholesaler interested in additional lines. 
Have warehouse facilities available near 
Loop, Chicago. 
Address Box B-110, care of nenpwans we 
100 East 42nd Street, New York 17, 




















Help Wanted 


A MAN 40 to 45 years old, who 
has a broad knowledge of all hardware lines nor- 
mally handled by a jobber. Position is in charge 
of all buying and personnel of a medium size 
jobber. Position made vacant by advancement of 
present occupant to executive position. Excellent 
opportunity for right man. Salary between $7,500 
and $9,000 to start depending on calibre of appli- 
cant. Reply with full particulars to HarpWaRE 
AcE. Replies held in confidence. Location East- 
ern Pennsylvania. Write Box B-131, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, N. 





WE NEED 





CONTRACT BUILDERS HARDWARE MAN 
WANTED. Capable of handling all types of jobs: 
scheduling, estimating, follow-up, detailing, etc. 
Business well established with one of standard 
lock lines. Large southern city in one of fastest 
growing sections. Good proposition for right man 
with good habits. Give details of experience, etc. 
Replies treated coniidentially if desired. H. A. 
Tatum, Cambell Coal Company, P.O. Box 1498, 
Atlanta 1, Georgia. 





Positions Wanted 


EXECUTIVE SALESMAN, THOROUGHLY 
EXPERIENCED HARDWARE, Housewares, 
Paints, Plumbing Supplies. Excellent background 
in department store merchandising and promo 
tions. Interest lies in Pacific Northwest, possibly 
including California. Highest references. Write 
Box B-134, care of — ARE AGE, 100 East 42nd 
Street, New York 17, ¥. 








Business Opportunities 








HARDWARE STORE, 27 x 70 ft. with full 
basement and driveway. Gross business $50,000.00 
per year. Rent $116.25 per month. Leave stock 


$23.000.00. Total price $30,000.00. Allerton Hard 
ware Supply and Shade Co., 2717 White Plains 





Ave., Bronx 67, New York. 

HARDWARE, PAINTS AND HOUSE. 
WARES STORE, Bronx. Established 25 years. 
$90 rent includes 4-room apartment. $20,000 


yearly receipts. Can be increased by man experi- 
enced in hardware, plumbing, glass and venetian 
blinds. Apartment could be used to enlarge store 
and as work . Write Box B-130, care of 
Harpw ARE AGE, 100 East 42nd Street, New 


17, N. 





STORE FOR SALE—HARDWARE-PAINT- 
Housewares-Power tools (Holding franchise for 
same) in a south-central town of 10, Estab- 
lished over 80 years. Choice location in business 
area. Growing community; permanent military 
installation nearby. Inventory and fixtures ap- 
proximately $35,000.00. Other interests. W. L. 
Harbaugh, 22 W. Main Street, Waynesboro, Pa. 


EXPERIENCED HARDWARE MAN 
WISHES TO purchase hardware in Wisconsin, 
Illinois, Indiana or western New York State, 
grossing between $25,000 and $50,000 annually, 
would consider buying part interest in progres- 
sive store. Give full particulars. All replies will 
be treated strictly confidential. Write Box B-125, 
care of Harware Acz, 100 East 42nd Street, 
York 17, N. Y. 





York | 


New | 





MODERN SUBURBAN 
HARDWARE STORE, 
SPRINGFIELD, ILLINOIS 


Choice traffic location. Volume $125,000 
annually. $25,000 inventory at market 
value. Purchaser can either buy or lease 
building. Reason for selling this profit- 
able established business—ill health. NO 
Brokers Please. 


WM. GREBLER & SONS 
2268 South 6th, Springfield, Illinois 
Phone 8-6411 








FOR SALE: HARDWARE AND OILFIELD 


supply store and machine shop due to the death 
of owner. 
Texas town in heart o 
Oil 
thousand dollars. 
less depreciation 


Established eighteen years in South 
f Farming, Ranching and 
producing district. Inventory about twenty 
Machine shop at book value 
Furniture, fixtures and office 


equipment, same. A real opportunity. Mrs. M. A 
adford, Three Rivers, Texas. 

FOR SALE: PLUMBING AND HARD 
WARE STORE, also buildings all fenced. 6-tt 
link Chain Fence, 160 x 120 ft. Inventory about 
$14,000.00. In Lomita, Calif. Write Box B-133, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 





Are You Considering Retiring from 
Business? Selling Your Stock for Cash? 


WE CAN PAY YOU A GOOD PRICE FOR YOUR STOCK 


SAMUEL EDELSON 


Cash Buyer & Liquidator 
480 Broome St., New York 13, N. Y. 




















HARDWARE CLOSEOUT 


No 
1, 318 Only 8 Ib. double faced, striking and 
drilling sledge hammer heads, Government 
surplus, clean @ 92¢ ea. 
2. 62 dozen Dietz Fitzall clear white lantern 
globes @ $1.62 doz. 
3. 6,000 Only pkgs. '/2 Ib. assorted nails packed 
100 packages to a carton ....@ 5¢ per pkg. 
4. 312 Only 15° adjustable auto wrenches, 
Gov't. surplus, cosmolene, individually 
wrapped @ 95¢ ea. 
5. 58 doz. Hudson-Lowell |+quart hand metal 
sprayers . @ $3.60 doz. 
6. 40 dozen 6'' Corbin bright finish chain 
bolts, factory packed $4.40 doz. 
and 48 dozen 3'' and 4'' Yale & Corbin 
factory packed, black finish @ $2.58 doz. 
7. 600 gross #IIII bright finish screw eyes 
@ 32¢ per gross and 1I75 gross #1108 
44¢ gross 
8. 283 Only 12 Ib. straight pein Gov't. surplus 
sledge heads, clean @ $1.48 ea. 
9. 218 Only 6 Ib. point and chisel railroad 
picks, Gov't. surplus clean @ $1.18 ea. 
10. 50,000 prs. of Stanley | x | tight pin hinges, 


cadmium finish, packed about 5,000 pr. in 

bulk to a case I'/o¢ per pr. 
11. 583 dozen 14° hickory hammer handles 
packed | dozen to a box @ 72¢ per doz. 
281 dozen 36"' sledge handles ‘'Seconds" 
packed 10 dozen to a bag -@ $2.00 doz. 

Terms: Net 15 days F.O.B. N.Y.C. 

May we suggest that you take advantage of 
these special offerings and mail your orders to 
us now, as these items are subject to prior sale 

We are also in the market to buy job lots 
and close outs. What have you to offer us? 


UNITY HARDWARE CO. 


96 Park Place N.Y.C. 7, N.Y. 
Phone Re-2-3963 


12. 
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“..- More than 6,000 


of our employees 


are now participating ...” 


MELVIN H. BAKER 


Chairman of the Board, National Gypsum Company 





“The Payroll Savings Plan for Bonds provides a convenient and profitable way 
for America’s wage earners to save. Millions of Payroll Savers have become proud 

\° owners of homes purchased with Bonds bought this way. It also helps our national 
| government with its problems of managing the public debt. We in National Gypsum 
urge the stimulation of the Payroll Savings Plan and are proud to report that more 
than 6,000 of our employees are now participating.” 





Here’s another success story of a person-to-person 
canvass: 

In the Wahoo (Nebraska) ordnance plan: of the 
National Gypsum Company, employee participation in 
the Payroll Savings Plan was a very low 1.73%. 

In September of last year, with the whole-hearted en- 
couragement of top management, the 3,000 employees 
of Gypsum’s Ordnance Plant organized to conduct a 
person-to-person canvass to put a Payroll Savings Ap- 

plication Blank in the hands of every employee. 
90% of the employees signed up in the opening days 
of the campaign. By September 12th, employee partic- 
ipation was 93.7%. On October 2nd, participation was 
almost 97% —and still going up. 

To quote from National Gypsum’s printed report of 
the Payroll Savings campaign: 








“Did we use fancy charts! Did we use advertise- 
ments? Did we have long-winded meetings. Did we 


give prizes for production? The answer is No! We put 
the proposition squarely to the people, and we reported 
to the people once a week in bulletin form to let them 
know where they stood in relation to other depart 
ments as well as to the plant total. Once the spirit of 
competition and teamwork caught fire, once it became 
a matter of personal pride; a successful conclusion was 
only a matter of time and effort.” 


Justifiably proud of its sponsorship of the Payroll 
Savings Plan and the 97% enrollment of its employees, 
National Gypsum Company prepared a very interest 
ing folder, “Bombs and Bonds for National Defense. 
The Savings Bond Program of the National Gypsum 
Company.” Savings Bond Division, U. S. Treasury De- 
partment, Suite 700, Washington Building, Washing 
ton, D.C., will be glad to send you a copy. Read how 
easy it is to build your Payroll Plan to 90% or more 
participation. 


The United States Government does not pay for this advertisement. It is donated by this publica- 
tion in cooperation with the Advertising Council and the Magazine Publishers of America, 
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A BIG SELLER because 


lt has a Hundred Uses 
Sheffield 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.-. Will Not Shrink 


@ Becomes Hard as Stone 










Crack Filler, 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feature 
it strongly ...and watch your 
sales grow . . . because your 
customers are looking for 


SheftieldZrorze 
PAINT CORPORATION 
CLEVELAND 19, OHIO 











something like this every day! 








WHAT'S NEW? 


Turn to pages 201-202 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 


you. 


T'S QUICK—IT'S FREE 











HARDWARE AGE, MARCH 19, 1953 


Customers are 








TAPE’S 
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The term “Scotch” and the plaid design are registered trademarks for the 
more than 200 pressure-sensitive adhesive tapes made in U.S.A. by 
MINNESOTA MINING & MFG. CO., St. Pau! 6, Minn. — also makers of 
“SCOTCH” SOUND RECOKDING TAPE, ‘‘UNDERSEAL”” RUBBERIZED tia 2, 
COATING, “SCOTCHLITE” REFLECTIVE SHEETING, “SAFETY-WALK"™ 
NON-SLIP SURFACING, “3M” ABRASIVES, “3M" ADHESIVES ¥ « 
Gen. Export: 122 E. 42nd St., New York 17, N.Y. In Canada: *, 


London, Ont., Can. ae 
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MARTIN RUBBE 
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AereLonPe col 


y)/ BATH \ 


Suggested retail... 98 cents. | 
Will sell fast. nae all rubber 1 
3-row fine bristle massage spray 
heod. Rustless metal face plate | 
for even water spray. "'Fits- 
all’ connection and 5 ft. 
rubber tubing. In colorful ’ 
display box. #3 7 


™. Bath Spray. a 
7 

~e = aos” 
~eeecae -” 


R COMPANY 


Long Branch, N. J. 





quick 
turnover 
eee Quick 


SPAC 


profit 


Medd 


VACUUM WARE 


ADVERTISED IN 
Life, Look, 
Good Housekeeping, 

Woman's Home 

Companion. 





Parents’, 





| TELE-V 





7249-51 Frankstown 

















| CLOCK and LAMP 


PENNWOOD NUMECHRON COMPANY 


Kitchen 
Tools 


JUNIOR’’ CAN OPENER 
Leaves smooth, safe edge 
. EGG BEATER 

Stainless-steel blades 
. BOTTLE OPENER 

TU-WAY 
bottle opener 

TOP OFF 


opens screw 


A. 


type covers 


EDLUND COMPANY 


Burlington, Vermont 


HY-LO Quart & Pint Vacuum Bottles 
and Workman's Lunch Kits 


E CADET 2 pt. Vacuum Bottles 


and School Lunch Kits 


The New Aladdin Low Cost Plastic 
Vacuum Pitcher 


HOPALONG CASSIDY '2 pt. Vac- 
uum Bottles and School Lunch Kits 


“WIDE MOUTH.” Eot out of it... Drink’ 
out of it . . . Vacuum Bottles and School 
Lunch Kits 


ALADDIN INDUSTRIES, INC., NASHVILLE, TENNESSEE 


ISION 


Self-starting Electric 

Plastic Case, seven Pastel 
Colors. 
Height 5”, 


Width 5%”, 


Depth 314”, Weight 214 Ib. 
UL approved motor and 
cord. 


Consult your distributor or 
write for catalog and at- 
tractive discounts on com- 
plete line of Numechron 
Clocks. 
Personalized imprinting 
available 


Ave., Pittsburgh 
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Your most profitable staple.) ————————, 


The original PLATT : 
ADJUSTABLE 
FINGER GRIP 





























6 outstanding =" 
selling features 


i—Adjusted in a jiffy 

2—Finished in plated spring 
steel. 

3—Made in 3 popular sizes 

4—Handsome, self-selling d= 
play boxes. 

$—Made of spring steel 

and hundreds of others holds shape permanentiy 
See your jobber or write 6—Nationally advertised 


ARTHUR I. PLATT CO.., Fairfield, Conn. 


STACK-AWAY CHAIRS 
With an Exclusive Feature 


A SNAP OF THE CLAMP 
TO CHANGE 
OR TIGHTEN THE SEAT 








Millions in use for holding: 

V All type of tools—in home and 
factory 

Kitchen utensils 

Sporting equipment 

Laboratory test tubes 

Brushes and brooms 

Garden tools 

Rubber stamps 


~ 


~ 
Se eeanaananaaaa 














— 








The folding metal yacht chairs with a greater consumer 
appeal and with more selling aids for retailers. 


Colorful canvas seats and backs or gay, bright sturdier 
woven saran for the discriminating buyer 


Canvas available in 
Red, Green, Bive, Yel- 
low 


Woven Saran in Red, 
Green, Yellow or 
Plaid. 





ms 
’ ; 


» a 
available Ned, 


ALSO CAMP STOOLS AND CAMP CHAIRS 















COMPLETE FLOWER PROTECTION 
the handy PUSH-BUTTON Way! 


ANTROL rose spray 


New "Bomb" Kills Faster, Surer! 


Kills Aphids, Japanese Beetles, many others 
Contains Lindane for knockdown, Rotenone for 
lasting effectiveness. Packed in counter display 
merchandiser. 


roe Through Your Jobber, or Write 
BOYLE-MIDWAY, INC. 

Garden Insecticide Division “ing ittimen 

Cranford, N. J. ° Chamblee, Ga. ° 
Chicago * Los Angeles * Toronto 





T.M. Reg. U.S. Pat. Off. 








SPEEDIE Wall 
Cleaner gently 
rubs grime from 
wallpaper, K e m - 
tone or waterpaint 
swiftly—easily. Re- 
movable sponge 
rubber head may be 
washed and reused 
over and over. 

It's a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 
it’s used. Write for Dealer 
and Jobber prices. 


Cleans Walls 
No Water 


A Top Selier 


Pian Your 
Promotion NOW! 
















Om On On Om & a on ©) 
Chicago, Ill. 






DOVER 
815 W. Arthington St., 
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PROTRACTOR LEVELS 


ea a ‘‘guessing’’ at difficule angles. Makes 

Work Easier for all tradesmen! Just one simple turn 
of the dial and you have the angle or drop per foot J 
you want — quickly, easily, accurately! 







Pat 
APPLIED FOR 











LEVELS 


If your dealer can’t 
supply you Write 
Dept. A 









[alieaall t, 


MAGNELITE LEVELS 






Unbreakable frame of extruded magnesium—1/3 lighter 


H. SCHARF MFG. CO than aluminum. Replaceable Vial Units. Available in 9 


Omaha, Nebraska 


sizes — 12, 18, 24, 28, 30, 42, 48, 60 and 72 inches. 














Largest Selling Wood Glue 


WELDWOOD 
PLASTIC. RESIN GLUE 


Makes joints stronger 
than the wood itself. 
Mixes easily with 
| water. Stain-free, rot- 
proof, highly water- 
resistant! 10c, 15c, 35c, 65c, 95¢ 
and larger sizes. 


UNITED STATES PLYWOOD CORPORATION 


55 W. 44th St., New York 18, N. Y. 







: wuaee? 
Pasric RESIN owt} 

















MARSHA CYC TAME TY) 
Ny 


MARSHALLTOWN TROWEL COMPANY «+ 


larevest 


Sold through 


oy wholesalers only 


THE COLUMBIAN VISE & MFG. CO 
Uses CLEVELAND 4, OHIO 


maker of wurses 





MARSHALLTOWN, IOWA 








e Sash Cord 

e Awning Cord 
e Mason Lines 
e Venetian Blind Cord 

e Cello-Wrapped Clothes Line 





* 












FREE SAMPLES AND WHERE-TO-BUY INFORMATION. 


SILVER LAKE COMPANY 


60 BATTERYMARCH + BOSTON 10, MASS. 





¢ SILVER LAKE » PELHAM »¢NUCORD 








PLANT 






Ss 














HYPON 


Also packed in 10-Ib., 25-Ib.,.50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 





FOOD 










FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
=. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 3314% profit. Attractively packaged for display. Does not deter- 
jorate, is clean, —— and SAFE. Dissolves instantly in water for use 
l1-oz. makes 6 gallons liquid plant food. 


Retails Your Cost “vu. © 
=  . See 72 to case wt. 7 Ibs...... $4.80 case F Guranteed by , 
ASK YOUR JOBBER OR WRITE FOR , | | joc: can Soc... 24 to case wi. 14 Ibs... $800 case Good Housekeepig 
1-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 45 avert 
















DISPLAY Genuine, 


oy cit in s = World's 
War ry Me h. wis best-known, 
quickest- 
selling 
FURNITURE 
GLIDES 

Ask yo 


ROBERT E. MILLE 














easy-to-sell 


DOMES or SILENCE 


To get your share of steady year- 
round profits from DOMES OF 
SILENCE— 


NATIONAL ADVERTISING 


—keep these sales-making display 
containers—cards and boxes—on 
your counter. 


ur jobber or write 


DOMES of SILENCE, Division of 


R & CO.,INC., 35 Pearl St., 


One set in 2 
box. 12 bexes 
in carton. 


SIZES 
ly” ly” %” 
4%” 54” Yn" 3%” 











New York 4, N. Y. 
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—1/3 lighter 


vailable in 9 


72 inches, 





min! O8 g Hivag a 


~ 


uaranteed by ™ 
1d Housekeeping 
* 





